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Sparks 


Brakes, or the lack of them, can 

slow down and stop plants, too. 
* - * 

Dealers in Indiana now have 
$400,000 worth of dual-control 
cars for safe-driving instruction 
in about 200 high schools. 

- * * 


More than three million vehicles 
were added to the highways last 
year, and it seems to Dora that all 
try to park in one block. 

* * * 


To obtain an AA rating, every 
high school in Massachusetts must 
teach the course of theory in driver 
training, according to a _ recent 
ruling. 

- 


- Employment Climbs 


For the second straight month 
employment showed a gain. Cen- 
sus Bureau figures for April show 
unemployment dropped 151,000, 
while employment rose 172,000. It 
found the entire April boost due 
to the rise in farm workers “but 
it was somewhat below seasonal 


+ * 





expectations.” 

Those out of jobs and looking 
for work totaled 3,016,000 against 
3,167,000 in March and 2,193,000 in 
April, 1948. Non-farm employment 
was off 255,000 last month. Mean- 
while, the farm worker total was 
up 427,000. 


Indiana Checks . 
1,200 Dealers: 
Gloom Absent 


NDIANAPOLIS.—Instead of fol- 

lowing the uncertain course of 
business curves, Indiana auto deal- 
ers have replaced second-guessing 
with research that revealed a 
marked absence of gloom. 

Last week here the directors 
of Auto Dealers Assn. of Indiana 
heard the results of the grass 
roots survey from ADAI Presi- 
dent Joseph O’Daniel. It shows 
that the auto business is not as | 
sick as many believed. 
It further revealed that 90 per- 
cent of the dealers said that they | 
still have unfilled orders on their | 
books. Of these, 95 percent were 
reported to be bona fide in answers 
to 1,200 dealers replying to a ques- | 
tionnaire from Herman Schaefer, 
association secretary. 

Other findings in the survey| 
were: 

Sixty percent of the backlog can 
be delivered. 

* 





. 7 
IXTY percent of the dealers | 
now require no deposit in plac- 


ing an order, and delivery dates | 
(See INDIANA, Page 73, Col. 3) * 


The Newspaper of the Industry — 


Credit Ease Due 


To Provide Little 
Market Help 


Slashed Floor Plans 
Dampen Used Cars; 
Price Wait Seen 


By Bob Finlay 
Managing Editor 


nas reports on the effects of 
the latest modification of Regu- 
lation W indicate that it has 
stirred hopes of improved business, 
but is offset by other factors. 

Meanwhile, there was a report 
and a denial from different Wash- 
ington sources that FRB would cut 
the down payment to 25 percent 
instead of one-third. 

Since new-car sales are now 
running well, the general opinion 
is that 24 months to pay instead 
of 21 should help the used-car 
market more than the new. 

However, any stimulus to the 
used-car market is believed to be 
more than offset by what dealers 
call a “terrific curtailment” of 
used-car floor plans by finance 
companies and banks. 
* + * 
ONE regional finance company 
has decided to eliminate used- 
ear floor planning entirely. Dealers 
reveal cuts of 80 percent by other 
companies. 

This, dealers say, freezes the 
flexibility of the used-car operator, 
since if he is still holding cars 
bought at higher prices, the re- 
duced floor plan nails him to his 
old stock. Yet the only way he can 
get out of the pocket is to buy 
and sell in the current lower mar- 
ket. 

Another factor is that a dealer 
called by his finance company 
for additional capital often has 
to dump cars to raise the money. 

Thus, some used-car dealers ex- 

(Continued on Page 72, Col. 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


123,419 
' i 


Last Prev. 
Week Week Week 


For complete production totals 
by makes, see tables, page 78. 
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DETROIT, MAY 9, 1949 


Issue Comes to a Head... 


Speedup Strike at Ford 


By Mac Gordon 
Associate Editor 


Sar paralysis of Ford 
Motor Co.’s nationwide assem- 
bly lines within a week was fore- 
cast at press time Thursday as 
UAW-CIO workers closed down 
the vital Rouge plant in Dearborn. 


Protesting against what they 
termed “speedups” in final assem- 
bly, the 59,000 Rouge workers 
struck at noon Thursday with the 
official sanction of UAW President 
Walter P. Reuther. The Lincoln 
assembly plant in Detroit also was 
struck. 

Company spokesmen reported 
that there were 15,000 Ford cars 
in the field—or about 2% cars 
for each of the 6,500 Ford deal- 
ers. Lincoln-Mercury dealers re- 
portedly had more of a backlog 
from which to operate while the 
strike remained in progress. 

It was the first full-dress strike 
staged against Ford since the or- 
ganizing sitdowns in 1941. The last 
major auto strikes were those 
against Chrysler last year and 
against General Motors in 1946-47. 

* - . 
N2 NEW negotiations over the 
production rate issue were 
scheduled at press time Thursday. 
An eleventh-hour effort to settle 
the dispute broke up even as the 


Rouge workers were swarming out 
of the plant gates. 
The company estimated that it 


Top Cars 


New car registrations for two 
months, plus 34 states for 
March: 
1949 Pos. 

1—150,526 
2—114,110 
38— 74,292 
4— 69,010 
5— 42,200 
6— 42,152 
7— 42,023 
8— 29,189 
9— 27,990 
10— 26,536 
1l— 23,051 
12— 21,496 
18— 17,795 
14— 17,074 
15— 15,594 
16— 8,361 
1j— 8,087 
18— 5,017 
19— 4,426 
20— 2,721 
21— 1,822 Anglia-Pref. 
22— 527 Austin 1,190—20 
Total All Makes 
744,794 705,441 
For further details see page 


1948 Pos. 
112,111— 2 
147,396— 1 

68,610— 3 
52,181— 4 
45,411— 6 
35,340— 7 
48,678— 5 
19,876—12 
28,371— 8 
24,597— 9 
23,041—10 
19,9388—11 
15,289—14 
10,898—16 


Make 
Ford 
Chev. 
Plym. 
Buick 
Dodge 
Olds. 
Pontiac 
Hudson 
Stude. 
Mercury 





22, today’s issue. 


What About Small Dealer? 
He Sees Self in Squeeze 


By Jack Weed 

ANY Midwestern small-town 

dealers—mostly those handling 
big-corporation lines—are crying 
for new cars and trucks while a lot 
of their big-city brethren are trad- 
ing long to dispose of heavy inven- 
tories. 

This was revealed last week by 
an Automotive News survey in 
three states— Missouri, Illinois 
and Indiana. 

In other words, say these small 
dealers, the postwar historical 
method of car and truck distribu- 
tion has outlived its usefulness. In 
fact, the great majority of the deal- 
ers—especially those handling less 
than 100 cars per year—claim that 
they would be far better off today 
if this “gravy-train ticket” to the 


“good boys” had been stopped the | 


first of this year. 
* * 


* 


CHECK among small-town 
dealers in the three states dis- 


INDIANA DEALERS FIND BUSINESS NOT AS SICK AS MANY BELIEVED—They tossed second-guessing in the waste basket with other 


discredited 
Assn. of | 


unfilled orders on their books and that 95 percent of these are bona | i F 

Hammond; Paul A. Kuhn, Indianapolis; Fred McKown, Warsaw; J. L. Goodin, Bluffton; Glen R. Pitman, Lafayette; O'Daniel, 

E. Reeves, Columbus; Frederick M. Sutter, Columbus. ¢ 

ford; James H. Bryant, Vincennes; Harold C. Kale, LaPorte; John R. Potzler, East Chicago; 
E. A. Jennings, Logansport; Freeman C. Yeager, 

Schaus, South Bend; W. Harold Talbert, Wabash. 


Logansport; Herman Schaefer, Indianapolis; 


Standing, left to right: 


edictions in both directions and sought the answers from the people who know. . 
jana, Joseph E. O'Daniel, president, offered factual findings from a survey among dealers that showed 90 percent still have 
fide. Seated, left to right: William R. Krafft, Indianapolis; P. T. Smith, 


In @ report to the directors of Auto Dealers 


ansville; L. 


George R. Ranes, Terre Haute; C. H. Hilderbrand, Red- 


A. J. Larson, Michigan City; John Sharp, 
South Bend; R. W. Sims, Bloomington; G. 


closes that, if cars and trucks had 
been allowed to flow out first to the 
dealers who had customers waiting 
for them this year, the smaller 
dealers would have been able to get 
part of the “gravy-train” profits 
that were denied them by “histori- 
cal” distribution during 1946-47-48 
when cars were allotted on the 
basis of 1941 sales. 

While all price cutting and long 
discounts prevalent in major 
cities today would not have been 
eliminated, at least most small- 
town dealers could have saved 
thousands of customers and made 
a fair profit on the sale of those 
cars and trucks that have been 
sold by city dealers to small-town 
dealer customers—many times re- 
cently at substantial discounts 
from list, they contend. 


Moreover, the small 
|claim that payments for territorial 
| infringements have not been forth- 
coming. 
The check among small dealers— 
dealers in the 30-to-100 cars per 
(Continued on Page 70, Col. 1) 
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would take from two to nine days 
before the 15 Ford branch as- 
sembly plants and three L-M 
branch plants would have to 
close. Rouge is the center of 
Ford sub-assembly output, in- 
cluding engines. 

John S. Bugas, Ford industrial 
relations vice-president, appeared 
resigned to a prolonged walkout 
as he left final negotiations. Bugas 
was in constant contact with Pres- 
ident Henry Ford II during the 
pre-strike negotiations. 

Reuther, who attended the final 
pre-strike session, told reporters 
afterwards that the strike involved 
“the basic issue of Ford’s man- 
agerial inefficiency.” 

“Where GM and Chrysler and 
other Ford competitors can main- 
tain and even increase their pro- 
duction rates without speeding up 

(Continued on Page 67, Col. 1) 


Production Slips 
To 123,419 Units 
As Tieups Grow 


By Bernie Thomas 
Associate Editor 


LTHOUGH last week saw 101,- 

363 cars and 22,056 trucks (123,- 
419 units) built, U. S. automotive 
production was slated to go into a 
tailspin this week if a strike con- 
tinued at Ford’s Rouge plant. 

That outlook was unchanged by 
the fact that Nash and Hudson 
were due to resume output today 
(May 9), after being idled by the 
Bendix brake plant strike at 
South Bend. 

Last week’s production showed 
an appreciable drop from that of 
the week before, when U. S. plants 
turned out 104,518 cars and 24,390 
trucks—a total of 128,908, according 
to Automotive News’ revised tabu- 
lations. 

Called by the UAW over alleged 


| speedup practices, last week’s dis- 





pute at Ford had immediate effect 

only on the company’s final as- 

sembly activity in the Detroit area. 
* - * 


FOWEvVER, a Ford spokesman 
-& said, continuance of the strike 


| would force 18 branch assembly 


plants to fade out of production 
in two to nine days, They would 
go down one after another, accord- 
ing to geographical location from 


|the Rouge plant where the major 
dealers | 


activity is parts manufacture, it 
was explained. 
Ford’s labor dispute interrupted 


a production pace that had reached 


ithe highest point of the year. For 


the past month or so, each working 
(Continued on Page 73, Col. 3) 


Set Up to Aid Dealers 


Business Management Units Are Functioning 
At Most Auto Factories 


Eprror’s Note: A check with 
auto makers reveals that nearly 
all of them have business man- 
agement departments functioning 
for dealers. However, some deal- 
ers point out that while they pro- 
vide reports to the factories, they 
get little counsel in return based 
on the reports. Following is a di- 
gest of the various factory set- 
ups: 

By Bob Gordon 
Associate Editor 
[? ALL THE prophets who are 
predicting a high mortality 
among auto dealers in 1949 are 


| 


| 


correct, what are the auto makers 
doing to help dealers maintain a 
profitable operation? 

Automotive News sought the an- 
swer to this question last week in 
a survey of the business-manage- 
ment departments of auto pro- 
ducers. 

Virtually all of the companies 


now maintain business manage- 
(Continued on Page 71, Col. 1) 
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AUTOMOTIVE NEWS, MAY 9, 


Prices Cut $103 to $246... 





Packard to Add 500 Dealers 


By Pete Wemhoff 
Editor, Automotive News 


6 bard SELL a projected 200,000 cars 
a year, Packard plans to in- 
crease its dealer total this year to 
2,000, President George T. Christo- 
pher told 3,000 dealers and asso- 
ciates at a Detroit preview of the 
Golden Anniversary Packards last 
week. Packard at present has 1,563 
dealers, compared with 1,589 on 
Jan. 1, 1948. 

Christopher assured his audi- 
ence that “we don’t intend to 
pack territories where we are 
now adequately represented.” 
Nearly 2,000 gold-painted Pack- 

ards, value at over $3,000,000, were 
driven away Tuesday from the 
company’s Utica (Mich.) proving 
grounds. The jubilee Packards, 
driven to every state of the union 
in the largest postwar mass drive- 
away, went on display in deale 
showrooms May 7. . 
+ * * 

T THE PREVIEW, Packard an- 

nounced $103 to $246 reductions 

in the advertised-delivered prices of 
its new volume models, but the 
amounts of these cuts partly reflect 


Packard Nets 
Nearly $4 Million 


For Quarter 





DETROIT. — Packard reports a| 
consolidated net income of $3,911,- | 


033 for the first three months of 
1949, after provision of $2,394,000 


for estimated federal income tax. | 
In the corresponding quarter of | 


1948, the company listed net earn- 
ings of $1,304,727 after provision of 
$800,000 for estimated income tax. 

On the basis of the 15,000,000 
shares of no par common stock 
outstanding, 1949 first-quarter 
earnings equalled 26.1 cents per 


share, compared with 8.7 cents in| 


the same period last year. 


George T. Christopher, Packard | 
president and general manager, 
said: 


“We are confident that progres- 
sive planning for 1949, as expressed 
in the newly-disclosed Golden An- 
niversary Packard models and 


prices, will place. us in the best | 


competitive position the company 
has ever enjoyed.” 

Consolidated sales of automo- 
biles, service parts and other prod- 
ucts amounted to $59,377,022 in the 
first quarter this year, compared 
with $44,708,207 in the 1948 period. 

These sales figures were obtained 
from shipment of 30,530 units in 
the first quarter of 1949, compared 
with 17,904 units in the same pe- 
riod in 1948. 


Singleton Taking Appeal 


To Ohio’s Highest Court 
COLUMBUS, O.—John W. Single- 
ton, now in the Ohio penitentiary 
for fraud in connection with car 
deals, is making another attempt 
to get out of jail. A previous ap- 


peal was denied by a court of | 


appeals. 
This time, Singleton has asked 
the Ohio supreme court to free him 


from sentences totaling 10-70 years. | 


the addition of certain equipment | available later as optional equip- 
as standard which previously had| ment, at the $225 price, on 135- 
|been optional. Packard was the| horsepower Eights and Deluxe 
seventh U.S. auto maker to pare| Eights and 150-horsepower Super 
prices this year. | Eights and Super Deluxe Eights. 
Without taking the new stand- | The $103 cut listed by Packard 
ard equipment into account, base | applies to the Eight two-door se- 
prices on volume Packards are (dan, the $246 slash to the Super 
down $26 to $194, with the lowest | four-door car. These reductions al- 
cuts on the Eight series sedans (low for the standardization of the 
and the largest cuts on the Super (following equipment in all Pack- 


| Eight sedans. Deluxe Eight se- |ards: clock, courtesy light, cigar 
dans are $155 under old base | lighter, directional turning signals, 
levels. fender shields and trunk light. 


Four special: Packard jobs were | “These healthy price reductions 
boosted in price. The Eight station | 
sedan went up $24, while $100 raises | 
were posted on the Super Eight | 


convertible, 7-passenger sedan and | 


place Packard in the most com- 
petitive position that the com- 
pany has ever enjoyed in its en- 


on the most popular body types | 


limousine. 
* * + 

DDITION of Packard’s new Ul- 

tramatic transmission as stand- 
ard equipment on Custom cars 
boosted the advertised-delivered 
prices of these 160-horsepower ve- 
hicles by $225. Ultramatic will be 





Governor’s Road Plan 


Advances in Nebraska 


LINCOLN, Neb.—Despite 
strong opposition, Gov. Peter- 
son’s long-range highway meas- 
ures advanced to select file last 
week in Nebraska’s legislature. 

The governor’s program calls 
for a one-cent gas tax hike, 
higher car registration fees and 
about 50 percent higher truck 
fees. Three bills are intended to 
raise $5,000,000 added revenue 
for federal matching. 








BUFFALO.—Officers of Playboy 
Motor Car Corp., which recently 
filed a reorganization petition in 
federal court, are polling the com- 
|pany’s 800 dealers to determine 
their views about the company’s 
future. 

A letter went out to the dealers 
|from the Buffalo office of the cor- 
poration under the signature of 
Louis Horwitz, president; Charles 
D,. Thomas, vice-president and sec- 


treasurer. The three own all the 
outstanding stock having a par 
value of 5 cents a share. 

If the dealers are interested, the 
officers’ letter said, the officers will 
advocate a plan of reorganization 
that would have the company: 

1. Distribute 70 percent of the 
outstanding common stock among 
the dealers and distributors with 
the amount that each shall receive 
determined by the amount already 
paid for a franchise. 


2. Increase the board of directors 
|to seven, the dealers and distribu- 
tors naming four. 

3. Obtain part of the working 
‘capital by having the dealers and 
distributors, or their friends, pur- 
| chase additional common stock, 

4. Apply to Reconstruction Fi- 
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BUICK RESUMES FACTORY DELIVERIES—As Mr. and Mrs. Russell R. Vought leave the 


plant at Flint, they are greeted by (right) O. L. Waller, 


eneral sales manager. This is 


the division's first postwar factory delivery. Vought, vice-president and West Coast general 
manager of United Aircraft Service Corp., lives in Beverly Hills, Calif. Ivan L. Wiles, gen- 
eral manager, said that for the present factory deliveries would be available only on a 
limited basis, with preference going to buyers from the West Coast and other distant 


points. Delivery facilities and manpower will 
or four months it will be possible to handle 


be stepped up, however, so that within three 
100 cars a day, the company stated. 


Poll Playboy Dealers 


Company Seeks Counsel on Its Future; 
Depositors Mob Miami Outlet 


tary, and Norman W. Richardson, | 





tire sales history,” Sales Manager 
| Greiner declared. 

Packard pointed out that it was 
the first company in the industry to 
lower prices at the time of intro- 
| duction of a new postwar line. 

* * * 
EW PRICES of the fully- 
\+% equipped volume cars (deliv- 
lered in Detroit, state and local 
taxes extra): Eight Club Sedan, 
$2,224; Eight Touring Sedan, $2,249; 
Deluxe Eight Club Sedan, $2,358; 
| Deluxe Eight Touring Sedan, $2,383; 
| Super Club Sedan, $2,608, and Super 
| Touring Sedan, $2,633. 
Greiner also pointed out that the 
|Eights have been increased in 
horsepower from 130 to 135 and the 
Super from 145 to 150, plus numer- 
ous other improvements. The wheel- 
| base of the Super Eights has been 
|increased from 120 to 127 inches, 
| Greiner disclosed that the new 
Packard Ultramatic Drive is in- 
(Continued on Page 73, Col. 1) 












|nance Corp. for additional working 
capital. 

Attorney Howard T. Saperston, 
| representing Playboy, said the letter 
|was merely “a rough outline” of a 
suggested plan and was chiefly for 
the purpose of sounding out the 
dealers and distributors who wish 
to offer suggestions for the reorgan- 
ization. He pointed out that the offi- 
cers have offered to resign, if nec- 


essary. 
*. * . 


Miami Dealer ‘Swamped’ 
By Mad Depositors 


MIAMI.—AIll was confusion when 
some 100 prospective buyers gath- 
ered in the office of Pratt-Playboy 
Motors Corp., 837 Biscayne Blvd., 
but the general idea seemed to be 
that those who had planked down 
$200 deposits won't be getting a 
Playboy or their money back—at 
least for quite a spell. They were 
told the Miami company had no 
money—nor cars. 


sory notes payable in six months, 
|but the depositors were reluctant. 
Some of them were so angry that 
Medvin called police to clear the 
showroom. Several policemen stuck 
around until the crowd quieted 
down, and then departed. 

David Lewis, a Miami Beach mu- 
sician, leader of the group, threat- 
ened to take the matter up with 
the county prosecutor. “We were 
told our money would be held in 
escrow,” he said. 

Some 25 of the depositors agreed 
to accept the notes, bearing 3 per- 
cent interest. Thirty-seven others 
signed a paper indicating they ap- 
proved Lewis’ proposal to “get to 
the bottom of this.” 


Prices Level Off 


In Vancouver 


VANCOUVER, B. C. — Used-car 
prices have leveled off here with 
the advent.of spring weather. Local 
dealers say declining prices were 
arrested in mid-April, and they ex- 
pected some increases during May. 

Prices for 1940-41 models are 
pegged at about the same level as 
last year, it was said. However, 
premiums on new and postwar 
used cars have dropped consider- 
ably. 








Philip Medvin, attorney for the| 
company, offered to give promis-| 


1949 


Alabama Dealer Meetings 


state police safety expert; ADAA Director R. 


main topic. 





dent and legislative chairman Don H. Maring, Birmingham; Maj. N. 
traffic safety supervisor; Rush Stallings, ADAA third vice-president, and State Sen. J. 
Henderson. The meetings were termed legislative and study sessions. Safety was also a 





DEALERS MEET IN MONTGOMERY—These are dealers from central Alabama. At speakers’ 
table (left to right): State Rep. Luther Ingalls; Frank R. Broadway, executive.vice-president, 
Automobile Dealers Assn. of Alabama; ADAA Second Vice-President George W. Cox, Boaz, 
Ala., and ADAA President W. S. Brewbaker, an Capt. C. J. Scavarda, Michigan 

iv 


mingham; ADAA first vice-presi- 
w. 


J. Jones, 
Kimbrough, state 
Bruce 





| SESSION FOR DEALERS IN BIRMINGHAM—Seated, Alabama's Lt.-Gov. Clarence Inzer, 


| left, who spoke to the North Alabama dealers meetin 
| to right) are Maring, Brewbaker, and Alabama Speaker of the House W. M. 


there, and Scavarda. Standing (left 
Beck. 





AT THE MOBILE MEETING—Seated at the 
Maring, Scavarda, R. J. Jones, Birmingham, ADAA director; Kimbrough and Stallings. 


speakers table (left to right, are Brewbaker, 





CHICAGO.—Tucker Corp. trus- 
tees in reorganization, Aaron Col-| 
non and John Chatz, provided the | 
principal developments last week 
as the windup of the special fed-| 
eral grand jury investigation and| 
presentation of the department of | 
| justice arguments to the jury were | 
|eagerly awaited. 
Acting as always with approval | 
|of Federal District Judge Michael | 
L. Igoe, the trustees through Nor- | 
man Nachman, their attorney, | 
|cleared several ideas, the nature | 
| of which caused the court to order 
postponement until June 30 of the 
| deadline for filing a plan of re- 
organization or a report to show} 
why any reorganization is unfeas- 
ible. 

One hitch to an earlier dead- 
line, Nachman pointed out, was 
that the recently authorized audit 
of the company’s books was pro- 
ceeding slowly, due to the fact | 
that most of the books had been 
turned over to the grand jury. 

| Judge Igoe gave assent also to 
a survey aimed at studying the 
engineering and mechanical as- 
pects of the Tucker car and de- 
termining whether the company 
| possesses machines, tools, dies and 
other equipment that enable it to 











Reorganization Deadline 
For Tucker Postponed 


put the car into production. The 
court okayed efforts to continue 
operations of Aircooled Motors, 
Inc., of Syracuse, a Tucker sub- 
sidiary. There was no opposition 
to this recommendation of the 
trustees from creditor, stockholder 
or dealer groups. 

Text of a memorandum from the 
trustees to the commanding officer 
of the Wright-Patterson air force 
base at Dayton, O., with reference 
to Aircooled Motors, was _ pro- 
duced in court and induced a fa- 
vorable ruling. 

A claim for $1,000,000 in notes 
against Aircooled will be sub- 
ordinated by Tucker Corp. while 
the subsidiary has any contracts 
with the air force, the memoran- 
dum pointed out, adding that in 
the event of the subsidiary being 
sold the buyer will complete 


work on any contracts then exist- 
(Continued on Page 63, Col, 1) 









The AUTOMOTIVE NEWS 
ALMANAC for 1949 will be 
mailed to all paid-in-advance 
subscribers as the Second sec- 
tion of the June 6 issue. Extra 
copies may be ordered in ad- 
vance at $2.50 each; the deluxe, 
cloth-bound edition at $5 each. 
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EFORE MAKING some observa- 

tions on my recent trip to Flor- 
ida, I would like to talk about my 
last stop first. At Evansville, Ind., 
I inquired from J. E. O’Daniel 
(Oldsmobile) about road directions. 
While O’Daniel’s principal method 
of personal transportation is air- 
planes, still he gave me excellent 
road directions that took me 
through beautiful scenery and new, 
direct roads. 


Fro a long time I have wanted to 
visit O’Daniel’s place of business. 
I found it located in the heart of 
the city, completely modern, and 
specializing on service to customers 
with expansive paint and body shop. 
While O’Daniel is still a young man, 
he has kept Oldsmobile in fourth 





Reprints Ready 


Many requests have been re- 
ceived for copies of John Munn’s 
column of March 14. 

We have made copies of the 
column, which will be gladly 
sent readers who address: The 
Editor, Automotive News, 2666 
Penobscot Bldg., Detroit 26, Mich. 





position in his county for a good 
many years. He has sold almost 10 
percent of all used cars sold in the 
district. 


That such talent is recognized 
is evidenced by the fact that he is 
president of the Automobile Deal- 
ers Assn. of Indiana, and a mem- 
ber of the General Motors Dealer 
council. 

He continued his used-car opera- 
tion all during the war. He has 
served a great many customers 
with used cars who critically needed 
transportation during the period of 
car shortage. I sought his opinion 
of the used-car outlook. 

- * * 


Back to Normal? 


HE BELIEVES, like a good many 

other dealers, that the used-car 
situation is just now changing from 
abnormal to normal. He recently 
made a survey of used-car sales 
covering Vanderburgh county, in 
which Evansville is located, for the 
years 1939, 1940, 1941, 1942, 1946, 
1947 and 1948. He broke down the 


Henry J. Taylor 
Booked to Speak 
At N.C. Parley 


PINEHURST, N. C.—Henry J. 
Taylor, economist, author and jour- 
nalist, will address the annual con- 
vention of the North Carolina Au- 
tomobile Dealers Assn. here May 
15-18. 

Program arrangements for the 
parley were reported “well along” 
last week by Bessie B. Ballentine, 
executive secretary of the group. 

Among the talent which has been 
scheduled to entertain the delegates 
are: Edward Kane, Kentucky-born 
tenor; Lucille Browning, Metropoli- 
tan Opera contralto, and Grace 
Castagnetta, piano improviser. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 
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sales by months to determine the 
percentage of the total annual sales 
volume that each month of the year 
represented. Then he determined 
the average monthly percentage for 
the seven years. 

Here they are: 

January 7.2 percent; February 
9.8, March 10.7, April 9.4, May 9.4, 
dune 9.5, July 8.5, August 10.5, 
September 7.9, October 7.7, No- 
vember 6.4, and December 3.5. 
Then Joe said: “You will note, 
for example, that December is a 
3% percent month. In other words, 
if this area produced 10,000 used- 
car sales in a given year, you can 
only expect 350 of them to be sold 
in December. I point this out be- 
cause I feel that it is necessary for 
a dealer to know the market trends 
in his area, in order to do a sen- 
sible job of advertising and sales 
promotion. It would be useless to 
spend a large amount of money on 
advertising in December when you 
simply couldn’t produce a large vol- 
ume because people in this area 
simply don’t buy used cars in De- 
cember. However, March is a 10.7 
percent month and is an excellent 
time to do a good job of sales pro- 
motion. 

* * + 


Where We Stand 


“paecavee we have this monthly 
breakdown we know at all 
times whether we are getting our 
proportionate share of the used-car 
business. We also know that if a 
dealer is expecting to sell 300 new 
cars per year, and the trade ratio is 
2 to 1, it will be necessary to mer- 
chandise 600 used cars. If March is 
a 10.7 percent month, it will be nec- 
essary to sell 64 used cars in order 
to be even with the objective. 

“We feel that the time has 
come when dealers who are able 
to manage their business effi- 
ciently will be able to stay in 
business and make a very nice 
profit. However, it is possible 
that those who do not avail them- 
selves of this type of information, 
which is easily obtainable, will 
find the going a little tough. 

“Another interesting thing that 
we find in checking used-car regis- 
trations is that there were 70 deal- 
ers (19 new and 51 used) licensed 
last year to sell used cars in this 
area. In 1941 there were 20 dealers 
licensed to sell used cars (17 new 
and 3 used). 


* * * 


Cause for Break 


HE NUMBER of used cars now 

being sold is about the same as 
in 1939, 1940 and 1941. This, in-my 
opinion, was the direct cause for 
the break in used-car values. Quite 
obviously, if you added the total 
used-car sales of the 70 dealers, 
they would amount to substantially 
more than the 9,000 shown in the 
registrations. However, many of 
these sales were from dealer to 
auction, back to the dealer again. 
In many cases the used car was 
sold four or five times at a profit of 
$25 to $50 before it reached the ulti- 
mate consumer. 


“Then one day the finance com- 
panies started tightening on their 
floor planning, which took away 
the dealers’ buying power, and 
started a mad scramble to liqui- 
date the inventories. As a result 
we now have used cars at some- 
thing like a normal, sound value. 
In my opinion, they will remain 
about where they are today, 
reaching their high and low in 
the good and bad selling season. 


“We have had a 10 to 15 percent 
mortality rate among the used-car 
dealers the past six months, and 
that figure will probably reach 35 
percent by the end of the year. 
However, there are some new- 
comers coming into the business, as 
well as some new-car dealers who 
have discontinued wholesaling used 
cars and are now opening their 
own lots. So probably the total 
number of used-car dealers during 
1949 will remain about where it is 
now. It is hard to tell what will 
happen next year.” 











HOW SCHENECTADY DEALERS WIN GOODWILL—Schenectady Automobile Dealers Assn. 


Scout council and explorer post 38 of Burnt 


are, front row, left 7% Oe Douglas Nessie, Paul Leeman, Pat 
Pat Truchio jr., 
Robert Coener and Bernard A. Koehler. 


Norman Jette. Back Edwin H. Miiler 


E. Carter, 


Milwaukee Plans 
First Auto Show 


In Nine Years 


MILWAUKEE. — This city will 
have an automobile show this fall 
for the first time since 1940, 
committee of directors of the Mil- 
waukee County Automobile Dealers 
Assn. decided last week. 


A. C. Hall, Chevrolet dealer and 
chairman of the committee, said 
plans are being made for an eight- 
day show to be held in the indus- 
trial building at the state fair 
grounds. 

The first week in October is the 
probable time the committee is 
planning for the show, Hall said. 
Letters inviting the more than 130 
new vehicle dealers in the county 
to participate have been mailed 
out. 

Final plans have not been com- 
pleted, but it is probable that the 
show will be patterned after pre- 
war exhibitions when a car a day 
was given away as a prize. 

Some members of the committee 
headed by Hall are Fred Black, 
president of the MCADA; Edward 


Webe, Wallace Rank, Murel Hum- | 


phrey, A. L. Zembroski and Harry 
W. Kaminsky. 


I Linois Dealers 
Slate Mitchell 
For President 


PEORIA, Ill. — Harry-Mitchell- 
for-president heads the ticket of 
officer and director nominees which 
will be submitted for vote by the 
membership of the Illinois Automo- 
tive Trade Assn. when the group 
meets in convention here May 23-24. 

With none of the posts contested, 
it appears that the group’s 1949 
leadership will be as follows: 

Mitchell, president; H. B. Cray- 
croft, first vice-president; H. A. 
Egolf, second vice-president, and 
Willis Brodhead, treasurer. 

Directors nominated to replace 
those with expiring two-year terms 
are: 

John Hine, W. E. Peterson, Har- 
lan A. Noble, Ben B. Nolen, Samuel 
Gillespie, Richard Corrington, E. P. 
Bergeron, Richard Overton, Lam- 
bert L. Engdahl, Don L. Brubaker, 
Rex Lindsay, Francis Hazard, 
Montgomery B. Carrott, L, W. Da- 
vidson, Frank Ewing and Roy E. 
Carlson. 

By-laws of the Illinois association 
provide that the retiring president 
shall become first vice-president. 





Firm Wins ins Right 


To Ban Resales 


YOUNGSTOWN, O.—James A. 
Henderson Co., local Chevrolet 
dealership, can legally ban its cus- 
tomers from selling their new cars 
to anyone except the company for 
a reasonable period of time, the 
seventh district court of appeals 
ruled here. 


The decision was handed down in 
a suit brought by the dealership 
against Raymond D. Johnson for 
allegedly reselling a new car he had 
purchased from the firm in viola- 
tion of such an agreement, James 
A. Henderson, president of the 
company, said any money obtained 
from “resale suits” would be turned 





| over to charity. 


presents checks to the Schenectady Bo) 


Hills. The checks wees the proceeds from the dealers’ auto show. Dealers and scout, 


At N. Y. Dealer Parle 


ruchio, William L. Webster, Joseph Haraden, 
Charles Mitchell, George Wedekind, George Hunt, Edward J. Brophy, Ralph 


William H. Whyte and 





VanderZee 


Hits Laws 


Curtailing Initiative 


NEW YORK.—A. vanderZee, sales 
vice-president of Chrysler Corp., 
called on the automobile industry 
last week to exert increased dili- 
gence in combatting every type of 
law that would “hinder personal 
initiative and enterprise.” 


Addressing the 41st annual ban- 
quet of the Automobile Merchants 
Assn. of New York, Inc., vanderZee 
said every local, state or national 
proposal must be studied to deter- 
mine whether it takes emphasis 
“off personal responsibility and pro- 
motes the dangerous notion that 
legalized force can be used as a 
substitute for self-control and in- 
dividual morality.” 


VanderZee warned the 1,100 
delegates attending the banquet 
in the grand ballroom of the Wal- 
dorf-Astoria hotel that politically 
“we have gone pretty far along 
the fateful road of bureaucratic 
dictation.” 


He said this inevitably leads to 
a form of society quite different 
than the American way of life, with 
private enterprise severely circum- 
scribed or completely obliterated. 

Discussing the outlook of the au- 
tomobile industry, vanderZee said 
it will remain a dynamic and ex- 
panding factor in the nation’s 
economy by continuing to provide 
a relatively low-priced product and 
selling it aggressively. 

The “choosiness” of today’s car 
buyer, he said, is a healthy condi- 
tion. He pointed out that it was 
during times of customer choosi- 
ness, discretion and selectivity that 
the greatest expansion in the auto- 
motive industry took place in the 
past. : 

The Chrysler official praised the 
consumer’s buying attitude, say- 
ing that “it is fortunate that the 
unwholesome inclinations toward 
arbitrary control of automobile 
sales which were discussed imme- 
diately following the war never 
materialized.” 

VanderZee said automobiles are 
low-priced in relation to other 
items. He added that the industry 
has effected a “remarkable” cost- 
saving job, especially since taxes 
account for so much of the vehi- 
cle’s price.” 

VanderZee answered the often- 
asked question of whether the auto 
industry could make a $1,000 car. 

“Yes, we could,” he said, “but 
under present conditions it would 
be only for the industry’s own 
amusement. I do not think the 
dealers or customers would be de- 
lighted with it.” 

VanderZee said the automobile 
industry continues to offer great 
opportunity for those who like 
competitive enterprise, He listed 
the following four rules as being 
necessary for business in the in- 
dustry: 

A good understanding of busi- 
ness, management and leadership. 

A creative merchandising sense 
and ability to apply oneself to his 
work. 

Employment of enough young 
men of good caliber and judgment. 

A steady adherence to the estab- 
lished principles of business con- 
duct which customers appreciate. 

Charles Schnurmacher, presi- 
dent of the association, told the 
dealers that for the past three 
and a half years they “had been 


living the life of Riley” and that 
the time has come when there 
must be more emphasis on 
selling. 

K. T. Keller, president of Chrys- 
ler, was among the guests at the 
banquet. 

Ed Sullivan, columnist, and his 
television stars provided entertain- 
ment. 


NADA Prepares 
For 1950 Event 
In Atlantic City 


ATLANTIC CITY.—The National 
Automobile Dealers Assn. has an- 
nounced completion of preliminary 
plans for its 1950 convention and 
equipment exhibition, to be held 
Feb. 5-8 in Atlantic City’s Conven- 
tion hall, site of the 1947 NADA 
event. 

Formal opening ceremonies will 
be held at 2 p.m., Feb. 5, at which 
time registration booths will open. 
The first of four clinics, similar to 
those which proved popular in San 
Francisco this year, will be held 
Monday morning, with the others 
that afternoon and the following 
mornings. The general convention 
sessious will be held Tuesday and 
Wednesday afternoons. 

Several new entertainment events 
including a program for the ladies 
are planned, to be climaxed by the 
family party Wednesday night. 

The general convention commit- 
tee has been augmented by the 
appointment of three association 
managers: C. Ray Palmer, Brook- 
lyn and Long Island Automobile 
Dealers Assn.; Joe W. Farlow, Au- 
tomobile Merchants Assn. of New 
York, and Carl R. Lane, Connecti- 
cut Automotive Trades Assn.. Inc. 


Kansas Clarifies 
Reg. W Mixup 


TOPEKA, Kans.—Dealers in 
Kansas have been advised by the 
Kansas Motor Car Dealers Assn. 
that neither dealers nor finance 
companies are limited to the use of 
one used-car guide book in estab- 
lishing values as required by Regu- 
lation W. 

The question arose following a 
report by Sutton Motor Co. (Kaiser- 
Frazer), Hutchinson, that a field 
representative of the Federal Re- 
serve Bank of Kansas City had in- 
formed a finance company that a 
dealer or finance company could 
use only one used-car guidebook. 


Ohio Governor Gets Bill 


Aimed at Auto Insurance 
COLUMBUS, O—At press 
time Thursday Ohio’s governor 
has not yet signed a bill which, 
in effect, would give the super- 
intendent of insurance power to 
refuse or revoke the license of 
an agent if the license is used 
chiefly to write insurance on 
property sold by the agent. 
The bill is aimed at represen- 
tatives of General Motors who 
have been licensed to write in- 
surance. Qhio’s legislature ap- 
proved the measure Apr. 27. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to 
® M the dealer on every used vehicle accepted in partial payment for a ew 
& A car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
. governments applied to the building and maintenance of highways. 4 4. The 
te eg elimination of governmental and bureaucratic controls over this industry. 
R 4 5. A return to the precepts of independence and the rewards of applied 


a energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 





Capsule Comment 


Financial reports of several automotive companies for the 
first quarter of 1949 show earnings above or near all-time 
records, in some cases doubling the same period last year. 


Where’s that recession the crepe-hangers have been 
talking about? 
7 * * 

The Massachusetts supreme court has ruled that, because 
of a state constitutional amendment, highway funds may 
not be used to repair and maintain subways and elevated 
structures in Boston. 

Proving again the value of anti-diversion amend- 
ments. 
* * oe 

Alabama auto dealers recently held a series of state- 
wide meetings, at which the state’s legislators were guests 
and mutual problems of public interest were discussed. 


Smart goodwill building. 
* * * 

A motor vehicle certificate of title law has been passed 
by the Tennessee legislature, climaxing a long fight on the 
part of the Tennessee Automotive Assn. 

Helping to tighten the noose around car-theft rings. 
* * * 

Despite a flood of bills, few major changes in state labor 
laws have been made thus far this year, an AUTOMOTIVE 
NEWS survey shows. 

Heartening. 
+ * * 

The used-vehicle problem—both cars and trucks—is get- 
ting plenty of attention in the industry these days. Dealers 
and factories are working on long-range programs to avoid 
a repetition of prewar days. 

It’s not too early, either. 
* * * 

Some dealers are not averse to allowing stiff discounts 
to move new trucks when inventories get heavy, an AUTO- 
MOTIVE NEws study reveals. 

Not a substitute for real selling. 
a7 o * 
All the labor rebellion in the auto industry leads one ob- 


server to contend that the Communists are hard at work 
again trying to force the U. S. into a recession. 


Not beyond the realm of Red tactics, certainly. 


“unfortunate” 


the same _ token, 


THANK YOU, friend Callahan, 
for calling my attention to an obvi- 
ous omission which quite prob- 


ably puzzled many another dealer 
reader of this column. The word 


should have been 
quoted or fol- 
lowed oly ~ 
tion mark to in- 
AN ERROR dicate either pure 
sarcasm or a 

questionable statement of fact, de- 
pending on how the _ individual 


reader cared to view the present 
situation. 


Most dealers,- I think, 
have welcomed a return to the day 


when they can go back to selling 


cars by demonstrating their fea- 
tures in a normal competitive mar- 


ket and making deliveries from 
their showroom floors at the time 
of sale. All good dealers resented 
the charges of discrimination, pad- 
ding and unfair practices, which 
were the natural result of a post- 
war shortage of cars to deliver. 


* * * 


COMPETENT Washington opin- 
ion at the moment seems to be that 
Truman is going to take another 
licking in his pre-election promise 


to wipe out the Taft-Hartley law 


in toto. The new labor law will 


quite probably be re-labeled to sat- 


isfy the politicians, but that it will 
not be a return to the old and 
vicious Wagner act has already 
been indicated by the first test vote 
in the House to reestablish it. No 
single industry in this country is 
more interested in the content of 
the new law than is our own. By 
the continued 
prosperity of the automotive indus- 
try is actually the keystone to the 
whole arch of economic well-being 
of these United States. 

Over and over, it has been dem- 
onstrated that, as the automotive 
industry goes, so goes the nation. 
No industry is more vulnerable to 
labor troubles. One _ insignificant 
supplier employing only a few hun- 
dred workers may tie up, and has 
tied up a half dozen automobile 
factories employing tens of thou- 
sands. The right kind of a labor 
law, as fair to the employe as to 
the employer, could make this im- 
possible. 


* * * 


NOT HAVING the slightest tech- 
nical knowledge of television or 
“what makes it tick,” I can speak 
freely. All I know about it is what 
I read in the papers, which is con- 
siderable. From this source I learn 
that it has literally taken the coun- 
try (where it is now available) by 
storm. Many individual dealers and 
several dealer associations are al- 
ready employing it for advertising 
or goodwill purposes, and those 
with whom I have talked are en- 
thusiastic over its possibilities. One 
thing is certain, the ability of tele- 
vision (or “video” as the trade 
would prefer to have it called) to 
show the new cars and demon- 
strate their individual mechanical 
or other improvements, is some- 
thing which radio alone could 
never give us. 

For example, it is quite possible 
that a complete automobile show, 
showing the new models of all 
lines and their features, could be 
given in an hour’s program and 
viewed by millions in their own 
homes from coast to coast. By the 
time the next National Automobile 
Show is held in New York or in 
Chicago or Detroit, for that matter, 
television will be a major feature 
of publicity to be reckoned with. 

-G.M.S. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name 
used, if you so request. 


On Casual Sales 


Senator Guthrie has introduced a 
bill in the senate to tax casual sales 
in Ohio. 

We estimate that 50 percent of 
all casual sales are made by small 
dealers who are jumping titles. The 
Ohio Used Car Dealers Assn. wants 
this bill passed. It deserves sup- 
port of dealers. 

Just because an individual buys 
a car from another individual, why 
should he be exempt from paying 
this tax? 

Utah has this law. Michigan is 
going to have it. We want dealers 
in Ohio to write their senators and 
representatives to vote for this bill. 
Eart GREINER, used-car dealer, To- 


ledo. 
* e * 


Will Build ’Em 

As I was sitting in a Ford deal- 
er’s showroom waiting for an inter- 
view, I happened to read an AurTo- 
MOTIVE News (Apr. 4) article start- 
ing out with “What happened to 
the old custom body builders .. .” 

This letter is to state we will 
build any type of body to customer 
specifications that the trade can 
offer. We are a small shop doing 
nothing but this type of work. 


Just thought I would let you 
know there is at least one who 
has continued to operate.—W. L. 
Appison, Commercial Truck Body 
Co., 720 Wenberg, Joliet, Ill. 

* 


Miss It 


When I miss getting AvuTomortive 
News, as I did your Apr. 18 issue, 
it’s just like missing a shave in the 
morning. Here it is Thursday after- 
noon, and I still haven’t seen the 
April 18 issue and the result is I 
feel pretty isolated here in these 
lovely Chenango Hills. 

I would appreciate your forward- 
ing a copy of the April 18 issue as 


with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





you well know that I am one of 
your cover-to-cover readers.—C. E. 
Friptey, president, Benedict Corp. 
(Cadillac, Pontiac, GMC trucks), 
Norwich, N. Y. 


Coming Events P 


MAY 

May 15-18—Pinehurst, N. ©. (Carolina ho- 
tel). Annual convention, North Carolina 
Automobile Dealers Assn. 

May 19-22—Baltimore. Annual meeting. 
Automotive Engine Rebuilders Assn. 

May 20—St. Louis (Hotel Chase). Annual 
meeting of Missouri Auto Dealers Assn. 

May 23-24—Peoria, Ul, (Hotel Marquette) 
29th annual convention of Illinois Auto- 
motive Trade Assn. and Equipment Show 

May 25-26—Philadelphia (Commercial Mu- 
seum). Middle Atlantic Regional Auto- 
motive (Jobber) Show. 

May 30-June 10—Toronto, Ont. (Exhibition 
+ Canadian International Trade 


JUNE 
dune 2-3—Boston (Hotel Statler). Annual 
meeting, Massachusetts Automobile Deal- 
ers Assn. 
June 2-4—Detroit (Hotel Statier). Twenty- 
eighth annual convention, Michigan Au- 
tomobtle Dealers Assn. 








June 24-25—French Lick, Ind. Annua! 
convention and exposition of Indiana 
Auto Dealers Assn. 

dune 28-29 — Groton, Conn. (Hotel Gris 


wold} Summer convention of Connecti 
cut Automotive Trades Assn. 


JULY 
July 17-19—Mackinac Island, Mich. (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn, Managers. 


SEPTEMBER 
Sept, 7-10 — Detroit (Book-Cadillac hote! 
and Masonic Temple). Third annual con 
vention. National Used Car Dealers Asan 
Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 





Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel), Annual convention of Ohio Auto 
mobile Dealers Assn. 

Oct. 10-11 — Minneapolis (Nicollet hotel) 
Annual convention, Minnesota Automobile 
Dealers Assn. 

Oct. 14-15—Atiantic City. 
Dealers convention. 

Oct. 16-18—Edgewater Park, Miss. 

| Messee Automotive Assn. convention. 
| Oct. 16-18 — Jacksonville, Fla, (George 
Washington hotel). 19th annual conven- 
tion of Florida Automobile Dealers Assn. 


Tri-State Auto 
Ten- 
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New 150-HP Packard Super Deluxe Touring Sedan—one of seven 
new models in the Packard Super and Super Deluxe series. 





Presenting the distinguished new 


Golden Anniversary 4 CKAR DS 


¢ with 77 important new advancements | : NEW Lo 
a 
- ¥ with more extras as standard equipment | WER PRICES! 


Just match the new, smaller price tags against the new, bigger 
packages—and then study the new price ranges with your eye 
on a profitable market coverage. You'll know, then, why Pack- 
ard dealers are calling these cars the “golden opportunity” line! 


135-HP PACKARD EIGHT $2224 to $3449" 


150-HP PACKARD SUPER $2608 to $4100° 


160-HP PACKARD CUSTOM $3975 to $4520°t 





New 135-HP Packard Eight Club Sedan—one of fwe *Delivered in Detroit—state and local taxes, if amy, 
models in the Packard Eight and Deluxe Eight series. and white sidewalls ($21), extra. 


+ Includes Packard Ultramatic Drive. 


Packard makes it a Golden Opportunity year 
for alert dealers 


Packard today is in the strongest financial position—and the 
best production and sales position—of its entire 50-year history. 
We're ready now to move into a select group of prosperous 
new markets. 


Want a share in this Golden Opportunity Program? Better 
act quickly! Telephone or wire direct to Karl M. Greiner, 
General Sales Manager, Packard Motor Car Company, Detroit 
32, Michigan, for the complete story. 





New 160-HP Packard Custom Convertible—one of two new Custom 
creations—both standard-equipped with the new drive sensation . 
Packard Ultramatic Drive! 


ASK THE MAN WHO OWNS ONE 








T-H Law May Stand... 


House Action Shelves 
New Labor Measure 


Hartley law and restore the Wag- 
ner act, has been reported out by 
the Democratic majority committee. 

Meanwhile, Republican leader 
Taft and New York’s Sen. Ives are 
working on a bill along the lines 
of the Wood measure. If this GOP 
bill should pass the Senate, a House 
coalition might force consideration 

of it. 

However, administration lead- 
ers might not-choose to bring up 
such a bill. If the administration 
bill should clear the Senate, there 
would be no sense in House lead- 
ers bringing it to their floor 
where it obviously could not win. 

The best bet seems to be that 
the T-H law will remain on the 
statute books throughout this ses- 
sion. This will be extremely dis- 
appointing to the Democrats who 
would like to have made good on 
their promises to the labor leaders. 

The only bright factor from the 
Democratic stand is that they can 
again use the old “repeal the T-H 
act” slogan in the 1950 and 1952 
elections, instead of “repeal the 





By William Ullman 
Washington Correspondent 

WASHINGTON. — Recommittal 
of the Wood labor relations bill to 
the House Labor committee by a 
vote of 212 to 209 last week may 
have meant the end of new labor 
legislation at this session of Con- 
gress. 

The action left the House agenda 
clean of labor legislation, 

House leaders, fagged by a bit- 
ter battle, were inclined to call 
the situation a day. Administra- 
tion leaders knew they had no 
chance left of making good a 
promise to wipe out the Taft- 
Hartley law. 

Hence, they will sit tight, at least 
until the Senate acts. 

And what the Senate will do is 
problematical. Its administration 
bill, designed to kill the Taft- 


Finance Chiefs 
Fear Excessive 
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DEALER BONUS PARTY—For its annual Loyalty and Efficiency bonus plan payoff to em- 


ployes, Nash Central Motors, Kansas City, set up this special cashier's window at a hotel 
pa attended almost ns. J. F. Rupkaivis and M. B. Rucker, partners in the 
dealership, said + a total $10,800 in bonus awards were passed through the window to 


26 workers for an average of $415 per employe. 


Mass Sales Turnout 


Top Factory Executives Plus Ziesmer Booked 
For Michigan Dealer Parley June 2-4 


DETROIT.—When Michigan’s| Wage-and-Hour and Taft-Hartley 
new-car dealers meet in convention | Laws”; by Henry J. Taylor, Gen- 
here June 2-4, the biggest industry | eral Motors-sponsored radio com- 
sales gabfest since the war will be| mentator, and by Walter F. 
at their disposal. Reddy, deputy commissioner of 

The president of one auto com-| the Michigan revenue department. 












U.C. Inventories 


CHICAGO. — Thomas W. Rogers, 
executive vice-president, in an arti- 
cle in the current issue of Time 
Sales Financing, official organ of 
the American Finance Conference, 
reported last week on trends in the 
industry. 

Rogers stated that his report was 
based upon a questionnaire, to 
which he received replies from 97 
finance company executives in 32 
states. 


In the matter of used-car inven- 
tories, he learned, 53 percent of the 
officials considered them “high” or 
“too high,” with 42 percent declar- 
ing inventories “high” and 11 per- 
cent “too high.” Thirty-one percent 
of the executives said inventories 
are “about normal” and 16 percent 
thought them “low.” 

“As to groups or models which 
were overstocked, 16 executives 
said that prewar models were over- 
stocked,” Rogers continued. “Forty- 
three executives said that ’46s and 
’47s were overstocked and 25 said 
that overstocking was in ‘48s and 
'49s.”" 


“When asked ‘What is happening 
currently to used-car prices?’ 24 
executives said that in their terri- 
tory these prices were holding 
about the same as in recent weeks; 
20 executives said that these prices 
were firming or increasing slightly; 
51 executives, or approximately 53 
percent of those answering, said 
that used-car prices were still on 
a downward trend.” 


Kneebone Named 


Missouri Speaker 


ST. LOUIS. — Robert W. Knee- 
bone, managing director of Na- 
tional Automobile Dealers Assn., 
has been announced as the princi- 
pal speaker at the 10th annual con- 
vention of the Missouri Automobile 
Dealers Assn. at the Chase hotel 
here May 20. Other speakers in- 
clude Dr, Kenneth McFarland. 

The convention committee is 
composed of Ray F. McCarthy, 
chairman; Henry C. Bender, Percy 
Tucker, L. W. Thoms and George 
Webber jr., all of St. Louis. 


















Wood act.” 


under a different name. 

Even the Republicans say they 
regret that certain portions of 
the T-H law cannot be corrected. 
But their remorse doesn’t keep 
them from chuckling over their 
House victory. 

Labor leaders, as expected, were 
furious last week. They were ar- 
rogantly telling representatives 
what they would do to them in 
coming elections. Labor’ men were 
mad at everybody, including them- 
selves.” 

Retail automobile dealers from 
all over the nation took an active 
part in the House battle. 


Alleged Partners 
Sue Davis Over 


3-Wheel Design 


LOS ANGELES.—A suit in su- 
perior court here last week asked 
that Gary Davis be prevented from 
selling the design for the Davis 
three-wheeled car. It was filed by 
two who claimed to be partners 
of the auto designer and manu- 
facturer. 

Thomas W. Warner jr., scion to 
an auto parts fortune, and Manuel 
Ruiz, an attorney, asked for a 
court order restraining Davis from 
selling the design, which, it was 
said, they believed he intended 
to do. 

They also asked that a receiver 
be named to take charge of all 
assets of Davis Motorcar Co. They 
said that an agreement signed Aug. 
27, 1945, by Warner, Ruiz, Davis 
and a fourth partner, Chris Deme- 
triou, gave each of the signers a 
25 percent interest on the develop- 
ment, manufacture and future sale 
of the three-wheeled vehicle. 

Davis has since repudiated the 
partnership, it was charged, and 
now claims exclusive control over 
the design, which, it was said, was 
originally acquired from an auto 
race driver and designer, Joel 
Thorne. 








TWO DEALERSHIPS CITED BY STUDEBAKER—Service managers for two Studebaker dealers 


chose an opportune time to call on Roy 


of merit for the dealershi 
Malczowski, of Gerhard 

inc., levington, N. J. 
presentation 


iotors, Inc., Bronx, N. 


B. Bender, 
in South Send. While the visitors were in his office, Bender 
which they represent. 


jeneral service manager at the factory 
resented them with certificates 
hown (left to right) are Bender; George 
Y., and Frederick E. Janson, of Dick's garage, 

‘or 


in the background are certificates which Bender had approved 
to other Studebaker dealers. Such awards are made by the company in recog- 


nition «wi! @ high standard of efficiency in a dealer's service department. 








Democrats feel that passage of 
the Wood measure would merely 
have given them the same law 


pany and sales executives of seven 





George Ziesmer 


others, including the Big Three, are 
listed to speak. -Three officers of 
NADA and the chief of the Cana- 
dian new-car dealer group will also 
be heard. 

A program feature will be a 
clinic on used cars, to be moder- 
ated by Ray Chamberlain, NADA 
convention manager. 

Addresses at the June 3 luncheon 
are to be delivered by the follow- 
ing: George F. Ziesmer, NADA 





W. F. Hufstader A, vanderZee 


president; A. E. Barit, Hudson 
president; W. F. Hufstader, Gen- 





eral Motors distribution vice-presi- 
dent; Karl M. Greiner, Packard 





K, M. Greiner 


J. R. Davis 


sales vice-president; J. R. Davis, 
Ford sales vice-president; A. van- 
derZee, Chrysler Corp. sales vice- 
president; Paul R. Davis, Stude- 
baker general sales manager; James 
W. Watson, Nash assistant sales 
manager; Walter deMartini, Kaiser- 
Frazer sales director, and Howard 
Moore, general manager, Canadian 
Federation of Automobile Dealers 
Assns. 

The used-car clinic is scheduled 








for the morning of June 4. Panel 
members will include A, S. Levin- 
sohn (Hudson), Saginaw, whose 
topic is appraising; H. J. Cook 
(Chevrolet), Lansing, recondition- 
ing; Howard Pore (Ford), Kalama- 
zoo, displaying, and Arthur E. Sum- 
merfield (Chevrolet), Flint, adver- 
tising and selling. 

Other convention talks will be 
given by Chamberlain, on NADA’s 
1950 convention; by M. Robert 
Deo, NADA general co on 
“Dealer Liabilities Under Federal 


Among the scheduled morning 
activities are a Nash breakfast on 
June 3 for Nash dealers and their 
wives and the annual oldtimers’ 
breakfast on June 4 for dealers 
having 25-year franchises or more, 
Eugene W. Lewis, president of the 
Industrial National Bank of De- 
troit, will speak at the oldtimers’ 
breakfast. 

Presiding at the convention meet- 





Paul Davis 


Walter deMartini 


ings will be Laverne Marshall, pres- 
ident of the Michigan Automobile 
Dealers Assn.; James Mason, con- 
vention chairman and NADA treas- 
urer, and Frank W. Herrick, MADA 
executive secretary. 

Proposed resolutions will be pre- 
sented to the convention by David 
Holmes, association vice-president. 
New officers will also be introduced. 

A wide selection of entertainment 
offerings has been arranged, with 
special emphasis on treats for lady 
guests. On the schedule are a tour 
of Ford’s Greenfield village, auto 
plant tours, a style show, a tea 
party honoring lady dealers, the 
annual novelty ball, annual cock- 
tail party and the grand finale ban- 
quet featuring a seven-act floor 
show. 


Shown in Hotel 

The Silver Anniversary showing 
of the new Chrysler was held in 
the lobby of the Hotel Bentley, 
Alexandria, La. Future Chrysler 
dealer in Alexandria is Hugh Rob- 
erson Motors, Inc., 1028 Bolton Ave., 
which sponsored the showing. 


A BID FOR FORD TRUCK SALES—A "truck 


‘Wieland Quits _ 


As Second in 
Willys Command 


TOLEDO. — The resignation of 
Arthur J. Wieland, Willys-Overland 
Motors’ executive vice-presidert, 
was announced last week by Presi- 
dent and Board Chairman James 
D. Mooney, whose own resignation 
as president effective upon the 
naming of a successor was an- 
nounced 10 days ago. 

Wieland’s resignation was s3ub- 
mitted formally Apr. 21 to become 
affective May 2, it was said. He 
remains a director of the Toledo 
automobile concern, however. 

(Toledo and New York sources 
said a likely candidate for the 
Willys presidency is Brouwer D. 
McIntyre, president of Monroe Auto 
Equipment Co.) 

Wieland came to Willys in May, 
1946, from General Motors where 
he had been for 20 years. He had 
been assistant to the president of 
the General Motors Export divi- 
sion; managing director of GM 
operations in Denmark, Germany, 
the Near East and the Far East; 
European sales manager; general 
sales manager of the division; vice- 
president in charge of sales, and 
regional director in Europe and the 
Middle East. 

At Willys, he became _ succes- 
sively vice-president in charge of 
distribution, a director and execu- 
tive vice-president. 


Renault Price 
Slashed $190 
In Sales Drive 


NEW YORK.—In assuming ex- 
clusive distribution of the rear- 
drive Renault automobile in the 
U. S., Renault Selling Branch, Inc., 
last week announced price reduc- 
tions as the first phase of its drive 
to increase sales in America. 

At a list price of $1,075, plus 
taxes, the outlet said the Renault 
is the lowest priced four-door se- 
dan now sold in the U. S. The for- 
mer base price here was $1,265. 

New dealers and distributors are 
being appointed, it was said. One 
of the first major French indus- 
tries to resume operations after 
the war, Renault Motor Car Co. is 
reportedly increasing shipments to 
this country. 

The Renault is a four-passenger 
four-door sedan. Located in the 
front, where the motor is in the 
conventional car, is a compartment 
for tools, luggage and the spare 
tire. 

Renault Selling Branch, Inc., 
1920 Broadway, New York, also 
announced increased facilities for 
parts and service. 


Chrysler Quarter Net 


Totals $18,707,951 

DETROIT. — Chrysler Corp. 
and wholly owned subsidiaries 
Thursday reported net income 
for the first quarter of $18,707,- 
951, or 4.7 percent of sales. Sales 
equaled $401,245,547. 

In the same period last year, 
net income was $14,921,644 with 
a return of 4.4 percent on sales 
of $336,519,790. Dividends from 
foreign subsidiaries this year 
were $4,976,368 against $805,178 
in the first 48 quarter. 








on trucks,"’ exclusive in the Milwaukee Sen- 


tinel, was an example of : “"™ advertising to attract haulers, originated by the Ford 


dealer advertising council. 
Milwaukee Ford 
the Ford advertisin 
of the ad. Ben R. 


truck advertisin 


y i double page spread was an idea o 
istrict sales manager, A representative of the J. Walter Thompson Agency, 
agency, and Sentinel men worked directly with Ellick in the completion 
naidson, Ford director of advertising, and Walter E. Blanchard, Ford 
manager, were the principal speakers at the meeting of the council, in 


Gerald C. Ellick, 


session at the time of the publication of this advertisement. 
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New Utility Kit Means More Profit 
from Ford Wiring Jobs 


The time-saving electrical parts merchandiser above was de- 
signed especially to meet your Ford service needs efficiently 
and economically. It contains all the parts necessary to handle 
practically every wiring job in your shop. The four 100-foot 
spools of ignition wire in popular sizes are well marked for 
quick selection. The convenient clear plastic box in the sliding 
drawer below contains an ample supply of small electrical 
parts such as insulators, terminals and connectors as wellas a 


special wire cutter-stripper. Attractive two-tone blue design. 


When ordering from your Ford Dealer, specify kit number 8A-14294 
for plastic box and contents only or kit number 8A-14293 for the com- 
plete kit with four spools of wire (including the plastic box and contents). 


Independent Garages. « « this sign of good business lets everyone know that 
you stock Genuine Ford Parts. Put it to.work for you and build up your Ford service business. 
See your Ford Dealer for full information on how you can qualify to use this famous sign. 





(Genuine Forp Puts...right for FORDS! 


COMPANY 


FORD Division o f FORD MOTOR 

















Dealer Business Counsel 


What Is the Most Economical Basis for Costing 
In Parts and Accessories? 










(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel figures as shown on your sales 


There always has been and prob- | Summary. 
ably always will be the argument However, where you are selling 
as to whether or not parts and 2 several different classes of 
accessories should be costed on an a” ca aoe ‘on on 
average cost or actual cost basis. these sales in separate columns 

Personally, I do not see how it} on your journal summaries so 
is possible to do a highly competi-| that the total sales volume 
tive job of buy-| shown for each group can be 
ing and selling} adjusted back to list price or 
parts these days| the price your discounts on pur- 
without an actual! chases are figured. 
cost for guidance But here again you will prob- 
in establishing| ably run into the factor of a slid- 
discounts on sales| ing scale discount on purchases of 
and comparative | the various classes of merchandise. 
eosts cn_ pur-| Personally, I know the average run 
chasing. of discounts on the purchases of 

Where parts/| slow-moving or non-competitive 
and _ accessories | parts are usually higher than they 
are all sold at re-| are in fast-moving and competitive 
tail and your dis- 


parts. Therefore, you would be 
count on purchases is exactly the| completely stopped from average 
same, then you can easily and cor- 


total costing. : 
rectly cost from the total sales However, many dealers do not 


IS A 
50% SELLING JOB 
GOOD ENOUGH TODAY? 
When you sell a car you’ve done only half the 
Pax 
ia 
















































DEALER CANIER'S IOWA HEADQUARTERS—Montour Motors (Chrysier) in Montour is 
headed by Dick Canier who has been in the automotive business for 20 years. He has been 
a Dodge dealer, a district manager for Dodge out of Chicago and city manager for that 
division in Detroit. In addition to the new structure, 100 by 75 feet, there is also a paint 
and body shop in the rear. 


think that the showing of a cor-| differences began to show up at 
rect gross profit and net profit or| -he end of the year between the 
loss each month in the stockroom | ictual count in the bins and the 
department is necessary as long | amount as shown on the control 
as the profit results are correctly | record cards and on your books, 
determined at the end of the year| you can never determine whether 
when the physical inventory is| the shortage or overage is due to 
taken. theft or costing. 

This is one sure way, to my way You can never hold your stock- 
of thinking, to go broke fast in| room manager accountable and re- 
this business, because when the/| sponsible for a shortage when you 





4d. B. Van Tassel 











job—because your own best interests demand that 


you sell financing too. The way this twofold test of 


salesmanship is met largely determines the amount 


of additional income a dealership will earn and 


how successful it will be during the years ahead. 


The Universal C.1.T. Plan has a proved appeal to 


car buyers. Successful dealers capitalize on this 


appeal by telling their customers what it will 
do for them. They explain the Package Plan and 


its advantages. They show how the insurance coverage 


protects the customer and his car. They demonstrate 


the value of doing business with a truly nationwide 
organization. They compare the benefits of the 
Universal C.I.T. Plan with other financing methods 


and they emphasize its reasonable cost. 


|for an 


cost your parts and accessorie. on 
a total average cost basis bec:.use 
of the estimation factor in group 
costing. 

The individual costing pro.e- 
dure is simple once you have 
your records set up on a basis 
where your flow of sales tick«ts 
pass through your inventory con- 
trol operation. 

In almost every parts operation 
that I know of and where there 
iS an up-to-date control system, 
the sales slips have to flow this 
way in order for the posting of 
the disbursements of parts «nd 
accessories on the control record 
cards and the posting of the list 
prices and discounts on the cus- 
tomers invoice copy. 

So why not post your cost figure 
on the office copy of the sales slip 
at the same time. This is individ- 
ual costing and the only guarantee 
to correct gross profit and net 
profit figures and a sure preven- 
tion of any alibis on stockroom 
shortages. 

Any questions concerning busi- 
ness management will be gladly 
answered by J. B. Van Tassel, 
care of Automotive News. 





Chrysler Names 
Cook to Direct 


Business Parley 


DETROIT.—A vanderZee, sales 
vice-president of Chrysler Corp., 
last week announced the appoint- 
ment of Howard 
J. Cook as direc- 
tor of the Chrys- 
ler Conference of 
Business Man- 
agement. Cook 
succeeds Harry 
G. Moock, who 
retired from the 
position Apr. 30. 

Cook has been 
associated with 
Chrysler for the 
past 22 years, 
having joined the company in 1927 
as an executive assistant to the 





Howard Cook 


| general sales manager. A year later 
|} he was made assistant regional 


manager of the Detroit region. 


In 1929, Cook was transferred to 
the newly-formed Plymouth divi- 


| sion, where he aided in its organ- 


ization. He was transferred in 1931 
to DeSoto, where he became assis- 
tant director of regions. He re- 
joined Plymouth as assistant to the 
general sales manager in 1933. 

In 1938, Cook was assigned to 
do special market analysis and 
market surveys, and a year later 
was called upon to help develop a 
sales training program for dealer 
and company personnel. The re- 


“| sult was the Chrysler Conference 


of Business Management, cf which 
he became assistant director in 
1940. 


New Fines Face 
Truckers in N.C. 


RALEIGH, N. C. — The North 
Carolina highway patrol has begun 
enforcement of an amendment to 
the motor vehicle laws providing 
increase in fines from $3 
to $10 per thousand pounds for 
overloading of trucks. 

Under the amendment, which be- 
came effective Apr. 23, trucks with 
overloads will not be charged a 
penalty if the overload is under 
one ton, but if the overload exceeds 
one ton, $10 per thousand pounds 


| will be charged for the first ton. 


“The new law,” a department 
attache explained, “makes non-resi- 





You can use these sales methods to increase your 


percentage of finance sales and thus earn for 


yourself those additional profits which add up to 


success and stability. 










Vhcei mae Tr financing Tan money! | 
UNIVERSAL C.1.T. 


UNIVERSAL C. 1. T. CREDIT CORPORATION . OVER 300 LOCAL OFFICES IN PRINCIPAL CITIES 


| provision. 
| weights 


dents subject to the same penalty 

If the gross licensed 
of non-resident vehicles 
cannot be determined, such vehicles 


| will be subject to the overload pen- 
jalty if the maximum gross allow- 


able road weight is exceeded by 


| more than one ton. North Carolina 


violators also must pay additional 


| license tax for overload up to the 


maximum permissible weight.” 


Buffington-Gary 

The expanded service depart- 
ment of Buffington Motors, Inc. 
(Nash), 665 Washington St., 
Gary, Ind., has moved to the sec- 
ond floor of the same building 
with a convenient drive-in en- 
trance. 

The department now has a new 
modern tow-truck for quick serv- 
ice in the Gary area. 
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How many sales can you count 
in this picture? 


SALE #y —a sweet riding new car! 


SALE 72 —smart car accessories! 


But there’s an important THIRD SALE in this 
picture. It gives your customer a big EXTRA 
MARGIN OF SAFETY —and it gives you a hand- 
some EXTRA MARGIN OF PROFIT! 


SALE #3 is a changeover to LifeGuard Safety 
Tubes with Double Eagle Nylon Cord Super-Cushion 
Tires... the greatest safety team in motoring his- 
tory! 

LifeGuard is an item that’s easy to sell to 
safety-wise motorists. It’s famous as the inner 
tube that makes blowouts harmless! 


And no matter what you’ve heard, the fact is 
that LifeGuards are just as easy to install and 
remove as any inner tube. Your Goodyear repre- 
sentative will quickly demonstrate that this is so! 


There's profit unmatched by any other pas- 
senger tire in Double Eagle Super-Cushions. It’s 
the finest tire Goodyear ever built. 


Double Eagle is built with all-nylon cord body 
for the greatest mileage and longest wear of any 
passenger tire! This custom-built low-pressure 
tire adds unbeatable luxury-riding to any new 
car. 


Goodyear together with car dealers has worked 
out a Proved Profit Plan that helps you make the 
fastest, biggest profits from this great change- 
over opportunity. Ask your Goodyear distributor 
to show you how it works today! 


LIFEGUARD SAFETY TUBES 












1. The LifeGuard Tube has 2. Reserve of air in strong 
two air chambers. In case cord fabric inner chamber 


of blowout, only outer supports car long enough 
chamber gives way. for a safe, gradual stop. 





Double Eagle Super-Cushion. A custom-built Super-Cushion 
with all-nylon cord body. 


LifeGuard, Double Eagle T.M rhe Goodyear Tire & Rubber Company 


GOODSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON 


ANY OTHER KIND 
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Malcomeon ¥ H catls 
Dodge Program 
For Used Cars 


DETROIT.—A national used vehi- 
cle merchandising department has 
been set up at Dodge, with George 
W. Malcomson serving as director, 
it was announced 
last week by Ed 
C. Quinn, general 
sales manager. 

Quinn pointed 
out that merchan- 
dising of used ve- 
hicles gives deal- 
ers a greater 
market coverage 
of cars and trucks 





in all price 
° ranges. The new 
G. W. Malcomson national depart- 


ment will assist Dodge dealers in 
the organization and operation of 
their used-car and used-truck de- 
partments. 

Malcomson joined Dodge in 1930 
as a home office representative in 
the truck sales department. He 
later served as truck representa- 
tive and city manager in Chicago, 
and was successively promoted to 
the post of regional manager in 





CEMCO TAILGATE—A Texas appliance 
dealer reports that the cost of delivering 
merchandise with this hydraulic-lift tailgate 


has ae as much as 30 percent, accord- 
ing to mco Industries, Galion O. Power 
is cunplied from a‘“power take-off, which, in 


turn, is operated by the truck motor. To ac- 
commodate the need for flexibility in load- 
ing and unloading from various heights, the 
gate wiles stopped and held securely at 
7 -_ above the ground, the company 


Atlanta and in Chicago before be- 
ing named assistant director of 
truck sales in 1940. 

Since the end of the war, Mal- 
comson has been national truck 
merchandising manager. 
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Appeal to Younger Drivers .. . 


NADA Cooperates in Safety Drive 


WASHINGTON.—Nationwide dis- 
tribution of a highway safety edu- 
cational program to _ encourage 
greater responsibility on the part 
of younger drivers when using the 
family car has been undertaken by 
the Inter-Industry Highway Safety 
Committee. 

The program, centering around 
drivers 15 to 25 years old, is being 
sponsored nationally by the IHSC 
and the National Automobile 
Dealers Assn., in cooperation with 
the National Committee for Traf- 
fic Safety. 

Widespread use of the program 
materials will be encouraged by 
state automobile dealer associa- 
tions and state and local highway 
safety committees composed of 
dealers in the automotive and allied 
industries. 

Materials are also being made 
available to interested public offi- 
cials, business, professional, civic 
and safety groups. 

Program materials include a re- 
vised “Man-to-Man” agreement and 
a new “Dad-to-Daughter” 


agree- 


ment, The agreements are for the 
signature of eligible sons and 
daughters with their fathers and 
outline eight good driving practices 
which the young drivers agree to 
observe while using the family car. 
Membership cards for use in 
the formation of “Man-to-Man” 
and “Dad-to-Daughter” clubs are 
available to boys and girls who 
have signed the agreements, 

The cards are designed to be car- 
ried with the driver’s license as a 
constant reminder of the safe driv- 
ing practices they have promised to 
observe. The eight good driving 
rules of the agreements are re- 
printed on the reverse side of each 
card. 

The agreements were originated 
and are copyrighted by Berthold 
Woodhams, vice-president of the 
Citizens Mutual Automobile Insur- 
ance Co. 

Woodhams named the IHSC to 
act as his agent in promoting the 
activity and in clearing its use by 
other organizations. 

That there is a definite need 








D 


THE NEW 


I 





SOTO 


has been given a tremendous welcome by 


the public. “The car designed with you in 
mind” was designed with De Soto dealers 


in mind, 





too. 


@ The widespread enthusiasm that greeted the new 
De Soto when it first appeared has continued without let- 
up. Everywhere, motorists are finding in DeSoto exactly 
the things they want in their next new car... 


Brilliant styling that combines both imagination and com- 


mon sense. More head-and-hat room inside; 
room; more trunk room. Larger windows and windshield 


more leg- 





Lets you drive 


for a safety drive among young:¢r 
drivers is apparent from the fact 
that many insurance companies 
will not write insurance coverag« 
for car owners under 25 years ol. 


The National Safety Council re- 
ports that accident records from 
29 states in 1947 showed 27 percent 
of the drivers involved in accidents 
were under 25 years old. 

In addition, 22 percent of all per- 
sons killed in automobile accidents 
in 1947 were between the ages of 
15 and 24. Injuries to persons in 
this age group numbered 330,000. 

Dealers in the past have been 
very active in promoting the use 
of the “Man-to-Man” agreement 
and the new program is aimed at 
enlisting even more of them in 
the campaign, 

The IHSC points out that the 
drive provides “an unusual oppor- 
tunity for dealers to make their 
place of business headquarters for 
distributing the agreements and a 
safety center for the formation of 
‘Man-to-Man’ and ‘Dad-to-Daugh- 
ter’ clubs. 

Also noted is the fact that use of 
the agreements is not limited to 
any one year, since two million 
boys and girls reach driving age 
annually. 


Harrod Elected 


President of 
Kentucky Assn. 


LOUISVILLE.—Orville R. Har- 
rod, owner of Frankfort Buick Co., 
Frankfort, Ky., was elected presi- 
dent of the Kentucky Automobile 
Dealers Assn. at the annual direc- 
tors’ meeting held last week. He 
succeeded J. A. Dishman, Louisville. 

The association’s new vice-presi- 
dent is Charles B. Wilson, Padu- 
cah; secretary-treasurer, Ben F. 
Long, Louisville, and managing di- 
rector for a ninth term, Lew UIl- 
| rich, Louisville. 
| Association directors are Harry 
|Holder sr., Owensboro; James L. 
Pate, Elizabethtown; J. Clif Ware 
j}and David Castleman, Covington; 
| Horace H. Wilson, Lexington; L, H. 
Childers, Pikesville; K. B. Wurtz, 
Ashland; D. H. Disney, Cumber- 
land; Henry F. Galloway, Bowling 
Green; J. E. Leach, Central City; 
Howard Pearce, Shelbyville; “Cy” 
Williamson, Hopkinsville, and W. 
|H. MacLean, O, F. Hands and F. 
|D. Morrison of Louisville. 

Turner A. Summers, NADA di- 
rector, and Dishman also are mem- 
bers of the board of directors. 


Bedford Named 
K-F’s Top V-P 


WILLOW RUN.—Appointment of 





|Clay P. Bedford as executive vice- 


president of Kaiser-Frazer Corp. 
was announced 
last week by Ed- 
gar F. Kaiser, 
president, 





without shifting! 


| ception 
| Bedford put into 

operation the pro- 
|curement pro- 


Manufacturing 
vice-president 
and a director of 
K-F since its in- 
in 1945, 





gram that enabled 

K-F to attain 

high volume during 1948. 
Forty-five years of age, the new 


Clay P. Bedford 


| executive vice-president will be di- 


rectly responsible for Willow Run 
operations. Starting as a drafts- 
man with Kaiser enterprises in 1925 
upon his graduation with an engi- 
neering degree from Rensselaer 
Polytechnic Institute, Bedford was 
general superintendent of a $20,000,- 
000 construction job within five 
years, In June this year, Bedford 


| will have been associated with the 
| Kaiser organization 24 years. 


. with broad, chair-high seats for really enjoying this 


greater visibility. The smoothest DeSoto ride ever. 


And | 


Tip-Toe Hydraulic Shift- with Fluid Drive that lets you 


drive without shifting. 


| son dealer, 


It all adds up to an enviable position for the dealers who 


sell this great new car. And these same dealers also sell 
the beautiful new Plymouth, the car that makes the differ- 


ence in the low price field. 


Wilson’s Hudson Concern 


Is Opened in Wichita 


Grand opening of Claude Wil- 
son, Inc., newly authorized Hud- 
1500 E. Douglas, 
Wichita, Kans., has been held in 
the headquarters of the company. 

Claude E, Wilson is president. 
Charles K. Sebring is general 
manager. 





| 
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resents the most versatile hydraulic 


service jack ever offered oie 


BLUE BOY Il 


No. 7O07—2 TON CAPACITY 


~ 


car dealers... 

tire and repair shops... 

fleet service shops... 

farm implement dealers 

¢g Here it is, Blue Boy II, the new Walker all- 

purpose utility Lift-A-Car . . . the jack of a 
thousand uses. Here is your jack specifically 
designed by Walker to meet the many new 
and varied lifting problems of modern service. 


Conveniently operated from an upright position, 
Blue Boy II handles all cars. 
great lifting range—20 full inches of power raise plus 
a 12-inch adjustment on the lifting hook—it starts 
low enough to get under any 


With its exceptionally 


bumper, raises high 
enough to give ample wheel clearance from deepest 
skirted fenders. 


Blue Boy II is ruggedly built to handle a wide 
of “service lifts.” Service stations find it 
invaluable for tire changes, chains, wheel packing. 
Car dealers and independent maintenance shops need 
a Blue Boy II for every mechanic—a personal 

jack in every stall. In body shops, it’s a 
natural for fender work. Fleets find it handy 

for inspection work, brake adjustments and 

many other jobs. And its high lift 


makes it a must for the tractor shop. 


variety 


Two tons of handy hydraulic lifting 
power, Blue Boy II 


tile service jack on the market. No 


is the most versa- 


service operation can have too many 





SPEEDS UP TIRE AND WHEEL CHANGING— 
Lifts cars with deep skirted fenders high enough 
for easy wheel removal. No blocks . . . no extra 
jack needed. Good for chains and washing, too. 


HANDY FOR BRAKE WORK—High lift gives 
plenty of room for brake work or front end 
inspections. Easy to handle, compact. Mechanics 
like Blue Boy Il. It makes their job easier. 


A BOON TO BODY WORK —Lifts high enough 
to provide convenient work room... speeds up 
the job. No blocking necessary. Helps in chang- 


ing tail pipes, too, when extra clearance is 
needed. 


TOPS FOR TRACTORS—This picture tells its 
own story. How else can a high tractor axle lift 
be made without blocks or extra jacks? Fine for 
repositioning wheels. 


. - . plus these unexcelled exclusive Walker features: 
LARGE FREE ROLLING WHEELS .. . 360° POSITIONING 
- ALL-CAR UNIVERSAL LIFTING HOOK .. . LARGE 
BASE 


e- 


FLAT-BOTTOM “GRAVITY CENTERED” 


PROTECTED PUMP ASSEMBLY . . . STAND-UP HANDLE 
OPERATION . . . POSITIVE RELEASE CONTROL... 
STREAMLINED METALESCENT BEAUTY 


WALKER leads in JACKS 


LIFT Ss, 


= 


‘ pice ae 
of these great, new stand-up jacks. See them a ae 


today Convenient lifting handle, rigidly 


welded to base, makes Blue Boy Ii 


. + +» get yours now—at Jack Head- Extra "Top column” lifting position 
"4 provides additional height for lift- 
ing light trucks and farm vehicles 


at full jack capacity. 


quarters, your Walker Jack distributor. ttiaiaae emitiian 


Walker feature. 


R MANUFACTURING CO. OF WISCONSIN ALSO MAKERS OF WALKER SILENCERS, OUL FILTERS 


I 
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Steadily, increasingly, among more 
and more car builders, 







— because 
Valve-in-Head provides | : 
greater all-round efficiency! 
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The industry is paying tribute to Chevrolet by turning to this | p 

finer and more efficient type of engine—thoroughly proved and i a 


improved by Chevrolet engineers over a thirty-seven-year period— 
and now being adopted by builder after builder of motor cars, 


although it remains exclusive to Chevrolet in its price range! 





AUTOMOTIVE NEWS, MAY 9, 1949 








en 


en 
SS 


8 3 


LS \ 
a Re 
For almost four decades, only one basic type of engine has AT 3B 
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succeeded in winning the approval and acceptance of Chevrolet 
engineers—the extra-efficient Valve-in-Head engine. 

Today, motor car manufacturer after motor car manufacturer 
in every price field is adopting or planning to adopt the Valve- 





in-Head principle of engine design. For results show that 
Valve-in-Head engines give an unequalled combination of per- 
formance, endurance, dependability and economy. 

The Chevrolet Valve-in-Head engine—world’s champion 
automotive power-plant—has proved this by delivering more 
billions of miles of satisfaction, to more owners, over a longer 
period, than any other power-plant built today. 

It is still further proved by the fact that Valve-in-Head engines 
hold all records for performance on speedway, seaway, and in 
air transport. 

And now the great and growing swing to mew, compact, 
higher-compression engines for greater power and economy makes 
it increasingly clear that more and more manufacturers will 
turn to Valve-in-Head engines in the future! ; 

: That’s why more and more buyers are deciding to get this 
finer and more efficient type of power-plant in their next motor 


car. 
Moreover, they know that Chevrolet—master builder of this 
master motor—has produced more than twice as many Valve- 


cern 
I near 


in-Head engines as all other manufacturers combined and will 
continue to offer the highest development of the Valve-in-Head 


principle in the future as in the past. 

Yes, Valve-in-Head gives much greater all-round efficiency, 
and the industry-wide trend to this finer engine is conclusive 
proof that Chevrolet is the leader in motor car value just as it 
is the leader in popular demand. All of which is another 
powerful reason why Chevrolet dealers are telling each other— 


Ee ee, A Seg IR emer 


we're going forward together, you and Chevrolet! 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 
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Klingler Reports 
Buyer’s Market — 
Still Year Away 


ALBANY.—A year from now, the 
automobile buyer will be able to 
step into a showroom and select 
the car he wants 
for immediate de- 
livery, H. J. Kling- 
ler, general man- 
ager of Pontiac, 
said last week. 

Klingler made 
the prediction at 
a dinner at the 
Albany country 
club marking the 
opening of Yager 
Pontiac’s remod- 

M.3.Kilmgier = eled building at 
470 Central Ave. 





He advanced the opinion that | garages we have.” 


11,431 | 20.33 





6,871 | 12.22 


Buick 6,573 9.91 





1 
3 

Plymouth 2| 7,077 | 14.19 
4 
5 





Pontiac 4,822 





in America’s 
FOURTH 
New Car 
Market? 





a 


A sCcRIPPS HOWARD NEWSPAPERB 


POWER TO DO GOOD..POWER TO MOVE GOODS 





Co. and Hudson dealers “mean to 
make the most of the opportunity 
open to those who get out and 
sell,” George H. Pratt, sales vice- 
president, declared last week. 
Thousands have taken demon- 
stration rides in new Hudsons 
since the company opened its 
Revelation Ride spring sales cam- 
paign, sparked by the largest, 
most comprehensive advertising 
and merchandising program in 
the company’s history, he said. 
The campaign was launched with 
a nationwide broadcast celebrating 
Hudson’s 40th anniversary and car- 


Y EALERS OF NORTHERN CALIF. PAY FIRST CLAIM—Karl Goeppert, secretary of Northern | ri 1 io’ f the Mutual 
Klingler said Pontiac's produc- Californie Motor Car Dealers Assn., presents checks for first delm made under NCMCDA's eskinesting Egotue. the 
tion this year is expected to better | recently inaugurated employe welfare program. Wallace H. Thompkins, a shop mechanic ° 
last year’s output of 246,000 auto- eee oy, Bill oe Inc., — ~s w- = oy gy ok aad Pratt told the radio audience that 
M tomi wo sons shown in the picture—Tommy, age ark sweater), , 
mobiles, and added “it will become Leroy, ege 4. Mildred. Haskins, “manager of NCMCDA, is also shown. Joe Davis, Berkeley the celebration of the company’s 


increasingly easier during this next | Studebaker dealer, is president of the association. _ ; — ing of the greatest demonstration 


year for the buyer to get a car in limit in size,” he explained. “Many|M. H. Yager. Before opening his | program in Hudson history, aimed 
the desired model, style and color.” | .¢ them now won't fit into the|dealership here in 1940. Yager had|at demonstrating Hudson’s _per- 


40th anniversary signaled the open- 





been associated with Pontiac as a|formance and roadability to inter- 


cars will not get any bigger. Klingler and other General Mo-|zone manager here and in Phila- ested people throughout the nation. 
“They've just about reached their|tors executives were the guests of | delphia. “Millions have voted the new 

























Cuyahoga County (Metropolitan Cleveland) is fourth 
among the nation’s counties in new car sales. In 
1948, its 48,403 new car registrations were ex- 
ceeded only by those counties containing Detroit, 
Chicago and Los Angeles. 


The Cleveland Press’ Third Annual Analysis of New 
Car Sales gives detailed, factual information about 
all of these sales. This book of 24 fact-filled pages 
is the climax of a year’s day-to-day checking of the 
new car sales records of the Cuyahoga County Clerk 
of Courts. It reports sales of makes and companies 
—by municipalities and economic areas—and shows 
interesting comparisons with the national picture 
and with recent years. Deep enough in detail to 
report ratio of families to new car purchases in 
341 census tracts, it provides most of what you 
need to know for profitable new car selling in this 
great market. 


It is only one of the many reasons why The 
Cleveland Press is famous for readers, results and 
research. 


Competitive Spirit 
Hudson Pushing Revelation Ride Program 

With Huge Advertising Campaign 

DETROIT. — Hudson Motor CarHudson America’s most beautii :| 








car,” Pratt said. “But those m |- 
lions of people can never know te 
exciting advantages this beauti/ :| 
automobile offers them until t! 
drive and ride the new Hudson. 

“That’s why we are setting ov! 
to take the nation for a Revel:- 
tion Ride—to thrill people every- 
where with the knowledge thai 
their visions of a great postwar 
- have been fulfilled,” Prati 
sa 


“Our invitation for a Revelation 
Ride will be extended to our friends 
and neighbors over the radio, in the 
great magazines and newspapers of 
this country, on outdoor display 
boards and through the mails.” 

Following the broadcast, Pratt 
and Sales Manager N. K. VanDer- 
zee talked over a special telephone 
conference hookup to more than 
1,000 Hudson people throughout the 
country, including sales and service 
personnel in the company’s 20 zone 
offices and representatives of inde- 
pendent distributors associated with 
Hudson. 

To keep the Revelation Ride cam- 
paign moving ahead at full speed 
during the period of the program, 


| Hudson is using 2,500 newspapers 


with a combined circulation of 34,- 
000,000 once a week to carry greatly 
increased lineage. 

Twelve magazines with a com- 
bined circulation of 30,000,000, 
Saturday Evening Post, Collier's, 
Time, Newsweek, Better Homes 
and Gardens, Harper’s Bazaar, 
Country Gentleman, New Yorker, 
Holiday, Farm Journal, Success- 
ful Farming and Capper’s Farmer 
are being used to carry full-page 
four-color advertisements. 

To further amplify the company’s 
message, 24 sheet posters tied into 
the campaign will be used for 
showings throughout the country. 

In addition, spot radio is carry- 
ing news of the campaign through 


|hundreds of stations in dealer 


cities. 
All of Hudson’s advertising will 


| be tied up at point of sale by 2,500 
|Hudson dealers primed to “take 





the nation for a Revelation Ride.” 

Hudson dealers have been fur- 
nished with a Revelation Ride 
merchandising package, The 
package includes window trims, 
demonstration books reviewing 
the correct way to demonstrate 
the new Hudson, light cord cards, 
door hanger appraisal cards, 
jumbo postcards, giant lapel but- 
tons, report forms, anniversary 
coins, booklets explaining the 
“step-down” principle, wall ban- 
ners, blow-ups of four-color na- 
tional ads and sets of newspaper 
proofs and radio scripts. 

“With the return of normal mar- 
keting conditions, automobile sales 
are reverting to the old pattern of 
high volume spring sales,” Pratt 
said. “Traditionally the months of 
April, May and June have been the 
best automobile sales months. The 
American salesmen, and Hudson 
salesmen in particular, are the men 
of the hour.” 


Fleger Motors, Inc. 


Fleger Motors, Inc., Chesapeake, 
W. Va., has been granted a charter 
by the secretary of state, listing 
authorized capital stock at $50,000. 
Principals are R. A. Fieger, Wil- 
liam T. Lively and Mary P. Fleger. 





Traffic Death Toll Up 


In First Quarter 

CHICAGO.—Death as a result 
of traffic accidents totaled 6,610 
in the U. S. in the first three 
months of 1949. This is an in- 
crease of 2 percent over the 
same period last year, as re- 
corded by the National Safety 
Council. 

Increased travel, up 5 percent 
in January and February over 
the same period in 1948, may 
have been responsible for the 
rise in the death toll. 


Out of 46 reporting states for 
March, 19 showed decreases, 
with 25 increasing and two 
showing no change. The 496 
cities reporting showed a 2 per- 
cent decrease as compared with 
the national increase. 






































































On 


TS ine ay 


Andean Mammal 





e 


AUTOMOTIVE NEWS, MAY 9, 1949 | 





Give your advertising 
the distinctive individuality 
you want by using 


WSF 


ri une 


With the powerful impact of full pages in Chicago 
Tribune newsprint color you can give your advertising 
in the important Chicago market the distinctive 
individuality that will get special attention and 
consideration from the audience which accounts for 


SS 


In addition, Tribune newsprint color will give you an important 
competitive advantage in the hundreds of cities and towns 
thruout the middle west where Tribune circulation is a known 






powerful factor in building consumer favor and dealer support. 
To capitalize with greatest economy and effectiveness the sales 
opportunities in this important territory, get the facts today about 

Chicago Tribune newsprint color. Your advertising counsel or a Tribune 

representative will be glad to show you how and why Chicago 

NEW SAVINGS Tribune newsprint color can help you increase your consumer 
IN COLOR PLATES franchise in the greater Chicago territory. 

09 “fo “Tribune sai nt ‘cole, Chicago Tribune March average net paid total circulation: Daily, Over 960,000-—Sunday, Over 1,650,000 


largements from magazine and direct 
mail originals can cut plate cost and time 
h 50%. Ask ¢ 3 Chicago Tribune representatives: A W. Dreier, 810 Tribune Tower, Chicago 11; E. P. Struhsacker, 220 East 42nd St., New York City 17; 
os much Gs /o- ASK VO see specimens. W. E. Bates, Penobscot Bidg., Detroit 26; Fitzpatrick and Chamberlin, 155 Montgomery St., San Francisco 4; also, 448 S. Hill St., Los Angeles 13. 

MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST 3 MARKETS GROUP, AND METROPOLITAN SUNDAY NEWSPAPERS, INC. 
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Hidden Labor Costs 
Average $424 


By William Ullman 


Washington Correspondent 


CCORDING to the U. S. Chamber of Commerce, the typi- 
cal American worker received benefits of various sorts 
from his employer totaling more than $424 over and above 


his wages in 1947. 


In what was described by the USCC as the first survey 


of its kind covering a repre- 
sentative cross-section of pri- 


vate employers of widely 
varying types and sizes, it was 
found that the typical company 
had a “hidden payroll” of non- 
wage labor costs amounting to an 
addition of more than 15 percent 
to the company's reported wage 
bill. On another basis, these non- 
wage costs represented an addi- 
tional payment to workers, above 
their wages, amounting to an aver- 
age of 20.5 cents an hour. 


The report stresses the fact that 





nition of the importance of these 
non - wage bene- 
fits, which in- 
clude such pay- 
ments as pension 
premiums, life in- 
surance, old-age 
and survivors in- 
surance, work- 
men’s compensa- 
tion, discounts on 
goods bought, tu- 
ition refunds, 
profit sharing, 
payments for 


Wiliam Uliman 


there has been no general recog-|time not worked, non-production 





MONROE —tne GREAT NAME IN SHOCK ABSORBERS 


Monroe engineers are men with vision who, through continuing 
research, keep abreast of the auto industry's ride control requirements. 
Monroe Shock Absorbers are standard equipment on more makes of 


new passenger cars than any other brand of shock absorber. 


oat names in the 
Automotive Industry 








T.M. Reg. U.S. 


bonuses and a host of other bene- 
fits. 

Such payments are not included 
in wage figures as reported by em- 
ployers, labor organizations or gov- 
ernment agencies. Hence the term, 
“The Hidden Payroll,” used as the 
title of the USCC report. 


The largest single item on the 
list of non-wage benefits was 
payments for time not worked, 
and not included in wage figures. 
These payments were equivalent 
to an addition of almost 5 per- 
cent to the wage bill. They in- 
cluded paid vacations, bonuses in 
lieu of vacations, payments for 
holidays not worked, supple- 
mental pay for National Guard 
duty and the like. 

Another major category, equiva- 
lent to an addition of 4.5 percent 
to the wage cost of the average 
company, consisted of the employ- 
er’s share of pension and other 
agreed-upon payments. 

According to a table presented, 
the largest non-wage payments 
were made by banks and financial 
institutions, and by public utilities, 
where they were equivalent to 
more than 20 percent of the wages 
paid for time worked. Lowest pay- 
ments were made by manufactur- 
ers of automobiles and trucks and 
textiles. In general, industries pay- 












Pat. Off. 


MONROE AUTO EQUIPMENT COMPANY, MONROE, MICH. 


WORLD’S LARGEST 





MAKER OF RIDE CONTROL PRODUCTS 












EXPANSION DOUBLED DEALER'S SPACE—Showalter Chevrolet Co., 
completed an expansion and remodeling program. 


ing higher proportions of non-wage 
payments were industries paying 
lower average earnings per year, 
although the correlation is far 
from perfect, a note pointed out. 

The automobile industry, for ex- 
ample, ranks low in benefits as a 
ratio to wages paid. But according 
to the Bureau of Labor Statistics 
this industry pays the highest aver- 
age weekly and the highest aver- 
age hourly earnings of all durable 
goods industries in the bureau’s 
classification. In appraising the 
importance of these non-wage 
costs and worker benefits, this 
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Idaho, has 
The main structure measures 140 by |50 
feet and includes a modern showroom, parts department and shop. 


Nampa, 


| point must be kept in mind, it was 
| emphasized. 
| * * * 


Six Wage Factors 


HE USCC survey of the non- 

wage labor costs of doing busi- 
ness was made with six principal 
factors in view, Dr. Emerson 
Schmidt said in a foreword. These 
were: 

1. The hourly wage rate is no 
longer a true reflection of the labor 
costs of operating a business. La- 
bor costs are materially increased 
by the addition of such legally re- 
quired payments as social security; 
and by voluntary or agreed-upon 
payments for pensions, vacations, 
holidays, profit-sharing programs 
and a score or more of other items. 
These additional costs generally do 
not show up in wage rate figures. 

2. Labor-management agreements 
today place ever greater emphasis 
on fringe and other money bene- 
fits. These do not appear in the 
wage rate totals, but amount to 
wage increases in most respects. 

3. These benefits are not in- 
cluded in the wage data reported 
by government bureaus. As a re- 
sult government statistics give 
an inadequate measure of the 
labor costs of business. 

4. Most of these non-wage bene- 
fits are relatively recent innova- 
tions, and they are growing in im- 
portance. The spread between wage 
costs and labor costs will, there- 
fore, widen in the future. 

5. There is little statistical infor- 
mation available on the size of 
non-wage benefits in relation to the 
| total wage bill for business in gen- 

eral or for most specific lines of 
business. The guesswork should be 
removed from this field. 

6. Consequently, few people in or 
outside of business management 
realize the extent of non-wage la- 
bor costs or the important changes 
that have taken place in this re- 
spect. 

* + * 


Labor Law Issues 


CCORDING to a National Labor 

Relations Board spokesman, 
one of the most widely discussed 
questions about the Labor-Manage- 
ment Relations Act has been the 
conflict between the “free-speech” 
provision and the ban on secondary 
boycotts. 

The free speech clause, he said, 
declares that the uncoercive ex- 
pression of “any views, argument 
or opinion” shall not constitute 
an unfair labor practice or be 
evidence. But the secondary-boy- 
cott clause forbids a union to 
“induce or encourage” employes 
to withhold their labor from one 
employer to bring pressure upon 
another employer. 

Passing for the first time on 
these two “inconsistent” provisions, 
a majority of the NLRB ruled: 

The legislative history of the act 
makes it plain that the 80th Con- 
gress intended to exempt secondary 
boycotts from the protection of the 
free-speech clause. Therefore, the 
act must be taken to prohibit a 
union from peaceful picketing or 

| the use of. “We do not patronize” 
| lists to further an illegal boycott. 

The prevailing opinion, signed by 
board members Reynolds and Gray, 
said: 

“Although there was strong op- 
position to section 8 (b) (4) (A) 
there was no disagreement in Con- 
gress as to its sweeping implica- 
tions and meaning; it was intended 
to prohibit peaceful picketing, as 
well as persuasion and encourage 
ment, to further a secondary boy- 
cott. Both proponents and oppo- 
nents of the act . .. understood 
that it prohibited peaceful picket- 
ing, persuasion, and encourage- 
ment, as well as nonpeaceful eco- 
nomic action, in aid of the forbid- 

(Continued on Page 62, Col, 1) 
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-HUDSON—THE MOST 


things buyers want most 


The amazing and exclusive New Hudson “step-down” design is the 

key, not to just one or two “features”, but to overwhelming advan- 

tages in beauty, room, ride, performance and safety obtainable only 
in this entirely new type of motor car! 


of all the 


ERE, IN ONE magnificent automobile, is 
H thrilling proof that the lower a car can 
be built, the more graceful its lines can be 
made, the better it will ride and perform, 
the more surely it will handle and the safer 
it will be! 


Incidentally, all makers now claim their 
cars are “lower”, but the New. Hudson is not 
just “lower”. It’s the lowest-built car on the 
highway! Yet, thanks to “step-down” design, 
Hudson has amazing head room and full 
road clearance! 


Here is not just a “more” beautiful car, but 
the perfectly proportioned, wonderfully sym- 
metrical car millions vote America’s most 
beautiful. That’s “step-down” design! 


Here is not just a “roomier” car, but a 
car with the most seating room in any 
mass-produced automobile built today! 
“Step-down” design again! 

Here is not just a “more” hug-the-road ride. 
The New Hudson has the most stability in 
motion that’s ever been experienced in an 
automobile, because it has the lowest center 
of gravity in any American car! And that’s 
“step-down” design! 

And here is not just “more” performance, 
but the most all-round performance in any 
stock car. Hudson brings you two great 
engines—the all-new, high-compression 
Super-Six—America’s most powerful Six— 
or the masterful Super-Eight. Center-Point 
Steering, Triple-Safe Brakes, many more 
high-performance features—all engineered 
for long life, low upkeep. 


With this brilliant new car, Hudson dealers 
are enjoying a steady upsurge of sales! 
Interested? A few desirable Hudson 
franchises are available for those qualified. 
Write: N. K. VanDerzee, Sales Manager, 
General Sales Department, Hudson Motor 
Car Company, Detroit 14, Michigan. 


* * * 


‘Only HUDSON has all these “most-wanted” 


advantages: Automatic gear shifting with 
Drive-Master Transmission* . . . 121 h.p. high- 
compression Super-Six Engine, most powerful 
American Six, or masterful 128 h.p. Super-Eight 

. Dual Carburetion . . . Fluid-Cushion Clutch 


. . . Monobilt Body-and-Frame** . . . Safety 
Jack Pads under frame . . . Full-View Curved 
Windshield . . . Wide-Arc Vision . . . No-Glare 


Instrument Panel . . . Interior Door Handles, 
Window Controls in recessed door panels . . . 
Super-Cushion Tires . . . Safety-Type Rims 

. Weather-Control Heater-Conditioned-Air 
System* .. . and many others. 


*Optional at slight extra cost 
**Trademark and patents pending 








HUDSON DESIGN 


OTHER CARS 


Hudson's “step-down” zone (at “A’’, above left) permits a 
lower center of gravity for greater safety, improved roada- 
bility, smoother ride; provides amazing head room, far 
more seat room; allows a low, streamlined silhouette—full 
road clearance. 


All other cars have floor on top of frame (see “B”’, above 
right) so they fail to utilize vital space between frame mem- 
bers. Result is a higher center of gravity and either a high 
roof line or insufficient head room. Seats are also narrower. 


New Hudson 


ONLY CAR WITH THE STEP 


amy DOWN DESIGN 


Eight body styles in Super Series and Commodore Custom Series. Ten rich body colors. 
Two special colors, five two-tone combinations—white sidewall tires—at extra cost. 
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N.C. Joins Ranks 
Of Prospective 
Toll Road States 


RALEIGH, N. C.—Construction of 
a toll road along the outer banks 
between Nags Head and Virginia 
Beach is contemplated by a bill in- 
troduced in the North Carolina leg- 
islature by Sen, John C, Rodman of 
Beaufort and Sen. F. J. Blythe of 
Mecklenburg. 

The bill would authorize the or- 
ganization of a municipal corpora- 
tion for the purpose of constructing 
and operating toll roads. The cor- 
poration would have the right of 
eminent domain to secure a right- 
of-way, limited to 100 feet in width. 

Main purpose of the bill, Sen. 
Rodman said, was to make toll road 
bonds more acceptable to buyers. 
The bill would do this by exempting 
the bonds and their interest from 
taxation by the state, counties or 
municipalities, 

Sen. Rodman said the Carolina- 
Virginia Coastal Corp. headed by 
Wayland Sermons of Washington, 
N.C., already has launched plans 
for the Nags Head-Virginia Beach 
toll road. There now is no road 
along the stretch for which the 





highway is proposed. 
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tered programs’ throughout 


employed 


partment of Labor. 

More than 25 percent of the 
apprentices in all types of train- 
ing were employed in California 
and New York, it was said. The 

| same states enjoyed about the 


DEALER 1S HOST ON TRAIN OF TOMORROW—James P. Burne of Burne Oldsmobile Co.,| Same proportion of auto me- 


Scranton, Pa., had as his quests on the GM train's trip from Binghamton, N. Y., to Scranton,| chanic apprentices. 


Chief Justice George W. Maxey 
John Jay McDevitt, Burne, and Thomas F. Phillips, managing editor of the newspaper. 


Creveling Elected 


I 


(UTPS) — Jack Creveling, former 
Packard public relations man, has 


B. B. Powell, managing editor of the Tribune and Scrantonian, 


(ed Charles Kilgore vice-president | 2% °™Ployed 


and Charles Orsinger secretary for | 
|the coming year. ‘Ohio ranked third, with 17,010 ap- 


n Corpus Christi 


CORPUS CHRISTI, Tex.— |}fourth with 13,453, and Wisconsin, 


| fifth, with 12,689. 
The next five states in the num- 


Railsback Appointed 
Appointment of Rodney M. Rails- 


been elected president of the Cor-/| back as sales manager of Pearson/|ber of apprentices employed were 


pus 
Assn. 


Kook 


> The showroom that presents an attractive front 
—that is modern and inviting inside and out—is a 
real winner. It attracts more customers, makes 
more sales, increases profits. 

Your showroom can be a winner, too, if you 
modernize with Pittsburgh Glass and Pittco Store 
Front Metal. And when you modernize, do it right 
... no half-way job! Dollar-wise merchants all over 
the country have proved that the complete modern- 
ization of their showrooms has been a sound in- | 
vestment which has resulted in the immediate im- | 
provement of their businesses. 

When modernizing your showroom, consult your | 
architect. He is familiar with Pittsburgh Products | 
and will give you a design that is well-planned and | 

a economical, We will be glad to help both of you in | 
every way possible. If you wish, you can arrange for ! 


THIS PICTURE OF A SHOW- 
ROOM in Houston, Texas, shows 
how effectively Pittsburgh Prod- 
ucts can be employed to make 
an establishment more attrac- 
tive, win new customers. The 
“epen-vision” design—in which 
the entire showroom interior 
becomes a sales-producing dis- 
play —invites passers-by to 
come in... actually helps make 
the sale before the customer 
enters. Your showroom, too, 
will be a sales winner when it 
is modernized with Pittsburgh 
Glass and Pittco Store Front 
Metal. Architect: Maurice J. 
Sullivan, Houston, Texas. 


“PITTSBURGH” 
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Motor Co, (Ford), San Diego, Calif.,| Pennsylvania, Massachusetts, Min- 
is announced by C. E. Robinson, | nesota, Illinois and Virginia. 
general manager. The largest number of appren- 


Christi Automobile Dealers 


The local dealer group also elect- 


...and be one! 





convenient terms through the Pittsburgh Time 
Payment Plan. 

In the meantime, why not send for a free copy of 
our modernization book, “Modern Ways for Mo- 
dern Days”? It contains illustrations and descrip- 
tions of remodeled showrooms, and projected de- 
signs by some of the world’s foremost architects. 
Just return the coupon below. 


Pittsburgh Plate Glass Company 
2180-9 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of 
i book on modernization, “Modern Ways for Modern 
ays.” 


Name 


+” es 


A total of 63,170 apprentices were 
reported in the department’s study 
in those two states 
at the end of December—32,866 in 
California and 30,304 in New York. 


|prentices recorded; Michigan was 


WASHINGTON.—Of the 233,302 
apprentices in training under regis- 
the 
U.S. at the beginning of this year, 
28,700, or about 12 percent, were 
in the auto mechanic 
trade, according to the U. S. De- 


Tomorrow’s Mechanics 


U. S. Study Tallies Up 28,700 Apprentices 
Training for Auto Repair Work 





tices were reported in the carpen- 
try trade, 38,700. 

In the plumbing and pipefittin; 
trades, 20,200 were reported; in th: 
brick, stone and tile laying trades 
9,500; in the auto mechanic trad: 
28,700; in the machinist, toolmake: 
and die sinker trades, 19,900; in th: 
electrical trade, 19,500, and in th: 
printing and engraving trades 
14,000. 

The study, which is titled “Oc- 
cupation Statistics of Registered 
Apprentices,” was prepared by 
the department’s bureau of ap- 
prenticeship. 

As reflected in the title, the sta- 
tistics apply only to apprentices 
and programs registered with state 
apprenticeship agencies or with the 
bureau of apprenticeship. They do 
not represent complete coverage, 

due to the fact that information 
relating to non-registered appren- 
tices and programs is not available. 

Copies of the statistical pamphlet 
may be obtained free, from the 
Washington office of the Bureau of 
| Apprenticeship, U. S. Department 
of Labor, 

Following is a listing of regis- 
tered auto mechanics by states (40 
states only), as of Dec. 31, 1948: 

Alabama, 72; Arizona, 248; Ar- 
kansas, 386; California, 3,441; Colo- 
rado, 209; Connecticut, 1,149; Dela- 

ware, 8; District of Columbia, 64; 
Florida, 174; Georgia, 137; Hawaii, 
| 157; Idaho, 7; Illinois, 153; Indiana, 
283; Louisiana, 1,198; Maine, 0; 
Maryland, 267; Massachusetts, 1,170; 
Michigan, 1,035; Minnesota, 1,692. 

Mississippi, 2; Missouri, 89; Ne- 
braska, 2; New Jersey, 290; New 
Mexico, 26; New York, 3,203; North 
Carolina, 1,182; North Dakota, 0; 
Oklahoma, 0; Oregon, 670; Pennsyl- 
vania, 1,663; South Carolina, 392; 
South Dakota, 0; Tennessee, 38; 








Texas, 316; Utah, 185; Virginia, 


|2,314; West Virginia, 287; Wiscon- 





sin, 1,680; Wyoming, 0. 


‘Kingham Future 


Seen Tangled Up 
In Family Feuds 


LOUISVILLE.—Unless the fam- 
ily of the late C. H. Kingham quits 
feudin’, observers here fear for 
the future of Kingham Trailer Co., 
local manufacturer of large over- 
the-road freight vans. 

Family - instigated investigations 
thus far have already resulted in 
the imprisonment of three King- 
hams: Mrs. C. H. Kingham, second 
wife of the deceased founder; Oli- 
ver Kingham and John B. King- 
ham, president of the company. 

All three were indicted for in- 
come tax evasion, found guilty, 
fined and ordered to prison. Tax 
liability and penalties involved are 
said to total $669,000. 

Meanwhile, Mrs. Cleo Kingham 
Powell, a minority stockholder and 
a daughter of the late founder, has 
asked that the company be thrown 
into receivership. 

Glyn 


Another daughter, Mrs. 


| Tyler, has charged other members 


of the family with wasting the 
assets of the firm. However, Mrs. 
Tyler’s attorney has taken a stand 
against any receivership proceed- 
ings, contending that if left alone 
the firm will eventually work out 
its own problems. 

Mrs. Powell’s attorney said in 
his client’s petition that the King- 
ham Trailer Co. had been an amaz- 
ing success since being started in 
1930. However, the petition said 
that the firm’s founder, his second 
wife, and his sons, Oliver and John 
B., decided as far back as 1941 not 
to divide the success of the busi- 
ness with other stockholders. 


Milwaukee Park Meters 


MILWAUKEE. — The city pur- 
chasing board will buy 500 parking 
meters, to be installed on down- 





jtown streets as soon as possible. 


A study is to be made by a com- 
mittee on the location of the next 


| batch of meters, and of the possi- 


GLASS - CHEMICALS + BRUSHES - PLASTICS 










ee ee a ee COMPANY 


}@ proposed parking structure 
| the downtown area. 


bility of getting authority to erect 
in 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week, 
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“Who Could Ask 





For Anything More” 
Tew CORONET 


GYRO-MATIC TRANSMISSION ... FREES YOU FROM SHIFTING 


Tw MEADOW BROOK 


... higher on the inside, lower on the outside... longer on the inside, shorter on the outside 
. . wider on the inside, narrower on the outside 


And iw The 


AR Se 


Sr eee 








. . . just a few dollars more than the lowest-priced 
cars...to make the Dodge franchise still more 
profitable. There is greater stability than ever in 
the 3-way sales and service potential of Dodge 
cars and trucks together with Plymouth cars, all 


combined in one agreement. 





DODGE - PLYMOUTH © DODGE ''‘Job-Rated’’ TRUCKS 


DODGE DIVISION OF CHRYSLER CORPORATION, 7900 JOS. CAMPAU, DETROIT 11, MICHIGAN 
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High ways & Safety... 





Washington Begins 
Long-Range Plan 


_ STATE of Washington has 
embarked on a long-range pro- 
gram for developing its highway 
transportation system, following 
legislative action that makes 
sweeping changes 
in road adminis- 
tration and fi- 
nancing. 





The program 

2 was recommend- 
Lb, a ed by the legisla- 
UST R ture’s fact - find- 
ing committee 


following publication of its com- 
prehensive report based on the 
state-wide highway engineering 
study, prepared through loan of 
staff of the Automotive Safety 
Foundation, and a separate finance 
study by Dr. James C. Nelson of 
Washington State college. 

The committee report recom- 
mended a rounded-out program of 


City Linco 


proper management, accounting 
and system definition, proper 
standards of construction and 
operation, and planned sequence 
of priority, as well as balanced 
financing. 

Correlation of management is 
provided for, as recommended in 
the engineering study report, by 
establishing an assistant direc- 
tor of highways to integrate 
state aid to local units of gov- 
ernment, 

To expedite progress on local 
roads, several far-reaching steps 
were taken. Counties are required 
to establish 10-year county road 
construction programs, to be adopt- 
ed only after careful study and 
public hearings. 

Washington is probably the first 
state to take this long-range view 
of local road improvement. Each 
program adopted annually must 
conform to the 10-year program, 


thus assuring continuity regardless 
of changes in administration. 
* * + 


—— with similar foresight 
are provisions for classification 
of county roads and city streets 
into systems, as recommended in 
the engineering study. That step is 
followed by another of 
benefit, establishment of  state- 
wide engineering committees for 
study and adoption of uniform de- 
sign standards for the primary 
county road systems and for major 
and secondary arterial streets. 

As further measures to eliminate 
all possible wastes, Washington 
laws now require all counties to 
adopt uniform accounting and 
budgeting procedures. Each county 
must create an equipment rental 
and revolving fund, with accurate 
costs kept of purchases and equip- 
ment use. Centralized storage of 
equipment is required, and coun- 
ties may rent to any government 
agency. 

Of the many forward steps 
taken in the new legislation, 
probably none is more important 
to the state than the transfer, 
from the cities to the State High- 
way department, of responsibility 
for maintenance and construc- 
tion of extensions of the state 


presentative 


vice Manager, 


n 
In-Mercury Co., 


... and John Gangloff adds this, “Snap-on tools 


have always been first with me because they are 
best. Add Snap-on service and you have an un- 


beatable combination. 


Snap-on tools are truly the 


choice of better mechanics!” 


From coast to coast, 


reports from top Service 


Managers like John Gangloff, prove over and over 
again that Snap-on tools contribute to better 
workmanship, encourage speed and accuracy, and 


alif. 





lasting 
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THIS DEALERSHIP SERVES IN A TOWN WITH 600 RESIDENTS—Moyers Motor Co. (Ford 


recently held the grand opening for its new building in New Market, 


Va. The structure 


with separate unit 45 by 32 feet for body and paint department represents an investment 


of $125,000 with equipment, H. B. Moyers points out. 





primary and secondary roads 
through cities. 
Provision is also made for the 


state to handle construction and 
maintenance on any street in cities 
or towns when the community is 
unable to do the work itself 
through lack of equipment or per- 
sonnel. Expenses are chargeable 
against the city’s share of state- 
aid funds. 

To help cities develop solutions 
for traffic problems the sum of 
$75,000 was appropriated from the 
motor vehicle fund for use by the 
director of highways for the mak- 





promote happier service relations. Every call of 
the Snap-on field man helps keep tool kits up to 
par and cuts wasteful “tool-chasing” time. 


Snap-on’s direct-to-user tool service is available 
through 40 factory branches and almost 800 


trained field representatives. 


SNAP-ON TOOLS CORPORATION 


8082-E 28TH AVENUE ° 





For 29 years, Snap-on’s Nation-wide 


Tool Service has proved to be 


KENOSHA, WISCONSIN 





| ing of traffic studies such as the 





| Dealers 


origin and destination of traffic. 
* + * 
T= gasoline tax was increased 
from five cents to 6% cents, 
with 1% cents of the increase allo- 
cated to state highways and % cent 
to the counties. 

Gross weight fees for trucks 
and tractor trucks, under the 
new laws, in nearly all cases are 
less than recommended by the 
legislative committee but are 
higher than the previous rates. 

Trailer and semitrailer fees 
are the same as for trucks in 
each weight group. Existing reg- 
istration fees for passenger cars 
were increased from $3 to $5. 
Among the many provisions of 
the principal bill is one setting up 
a strengthened personnel merit 
system to handle matters dealing 
with employment “on the sole ba- 
sis of merit and fitness and with- 
out regard to political influence or 
affiliation.” 


‘Safety Battle’ 
Pits Providence 
And Kansas City 


The cities of Providence, R. I., 
and Kansas City, Mo., are squared 
off in a novel safety battle—to see 
which has the best safety record 
in the U. S. for 1949. 

A challenge from the Missouri 
city has been accepted by the 
Providence traffic safety committee 
to compete fer the grand award of 
the National Safety Council, made 
annually to the city with the best 
traffic safety record. 

In accepting the challenge, Provi- 


|dence will be fighting to win for 


a second time the top national title 
which was awarded to the city by 
the safety council in 1938. 

The two cities will be competing 
in their size class for honors in 
accident prevention, traffic accident 
reduction and for “determination to 
complete 100 consecutive deathless 


| days.” 


* 


Men vs. Women 
Norton (Kans.) Students 


Check Violations 
Students in the safe-driving course 


|at Norton (Kans.) high school were 


given as an assignment the task of 
checking stop-sign violations at a 
downtown intersection. 

Results of their survey did little 
to clear up the ancient argument of 
whether men or women are safer 
drivers. Of 320 male drivers and 49 
women drivers observed, the stu- 
dents noted the following: 

Thirteen women (26.5 percent) 
and 50 men (15.6 percent) failed to 
stop at all. 

Thirteen women (26.5 percent) 
and 128 men (40 percent) came to a 
“rolling stop.” 

Twenty-three women (47 percent) 
and 142 men (44.4 percent) made an 
abrupt stop. 

One concrete result of the check- 
up was a decision by police chief 


| Willis Scot to make a survey of his 
|own with appropriate awards prom- 


ised for those failing to stop. 
* * . 


Atlantic City Dealers 


Back Driver Training 


The Atlantic County Automobile 
Assn. and the Atlantic 
County Insurance Agents Assn. are 
joining forces in an effort to intro- 
duce an automobile driving course 
in high schools in Atlantic City. 
Thomas H. Lawley, president of 
the auto dealers, appointed a com- 
mittee to work with the insurance 


|men’s committee on the project 


Thomas Glenn, representing the in- 
(Continued on Page 65, Col. 1) 
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: 5205 Authorized deales 


preter Universal Underwriters 
























Tic. 4) 
pased 
ents, 
= UNIVERSAL UNDERWRITERS is your fire insurance source . . . founded for the pro- 
tection of the AUTHORIZED automobile dealer. 
icks 
the | More desirable forms of coverage, substantial savings, and greater safety are yours 
the because UNIVERSAL UNDERWRITERS serves only AUTHORIZED dealers of the auto- 
sre motive industry. ° 
fees 
} in 
reg- 
cars Leon E. Titus will complete 42 years of widely diversified automo- 
Sa tive experience in June of this year. He began his career with 
a Nordyke and Marmon’s engineering department in 1907. In 1928 
Saute Titus and William O. McKay drove 3064 miles cross-country from 
aling Detroit to Seattle in 76 hours, a record that stood for many years. 
Bog The Titus Motor Company’s modern facilities cover almost a full 
: oe | city block, and engine rebuilding production approximates 800 
monthly. Titus takes an active part in local and state affairs, has 
a firm, well-founded belief in the prosperous future of the Pacific 
0 eae He re Universal Underwriters’ services, and reports 
' : : oss payment and adjustment as “wonderful.” Titus has served as 
Titus Motor Co., 624 Broadway, Tacoma, Wash. Leon Titus Director of the Washington State Dealers Association, and is pasi- 
Reports Loss president of The Tacoma Automobile Dealers Association, and 
F : Payments “Wonderful!” past-president of the Chamber of Commerce. 
: I. 
are 8 
am | P. D. Inabnit played football, baseball at Wofford College, Spar- 
tanburg, S. C. He still is an ardent sports follower, but has turned 
ouri [ to less strenuous activities and likes fishing. ‘‘Percy” began his 
= automotive career 18 years ago as a salesman. Now he is Secre- 
aa tary-Treasurer and General Manager of Hyman’s, Inc. The dealer- 
nade ship he heads occupies a 2-year old brick building with composition 
best | roof and concrete floor. Mr. Inabnit prefers Universal Under- 
sia writers for specialization and service. He served 21 months in 
il : : the Navy during World War II as Divisional Officer, Supply Corps. 
title Hyman’s, Inc., 1316 Third Ave., Conway, So. Car. P. D. Inabnit He is a member of the Masonic Order, Blue Key (Honorary Fra- 
y by says: ternity), Lions Club, N.A.D.A., and President of the Conway 
ae “Service!” Chamber of Commerce in 1948. 
; in 
ent 
n to Air-minded, ocean-going George C. Fortner is one of an entire 
less family of automobile men. Brothers Harry, William, and Ray- 
mond, and father, “Duke” Fortner, now retired, all have broad 
automotive experience. George and his brother Harry have been 
) in the automobile business 25 years, owning and operating Fortner 
's Motor Company and Crenshaw Motors in Los Angeles, and Culver 
Motors in Culver City, California. He keeps trim with frequent 
wine sessions of handball, likes deep sea fishing in his 36-foot cabin 
vere cruiser, the Mary F. George Fortner likes Universal Underwriters’ 
k of 7 specialization, excellent service and low cost. He served 26 months 
it a Fortner Motor Co., 4120 S. Western Ave., Los Angeles, Cal. ()o5-90 Fortner in the Coast Guard during World War II, is a Legionnaire, Shriner, 
ttle says: Optimist, and a Director of the Los Angeles Motor Car Dealers 
t of “Specialization!” Association. 
afer 
ee: A neighbor loaned him enough money to buy one car; a local mer- 
i chant advanced $100.00 as the required Chevrolet franchise de- 
yo posit, and H. Deets Warfield entered the automobile business 32 
' years ago. Now he is President of Warfield Chevrolet Sales, Inc., 
nt) # and is owner of Hamilton Chevrolet Sales, Union Bridge, Md., 
oa fl and Bohre Motor Co., Ridgeville, Md. Deets Warfield played ama- 
oop teur baseball as a youth, still enjoys baseball as a spectator. His 
an on favorite sport is fishing and touring the United States, Mexico, 
and Canada. His Mt. Airy dealership is of brick and concrete 
ck- | block, fire-resistive construction. Mr. Warfield heard of Universal 
Warfield Chevrolet Sales, Inc., Mt. Airy, Md. Deets Warfield Underwriters at the N.A.D.A. Convention in Pittsburgh, Penna., 
: says: “Savings sixteen years ago. He likes the specialization, savings, and in- 


IN - 


and Specialization!’ spection service. 


Write for information about YOUR side of the story. 


Universal Underwriters 


WT 509 Terminal Sales Bldg. 8943 Wilshire Blvd. HOME OFFICE: 1000 R. A. Long Bldg. 1205 Nat. Bank Com. Bldg. 
Portland, Oregon Beverly Hills, Cal. Kansas City 6, Mo. Norfolk, Virginia 
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New Passenger Car Registrations, All States for February 1949-1948 
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Car registrations by states are released | a 2 © | © > 2 
2 | . lo. « = 6 5 
here weekly, as completed by R. be & ‘ . o / a > - & 3 ° e a Z 2 eh o | > § 2 3, = z 
Polk representatives in state capitals. a + o ° >< 3 5 Od, = = 5 E = < © © < = = | a oD = ¥ e 
Fiat) so) B14) 2) 95'91318, 8/3) g/ 2/45 ¢1/ 3/81 3 Zizi 2/5 
6$|/6/8/] é&)| oO 2/45/23) 22} 3'38)'/6), 5) 2) | €|] 3| 82 2] €] 6] z a Fs ZF] F 
; 4804) 9594 214537 
46 States Previously 49, 5637) 4395! 11160) 18969) 4016! 2309| 7726| 55018| 20332) 4331| 35187) 12913| 11351; 94114) 1370| 2219; 3589) 442) J119| 816) 8384) 6819 1315} 
Reported for February ‘48; 5168 a7 11774} 18269 $2063| 35903 3} 35903} 988) 7906) 44797| 16155| 1447| 44948] I0IC’| 14399| 87050) 4045) 572i] 9766 | 322| 1207] 5780] 6960} 2658! a3 | 1487 | a 207262 
California ‘49, Sil, 414) 726) 1813) a 3239, 174' 679, 4092) 1623, 363; 2685) 1046; 1339 7056 65 95 «160 4 33 68) 846; +419, +9350) 1072 6 a 17689 
‘48| 333’ 414, B76} 1130! 2753) 2668; —77|_~—«377) 3124. 1257/04) 3682) 52) 1038, 4733114182, 29H | 8B 70| 410 340 223) +1008 7 2) 15 
Louisiana "49 él 41 109, 255, 466) 825 33 124 982; «251 52; - 608; 130) 175) 1216 28 44 72 7 1 16) o19))sONN7 63) 105 22 3) 3139 
‘48 64 32| 124) 248) 468| 744 12 1.8; 884) 150! 10, 634) 117) 144) i055 So} 0), } ee 31| 120 2 2952 
New York ‘49,688, 699, 1501, 1655, 4543| 3735, 217, 730, 4682) 2930' 763| 2795) 1835, 1615 9938, 93) «179-272 S| S| 72, 797/769) 62) O42} 155] 48) 22833 
48| 623 592 1706 1786) 4707, 3335| 161, 908 4404) 2439 = 240) 4147' 1614) 2567, (11007, 34i' 488,829) 102) 10) 621' «829! __—637|_—*904)_~—-258) _—58}__ 24446 
~All States Reported — ‘49, 6897, 5549| 13496) 22692) 48634) 52762| 2733, 9259 64774) 25136, 5509 41275, 15924) 14480, 102324, 1556 2537, 4093) 458) am 972| 10146, 8124) 5879| 10613) 1552 - z58218 
to Date for February 48; 6188! 4710) 14480 21433! 46811) 42650! 1238! 9321! 53209) 20001| 1801! 53411| 12484] 18148; 105845! 4555! 6501! 11056 1401! 6707’ 8227, 3549) 10367) 1845! 10 4 
22 States Previously ‘49, 2992| 2435) 4737) 7709| 17873) 21247) 1091; 3951; 26289) 9575) 2071| 21698| 6180, 7497) 47021; 717) 1217) 1934) 170) 69) 407! 4578) 3804) 2794 4445, 584, 314 110362 
Reported for March ‘48; 2448| 1678) 5255] 8363) 17744| 13448| 355 3037| 16840| 6769| 793| 20416| 5249| 7040| 40275) 1580} 2513) 4093} = |_— 248) 520) 3104) 3399) 1515) 4098) 763' _—6!_—*9260 
Alabama 49 109, 54) 166) 403; 732; 1099; 62) 274) 1435) 272 60; 1209; 221; +223) «1985 28 5! 79 3 15) 178; 144 66, «185 2 4844 
48 85 50; 186) 308) 629) 495) . 62} 563, 162; 29, 799, 120) 184) 1294 45| 106] 51} 7; 15} 72 25| 106) = 2 | 2964 
Arizona 49) 32|. +24) +06, 05) 257; 325) 15} 60) 400) +117) 26) 207) 50) 97) 499 5 15; 20 & a 36) 17 12 1) 1509 
48 30 21; 48}_~—«100}_—Ss199}_— 137} S| SS 85|_—797 66} 12; ~—«*146| 45 51} 320 4] 29 43 ree 32 13 57 9 | _ 88! 
jowa 49; 206, —=Ss«121;' Ss 258; +=771| +=«1356) 1689 37 328) 2054) 455 77, 1535) 334) 361) 92762 78; 126; 204 39 24) 251) +196 148) 249 29 4) 7316 
‘48; = 210 97, 340| 653) 1300; 874; II 102; 987; 341; ~—47|_—«*1421| 231/314) 2354) 184) 267! 45) Hy 17/211; —121| (108) 226 44| 58 
Kansas 49, 149) 120, 242) 317) 628, 1439) 68) 251, 1758) 444) 79) 1272) 307) 320) 2422; 53; 63) 116; I8 42, 234, 203) +143) +206 9 | $979 
‘48 127 82; 236] 471; 916) 899| 21) _~—s*177|_—«*1097|_—«402|_—s 2} :1287| ~— 305) 426) 2441) 164; tt) 375) 37} 201; +194 70| _ 220 36 _|__ 558 
Massachusett 49, «:320;/—«301, «Ss 558) +1222; 2401) 1839; 105; 400; 2344) 1170; 228; 1881; 885; 953; S117 27 89116 9 8) 36; 309° 427/ 265) 405 65 12) 11514 
48} 300; 267; 711; 1028/ 2306) 1063 47| 224) 1334 966! _—*172)~—«*1:956| 1042) _—«973|__—‘5109 80! 186] 266] | 44 78; 421, 487/ 215/556] 114 1] 1093 
Michigan 49, 591| 607, 980 2652; 4830 6098 158 909 7165 2415) 538) 6188) 1765) 2420) 13326, 119) 195) 314 22 4 44; 692; +670! 400; 583 81 3 28134 
. 48| 609) 497, 1243/1783) 4132/2151, 32} «269, -2452| 2036] bi 1| 4233) 1342| 1744| 9966 222) 401 ——623 69} St} 808} GIS} Sb) 423) 122) 19622 
Montana 49, +63; 40; 105; 214; 422) 325) 29) 72; 426; #115; 25; 261 88; 70, 579 19 29 48 i | 106 69 40; 77 16| | 1784 
48 104 50 163 194 Sil 298 6 64; 368 143) 15| 476; ~—86|_—sN 4 86l; 52; 79 a om es a 82; 77 30 104 4) | OB 
North Carolina ‘49 131; 107) «210; «534; «982; «1767 94, «3399/2260; +508 90 1483 347) 479) 2907 39 42 16 2 9; 210; 138; 191; 258 41) 2) (7097 
48; 121) 65,308,469, 963,940) 13) 190)—s1143) 341) 48) 1305/43) 438) 2375, 82)__—150 232 _t__ 1920) 176}__ 139] ] 22} 74] 5A 
Oregon 49, «4125' «#4124 «#2224, «271, = 744) = 840 57, 204 101, 376 70' 946; «232; 295; «1919 29 57 86 8 6) 12) 167, «164 «116; 285 35 1] 4644 
48 85 72| 147} ~—=*175| ~—479| ~—_—«482} 10; —- $8} ~—$50}_~—273 18| 755; 246) 226) 1518 85; 108} +193} | (14 24) ttt il 72| (‘179 30; 2} 3283 
Pennsylvania 49, 608) Sil) 958) 1328) 3405) 3955) 228) 819| 5002) 1968) 377, 4228) 1439) 1596) 9608, 155| 226| 38! 7; 10; 42) 763) 807/703) 1033) 140,14) 21915 
‘48| 827| —609| 1613) 2631| 5680) 2612; 74! 698) 3384; 2029) ~=189, 4393) 1469) 1933) 10013) 253) 518) 7! | 63{__ 92} 866) 845) 428) 1271! 258) 7|__ 23678 
Rhode Island "49| 51; 29) «100/109, 289) 249 Te 34) 302} «124; s«142;—s 741 3 14 17 1 I 5 53) 37 30; 72 10 | 1567 
48 47 35 88) 162) 332) _—*131 13} 42|_—*186! —*130 16| 392; 103, 118 759 17|_ 30 47 , eh a ae 79 2! 99 10} _—| 1610 
Virginia "49, (130; 98) 199| 470) 697, 1681, 68) 285, 2034) 483, 100) 1433; 360) 371; 2747, 46) 72) {18} 10; JItj 35) +267; +200 +141 230) 54 6| 6750 
48} 136) 110-258} 29/1033; 1035, 28} += 208|_-1271, +399, = 40)_—*1316| —-227/ ~—506| 2488) ~—:107/_—«s146) 253 ___ 30) __70}_189|_—*174'__—73|_—242|__— 43} —_—5870 
"34 States Reported "49, 5507) 4571| 6823) 16115| 35016) 42553) 2021| 8006| 52580| 18037| 3777) 42663) 12332| 14824) 91633, 1318) 2196, 3514, 309, III; 683| 7906) 6990 5073 8145) 1098, 357| 213415 
To date for March 48} 5129) 3633) 10596) 16866| 36224| 24565; 623, 5166) 30354 14057, 2011| 38895) 10708| 14102| 79773, 2885) 4744) 7629) = |_— 494,929) 6374 634531977793) 1549| _21|_ 180682 
~ Year “49| 21496) 17795) 42200 74292|155783| 150526, 6361| 26536|185423| 69010| 15594|114110| 42152| 42023| 282889, 5017| 8087' 13104, 1322, 527, 2721; 29189 23051/ 17074) 27990, 4426, 1295) 744794 
to Date 48) 19938) 15289) 45411| 68610! 149248) 112111) 3589 4597/ 140297) 52131| 8163) 147396) 35340] 48678) 291708) 12883) 18655) 31538. 1190| 3779} 19876) 23041) 10898) 28371' 5280! 215] 70544! 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


46 States Previously ‘49 
Reported for February 48 
California a 
is 48 

Louisiana ‘49 
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New York ‘49 
ad 8 ‘48 
All States 49, I 
for February 48; 2 




















2 3 Truck registrations by states are 
o s 5 £ = released here weekly, as com- 
: . $ t = pleted by R. L. Polk representa- 
o 5 £ s | | 8 tives in state capitals 
° 2 ® = | 2 , 
2 = - $ = 
a oO = =x } | = 
89) 61| 21745 92) a6) 207| 6931 90) 9914) 30| 4168) 6231 18} 335 4 294) 12| 3438} 557) 3164) 218) 57984/'49 46 States Previously 
181} 154) 18777) —149| 654) = 372) 7832) 338) 12847| 68) 3857/ 8848 13} 643 804 | 25| 3385) 850) 4315 183} 64295 | '48 Reported for February 
EE PS ae Bers ee a ee 24,3) 336,27) 4G) 2h) 4343)°49 California 
15 8| 1479 8 42 37! 648 7) 70 5} 393 448 13) 28 26 4' 206 ra} 136 17| _4252|'48 aac 
418 5 i a oD a oe ae — le 7 | 8 § Oo 4) -1143\"49 Louisiana 
J <a | aes A Pea” | Ee | es Se oe _| 73} 10} ~—7%| ~—s|__—i153)'48 
31 66| 1059 3 86 22; 625 16, 655 12; 359 492 ~ 104) ' 5! ! 175 73 199 37, 4067)|'49 New York 
48i97|_—B9t|_ = 7} 99} ~——45 | 58 50, 703 20) 488) = 586) __ 136 | 75; _—_—sit|_—270|_~—s 84} _— 284) 84] 4626148 rial 
26 133) 25105 106; 500; 238) 8238; 107; 11418 43| 5005 7091 30; 456 5| 373 16, 4035; 662; 3570; 280! 67537\'49 All States 
44| 259) 21530! — 173) ~— 802! ~— 463) 9263) ~—- 398! ‘14502! 93| 4806; 10007; . 26) 17 919| 30) 3934) 965,481! 284| 74326|'48 For February 
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Truck registrations by states are 3 = a Truck registrations by states are 
released here weekly, as com- i + 6 = 3s Hy 2 released here weekly, as com- 
pleted by R. L. Polk representa- ; ° > 5 b $ z 3 9 = pleted by R. L. Polk representa- 
tives in state capitals. 3 3 3 e 5 z | = x4 = | 8 tives in state capitals. 
. os @ 3 ec | — 
6/6/6/4 Eliz | a | & es |3 
27 States Previously ‘49 90) 28| 13739) 29| +265) 129) 4203) 66| 5949) 27| 2716) 3509) 18} | 2| = («175 2| 2056) 185) 1525) 137| 35038)'49 27 States Previously 
Reported for March '48| 87} _~—«*102|:*10584) ~—Bi| 424) ~—245| 4595 _—*188| 7615; 33) 2045) 4838}  20| +307 | 450} 12| 1813] 381| 2356) 122) 36298 ‘48 _ Reported for March 
Alabama ‘49 747 4 3 192 1) 3it] | 179) 120; a. 1) 1759,'49 Alabama 
3 48) 691} 3 10} __—-3|_—220/ 5; 514 | 148 237 a 2! 8I 13} 132] st}, 2088) "48 _* a 
lowa 49 803 I 18 4) 262 2| +372 | 135 252 1 3 i. 136) 4, ~—Ss«W08 10; 2120)'49 lowa 
fa be ‘a 3) 4 a. 2 6) 334 1} 513 an) 353 12 23 118 27| ~—«*187| 3) 2251|'48 
Massachusetts ‘49, «13 2; 414 1 7 7, +138 1) 233 8) 122 17 on 69; «17 28) 4,~—=«*N | 49 Massachusett 
. ms, ‘48; 8 16| 436 2 . 20! 209 2! 344 oat 213 22 24 10 86) 8 cy 2) 1604) '48 
Montana ‘49 357 8 86 ‘i 114 1 8, 2OtCi‘(S 5) 7 ee ee ee Oh 940|'49 Montana 
oe a 280 {Bh Le 7|__ 237 2| 53 172 2 2 ne ag 70 7; 102 | 1048) '48 _ 
Oregon ‘49,4 510 4 i) 148 2| 173 | 124] ml 10 9 ae 91 42 83 5) 1320/'49 Orego 
/ 48} 12 | eS} Gi) a 2} 115 170 7 10 . 10! 35; ‘104 10} 1450) '48 
Pennsylvania 49, O11 23; 1346 4 35 7, 576 8) 634 1] 333] 438 40 -2t;—i«3| «= 246) ~SC3)Si 72] Sst]: 3982)'49 Pennsylvania 
cee '48| 33) 85! 1465 19} 761 ~_—t7!_~—«85S| ~—32)_—«1222 3} 532 843 109 83 10) 349 9! 317 14} 6160|'48 
Texas 49 3 2036 8 i 14) 662 857 | 420; 3I3 ae 7 | =. | 2a mel ee 39; 5030\'49 Texa 
7 _‘48| 4) 4} 1798) 3] 7 6 654 17; 1510 313 776 | 33 49 259 66! 452 1} 6011/48 Tee eo 
Virginia 49 3; 677 3 8 2); 185) 2) 321] 138) 117 8 8 84 10 80 1) 1647|'49 Virgin 
“Sa cae we Ga | Oy SA] CB 199} 8 16] 86 11} 102 6| _1734)'48 =e Sid t So ae 
35 States Reported 49) 121 56| 20629 50/359) 164) 6452 82; 8964) 29) 4212 5077 34 «276 3) 245 7| 3135) 384; 2500) 218) 52997\'49 35 States Reported 
__to Date for March ‘48| 147) 211) 16727| 149} 609} ~—-302|_—-7361| ~—-272) ‘12684 43) 3479! 780! 30; 512 684 33} 2963) 644) 3833) 160) 58644/'48 Ss ___ to Date for March 
Year '49| 473; 353) 67605; = 271/ +1383) 682) 23291; 308) 32372; 105) 14062; 19771) 94) +1246 it) 988 46) 11604) 1759) 9705; 828) 186957|'49 Year 
to Date _'48| 720) 832) 61378) 481/ 2219! +1339! 24050; 1083) 34759) —243| 13925] 28058} +95) _—- 2400! 2746 90} 10887} 2650) 13670}  831| 202456|'48 _to Date 
The following advertised delivered prices PONTIAC—Streamliner Six Standard - 
are based on factory retail prices at the 4-dr. sed., $1,755 (deluxe, $1,850); sed 
cpe., $1,705 (deluxe, $1,800); Streamliner 


factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include _ transportation 
charges, state sales taxes, or optional 
equipment. 

BUICK—Super Series 50—4-dr. sed., $2,- 
174; 2-dr. sed., $2,075; conv., $2,603; stat. 
wag., $3,203; Roadmaster Series 70—(Dy- 
naflow standard)—-4-dr. sed., $2,758; 2-dr. 
oa ves $2,639; conv., $3,176; stat. wag., 

GADILLAC—Series 61—4-dr. sed., 
919; 2-dr. sed., $2,814; Series 62—4-dr. 
sed., $3,076; 2-dr. sed., $2, 992; conv., $3.- 
23; Series 60 Special—4-dr. sed., $3, 859; 
Series 75—5-pass. sed., $4,791; 7-pass. 
sed.. $5,011; 7-pass. Imperial, $5,211. 

CHEVROLET — Fieetline Special — 4-dr. 
sed., $1,471; 2-dr. sed., $1,424; Fileetline 
Deluxe—4-dr. sed., $1,550; 2-dr. sed., $1,- 
503; Styleline Special—4-dr. sed., $1,471; 
2-dr. sed., $1,424; club cowpe, $1,429; bus. 


$2,- 


cpe., $1,350; Styleline Deluxe—4-dr. sed., 
$1,550; 2-dr. sed., $1,503; club cpe., $1,- 
519: conv., $1,868; stat. wag., $2,278. 
CHRYSLER — Royal (six) — 4-dr. sed., 
$2,158.75; club cpe., $2,138.75; Windsor 
(six)—(Prestomatic standard)—4-dr. sed., 
$2.353.50; club cpe., $2,332.50; conv., $2.- 


766; Saratoga (eight)——(Prestomatic stand- 
ard)—4-dr. sed., $2,640; club cpe., §2,- 


613.75; 


convyv., 


roadste 


net 


—4-dr, 
2-dr. 
$ 


sed., 





206.50; 





club cpe., 
standard)—4-dr. sed., 
$2,175.75; 

DODGE-—Wapyfarer. 
r conv., 
Meadowbrook—-4-dr. 
4-dr. 
031.50; club cpe., $1,933.50; conv., 

FORD — Six — 4-dr. sed., $1,472; 2-dr. 
sed., $1,425; bus. cpe., 
$1,558.50; 2-dr. sed., 
Eight—4-dr, sed., $1,546; 


sed., $1,419.50; 


$1,948.50; 
FRAZER—4-dr. sed., 
—4-dr. sed., $2,595. 


New Yorker (eight)—(Prestomatic 
standard )—4- $2,760.75; 
$2,734.50; 


CROSLEY 


$959; 


DeSOTO-— Deluxe—4-dr. 
$1,995.75; Custom—(Tiptoe Shift 
$2,193.75; 


sed., 


club cpe., $1,511; 
$1,498.50; bus. 
Custom Eight—4-dr. sed., $1,637.50; 2-dr. 
,595.50; 
wag., $2,263.50. 

$2,395; Manhattan 


HUDSON — Super Six — 4-dr. sed., $2,- 
$2,156; 
epe., $2,053.25; 


1,590; 


2-dr. 
$2,203.25; bus. 


conv., 


conv., 


sed., 


stat. 


dr, sed., 

$3,240.75, 

2-dr. 
wag., 


stat, 


$2,598. 


sed., 
$1,947.25; 


club cpe., $1 


sed., 


deluxe sed., 
$991. 
sed., 


2-dr. sed., 
$1,747; bus. cpe., 


cpe., 


club 


club 


$1,333; Custom Six 
$1, 


club 
cenv., 


$959; 
$2,006. 25; 


$1,757.50; 
$1,631.25; 
$1,868.25; Coro- 
town sed., 
$2,348.50. 


conv., 


cpe., 


cpe., 


$2,- 


511; 





cpe., 
$2,- 


Current Prices on 


798.75; Super Eight—4-dr. sed., $2,295.50; | 
$2,245; 


2-dr. sed., 


epe., $2,358.50; 


dore Eight—4-d 
$2,447.75; 


LINCOLN 


conv., 
KAISER — Special — 4-dr. sed., 
Traveler, $2,088. 





club cpe., 
Commodore Six-—4-dr. sed., $2,382.75; club 
$2,951.50; Commo- 
club cpe., 


conv., 
r. sed., $2,472; 
$3,040.75. 


48; 


$2,292.25; 


$1,995; 


Deluxe—4-dr. sed., $2,- 
195; Virginian, $2,995. 


-—— 4-dr. sed., 


$2,574.50; 


club 


pe., $2,527; Cosmopolitan—4-dr. town sed., 


$3,238; 
185.50; conv., 


sport sed., 
$3,948. 


$3,238; 


MERCURY—4-dr. sed., $2,031; 


$1,978.50; conv., 


715.50. 


NASH—600  Super—4-dr. 


2-dr. sed., $1,7 


Super 


$2,409.50; stat. 


86; 


Special—4-dr. 


club cpe., 


sed., $1,824; club cpe., 


Super—4-dr. 
170; club cpe., 
—WSpecial—4-dr. 


$2,218; club cpe., 


sed., 


$2, 


191; 


sed., 


sed., 
$1,846; 
$2,195; 2-dr. 


sed., 


club cpe., $3,- 


club cpe., 
wag., $2,- 


$1,811; 


$1,808; 600 


$1,849; 
Ambassador 
sed., 


2-dr. 
$2,- 


Ambassador Super 


$2,243; 


2-dr. 
$2,239; Ambassador Cus- 


sed., 


tom—4-dr. a $2,363; 2-dr. sed., $2,338; 


club cpe., $2,35' 


OLDSMOBILE—Series 76 Standard—4-dr. 





sed., 


$1,848 
$1,837 (deluxe, $1,979); 
(deluxe, $1,916); 


$1,889) ; 


conv., 


(deluxe, 


265 (deluxe, $2,396); 


luxe, $2,385); 2-dr. 
$2,322); club cpe., 
conv., $2,580; stat. 


Series 98 Standard 


$2,164; 
-(Hydra-Matic standard)—4-dr. sed., 


New Automobiles 


$1,990) ; 
2-dr. 
club cpe., 
Series 88 Standard 





town sed., 
sed., 


$1,774 


$1,748 (deluxe, 


$2,- 


town sed., $2,254 (de- 


sed., 


$2,191 


(deluxe, 


$2,164 (deluxe, $2,295); 
wag. deluxe, 
— (Hydra-Matic stand- 


$3,317; 


Eight Standard—4-dr. sed., $1,824 (deluxe 
$1,919); sed. cpe., $1,733 (deluxe, $1,868) 
Chieftain Six Standard—4-dr. sed., $1,77¢ 
(deluxe, $1,871); 2-dr. sed., $1,726 (deluxe 
$1,821); club cpe., $1,726 (deluxe, $1,821) 
conv. deluxe, $2,153; bus. cpe., $1,603; sed 
delivery, $1,765; stat. wag., $2,559 (deluxe 
$2,638); Chieftain Eight Standard — 4-dr 
sed., $1,844 (deluxe, $1,939); 2-dr. sed 
$1,794 (deluxe, $1,889); club cpe., $1,79* 
(deluxe, $1,889); conv, deluxe, $2,221; bus 
cpe., $1,671; sed, delivery, $1,832; stat 
wag., $2,627 (deluxe, $2,706). 





ard)—4-dr. sed., $2,521 (deluxe, $2,615); STUDEBAKER — Champion Deluxe - 
2-dr, sed., $2,447 (deluxe, $2,541); conv. | 4-dr. sed., $1,688.50; 2-dr. sed., $1,656.75 
deluxe, $2,994. club cpe., $1,683; bus. cpe., $1,588.25 
PACKARD — Eight—4-dr. sed., $2,249; | Champion Regal Deluxe—4-dr. sed., $1, 
2-dr, sed., $2,224; stat. wag., $3,449; De-| 762; 2-dr. sed., $1,730.50; club cpe., $1 
luxe Eight—4-dr. sed., $2,383; 2-dr. sed., | 756.75; bus. epe., $1,662; conv., $2,086.25 
$2,358; Super—4-dr. sed., $2,633; 2-dr. | Commander Deluxe—4-dr. sed., $2,019.25 
sed., $2,608; Super Deluxe—4-dr. sed.,|2-dr. sed., $1,987.75; club cpe., $2,014 
$2,919; 2-dr. sed., $2,894; conv., $3,350;| bus. cpe., $1,919.25; Commander Rega! 
7-pass. sed., $3,950; lim., $4,100; Custom | Deluxe—4-dr. sed., $2,140.50; 2-dr. sed 
(Ultramatic standard)—4-dr. sed., $3,975; | $2,108.75; club cpe., $2,135; bus. cpe., $2, 
conv., $4,520. 040.50; Land Cruiser 4-dr, sed., $2,327.75 
PLYMOUTH—Deluxe—4-dr. sed., $1,566; | conv., $2,467.50. 
club cpe., $1,534.25; bus. cpe. (111-in. YS-OVERLAND — Jeepster conv. 
w.b.), $1,385.75; Special Deluxe—4-dr., | $1,602.22; 4-cyl. stat. wag., $1,708.89 
sed., $1,644; club cpe., $1,617.50; conv., | 6-cyl, stat. wag., $1,814.14; 6-cyl, stat. 


$1,997; stat. 


wag., $2,387. 


sed., $1,866.29 


a | 
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state legislatures to eliminate for- 
mulae and provide gross weights 
based on spacing between axles is 
indicated in a survey of the Na- 
tional Highway Users Conference. 

Idaho, Indiana and Wyoming 
have eliminated their formulae. 

Idaho provided a table of weights 
based on axle spacing graduated 
from 30,500 pounds if the axle 
spacing is three feet to 72,000 
pounds if the spacing is 56 feet 
or more. (The maximum recom- 
mended by the American Assn. 
of State Highway Officials is 73,- 
230 pounds). 

Wyoming provided a table of 
weights based on axle spacing 
graduated from 32,000 pounds if 
the spacing is four feet, to 73,950 
pounds if the spacing is 57 feet. 
Indiana provided a maximum gross 
weight of 72,000 pounds. 

New laws in Kansas eliminate 
its formula and provide a table 
of weights graduated from 32,000 
pounds if axle spacing is four feet, 
to 63,890 pounds if axle spacing is 
44 feet. Maximum length was in- 
creased from 45 to 50 feet. 

Proposals for size and weight in- 
creases have been defeated in Ari- 
zona, North Dakota and Tennessee. 
The Arizona bill would have abol- 
ished that state’s formula of 800 
(L. + 40) and substituted a table 
of weights graduated from 33,000 
pounds if the spacing is four feet, 


Trailer Output 
Falls 34% Below 
Feb., 48, Total 


WASHINGTON. — Production of 
truck trailers during February 
amounted to 2,280 units, according 
to the Department of Commerce. 
This was a decrease of 18 percent 
from the 2,766 units produced in | 
January and was 34 percent below 
the February (1948) output of 3,454 
units. Of the total complete trail- 
ers produced during February, vans 
accounted for 51 percent and plat- 
forms for 25 percent, it was noted. 

Shipments of truck trailers dur- 
ing February amounted to 2,375 
units valued at $8,100,000. Of this 
total, 2,260 were shipped as com- 
plete trailers and 115 were shipped 
as trailer chassis. February ship- 
ments decreased 7 percent in num- 
ber and 10 percent in value from 
the 2,566 units with a value of $9,- 
000,000 shipped during the previous | 
month. 

Figures given are based on re- 
ports received from 82 companies 
manufacturing truck trailers, These 
companies include all known pro- 
ducers manufacturing trailers with 
a rated capacity of five tons or 
more during the month, it was said. | 


Walking Wheels 


New Traction Device 


Shown on Model 


NORTH TONAWANDA. N. Y.— | 
A new traction device with wheels | 
that are oval-shaped, but in action 
rotate as smoothly as_ round 
wheels has been introduced here. 
It claimed the device can be adapt- 
ed to such vehicles as military | 
tanks, jeeps and half-tracks, farm 
implements and earth-moving | 
equipment. | 

The oval-shaped wheels actually | 
seem to walk rather than roll as 
they turn, said President John F. 
Kopcezynski of Pivot Punch & Die 


State Truck Laws 


NHUC Survey Finds Trend Toward Basing 
Gross Weights on Axle Spacing 


WASHINGTON.—A trend in size |to 83,450 pounds if the spacing is 
and weight proposals in the 1949/57 feet. 
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Two North Dakota bills that 
were killed would have increased 
width from 96 to 102 inches; 
height from 12% to 18% feet; 
length of single unit from 35 to 
45 feet and combinations from 
45 to 60 feet. They also would 
have eliminated the formulas 
650 (L + 40) and 750 (L + 40) 
and provided a table of weights 
according to axle spacing grad- 
uated from 30,000 pounds if the 
spacing is four feet, to 73,280 
pounds if the spacing is 57 feet. 


The Tennessee bill would have 
eliminated the maximum weight 
limit of 42,000 pounds (and would 
have permitted gross weight to be 
computed according to the existing 








formula of 700 (L + 40). “ onan 

A bill is pending in Wisconsin to 
reduce maximum gross weight to 
40,000 pounds, and a proposal in 
Oklahoma would reduce axle 


Liggett Joins Doran 


ATomotive News 





“No, you don’t HAVE to buy the accessories, but there'll be a 
slight charge for taking them off.” 


| Tex. He succeeds A. L, Boles, who 


Bill Liggett, associated with Dal- resigned to enter other business. 
las motor car circles for 20 years,|Zd Brant, another veteran of the 


weight from 18,000 pounds to 16,000| has been appointed sales manager | business, has been appointed as- 


pounds. 





Corp. He had been working on his | 
invention for 10 years. | 

The device has dual wheels, one | 
forward of the other, on a rubber | 
arm. The wheels are synchronized | 
to move so that as the flat part of 
the oval of one wheel is parallel 
to the ground, the oval shape of 
the other is at its peak. This gives 
an overall effect of roundness and | 
Smoothness in motion but retains 
the “digging in” action of the egg- 
Shaped wheels. 

A scale model with wheels only 
about 16 inches high at their high- 
est point was demonstrated at the 
Plant at 373 Old Niagara Falls 
Blvd. The pint-size model plowed 
with ease through mud to its axle 
that probably would have stalled a 
full-size auto. 


of Doran Chevrolet Co. Dallas, | sistant sales manager. 


Geiger counter crops! 


For its rapid, robust growth, the tomato needs copper 
—perhaps no more than one-millionth part! ... That minerals 
are essential to plant health and growth has long been 
known; but some minerals are absorbed in such tiny 
quantities that their effects could not be traced. Now 
solution of the mystery is under way...one of the first 
peacetime by-products of the atom bomb! 

Radioactive minerals are put in the soil... absorption 
and effect of the minerals checked with Geiger counters 
which show the presence and strength of the radioactive 
elements... Last year, basic researches with radioactive 
phosphorus on several crops contributed new light 
on phosphate fertilizers... And 1949 experiments to 
be made on seed stocks, mutations, soil nutrients, 
etc. should show new ways to increased production... 

No industry changes so fast, or is developing so much, 
as agriculture! ... And advertisers will find significant 
and stimulating “Atoms Are Hard At Work For The 
Farmer”’ by David Lilienthal, Chairman of the Atomic 
Energy Commission...in SuccessFuL FarminG for May. 


ae ae 
homie sbPchm. 


Most missed market by most advertisers...are 
the nation’s best farm families in the 15 Heart States... 
with the most productive soil, top yields, latest methods 
and techniques, and the greatest cash return. Of 
SUCCESSFUL FARMING’s 1,200,000 subscribers, a round 
million in the Heart States average some $10,000 in 
gross income—$4,000 above the US farm average... 






represent the best class market in the world today! This 
market is only fringed by general media...only covered 
intensively by SuccessFUL FARMING—a must on your 
schedule if your national 










£ advertising is to be really 
Enational! Get the facts at 
mny SF office... SuccEssFUL 
fm FarminG, Des Moines, 
a’ New York, Chicago, 
® Cleveland, Detroit, 
Atlanta,San Francisco, 
Los Angeles, 
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American Airlines Tops 
3-Million-Mile Mark 


NEW YORK.—American Airlines 
topped all previous records in vol- 
ume of airfreight carried last 
month. Walter Sternberg, assistant 
vice-president, announced that the 
company passed the three million 
ton-mile mark in March for the 
first time with a total of 3,075,988 
ton miles. This is 325,000 above De- 
cember, 1948, the best previous 
month, and compares with 1,740,000 
ton miles in March last year. 

At the same time, passenger 
miles rose to 121,900,000 last month, 
a 37 percent increase over the 89,- 
000,000 passenger miles flown in 
March, 1948. The 813,746 ton miles 
of mail American carried in March 
exceeded every month of 1948 ex- 
cept December. This figure was 
515,300 ton miles in the same 
month of last year. Only air ex- 
press declined, to 352,889 ton miles 
last month, compared with 446,900 
ton miles in March last year. 


McArthur Buick 


McArthur Buick Co., Clinton, 
N. C., has been organized with 
capital stock of $50,000. Principals 
are R. E. McArthur, D. W. Yarber 
and James Porter. 
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Ark. Income Levy |~ 


Is Held Illegal | 


LITTLE ROCK, Ark, — A 1949 
Arkansas law which eliminated | 
deduction of 50 percent of federal | 
income tax payments in computing 
state income tax returns has been 
held unconstitutional by Pulaski | 
county Chancellor Frank H. Dodge. 

O. T. Ward, attorney for the 
state revenue department, an- 
nounced that the case would be 
appealed to the state supreme 
court and that the appeal would 
supercede the lower court decree, 
leaving the 1949 act in effect until | 
it is passed on by the supreme retary, and his brother, Clarence A., vice-president and treasurer, head this dealership, which 
court. The suit challenging the act was recently appointed to handie Hudson. Abe Oskola is general manager. 
was brought by Pratt C. Remmel, | - . $$ a 


Little Rock insurance man. ‘. 
Hendrix Resigns 





ced 


i 


Motor Co., Lubbock, Tex., to as- 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Holman Hendrix has resigned the |SU¥Me active operation of his own | 
truck managership of Dickinson | welding supply and equipment firm, | 





| 


By Leo T. Parker 
Attorney at Law 


| a an automobile dealer 
wrote an interesting letter, in 
|part as follows: “We repaired an 
|automobile Jan. 1, 1949. Later we 
|found that the car was mortgaged 
jand the note and mortgage due 
| Dec. 1, 1948, or one month before 
|we took the car for repairs. The 


| mands that we give him possession 
|of the automobile. Please give us 
a new case that will help our law- 


| yer win this case, as he knows of | 
| 


no similar higher court decision.” 


In Liberty v. Walker, 199 Pac. 
(2d) 205, the testimony showed 


Bendix 


Products 


HYDROVAC... 





BETTER MOTOR VEHICLES 





the Undisputed Leader in Power Braking! 


By the clear logic of numbers, two million Bendix 
Hydrovac* installations lead to certain obvious con- 
clusions: first, that a definite need for power braking 
is now widely recognized by truck users and manufac- 
turers, and second, that Hydrovac is the power brake 


most of them prefer. There is much to support the con- SOUTH BEND 20, INDIANA 


Export Sales: Bendix international Division, 72 Fifth Avenve, New York Il, N. Y. 


BENDIX PRODUCTS DIVISION of 


clusion, therefore, that Hydrovac power braking might 
very profitably be included in the original equipment 
specifications of most truck manufacturers. 


Aviation virolie 


*REG. U. 5S. PAT. OFF. 


Lawsuits Affecting Dealers ... 
Court Decisions 


facts as follows: A garage owner 
held an automobile to secure pay- 
| ment of a $458 repair bill. The 
| work was done on the car Jan. 6. 
| One Liberty held a note and re- 
| corded mortgage on the car duc 
seven weeks before the car was 
taken to the garage for repairs. 
| The holder of the mortgage sued 
|the garage owner to recover pos- 


TWO BROTHERS MOTORS IN BRIGHTON, N. Y.—Bernard L. Beikirch, president and sec-| Older of the mortgage now de-| session of the automobile. However, 


|since the mortgage and note were 
| overdue the higher court held that 
|the garage owner could keep the 
|automobile. This court said: 

“So long as the property legally 
|remained in his (garage owner’s) 
| possession, this lien was in force. 
The mortgage showed upon its face 
to be inferior to plaintiff’s claim.” 

Hence the law is well established 
that a mechanic’s lien is superior 
|}to an overdue mortgage. 

On the other hand, if an automo- 
| bile is mortgaged, the mortgage is 
properly recorded and not overdue, 
@& garage owner cannot keep pos- 
session of the car for an unpaid 
repair bill because the mortgage is 
superior to the garage owner’s lien. 

+ + + 


| Innocent Suffer 
A HIGHER courts agree that 
one who innocently purchases 
|a mortgaged automobile generally 
gets no valid title. This is so pro- 
vided the mortgage was properly 
and legally recorded; and the cer- 
tificate of title is in possession of 
the holder of the mortgage; or the 
mortgage is noted on the certificate 
|of title. 
For illustration, in Farmers & 
|Merchants State Bank v. Hunter, 
i199 Pac. (2d) 196, it was shown 
that a Kansas used-car dealer pur- 
chased a used car in Missouri, He 
drove the car to Kansas and paid 
for it by a draft on a bank with 
assigned certificate of title attached 
to the draft. 

The used-car dealer executed a 
mortgage to the bank which kept 
in its possession the assigned cer- 
tificate of title and recorded the 

| chattel mortgage. Later the dealer 
sold the automobile to one 
Hunter, but since the bank had 
the certificate of title the dealer 

issued a dealer’s bill of sale to 

Hunter. 

The bank sued the dealer to fore- 
close the mortgage and also sued 
Hunter to get possession of the car. 
The higher court promptly ordered 
Hunter to give up possession of the 
automobile to the bank, saying: 

7 + * 


| Title Invalid 


|“"F,HE Hunters obtained no title 
whatever, legal or equitable, to 
| the automobile, The bank’s mort- 
gage was valid and superior to any 
claim of the Hunters.” 

For comparison, see the recent 
case of Sims v. Sugg, 196 P. (2d) 
| 191. Here one Sugg purchased a 
car in Missouri for cash and gave 
in payment a check drawn on a 
bank at Eureka, Kans. Sims, the 
seller of the car, assigned the 
Missouri certificate of title to 
| Sugg and gave the certificate to 
Sugg together with the car. Sugg 
| took the car to Kansas, did not 
record the certificate of title but 
sold the car to Williams, a motor 
| car dealer, 
| At the time of the sale of the 
car to Williams, Sugg did not as- 
sign or transfer the certificate to 
Williams. The check given by Sugg 
to Sims was presented in due course 
| to the bank on which it was drawn 
|}and was protested for non-payment 
because of “no funds.” Sims brought 
suit against Sugg and Williams for 
the car. 

The court held that Williams got 
no title to the car; and that it was 
the duty of the purchaser Williams 
to ascertain whether there had been 
a compliance by the seller with the 
provisions of the Kansas law with 
reference to registration of title to 
the car. 


Nash Firm Ups Stock 


According to the secretary of 
state at Madison, Wis., Bevington 
Nash Co., Oshkosh, Wis., has in- 
|}creased the capital stock of the 
|corporation from 250 shares of 
common at par value of $100 per 
share to 500 shares same value. 
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ABC 
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“Paid for 13 weeks 


in one day! 


DEALER USES UNIQUE NEW 
METHOD OF LOCAL RADIO 
ADVERTISING. READ HOW IT 
CAN PAY OFF FOR YOU. 





Something new in advertising—designed specially for 
YOU! ‘‘Local-network’’ radio shows: bigtime coast-to- 
coast programs on the American Broadcasting Company 
network that YOU, Mr. Dealer, can sponsor in your 
area and pay only your very small local share of the 
total cost. 


Think of it: YOU can get all the credit, the prestige, 
the impact of a top-notch network radio show in your 
area. YOUR announcer delivers YOUR commercial 
message to your audience. 


Don’t say to yourself, ‘‘A radio show is too big and 
too expensive an operation for me.” It isn’t...and 
ABC has over 800 LOCAL sponsors to prove it! Call 
your local ABC representative today for all the facts 
and figures about ABC ‘‘local-network’”’ shows, the 
programs that will pay off for YOU, in prestige, in good 
will, in increased sales. Or write direct to ABC, 7 West 
66th Street, New York City. 





» “In one day, enough sales were made to pay for the program’s 13-week contract.”* 





These local dealers* got RESULTS! 


“SALE AFTER SALE”’ 


*““We have made sale after sale of items which we did 
not advertise except on the program.” 


“We started sponsoring in September 1947. The pro- 
gram has resulted in new business and considerable 
favorable comment.” 


“SHOWING RESULTS”’ 


“Splendid reports from customers. Each department 
using the program is showing results.” 


**180 CARDS, LETTERS” 


“We received 180 postcards and letters as a result of a 
request mentioned last week on this program.”’ 





GREAT SHOWS AVAILABLE 


All types of sales-producing shows are available for you to 
sponsor on a ‘‘local-network”’ basis in your area: news, com- 
edy, public forum, drama, music and human interest pro- 


grams. Among them: ge 


MARTIN AGRONSKY (right), crack Washing- 
ton news analyst... America’s Town 
Meeting of the Air, Elmer Davis, Mr. Presi- 
dent, Breakfast in Hollwood, Piano Play- 
house, Baukhage Talking, George Sokolsky, 
Nancy Craig, Dorothy Dix, Headline Edition, 
Harry Wismer. 





*Names on request 


COOPERATIVE PROGRAM DEPT. 7 West 66th Street, New York, N.Y. 


American Broadcasting Company 
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New Kentucky Rules 


State Vehicle Head Briefs Operators 
On Latest Transport Code 





PARNELL'S NASHVILLE USED-CAR LOT—R. L. Parnell Co. (DeSoto) increased used-car 
business 100 percent with this attractive lot. The Colonial style office houses three salesmen 
who handle the 40-car area. A projecting neon sign attracts customers at night. 


To feel the pulse of the auto Industry, consistent reading of AUTOMOTIVE NEWs | Was an outgrowth of a recent court 
ig necessary. Its production and registration figures tell the story of output and sales, | decision giving the state the sole 
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FULLY 


iis) KRW. UTOMATIC 


BIGGEST DOLLAR VALUE ON THE MARKET... 


FRANKFORT, Ky.—New regula- 
tions governing the operation of 
taxicabs, buses, and contract and 
common carriers in Kentucky are 
announced by the state division of | 
motor transportation. 


John C. Watts, division director, 
said all cities attempting to regu- 
late taxicabs must now submit 
their ordinances to him for ap- 
proval before they are legally op- 
erative. He said this regulation 








right to regulate and license taxi- 
cabs. 

The new rules also establish a 
“route of appeal” for applicants 
denied taxicab permits by local 


| authorities. They may appeal the 


refusal to the state division and, 
if also refused there, to the 
courts, 

Property damage and public lia- 
bility insurance policies required of 
all public carriers are covered by 
new regulations. Watts has ordered 
that all insurance policies expire 





Simple, Foolproof tu Operation... ONLY ONE METER DIAL TO 
WATCH, ONE TIMER SWITCH TO SET, NO NEEDLESS GADGETS 
TO CONFUSE... Fully Guaranteed / 





proof in operation ... it automatically discharges, 
fast charges, slow charges, and then shuts off com- 
pletely. Quick battery tests can be made at any time. 
The customer can be shown the exact condition of 
the battery on the easily understood meter dial. 


After FIVE MINUTES discharging and charging 
the METER shows the condition of the battery and 
whether or not it can be charged, or is worth 
charging. After that decision is made... if you 
want to charge it, proceed again in the same man- 
ner and recharge for 55 minutes, then a test can 
be made to see if the battery is fully charged, 
by means of the BUILT-IN, DISCHARGE, 
TEST UNIT. 

This charger has all and more features than 
any HIGHER PRICED charger. Our illus- 
trated circular will convince you. Our 24 
years reputation is your guarantee. 

The KRW FASTCHARGER is the last word in 
battery charging equipment. It is built of the 
finest materials and incorporates all the latest 
quality features. Fully Guaranteed, it will give 
years of highly profitable service. Order one today. 
No. 778, KRW FASTCHARGER, $130.00 F. O. B. 
Factory, Arcade, N. Y. Shipping weight 90 lbs. 


@ The new KRW FASTCHARGER is the simplest and most effi- 
cient on the market, regardless of cost. It has only a single meter 
to watch ... all unnecessary gadgets have been eliminated. It oper- 
ates off any 110 volt lighting circuit. Current draw 9 to 11 amperes. 


The KRW FASTCHARGER has a new electric timer which is fool- 


FULLY 


GUARANTEED ; 


AND A 


NEW 
KRW 


WALL-TYPE, 
SIX AMPERE 


BATTERY 
CHARGER 


New, Heavy-duty Charger handles one to 
twelve 3-cell batteries or equivalent. Ideal 
for safe charging of all types of car, truck 
and aircraft batteries. ines design and 
construction features. Write for descriptive 
literature. Low Price for 110V,60 cycle onl 

$39.00 F. 0. B. Factory, complete wit 

bulb, wiring connectors and terminal leads. 
Prices for other power requirements will 
be furnished on request. 














aE 


F.O.B. ARCADE, N.Y. 


BUFFA 






































AU prices subject to 
change without notice. 


k-R-WILSON 


215 MAIN ST. - 


67 






LO 3, N.Y. 





Jan. 1 each year. Since permit: 
expire at the end of each year, thi: 
will enable the division to kee; 
closer check on carrier insuranc 
coverage, he explained. 

Under a new policy set forth b; 
the regulations, no operator shal! 
have both a common and contract 
carrier permit to operate in the 
same territory unless Watts finds 
it in the public interest. 

Buses may not change time 
schedules without approval of the 
state division, under the new rules 
Competing and connecting lines 
will have an opportunity to exam- 
ine changes and lodge protests, 

ts said. 
wee is further provided that 
buses may not change rates for 
service without approval of the 
state division. Public notice of 
the changes is required at least 
80 days prior to hearing. 

Watts said that bus lines also 
are required to file schedules of 
rates within Kentucky, similar to 
interstate rate schedules filed with 
the Interstate Commerce Commis- 
sion. 

All carriers with headquarters in 
Kentucky must have equipment 
licensed in Kentucky, Watts said. 
If a Kentucky carrier is found 
operating equipment licensed in 
another state, the equipment will 
be held in custody until a Ken- 
tucky license is obtained. 

Rules and procedure for prac- 
tice before the state motor trans- 
portation division also have been 
revised, Watts announced. Methods 
of filing applications, asking for 
hearings, conduct of hearings, right 
of protest, changes in routes, con- 
tinuances, complaints, and general 
practice are covered. 

Watts said the new regulations 
were being printed and would be 
ready for distribution to the public 
within six weeks. 








































Super-Highway 
Plan Proposed 


For Milwaukee 


MILWAUKEE.—To do away with 
the present traffic congestion in cer- 
tain sections of this city, an elabo- 
rate system of expressways has 
been proposed by DeLeuw, Cather 
& Co., traffic engineers. 

According to the plan, the total 
cost of such expressways would be 
about $129,425,000. The cost would 
be spread over 25 years and divided 
among city, county, suburban, state 
and federal governments. 

It is estimated that the actual an- 
nual cost to the city of Milwaukee 
would be $1,330,000. A substantial 
portion of the remaining cost would 
be borne by the state and federal 
governments while a comparatively 
small amount would be paid by 
other local units of government. 

Mayor Zeidler also pointed out 
that some of the work proposed for 
the early stages of the expressway 
development would have to be done 
under any circumstances. 











Radiator Seal Firm 


To Tone Down Claims 


WASHINGTON, — The Federal 
Trade Commission announced last 
week that it had accepted from 
Westco Products, Inc., and Morris 
Feintech, trading as the Silver Seal 
Co. at Des Moines, a stipulation 
agreement to stop representing 
that use of “Silver Seal Radiator 
Solder’ will permanently seal a 
leak, crack or crevice in an auto- 
mobile radiator. 

Unqualified use of the words “sil- 
ver seal” and “solder” as part of 
the product’s trade name is also 
prohibited by the stipulation, Use 
of these words, the stipulation 
notes, serves as a _ representation 
that the product contains silver 
and a sufficient amount of metal 
to accomplish a soldering action. 
The agreement provides for use of 
the phrase “silver seal” only if 
accompanied by a disclaimer to the 
effect that the product contains no 
silver. Use of the word “solder” 
is permissible only if accompanied 
by notice that the “effectiveness of 
the product depends principally 
upon its vegetable fiber content.” 


Emergency Vehicles 


By a vote of 207 to 0, the Penn- 
sylvania house passed a bill requir- 
ing emergency vehicles in Penn- 
sylvania to be equipped with 
flashing red signal and other warn- 
ing devices. 
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Whither the Left Foot 
In Clutchless Cars? 


AUTOMOTIVE NEWS, MAY 9, 1949 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


N CARS WITH clutchless 


types of automatic transmis- 


sions—Packard Customs, Buick, Pontiac, Oldsmobile and 
Cadillac—new owners will find their left feet wandering 


around the floorboards tryin 
some place to rest. About all 
that is left (no pun, please) 
is the headlight dimmer 
switch, and a foot with nothing 
more than that to push is apt to 
become a little frustrated. Some 
engineers even have worried—a 
trifle facetiously, no doubt—over 
the danger of the human left foot 
gradually becoming atrophied 
through disuse and dropping off. 

The idea was tried experiment- 
ally of moving the brake pedal a 
few inches to the left so that it 
might be operated conveniently 
with either foot, 
but that seemed 
to be dangerous 
since in the case 
of an emergency 
stop, the driver 
might find both 
feet fighting for 
the brake pedal 
and neither suc- 
ceeding in mak- 
ing it. Also it was 
reasoned that as 
long as the right 
foot had to operate the brake 
pedal, there was no chance of the 
accelerator being depressed at the 
same time. 


The suggestion was advanced of 
converting the brake pedal into a 
treadle extending over the spot 
where the clutch pedal formerly 
was located. There again, however, 
the problem of confusion between 
right and left foot responsibility 
remained, so the idea was dis- 
carded. 


Perhaps a simple thing like a 
foot rest for the left pedal ex- 
tremity, permitting the ball of 
the foot to be raised from an 
uncomfortable position flat on 
the floorboard, would be appre- 
ciated by some drivers. 

Of course there are other possi- 
bilities, such as the foot-controlled 
radio and Chrysler’s foot-powered 
windshield washer. Or, if you are 
afflicted with left-foot languor, you 
might consider just tapping it 
quietly to keep time with radio 
music. 

Old hands at the  clutchless 
drives say it is only a matter of 
getting accustomed to the arrange- 
ment and in no time at all the 
freed foot rejoices in idleness. 

+ * * 





A. 1. Allen 


Basing-Point 

ECISION of the Supreme Court 

in the “rigid steel conduit” case 
appears to outlaw the return of 
basing-point pricing in the steel 
industry more definitely than when 
the only decision applied to the 
cement industry. Action by Con- 
gress is the only way to change 
the picture now, and this may be 
a lengthy and tedious process. 

Meanwhile, competition has re- 
turned to the steel plants and 
those far away from important 
markets are going to suffer, for | 


g to find something to do or 


GM passenger cars as far as in- 
terior dimensions are concerned, 
particularly legroom and_head- 
room. 
~ * * 

New Engine 
AT LEAST one new high-com- 

pression V-8 engine, adapted to 
high-octane gasolines, is now on 
the drawing boards of a leading 
manufacturer—not one of the Big 
Three. It could reach the produc- 
tion stage some time next year. 


da Nil ica) 
BIG PROFITS 


DeVILBISS 


@ Never before has there been such a demand for auto refin- 


with a COMPLETE 





THE TIMKEN METHOD—After laboratory 
and field tests, Timken-Detroit Axle has an- 
nounced the introduction of the advanced 
cyclewelding method of fastening brake liners 
in heavy-duty commercial vehicle brakes. A 
marked increase in brake lining life is out- 
standing among the benefits produced by the 
new fastening method, the company states. 
Since it eliminates rivets and bolts, cycle- 
welding also yields greater lining area, pre- 
vents drum scoring by rivet or bolt heads 
when lining wears thin, and prevents undue 
wear from gravel and other materials lodging 
in rivets and bolt holes. In addition, cycle- 
welding prevents loosening of lining, both 
from moisture between lining and shoes and 
from failure of rivets or bolts. Possibility of 
noise caused by loose linings is thus mini- 
mized, it adds. 
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PAINT SHOP 


PACKED WITH EARNING 


Frisco Dealer 
Specializes in 
Sales to GI’s 


SAN FRANCISCO.—A one-time 


naval aide to President Roosevelt, 


Rear Adm, William L. Freseman, 

aid -_ USN (ret.), is 
heading a unique 
customer service 
established by 
Cecil Whitebone’s 
7Midtown Motors 
(Ford), Van Ness 
Ave., where he 
specializes in the 
automotive needs 
of military per- 
sonnel. 












The department 
Freseman is staffed entirely 
with retired, reserve or former 


servicemen including, among oth- 
ers, Lt. Comdr. Roy Dryer, USN 
(ret.); Maj. R. E, Lawyer, USNR; 
1st Lt. Robert Cook, USARFR, all 
in the sales end, and Lt. C. E. 
Hohman, service head. 

Since the return of new-car man- 
ufacture after the war, the Cecil 
Whitebone company has set aside 
a large percentage of its factory 





‘ 
‘ 






_ 


allotment of new Ford cars for 
returning servicemen and others 
still in uniform, The military serv- 
ice department has become a major 
branch at Whitebone’s, and has 
been set up permanently, with an 
old friend of Whitebone’s, Adm. 
Freseman, in charge. 

Adm, Freseman, old-line Annap- 
olis man, has carved a _ distin- 
guished career in his 29 years in 
the navy, climaxed by a two-year 
assignment as aide and assistant to 
the chief of staff to President 
Roosevelt. 


Ferguson Sales Rise 


In First Quarter 

DETROIT. — Sales for the first 
quarter of 1949 were 2% times as 
great as those for the first quarter 
of 1948, according to Horace D’An- 
gelo, executive vice-president of 
Harry Ferguson, Inc., manufactur- 
ers of Ferguson tractor and Fergu- 
son System implements. 

First-quarter sales this year to- 
taled $14,096,699 as compared with 
$5,600,632 for the same quarter last 
year. In addition, sales for the 
first three months of 1949 represent 
a substantial increase over the last 
quarter in 1948, D’Angelo said, 





Photo courtesy of Lawrence D. Wheeler, Inc., Fremont, Ohio 


*. PAINT SHOP PROFIT POINTERS - 


. When you are painting a custom- 


ishing, Dollar volume in 1949 will run into many millions. . yt ~~ — cass Hor 
Rich rewards indeed will go to the aggressive operators who ee ee 
upholstery, replacing worn and 3 


are properly equipped to handle this business! 


torn floor mats and cleaning and 


Get, your share of this big dollar volume with a DeVilbiss Paint repainting the motor. These . 
Shop that’s complete in every detail. A DeVilbiss Shop in your little extra operations make, 
garage equips you to do “Factory-Quality” finishing on a mass . money for you and leave cus- 
production basis . . . and you handle each job easier and faster . . . ° tomers completely satisfied - 
which, means more profit. Because operators work so much more , with the complete “new 
look” of their old cars. . 





buyers will not pay the excessive 
freight when they can purchase 
material nearby. 


Competition usually has a way | 
of solving these troubles and the 
market will bear close watching as 
the fight for business intensifies. 


One solution is for the mills at | 
distant points from consumers to 
adjust their base prices downward, 
so that the customer’s delivered 
price is on a competitive basis. 
This, however, would probably 
touch off the spiral of price cuts 
among all mills and leave those at 
a freight disadvantage as bad off 


as ever. 
* + * 
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GM’s Body 

DESPONSIBLE sources declare 
that the new General Motors B 

body, scheduled to appear first on 

Buick this summer, will not differ 

appreciably from present bodies of 


COMPANY « Toledo 


Canadian Plant: WINDSOR, ONTARIO 


De VILBISS 





efficiently with the specialized equipment these shops include, you'll 

make money on every job whether it’s minor touch-up, underbody - 
coating or complete refinishing. Ask your DeVilbiss distributor for com- . 
plete details on these shops that are literally packed with earning power. 


1, Ohio ° 
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Used-Car Dealer News... 


Mark ker Cites the Need 
For Realistic Thinking 


OME used-car dealers judge car 


values by what they have in a} 


car, while the sensible approach is 
to judge the value by what the 
dealer can get out of it. 

This comes from Carl Marker, 


president of NUCDA, who has the | 


advantage of getting both sides of 
the question since he runs both an 
auto auction and a retail lot. 


Some dealers find the market 
tough, he says, because they be- 
came accustomed to wholesaling 
used cars at retail prices. 
Marker claims the market isn’t 
bad for dealers who are doing a 
real job of retailing cars. 

Marker tells dealers: “If you're 
having trouble now, what do you 
think is going to happen in Octo- 
ber?” 

In winter months, the business 
will be in 1946s, Marker believes, 
when a relatively few buyets will 
get tired of trying to keep their 


junkers running and will trade 
up to a better used car. 

People won’t want °'49s, he be- 
lieves. Those who would pay those 
prices will be waiting to see what 
the 1950s will be like. 


* * * 


Buffalo Asks Curb 


(On Unlicensed Dealers 


BUFFALO.—The Buffalo Used 
Car Board of Trade, Inc., is plan- 
ning to ask city and state regulatory 
agencies to halt the sale of second- 
hand cars by organizations not 
licensed for this type of business, 
President Earl F. Palmer revealed. 


Palmer’s group is composed of 
about 30 licensed used-car dealers 
operating lots in the Buffalo area. 
Members, he said, are gathering 
material preparatory to making a 
formal request for the action. It 
will be submitted to city and state 


| 
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used cars is carried on by Frank P. 


DEALER FALL SAYS "EVERYBODY DRIVES A USED CAR''—Aggressive merchandising of 
Fall, Inc. (Oldsmobile), Chestnut Hill, Pa., from this 


attractive used-car lot. The slogan ‘‘Everybody drives a used car'’ is prominently displayed 


over the log cabin closing-room. A colorfully decorated car carries the dealer message 


around the streets. The dealership sold 27 used cars last month. 


officials “within a short time,” he, 
added. 
“There are numerous gasoline sta- | 


izations are making considerable 


licensed dealers. Also, local govern- 


;}county sales taxes on car sales h: 


makes. 
| * * + 


Springfield Dealers Appeal 


Local Inventory Levy 

SPRINGFIELD, Mass. — Appeal 
of eight Springfield used-car dea! 
ers, who seek legal rulings on th: 
action of the local board of asses 
sors in taxing automobiles on thei: 
lots as of Jan. 1 of each year, wi! 
be heard early in May in Hamp 
den county courthouse by the stat« 
appellate tax board. 

The dealers declare that such 
taxes, if levied, should be as- 
sessed proportionally to the length 
of time they hold any car. A car 
on the lots at the beginning of th« 
|year, which is subsequently sold 
| Feb. 1, should be taxed only for 
|}one month, the dealers say. The 





|inroads on sales of used cars by | assessors contend such automobiles 


|are stock in trade and should be 


tions in the area that have entered | ments are losing several hundreds | taxable the same as goods in any 
the used-car market without recelv- of dollars in taxes they should, but | store. 


ing from the city or state licenses to | qon’t receive from the sale of cars | 


sell these cars,” Palmer declared. 
“They normally have one or two 
cars for sale around their places at 
one time, but their total volume | 
over the year hits a sizable figure. | 

“Sales made by unlicensed organ- 





through these unlicensed channels.” 

Palmer said the licensed dealer 
pays $100 to the city for a license 
for each lot he operates, buys a 
state license and has to collect Erie 
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Now in preparation—the annual yearbook of America's leading industry! 
The herculean task of assembling complete statistical information con- 
cerning automotive production, car registrations, sales trends, a direc- 
tory of leading manufacturers, biographical information of industry 
leaders, and the myriad other details that make the Automotive News 
Almanac the ‘most referred to" reference book of the year is well 
under way. Your advertisement in the Almanac will pull for years to 
come!—will be seen by everyone who counts in the automotive world. 
The Almanac will be distributed to all readers of Automotive News, the 
newspaper of the industry (now more than 37,500 A.B.C.) June 6. For 
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| Louis Trio Charged 


| St. 
|With Sunday Selling 
ST. LOUIS. John J. Walsh, 


owner; Thomas J. Ryan, manager, 
;and Ernest A. Jarves, salesman of 
a used-car lot at 5640 Natural 
Bridge Ave., have been arrested for 
attempting to sell a 1940 Pontiac 
sedan to a police captain on Sun- 
day. Capt. James E. Chapman, in 
civilian clothes, visited the lot and 
asked the price of the car. Jarves, 
according to police said the price 
was $2,000 and the car could be 
sold immediately, 

| Walsh, not present at the time, 
later surrendered to police who 
placed charges of displaying and 
selling merchandise on Sunday. All 
were released on bonds. 

* * # 


2 Ordinances May Restrict 


U. C. Dealers in Amherst 


BUFFALO.—Two ordinances in- 
volving the licensing of used-car 
|dealers and the establishment of 
used-car lots in Amherst, N. Y., 
| have been referred to the Amherst 
planning board. 

The first ordinance, not applying 
to established new-car_ dealers, 
would prohibit the operation of a 
used-car business without a $250- 
a-year permit. The second would 
prohibit the operation of a used- 
car lot in a business district, un- 
less the operator is a new-car 
dealer, and the lot adjoins the 
dealer’s establishment. 

” * + 


Minn. Dealer Convicted 


Of Income Tax Evasion 


ST. PAUL.--Vernon Dokken, 
Brooten (Minn.) used-car dealer, 
faces a maximum prison sentence 
of 10 years following conviction 
by a Federal court jury on charges 
of evading $27,000 in income taxes 
in 1944 and 1945. 

The government charged that 
Dokken falsified his income tax 
returns both years. However, Dok- 
ken’s attorney gave nine technical 
reasons why he said his client 
either should have the conviction 
reversed or be granted a new trial. 

+ a & 


Texans Select Houston 


For November Parley 


DALLAS.—The annual meeting 
of the Texas Used Car Dealers 
Assn, will be held in Houston some- 
time in November, the exact dates 
to be determined later. This was 
revealed by executives of the asso- 
ciation, following a meeting of the 
board of directors at Waco re- 
cently. 


Malrick Resigns Post 
With Michigan Group 

DETROIT.—Russell A. Malrick 
has resigned as executive secre 
tary of the Michigan Used Car 
Dealers Assn. 

Malrick caused _ indignation 
among MUCDA leaders by releas 
ing a letter of resignation in which 
he charged that too many dealer 
| failed to recognize their responsi 
bilities as businessmen. 

This was heatedly denied by ac 
tive members of MUCDA, who sai: 
that it was necessary to curtai 
association expenses because of th 
drastic used-car slump, and that 
many dealers were working har< 
to improve the public standing of 
| used-car dealers. ‘ 
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HEN the National Safety Council 

wanted a new, more effective way of 
saying “Be Careful!” to millions of Ameri- 
cans, it came to Puck, The Comic Weekly. 


The problem was to make people read the 
safety messages with more interest than 
ever before. And the goal was to influence 
people, change their habits, make them think 
along new lines, give them new attitudes. 


That’s why the National Safety Council 
chose the familiar little characters who, for 
a generation have pranced through the edito- 
rial pages of Puck, The Comic Weekly, and 
into the hearts of all America. The familiar- 
ity of millions of people of every age with 
Dagwood and Blondie, Popeye, Jiggs and 





THE COMIC WEEKLY 


I SAID PICK 
UP THOSE TOOLS, 
OEAR , BEFORE 





Maggie, Barney Google and Snuffy Smith, 
The Katzenjammer Kids and other world- 
famed Puck characters... their acceptance 
into the home life of families until they 
are virtually living persons...made them 
the perfect persuasive force. 


Puck, The Comic Weekly and the Sunday 
Comic Section of the Philadelphia Bulletin 
are distributed through 16 great Sunday 
newspapers, reaching 8,250,000 families in 
7400 places of more than 1000 population 
and a multitude of smaller places as well. 















Today, more than ever, Puck, The 
Comic Weekly, is a tested weapon in help- 
ing business move people to action... 
in helping it to SELL. 






THIS BROCHURE 
“PUCK AND THE GREEN CROSS”, 
DESCRIBING THE 

NATIONAL SAFETY COUNCIL'S 
UNIQUE USE OF PUCK CHARACTERS, 
WILL BE MAILED ON REQUEST. 


Read by more than 18,000,000 adults 


The Only NATIONAL Comic Weekly — A Hearst Publication . 


.. 63 Vesey Street, New York; Hearst Building, Chicago 








Dealer 


Noel Heads Dealer Group 
In St. Petersburg, Fla. 


Leon W. Noel has been elected 
president of the St. Petersburg 
Auto Dealers Assn., succeeding 
George W. Waldron. 

Other officers elected for the en- 
suing year were W. C. “Pete” 
Thomas, vice-president, and Har- 
vey L. Haesker, secretary-treasurer. 
Tom ©. McCutcheon, former Chev- 
rolet dealer, has been elected an 
honorary life member of the organ- 
ization. 


30 Yrs. With Ford 


Illinois Town Turns Out 


To Fete Franklin 


Harry B. Franklin, manager of 
Bemis Motor Co. (Ford), Oregon, 
Tll., has celebrated his 30th anni- 
versary with Bemis Motor. 


The businessmen of Oregon held 
a large public celebration in honor 
of Franklin. Free lunch, gifts and 
prizes for the oldest model T, model 
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Doings 


A, model V-8 truck, tractor and 
other items of Ford interest were 
given. 

Since the close of World War II, 
John Franklin has been associated 
with his father’s business, which 
recently opened a new brick and 
tile building to handle tractors and 
implements. 

* * + 


Dorsey Heads Group 
In Urbana, Ohio 


The annual election of officers 
of the Champaign County (0O.) 
Automobile Dealers Assn. has 
been held and the following 
named for the ensuing year: Carl 
Dorsey, Urbana, president; J. E. 
Cameron, Urbana, vice-president, 
and Merrill R. Johnson, Urbana, 
secretary-treasurer. 

* * + 


207 Crosleys Sold in Year 


By Outwest Garage, Phoenix 


In one year the Outwest Garage, 
345 N. 7th Ave., Phoenix, Ariz. has 
sold 207 new Crosleys. 





its Crosley franchise Apr. 14, 1948, 


is under the management of James | 


M. Carry and Finley B. Riggs. 


Richard F. Thomas, sales man- | 


ager, said that of the 207 cars sold, 
37 were sold for commercial use. 
The concern also has a Jaguar 


franchise. 
* * 


Dream Comes True 
With Free Photos for All, 
War Pilot Opens Deal 





An auto dealer’s dream that took | 
shape in an alley garage 21 years 
ago has come true at last for'| 
Frank Jones in Rochester with the | 


opening of F. A. Jones, Ine. 
(Dodge), new sales and service 
headquarters, 685 W. Main St., 


Rochester, N. Y. 

The deal contains 55,000 square 
feet of space, including a sales and 
service building 70 by 366 feet 
fronting on Main St. with entrances 
from Willowbank and Troup streets 
as well, There is also ample room 
for customers and employes to 
drive in and park. 

Jones, a pilot for 19 years, served 
as a flying major and earned the 





Air Medal and a citation from the 
President for anti-submarine pa- 


The organization, which received |trol work in the Atlantic, as well 








IN NORTH BRADDOCK, PA.—This is the 


Pontiac dealership of C. A. Clark, Inc. The 





building was constructed to provide ample service facilities. 


as the Bronze Star for 30 missions 
over the “hump” in the China- 
Burma-India theater. 

Opened with gala _ festivities 
which included an auto show of 
the new Dodges and Plymouths, 
music, movies, flowers and refresh- 
ments, a special feature for every 
visiting customer was a photograph 
by the new polaroid camera. 

The showroom has an all-glass 
front and movie-style flashing 
bulbs with “Jones, Dodge-Plym- 
outh,” flickering on and off over- 
head. The service shop has 15,000 





NEW DESIGN — NEW CONVENIENCE — NEW EFFICIENCY 
It’s the Improved KENT-MOORE 


5200 MONOXIVENT 


Exhaust Eliminating Fixture With Concealed Hose Assembly 


After months of research and development, Kent- 
Moore offers a radical improvement in floor fixtures 
for exhaust eliminating systems—a fixture into which 
the entire flexible hose assembly disappears after 
use. The hose is completely concealed beneath the 


floor . . 


. protected from damage and loss. Yet it is 


always at hand, ready for instant use—you simply 
raise the hinged floor outlet cover, pull out the hose 
assembly, and attach it to the vehicle tailpipe. 


The J 2980 Monoxivent fixture comes to you com- 
pletely assembled and ready to install. Installation 


instructions are furnished with 


each unit. Underfloor 


duct and blower specifications, engineered for your 
requirements, are available upon request. 

The unit consists of a stainless steel Flexible Hose 
Assembly with sheet metal tail pipe adapter, and a 
Floor Outlet Assembly with cast aluminum floor 
plate, sheet metal throat, and felt packing seal 


assembly. 


J] 2980 Monoxivent fixtures are available for imme- 
diate delivery. See your local Kent-Moore repre- 
sentative or write direct for complete information. 


KENT-MOORE ORGANIZATION, INC., Executive Offices: GENERAL MOTORS BLDG., DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 


See Your Local Kent-Moore Representative or Write Kent-Moore for Descriptive Literature 
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square feet of space and such fea- 
tures as a visual balancer, twin 
post lifts, truck lifts and sunken 


| waste cans. 
* + + 


Armacost Expands 


In Kansas City 


Robert S. Armacost sr., presi- 
dent of Armacost Motors, Inc. 
Studebaker) has announced the 
purchase of land just south of the 
present location at 1401 Baltimore 
Ave., Kansas City, for a used-car 
lot to become part of the organ- 
ization’s stepped-up program to 
sell used cars. 

Armacost at the same time an- 
nounced the appointment of his 
two sons, Don Armacost as vice- 
president in charge of sales and 
Robert S. Armacost jr. as vice- 
president in charge of service and 
parts. Coupled with these plans 
for expanding the used-car sales 
program is the appointment of 
five new salesmen, 


Stops at Nothing 
Lawrence Maintains Service 
After Two-Alarm Fire 





Lawrence Motors, Ltd. (Mon- 
jarch), 3020 Yonge St., Toronto, 
|Ont., didn’t lose business stride 


when it was hit by a twa-alarm 
fire recently which swept through 
the service and parts departments. 
Instead of closing down until re- 
pairs could be made, the firm went 
right ahead with as normal an 
operation as possible and used a 
|mewspaper ad to tell a forthright 
|story of just how things stood. 
“Still Open for Business,” read 


|the ad. “Not burnt out, but badly 
damaged, only the offices and 
showroom escaped the flames. All 


| walls and most of the roof remain 
intact, and the debris has been 
cleared. 

“Most cars undamaged. Only a 
handful of cars were in the garage 
when the fire started. Thanks to 
the daring and quick work of the 
employes and passing citizens, all 
but a few were wheeled to safety 

“Service department open. What 
tools and technical equipment were 
lost are being replaced immedi- 
ately.” 





+ * * 
|Cheney Opens Salesrooms 
|For Silver Anniversary 

New home for R. C. Cheney 
Co. (Chrysler), LaCrosse, Wis., 
has been opened to the public. 
There were really three events, 
the open house, the 25th anni- 
versary of Ross Cheney in auto 
business and the silver anniver- 
sary for Chrysler Corp. 

During the open house, there 
were flowers for the ladies, soft 
drinks for the children and gifts 
for others among the visitors. 
City and county officials were 
present, and the silver anniver- 
sary Chrysler was shown. 

+” * oa 


Keating Promoted 
Appointment of Wally Keating as 
| assistant sales manager has been 
announced by Ver Hoven Chevrolet 
Woodward, Inc., Detroit. 





Correction 


Through error, the Apr. 25 
| issue of Automotive News car- 
| vied a story that the Fred P. 
Rudy Co., Kenosha, Wis., had 
been incorporated for the sale 
of new and used cars. The Rudy 
company ‘was incorporated to 
deal in new and used automo- 
bile supplies, parts, equipment, 
accessories, tools and machines, 
and does not deal in either new 
or used cars. 

Fred P. Rudy, instead of Jos- 
eph P. Rudy, is one of the in- 
corporators. 
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"Sure seemed like a short trip!" 


with Restfoam. That’s because 
Restfoam puts any car in the 
luxury class for comfort. 


Yes, miles do seem shorter when 
you’re riding on seats cushioned 
with Restfoam. 


More motorists every day are 
discovering the luxurious com- 
fort that Restfoam provides. They 
like the way this pure latex foam 
yields to every body contour . . 

yet affords firm, natural support. 


Reason enough why Restfoam is 
going into many of the nation’s lead- 
ing automobiles! 


Restfoam is produced by the 
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most modern and efficient mass- 
production techniques known. 
That means you can always be 
sure of uniform quality. 


Remember, you profit from last- 
ing customer satisfaction when 
you sell cars with seats cushioned 


§RES 


we 


TFOA 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 
Bidg., Detroit 2. Phone TRinity 3-6970. 


mF... 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS 





INCORPORATED 
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service and Used Car Reeconditionin 


u 
o 


Jobbers and Maintenance Men who Service and Lubricate 


tmerica’s 37 Million Motor Vehicles and {ppearance-Condition 5 Million Used Cars Annually 


Blind 
Leading 
Blind? 


By Jack Weed 





— talking to a dealer friend 

the other day the thought 
came to me that, to a considerable 
extent, 1949 in the retail automo- 
tive business may turn out to be 
a case of the “blind leading the 
blind.” 

He brought up the point that 
there was only one man in the 
entire zone office of the car com- 
pany he represents who had been 
in that office in 1941, and that not | 
one of the men who called on him | 
had ever had any automotive ex-| 
perience before the war. Two of | 
the men had been in school during 
the last competitive selling days, 
one had been selling paint and 
hardware at retail, while another 
had been a clerk in a shoe store. 

My friend, while young, is a 
“father-and-son-school” grad, had 
been in the business with his fath- 
er in the late '30s, in ‘40 and ‘41. 
So at least he knew what it was 
all about and had had experience 
in selling during the worst “knock 
‘em down and drag ’em out” year 
in the industry’s history. 

ok a a 

So. I CAN’T blame him—or any 

other dealer who has had this 
experience—for being a little irked 
at having guys who don’t know 
what it is all about get “hard 
nosed” in telling them what they 
must and must not do under pres- 
ent conditions. These dealers know 
that the men who call on them 
know only what they have gotten 
from “the book” and are, to a 
large extent, “parroting” what the 
head man of their zone or region 
has told them. To one of these 
“whipper snappers” who tried to 
get unusually tough, my friend 
said: “Maybe when I talk to you 
i should wear my 100-car pin.” 
He said that went right over the 
guy’s head—maybe this bright 
young traveler didn’t even know 
what my friend was talking about. 

All this preamble leads up to a 
point which I am beginning to be- 
lieve is basic in this industry at 
the present time. Factories are do- | 
ing a great deal to train service 
men, to help train salesmen, to help 
make better businessmen out of 
their dealers—but are doing too 


| nual holidays in July this year and 


Showmanship i in Sellin 


7 | Big Potential 


Seem i in Checks 


Before Vacations | 


Survey Indicates 
Bulk of Travel 
In July, August 


Wu 32 percent of all vacation- 
ists planning to take their an- 


another 36 percent going in Au- 
gust, indications are that automo- 
tive travel will be highest in those 
two months, that accidents will | 
also be higher, and the need for 
pre-vacation safety checks great- | 
est just before this peak vacation | 
period. | 

According to a survey made by | 
the American magazine, 84 per- 
cent of all who plan to go less 
than 200 miles will use their cars; | 
71 percent who plan to go from | 
200 to 500 miles will drive; 50 | 
percent who intend to reach out 
from 500 to 1,000 miles will go 
by automobile, and 43 percent of 
those whose vacation ideas take | 
over 1,000 miles to fulfill will | 
use their own “on rubber” trans- 
portation. 
With an average of 82 percent | 
who intend to drive their own car 
while on their vacation, there is 
an evident need for a “third serv- 
ice period” to be featured by the 
ear dealers of this nation. Per-| 
haps this pre-vacation check might 
act as a followup to the present 
Safety Drive, and assuredly as a 
means of preventing as many seri- 
ous accidents during those high 
travel months as possible, and to 
increase service revenue during 
what are normally lower revenue 
months. 





— 


* * * 


EALERS who intend to pro- 
gram their service and safety 
inspection campaigns to immedi- 
ately precede the peak touring 
months should start now to ar- 
range their mechanics’ vacations 
so that they will have ample men 
available to take care of the busi- 
ness these campaigns bring in. 
Last year dealers who did pro- 
gram their customers and the own- 
ers of their make of car in their | 
trading areas, reported universal 
increased business as a result of 
their last year’s program. One 
dealer in Sikeston, Mo., claimed 
that he sold $616 more customer 
labor and $525 more parts in July 
than he did in June. Another in 
Lancaster, O., said he did the larg- 
est service volume in the history 
of his business in July after pro- 
graming a safety check. A Poca- 
tello (Ida.) dealer said that “July 
customer repair labor was the 
highest in our history.” 
There is every reason for deal- 





little, as I gather on my rounds| 
out in the field, to train their own 
men in a more effective approach 
to the dealers they call on. 

While it is true that over 40 per- 
cent—possibly 50 percent—of all 


the dealers in business today 
never have operated under com- 
petitive conditions (and _ today’s} 
market has caught them unpre- | 
pared for its rigors, to a great 
extent), the oldtimers who know! 
what it is all about don’t wax} 


enthusiastic about having someone 
who doesn’t know try to tell them 
off as if they were the “deuces” 


in the deal. 
I GOT another impression along | 
the same line at the Chicago 
Dodge Servicemen’s club meeting 
the other day, where Bill Rice of 
Plymouth and I “sang” for our 
dinner. Bill asked for a showing 
of hands among the service man- 
ager members by those who were 
taking his Tech Training School 
course. This is an exceptionally 


fine training program and is being 
(See BACKSHOP, Page 47, Col. 1) 


* * * 





|}of the 
| accidents of 8 percent. August tied 


ers not only to promote the pre- 
vacation safety check, but to use 
every means to get their vaca- 
tion-going customers into the 
shop for an all-over inspection 
of the car. 

Motor vehicle death reports show 
that in July, 1947, the rate of in-| 
crease over 1946 was the highest 
year—an increase in fatal | 





with May for the second highest 
(Continued on Page 40, Col. 3) 
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335 Fail Inspection Tests 
In Two Indiana Cities 
LOGANSPORT, Ind. — Local po- | 


| lice found 210 cars with faulty stop- | 


lights during the first five days of | 
a scheduled seven-week inspection | 
program here. In all, 1,650 cars| 
were tested. 

At Peru, Ind., out of 561 cars 
checked, 115 revealed some me-| 
chanical deficiency. In Peru no ar- 
rests were made but warning tick- 
ets were issued. At Logansport, | 
faulty light violators were fined $1 | 
| each, 


‘Ts Your Car Worth‘1"? 


a? 


SURE IT IS! 


AVOID UNNECESSARY EXPENSIVE REPAIRS AND 
INCONVENIENCES; —s A SAFER AUTOMOBILE 


Driving into our modern service ee Let our factory trained mechanics give 


rt Dodge, Plymouth, Dodge Truc 


or Chrysler product our “Specialized Safety Check.” 


This check shoot and only $1.99 is all you invest to be assured your car is in a safe and eco- 


nomical condition. 


Bont Belay! 


Act Today! 


For Your Convenience We Maintain a Modern Lubrication Department, a Complete Fender 
Body, and Paint Shop, a well stocked Parts Department. 


SPECIALIZED SAFETY CHECK 





Bedge - Plymouth 


inspect following: 
Wheel and rim nuts 
Tire pressures 
Tire cuts, bruises, abnormal wear....... 
Brake lining, drums, fluid leaks.......... 
Transmission and differential bolts 
Shock absorbers 
—, exhaust and tail pipes......... 4 


Uaiversal joints and boots............. 
Carburetor strainers and bowls........ 





ignition ‘cob 


SIEGEL MOTORS, Inc. 


- Trucks 


7606-26 Stony Island Avenue 
SALES AND SERVICE 


To finance repairs use our budget plan 


$O uth Shore 8-6434 


BUILDING INCREASED BUSINESS—The mailing piece sent to Dodge owners by Siegel 


Motors, Inc. (Dodge), 
month after mailing 


Chicago, which brought in 83 new service customers during the first 
and resulted in a direct return of nearly $6,000 additional customer 


labor and parts sales within that period. The mailing piece also developed business that 
is still coming in more than 60 days after the mailing, as well as a live service prospect file 
of work not ¢ done following the inspection but which owner r_knows should bi be done. 


API Meeting to Emphasize 
1,000-Mile Oil Changes 


NEW YORK. The increasing 
importance of changing oil every 
1,000 miles will be the main theme 
at the May meeting of the lubrica- 
tion committee of the American 
Petroleum Institute in Colorado 
Springs, Colo., May 22-23. 


Service Doubled 
After Dealer’s 


‘Contest Stunt 


MILWAUKEE.—Wallace Rank, 
president of Rank & Son, Inc., last | 
week reported “excellent results” 
from a promotion program which 


|his firm used to simultaneously in- 


troduce the 1949 Dodge and open a 


|}new exclusive service building. 


Rank, also secretary of the Mil- 


| waukee County Automobile Dealers 


Assn., said a half-page announce- 


ment of a slogan-jingle contest was 


run in newspapers for a week. The 
contest closed with 16,381 replies 
for the 1949 Dodge involved as the 
prize. 

Although the contest was closed 
five days before the grand opening, 
| Rank said 17,890 were checked at| 
| the new service building in the sub- | 


| sequent two days of festivities. 


Police had to handle the crowds, 


| Rank said. 


Noting that his firm’s service 
business had since doubled, Rank 
; announced that he plans to make 
| such a promotion an annual event. 


| 
| 





Chairman Dayton P, Clark, Gulf | 
Oil Corp., announced that a num- 
ber of papers on lubricants and| 
their applications will be presented | 
at the two-day meeting. 


| 
Special emphasis, he said, will be | 


laid on “Crankcase Drain—1,000 
miles vs. Higher Periods.” The pro- 


|gram will point up the urgent need | 


for changing motor oils every 1,000 | 


|}miles as a safeguard against un- 


necessary engine wear, and refute 
the belief that money can be saved 


by extending the life of motor oils. 


Among the papers to be pre- 
sented at the meeting are these: 

“Specifications and the Engine,” 
P. V. Keyser jr., Socony-Vacuum 
Oil Co.; “Disadvantages of Specifi- 
cation Buying,” F. C. Kerns, Texas 
Co.; “Effect of Oil Change Practice 
on Engine Conditions,” W. A. Howe, 


| J. F. Drake jr. and H. H. Donald- 


son jr., Gulf Oil Corp, 

“Lubricants—Their Practical Ap- 
plication in the Field,” H. W. Mor- 
row, Sinclair Refining Co.; “Change 
Oil Before It Spoils,” L. T. White, 
Petroleum Advisors, Inc.; “False 
Economy of Infrequent Oil Drains,” 
W. S. Perriguey, Esso Standard Oil 
Co., and “Divorcement—Its Effect 
on Industry,” Dwight F. Benton, 
Root Petroleum Co. 


In This Section 





Wholesaling am ovectccece RO 35 
Service Jobs .............+.+... Page 34 
Service Training ..............Page 58 





Boosts Service Revenue 


“Customers Given 


Chance to ‘Buy’ 


Specialized Checkup 
Is Paying Off by 
Rebuilding Confidence 


HE SLOGAN—“Is Your Car 
Worth $1.99?”—has not only 
(Dodge), 


itted Siegel Motors, Inc. 
Chicago, into a new bracket of 
| higher service department returns, 
| but is demonstrating concretely 
‘that the application of some basic 
|thinking and salesmanship will 
provide an answer to today’s com- 
| petitive conditions. 

Faced with a declining number 
of customers and diminishing gross 
| revenue, Patrick L. Meredith, serv- 
| ice manager of Siegel, did some- 
| thing about the problem, instead 
|of accepting this condition as a 
normal trend that would right it- 
| self in time. 
| He felt that there is a new era 
| in the automotive industry and 
| that the transfer of the “King’s 

crown” from the head of the 

service manager to that of the 
| customer, meant that he and his 

organization would have to re- 

vamp their approach and meth- 

ods in which they offered their 
facilities to the trade. 

Meredith realized that under to- 
| day’s unusual conditions, where the 
|eustomer is not rapping on the 
|service department door in an at- 
| tempt to flood them with business 
| (and with his own service crew 
| not keyed up to the necessity of 
| utilizing every possible opening to 
sell needed service) he would have 
'to do something original if he was 
|to rebuild revenue to its average 
|of the past few years. 
| ok ok * 
| LJE FELT that, despite the great 
|! number of Dodge and Plym- 
outh cars and trucks in his area 
'that needed service work, he and 
|his dealership had a job of re- 
building confidence in the integrity 
| of the service department to pro- 
duce honest repairs at a fair price. 

Fundamental in this program 
was to show the new customer 
that he could get an efficient and 
honest diagnosis of what the ve- 
hicle needed in the way of re- 
pairs or adjustment corrections, 


and then present these facts to 
(Continued on Page 36, Col. 1) 


|Battery Makers 
Schedule Parley 
At French Lick 


ST. PAUL.—H. A. Harvey, presi- 
dent of the Assn. of American Bat- 
tery Manufacturers, announced last 
week that the spring meeting of 


|the association will be held at 
French Lick Springs, Ind. Ma) 
25-27. 


Most of the discussions will cen 
ter around consumer interest, Har 
vey said, adding that through it: 
association the lead-acid battery in 
dustry has made great strides dur 
ing past years in producing a com- 
pact battery which provides ever 
|increasing power to meet the load 
required by present-day automo 
| biles. 

Research has been done to de 
velop some other means of provid- 
ing reserve power for automobil« 
operation, but today the position of 
| the lead-acid battery is not threat- 
jened by any new development, ac- 
| cording to Harvey. 


—=—_ 
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THE PETROLEUM INDUSTRY IS A PROGRESSIVE INDUSTRY 
DEDICATED TO SERVE MANKIND FAITHFULLY’ AND WELL 
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Mechanics, Salesmen Needed .. . 





Good in Auto Industry 


WASHINGTON. — Young people, considerable number of opportuni- 
who intend to earn their living at|ties as stock and receiving clerks, 


automotive transportation face|jobs as counter salesmen; also 
bright prospects for employment,|some openings in the small but 
according to a 454-page occupa-| growing number of formal training 
tional outlook handbook, prepared | programs.” 
for the Veterans Administration Experienced automotive parts 
by the Bureau of Labor Statistics|salesmen, with general business 
of the U. S. Department of Labor. ability and sufficient capital, also 
The handbook—containing com- | “Will find favorable opportunities 
plete reports on 288 occupations— to open their own parts stores, 
is available to the public at $1.75! particularly in small towns, accord- 
from the Superintendent of Docu- ing to the handbook. 
ments, U. S. Government Printing 
Office, Washington 25. | “fairly good” for filling station at- 
Employment of automob ile tendants, managers and owners, 
parts salesmen “is now increas- the handbook states. 
ing and will probably continue Since the end of the war, 
to do so during the next few | “there has been a tremendous in- 
years,” the handbook says. | crease in filling station business,” 








SHE SELLS PARTS—Star salesman for Ten- 
nessee Motor Co., Inc. (Ford), Johnson City, 
Tenn., is Evelyn Squibb, a former stenogra- 


pher. Miss Squibb, here shown writing up 
another order, dropped stenographic work 
during the war and started selling parts for 
Tennessee Motor. Her knowledge of parts 
and her success in both retail and wholesale 
sales has earned her the respect of Tennessee 
dealers and independent garage owners. Her 
sales technique, she says, is simple. “First | 
you must know the stock. Next you must give | 
them what they ask for. Then, if you want | 
to be of real service, you'll sell them addi- 
tional parts by suggesting and pointing out 
the need for same.’ 


Experienced workers should have | it explains. “More cars were on 
no trouble finding jobs,” it pre-| the road in early 1948 than be- | 
dicts, “and newcomers will find a! fore the war; this has not only 
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Here's why Du Pont 
produces a more 


Light (€) entering Metalli- 

Chrome film is diffused 

throughout the film by tiny, 

translucent pigment particles 
(A), then reflected back to = 
eye by microscopic flakes 0 

metal (B). Previous metallic 
automotive finishes contained 
large, opaque particles that 
reflected light solely from the 
outer surface of the film. 


excellent color retention . 


98, Delaware. 


REG. V. 5, PAT. OFF 


BETTER THINGS FOR BETTER 


LIVING... 
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Job Future Is Termed | 


jobs connected in some way with|from which they may advance to| 


Job and business prospects are | 


| 


'“may still find favorable opportu- 


“DUCO” METALLI-CHROME lacquers 
give outstanding good looks that last! 


Du Pont Metalli-Chrome jobs sell on sight! Metalli-Chrome 
provides finish of scintillating beauty in a new range of 
rich, translucent colors. Add to this, amazing durability . . . 
. . distinctive good looks that 
last and last. For more details on this new, brilliant auto- 
motive lacquer, contact your Du Pont jobber. E. I. du Pont 
de Nemours & Co. (Inc.), Refinish Sales, Wilmington 


- THROUGH CHEMISTRY 


SERVICE SECTION 


mobile mechanics “are to be fou d 
| in all parts of the country, inclu j- 
| ing small rural communities,” t\\e 
handbook suggests. 


raised gasoline sales but also 
sales of automobile accessories 
and the amount of repair work, 
greasing and washing. In addi- 


tion, gasoline consumption per | “Employment is greatest, hovw- 
car was greater than ever be- ever, in states with the largest 
fore.” |number of motor vehicles—Califcor- 
Despite soaring business, the| nia, New York, Pennsylvania, Ohio, 


handbook points out, “employment | Illinois, Texas, Michigan and New 
increased at a much slower rate, | Jersey.” 
and at the start of 1948 there were| VA advisement and guidance ofti- 
still a great many stations with | cers have been issued occupational 
insufficient help.” outlook handbooks to be used as 
Once the labor shortages are re-|an aid in counseling disabled vet- 
| lieved, however, “employment is | erans planning to take courses of 
| likely to show little if any further | education and training. The hand- 
|increase in the near future,” the} book also has been adopted for offi- 
handbook warns. cial use in all federal government 
| Opportunities for skilled automo-| agencies which give counseling 
bile mechanics are “very good now | services. 


‘and likely to remain so for the) sonnets 
next few years,” the handbook Parts Distributor 
Sets Up School 


For Jobber Men 


“However,” it adds, “so many 
workers, especially veterans, have 

SAN FRANCISCO. — A training 
| program, designed to alleviate the 


recently entered training that ap- 

prenticeship and other training 
shortage of trained automotive spe- 
cialists, is being undertaken by the 


opportunities are becoming less 
|Frank Edwards Co., 326 Sixth St., 


and less plentiful.” 
Skilled mechanics with business 

ability, the handbook observes, 

|San Francisco, a distributor of 
Jobs as auto parts salesmen, fill- | original automotive equipment. 
ing station attendants and auto- Executives of the company spent 
— -|nearly a year planning a curricu- 
lum which will keep specialists 
abreast of developments and tech- 
|niques in servicing carburetor and 
|electrical equipment on new-car 
designs and engine changes, ac- 
|cording to Frank Edwards, presi- 
| dent. 
| Edwards said that the company 
|has spent more than $25,000 to 
| build and equip classrooms for in- 
| struction, and for necessary tools 
| and equipment. The two weeks of 
| Specialized training are given free 
|to selected specialists from among 
| wholesaler and jobber outlets of 
|the company. 
| Only 12 men are selected for each 
| course of training to allow for con- 
|centrated individual instruction, 
Edwards said. 
| Edwards believes that the short- 
|age of highly skilled servicemen is 
|@ result of inadequate training fa- 
| cilities in the automotive industry 
| Since before the last war, With 
|radical changes occurring so rap- 
|idly in new-car design, Edwards 
said he realized the need for a 
| stepped-up education program if 
| satisfactory specialized service was 
to be given car owners. 


Oil Men Meet 
Today to Discuss 


Market Problems 


ST. LOUIS.—-Two prominent oil 
men and a government leader will 
|address the mid-year meeting of 
|the division of marketing of the 
American Petroleum Institute here. 
| Opening today (May 9) and con- 
| tinuing through tomorrow, sessions 
|are open to oil marketers and 
|others interested in the marketing 
of petroleum products. Prepara- 
|tions have been made to handle 
}@s many as 1,500 persons. 

The speakers and their subjects 
|for the group session tomorrow 
| afternoon are: 
| Rep. Oren Harris of Arkansas, a 
|member of the House Committee 
on Interstate and Foreign Com- 
merce, and chairman of its sub- 
|committee on petroleum and fed- 
| eral power, “Will Industry Influ- 
;ence Government Trends of 
Thought?” 

R. F. McConnell, vice-president 
of Standard Oil Co. (Indiana), “Up 
to Now.” 

R. W. McDowell, executive vice- 
| president of Mid-Continent Petro- 
|leum Corp., “The Marketer’s Ap- 
proach to a Buyer’s Market.” 


nities to open their own shops.” 
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| Durabake Offers Advice 


‘On Auto Refinishing 

FOSTORIA, O.—Durabake, Inc. 
| a distributor here for Fostoria 
|Evenray automotive refinishing 
ovens, announces a consulting serv- 
|ice at no obligation for dealers 
|}and auto repair shops considering 
the establishment of a baked-en- 
amel refinishing operation. 

This service is said to be based 
|} on actual experience gained in set- 
| ting up successful shops through- 
ee i a | out the country, and includes floor- 
|plan layout studies, market analy- 
| ses, equipment requirements, labor- 
| saving methods, financial informa- 
| tion, technical data, etc., necessary 
|for proper planning of a modern, 
| production-type refinishing shop. 
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lantic Regional Automotive Show | 
to strengthen the manufacturer | 
through wholesaler to retailer sys- | 
tem of distribution was the sub- 
ject of an address by B, W. Ruark, 









Cog in Free Enterprise 


Strong Automotive Wholesaling System Essential, 
Ruark Tells Canadian Association 

; ; : ment Wholesalers Assn., at a job- 
TORONTO, Ont.—A strong inde-|communism can be overcome with | per-pooster meeting at Philadelphia 

pendent automotive wholesale dis-|democratic capitalism and demo-|on May 2. 

tribution system is essential to per- | cratic government, but that it can- | The Middle Atlantic Regional Au- 

petuating free enterprise in the au-|not be overcome with monopoly ltomotive Show will be held the 

tomotive industry in the U. S. and capitalism and monopoly or social- week of May 23. The May 2 meet- 

Canada, B. W. Ruark, general man- | istic government. ing at which Ruark spoke was 

ager of the Motor and Equipment | ° a ° sponsored by the show-participat- 

spon mel ou cuando | Ruark, Reed Slate Talks ing jobbers and the Philadelphia 

and guests of of the Canadian Auto- | : : 

motive Wholesalers Assn. in its To- ie Jobber Meetings Automotive Boosters Club. 

goer ee. CHICAGO. — How automotive the juncheon guest of the Phila- 


general manager, Motor and Equip- | 


| While in Philadelphia, Ruark was | 


949 | 35 





MAHER'S NEW BUILDING IN NEW CASTLE, IND.—Maher Service Co. (Buick) has six 
twin-post lifts and a paint and body shop. The building is 70 feet wide and 128 feet long. 
Showroom and offices are finished in birch plywood. 


| and legislative counsel of the/salers Assn. at Kansas City, May 
| MEWA, was a principal speaker|2-3, His subject was “Changing 





Independent automotive wholesal- | wholesalers and their salesmen, to-| delphia group of the Automotive 
ing, he said, is the bridge over| gether with cooperating manufac- | Affiliated Representatives. 
which hundreds of millions of dol-|turers, can best use the Middle At-| J. Howard Reed, merchandising 
lars of merchandise move from 
thousands of manufacturers to hun- 
dreds of thousands of retailers. 
Without the essential services per- 
formed by automotive wholesalers, 
he declared, most of these manu- 
facturers and retailers would not be 
able to remain in business. 


lat the regular spring meeting of | Conditions Present New Sales Op- 
|the Southwest Automotive Whole- | portunities.” 


Uo ONE OF THE RESOURCES BEHIND A UNIQUE POLICY 


tence as independent businesses 
depends upon the maintenance of 
a strong independent automotive 
wholesale distribution system. 


Ruark was also guest speaker at 
a meeting of the Montreal Rotary 
club. He was introduced by Pierre 
Gravel, president of Ludger Gravel 
et Fils, Ltee, prominent Montreal 
automotive wholesaler. 

Speaking on “The Menace of Un- | 
bridled Power,” Ruark declared 
huge blocs of monopoly power in | 
labor and industry and government | 
seriously threaten political and eco- | 
nomic freedom on North American 
continents. 

Statjng that state socialism is 
merely another term for govern- 
ment monopoly, which he described | 
as “worst of all,” he said that pri- | 
vate monopoly in industry and la- 
bor is a principal force driving the 
United States and Canada toward | 
a collectivist system. 

He warned that “soft” socialism 
can easily become “hard” social- 
ism, which he said is the same as 
communism, He asserted the 
problem in maintaining a free 
enterprise system is the triple- 
headed one of demolishing private | 
monopoly in labor and industry | 
and thus restoring free competi- | 
tive enterprise as a means of | 
stemming the onrushing socialis- 
tic tide. 

The issue, Ruark said, is not that | 
of bigness versus smallness in in- 
dustrial, labor and governmental 
organization, but rather one of 
monopolistic controls over’ the 
economy of the country and over 
the lives of the people. 

He recommended vigorous en- 
forcement of effective anti-trust 
laws and application of the basic 
American and Canadian principle 
of the separation of powers in 
labor, in industry and in govern- 
ment for, he said, the way to over- 
come the “Menace of Unbridled 
Power” is to disperse that power 
by divorcement legislation. 
ae cited instances in which 
that has been done and referred 
to recent U. S. Supreme Court de- T # E Ss E mM E A T H ’ N K i iw 
cisions, which he said clear the way 
for further application of this prin- 
ciple of divorcement by the courts 





under “due process of law,” and | Millions of piston rings. For these men are 
distinguish between bigness for ; aay ‘ ; 
economical production, on the one experts on the design and application of the ingenious 
and, and monopolistic bigness, : . 
io eee ? a machine tools that make the vo/ume production 


tuark declared the threat of | of piston rings a reality 


Houdaille Opens Here in Muskegon’s Tool Engineering Depart- 
ment the never-ending assignment is to find new 


Chicago Office 


CHICAGO. Houdaille-Hershey 
Corp.’s Houde Engineering division, 
Buffalo, has opened an office here 
at 205 W. Wacker Dr. 

Houde personnel will offer nearby 
manufacturers engineering assist- 
ance in the application of Houdaille 
Shock absorbers. According to a| 
company spokesman, Houdaille 
business in the Chicago district has 
expanded greatly since the war. 


—— “It is Muskegon’s firmly established policy to sell exclu- 
Charlotte Hudson sively to manufacturers (1) for installation as original 
‘harlotte Hudson Co., Inc., Char- , , ° eryi, 9 
tte, MC. bag been eementeed | equipment and (2) for resale for service purposes. 
With capital stock of $100,000 to 
deal in new and used automobiles. 
Principals are W. S. McCall, J. F. 
Eckard and Marion S. Moore, all 
of Charlotte. 








TERMS OF MILLIONS 


ways to increase accuracy and reducecosts... 
to keep machinery in step with the rigid standards 
of performance set for Muskegon Piston Rings. 


Facilities for tool design and tool engineering 
are but one of the rich resources, in both plant and 
personnel, that stand behind Muskegon’s unique policy. 







MUSKEGON PISTON RING CO. 
MUSKEGON, MICHIGAN 
PLANTS AT MUSKEGON AND SPARTA 


““THE ENGINE BUILDERS’ SOURCE’’ 








Offer Chance to ‘Buy’... 





Showmanship Held 
Service Sales Aid 


(Continued from Page 32) 


the owner on a basis that per- 
mitted the owner to buy as much 
of the work as he wished to pur- 
chase. 

The “Is Your Car Worth $1.99?” 
mailing piece (shown herewith) 
was their approach to the prob- 
lem. In this advertisement they 
advised the owner that for only 
$1.99 he could bring his car into 
the service department and their 
“factory trained mechanics” would 
“give your.Dodge, Plymouth, Dodge 
truck or Chrysler product our Spe- 
cialized Safety Check. This check 
sheet and only $1.99 is all you in- 
vest to be assured your car is in 
a safe and economical condition.” 

The results were surprising. In 
the first month following the mail- 
ing, the check sheet brought in 
$5,960.40 in customer labor and 
parts sales at an average of $21.20 


per R. O. The mailing of 2,000 
pieces, or check sheets, brought in 
not only 281 customers for an in- 
spection of their car but turned 
up 83 absolutely new customers 
that had never been in the shop 
before. It increased the month’s 
business by approximately 25 per- 
cent. 
+ -* * 

ONE OF THE outstanding re- 

sults of this mailing was that 
practically every customer that 
came in and bought the adver- 
tised inspection, also bought some 
other service. 

Meredith also knows now that 
the results of this one mailing 
may last for as long as two or 
three months. While he has not 
been able as yet to total the re- 
sults for the second month fol- 
lowing the mailing, he knows 
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A PARTS DEPARTMENT THAT SELLS—Sharpe Motors, Inc. (DeSoto), Madison, Wis., de- 
signed a parts department that really promotes the sale of parts. Scores of parts, accom- 
panied by appropriate sales literature and signs, are displayed so that every customer sees 
the stock. The department is one of the most attractive in the Sharpe dealership. 





that a goodly number of the 
original check sheets are still 
coming in. 

Also, while he has not been able 
to record the amount of unfinished 
work still to be done on the ve- 
hicles of those who bought the 





UNSURPASSED 


Flows Freely— 
Protects Fully— 
Saves Money! 









* 
High Viscosity Index— 
means high resistance 
to change in body 
under extremes of 
heat and cold. 


“Anti-Acid“? YES! 
“Detergent? YES! 
“High V.1.*? YES! 


gi 
sacowiN AY ee 
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inspection during the first 30 days, 
he knows that he has built up a 
live service file of work to be done 
and which the owner is very con- 
scious of. Not a large percentage, 
but a sufficient number of vehicle 
owners either could not spend the 
















Last Word in 


for New Car 
Customers! 


tive engines. 


entire set-up. 


Engine Protection 




















@ Sell NEW Mobiloil and you offer cus- 
tomers not just one but all three modern 
oil qualities . . . unsurpassed triple-action 
protection for even the newest automo- 


Sell NEW Mobiloil and you build pres- 
tige for all your products and services 
. . . greater customer-confidence in your 


Call your Mobilgas-Mobiloil Repre- 
sentative now! Order NEW Mobiloil! 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 
MAGNOLIA PETROLEUM CO.,GENERAL PETROLEUM CORP. 


More than Ever — it Pays to Sell the 


;}man would say, 





time, or did not have the money, 
to have all of the work done that 
the inspection showed was necvs- 
sary—but every week some of these 
customers come in of their own 
free will—and without any follo.- 
up—and have more of the unfin- 
ished work completed. 

* * * 
P4t MEREDITH'S experience in 

getting the customer to buy a 
diagnosis of what work was needed 
on the car and allowing the cus- 
tomer to buy the work he has 
done from a complete inspection 
report is right in line with the 
results obtained by Lloyd Wise 
(Oldsmobile), Oakland, Calif., in 
the first full year’s operation of a 
diagnosis department. 

Wise started a diagnosis depart- 
ment in February of last year, 
with March being the first full 
month it was in operation. They 
sell a complete diagnosis of the 
car from bumper to tail light for 
$3, giving the customer a complete 
report on what their diagnostician 
finds the vehicle needs. 


The customer then has the op- 
portunity of buying all or any part 
of the needed work from them at 
the time he gets the report, taking 
the report to any one else to have 
it checked, or the work done, or 
to “sleep on it” until he is ready 
to have the work done. 


During the year the Lloyd Wise 
department diagnosed 1,253 cars, 
which represented 14 percent of 
the total number of R. O.s. To 
these customers who had their 
car diagnosed, they sold $31,583 
in customer labor and $45,368 in 
parts for a total service revenue 
of $76,951. The average diagnosis 
represented a sale of $61.47 per 
R. O. e 
Compared with their total service 

business, sales from the diagnosis 
department represented 24.3 per- 
cent of their total customer labor 
and parts sales of $316,159 for the 
year. The average R. O. including 
the diagnosis department sales 
averaged $37.71 per order while 
without the diagnosis sales the 
average repair order was $33.57. 
This shows that while the average 
sale of customer labor and parts 
from diagnosis was considerably 
higher—as it necessarily would be 
—it was not so high that it threw 
the average R. O. ticket for the 
year out of line as much as many 
would fear. 

The interesting thing is that, 
with diagnosis sales representing 
but 14 percent of the customers 
who came into the service depart- 
ment, the sales from this depart- 
ment represented 24.3 percent of 
total sales, even though the aver- 
age sale from diagnosis showed an 
increase of over 80 percent in rev- 
enue per customer. 

* . 7 

NE LITTLE “dodge” that Pat 

Meredith worked a few weeks 
ago is worthy of mention. He hung 
a new fan belt around the neck 
of each of his two service gales- 
men every day for a week. This 
resulted in the sale of 179 more 
fan belts that week than they nor- 
mally sell, plus a goodly quantity 
of radiator repairs, new water hose 
and other cooling system sales. 

The customers would ask the 
salesman why he had that fan belt 
hung around his neck. The sales- 
“Let’s see how 
your fan belt is,” and promptly 
open the hood, get out his spot- 
light and look. If the customer 
needed a new belt, they sold it 
right then. If in the process of 
looking at the belt they saw a wet 
spot on the radiator indicating a 
leak, they pointed it out to the 
owner with a suggestion that he 
should have it fixed. Looking at 
the fan belt also gave the sales- 
man a chance to look at the upper 
and lower hose connections and to 
talk to the owner about whether 
his car was heating or not. 


Honest diagnosis is also greatly 
appreciated by the customer, pro 
viding he is sold on having it made 
in the proper way. Many owners 
make three or four trips to service 
stations to have several little 
things taken care of that should 
have been caught in the first call 
The more trips an owner makes 
to service stations, the more he 
thinks that his car is giving him 
a lot of trouble, and is a source 
of unusual and high upkeep ex- 
pense—and the less likely he is to 
again buy that particular make of 
vehicle. 
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Another WSO-SHADE Triumph 
IN DESIGN, BEAUTY AND PERFORMANCE 


ding | Here is the last word in sleek, trim 1949 design! 





vhile | It’s smooth flowing lines complete the picture of beauty for 
33.57. every car — enhance every body style. Smartly chromed to 
rage =} the peak of good taste. 


ably Keeps windshield free from snow, ice, rain, sleet — reduces 
1rew road glare and provides shady comfort the year ’round. 


any | Little wonder that the new “49er” is acclaimed the visor of 
the year! 





SUGGESTED LIST: $28.00 Fr Om tN gk 


Each visor is Custom-Built for specific car 
make. Special fittings for each car eliminate 
use of ill-adapted universal fittings. 


Specially equipped with Windshield Rein- the Performance 
forcement Bar for all 1949 General Motors 


cars. 


the Visor ae, the Quality — 


66 
|, Se TOIT ES SPE ee 
Air Flow Design Easy To Install Beautiful Chrome Triple of 4 "4g 


Assures smooth balance of air No holes to drill — less than 5 Plated Metal Lead Edge -_ ? : 
pressures and vacuums — cuts minutes to attach. Clamps to e ren 
Strengthens visor — eliminates } 


high speed wind pressures rain gutter — no vibration or P . , 

without vibration or wind sideplay. All fittings chrome all vibration and fluttering, < 
found only in the 

Premium Price Field 
































noise. plated. Chrome center strip. Strongest visor on the market. 


} Special Note: Display racks are available to you from 


tly your jobber at no charge! Act today! 





Special volume dis- 





counts available.Con- 






tact your Jobber or 
write direct TODAY! 






YOURS TO 
Model “‘A’’ Deluxe SELL AT 


YSZOZSHANOE ONLY 


All Metal Construction—A Masterpiece in Design Simplicity! 


Over 100,000 sold last year! Proved the country over! s12 ‘3 5 


Blends with every body style—enhances every car, old or 
new. Air Flow Design cuts high speed wind pressures 
without vibration or sideplay. Clamps easily to rain-gutter 


no holes to drill. Chrome plated fittings—plus Chrome VIS-O-SHADE CORP. 


: center strip. Contact your Jobber, today! 
.x- 2430 SOUTH MICHIGAN AVENUE 


= | CHICAGO 16, ILLINOIS 
CONTACT YOUR JOBBER TODAY! List: $23.95 (East of Rocky Mts.) Re Eee Beaks | 


So 
— 
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They’re saying it all over America— 
“Airflyte is right!”’ 
Like the man in this month’s poster, they 
never dreamed any car could inspire 
that wonderful airborne sensation that 
comes only in the Airflyte. 
But now they know. 
They know it’s possible simply because of 
the way Nash—and nobody else—builds 
an automobile. 
They know that only the Nash 
Girder-built Unitized body and frame can 
produce a car like the Airflyte. 
It’s bigger, roomier, and far more 
economical to drive. 





No wonder Nash dealers are demonstrating 
the difference—showing people how it 
feels to own a 49 Nash. 


And with two great show cars like the 
“‘600” and Ambassador on the road, you'll 
hear more and more people say it— 


“‘Airflyte is right!” 


GREAT CARS SINCE 1902. 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
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PARTS CHAMP—John Peace of Carron Pontiac Co., Detroit, was named parts manager of 
the month by Pontiac for record sales improvement with this model parts department. Total | 
parts sales for 1948 were 60 percent over 1946. Friendly interest in all customers’ problems | 
is Peace's keynote. \ 








LINE EM UP FOR PROFIT 


yi RAVER 
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Ask your Weaver 
Jobber or write us 
Sor complete details 


Bulk of Travel in July, August... 
Big Potential in Pre-Vacation Checkups 


(Continued from Page 32) 
increase over the preceding year 
(5 percent). 

* + * 

ITH R. L. Polk & Co. figures 

showing that at least two- 
thirds of all of the cars now on 
the road are prewar models, that 
all cars have an average age of 
9.3 years and have been driven an 
average of at least 65,000 miles, 
there is every reason for an effort 
being made to get these cars into 
the shop for an inspection on all 
parts and assemblies that have to 
do with safe driving. 

In the American magazine sur- 
vey, intending vacationists said 
that they expect to travel an aver- 
age of 1,671 miles each—an in- 
crease of 275 miles more than they 
went last year. 

Last year the average family 
spent $254 while on their vaca- 
tion. This year they already have 
estimated that they will spend 
still more—the 1948 expenditure 


OA 


=o Lee 









was up some 17 percent over the 
year before. 


By income groups, the estimated | 


vacation cost this year is estimat- 
ed at $209 for the family with an 
income of under $3,000; $272 for 
the $3,000 to $5,000 group; $358 
for those earning from $5,000 to 
$7,500, and at least $600 for the 
top $7,500 or more group. 

Particular 
given steering parts in these pre- 
vacation checks—inspection to see 
that all steering cross arm and 
drag link balls and cups are in 
good serviceable condition. Many 
a bad accident has resulted from 
a ball dropping out of a cup due 
to some previous hard strain given 
the steering mechanism while in 
some rough “off-the-highway” va- 
cation spot. 

+” + 

RARE linings should be inspect- 

ed; at least one wheel should 
be pulled to determine if the car 
has sufficient lining to last the 
harder stops that cars vacation- 
bound are very apt to get. 


It’s easy to sell safety and greater tire mileage with a 
Weaver Wheel Alignment Outfit. This outfit enables 
you to offer a service that is in great demand today 
—and to make big profits while better serving your 


customers. 


No large investment is required to establish your- 
self in profitable Weaver Wheel Alignment business. 
The Model WJ-106 outfit can be bought as a complete 
outfit or piece by piece. It is unsurpassed for accuracy 
and endorsed by leading automobile manufacturers. 


The WJ-106 will enable you to check and correct 
camber, caster, toe-in, turning radius and king pin 
inclination on ALL cars with conventional axles and 
knee action as well as light trucks. There’s plenty of 
this work available. Get your share by installing 
Weaver wheel alignment equipment now. 





MODEL WJ-106 


WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S.A. 





attention should be} 


SERVICE SECTION 


Windshield wipers should be re 
| placed if the ones on the car d& 
not do a thorough job of wiping 
the glass clean. Drivers on vaca- 
tion expose themselves to strang: 
roads and conditions where per 
fect vision is a necessity. 


Tires should be given a _ thor- 
ough inspection. A “package” deal 
| where all tires are removed, in- 
spected inside and out and 
switched for a set price, may not 
only save the car owner money in 
|tire wear, and give him a better 
ride, but prevent an accident or 
hold-up while on the road. 

A thorough “radiator-to-tail- 
light” inspection, where _ the 
checking mechanic lists every 
item he finds that should be cor- 
rected, will undoubtedly not only 
materially increase the total of 
the pre-vacation check repair job 
but leave some “live prospect” 
work to be picked up after the 
vacationist returns home. 


Radios, aerials and connections 
should also be given attention, 
since most vacationists wish to use 
| their radios while away more than 
they do normally. At least they 
will be endeavoring to reach long- 
er distances and will appreciate 
being told what should be done to 
give them maximum distance re- 
ception. 

It is also well to remember that 
the car owner is headed for “fun” 
| while on his vacation and, in many 
cases, is open to being sold more 
work and more replacements if he 
is convinced that such expendi- 
tures will add to his enjoyment. 
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Motorists Get 
Safety Checkup 


| DETROIT.—“In line with the 
traffic safety drive of the National 
Safety Council being conducted this 
spring, motorists should give their 
automobiles a thorough safety 
checkup,” E. L. Harrig, director of 





service for Chevrolet, said last 
| week. 

| “A thorough examination of 
|brakes, tires, wheel alignment, 


| Steering, glass and lights can easily 
| mean the difference between life 

and death on the highway,” said 
| Harrig. 


| Harrig listed the various points 
|of the car that have a bearing on 
|its safety, and told how to ascer- 
|tain whether they are functioning 
properly: 

| Brakes—If a motorist can push 
the brake pedal to within one inch 
| of the floor, it should be inspected. 
If the brakes pull the car to either 
side when stopping, they should be 
|inspected and adjusted. 


| Tires—If they are worn smooth, 
|they will skid more easily. If ir- 
| regular wear spots show on some 
| tires, it is an indication of improper 
| wheel alignment. 

Steering—If there ig more than 
| an inch or so of play in the steering 
| Wheel, or if the front wheels are 
| slow to react to a turn of the steer- 
ing wheel, this feature should be 
; inspected and brought to standard 

Glass—Check windshield and all 
windows for discoloration which 
sometimes is found in old cars. If 
| vision in any direction is restricted 
|by faulty glass, it should be re- 
| placed for protection of passengers 
j}and other cars. 
| Lights—Mage certain that both 
| headlights burn on both upper and 
| lower beams, and that tail and stop 
lights are working. Stand in front 
|of the car with headdights on th« 
jlower beam and be certain that 
they do not blind approaching mo 
torists, Keep headlight and tail 
light lenses clean at all times. 


| Fla. Packard Firm Opens 
| Multi-Floor Plant 


| One of the newest auto sales 
and service buildings in St. Peters- 
burg, Fla., is J. Earl Waters, Inc 
(Packard), 701 S. Ninth St. 

The building comprises sales dis- 
play floors, offices, a parts depart- 
ment and a service floor. Con- 
structed of masonry and steel, with 
non-glare angle-set windows, it is 
fully equipped for all types of 
service. 
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SERVICE SECTION 





| duction at Van Norman Co., Springfield, 


Mass., is a new crankshaft regrinder, No. 448, 
according to Charles R. Crowder, vice-presi- 
dent in charge of Van Norman's automotive 
division. This new machine, priced under 
$5,000, will regrind shafts 48 inches long. Has 
18-inch swing, the company states. 





six-light 


INFRA-RED DRYING UNIT — A 
portable heating and drying unit has been 
introduced by North American Electric Lamp 


Co. of St. Louis. This unit is designed espe- 
cially for heating and drying purposes in the 


automotive, electrical and manufacturing 
fields. Containing six NALCO inside-alumi- 
numed, self-reflecting type lamps, the new 





units are adjustable in height from 18 inches 
to 6 feet, and mounted on four free-moving 
casters for easy mancuverabiiity. SAVES TIME— Worn sleeve bearings can 
new bearings inserted in one operation with 
a new tool developed by Wagner Electric 
Corp., St. Louis 14, the company has an- 
nounced. The tool consists of a steel rod, 


bored bearings on one end and unbored 

bearings (for undersize shafts) on the other. 

A central shoulder separates the two ends. 
* * * 





“ 


HEX-UNI-KEY — This compact little tool, 
small enough to carry in the pocket, consists 
of six sizes of set screw wrenches anchored 
in a cast holder. Wrenches are hardened 
and heat treated for long life. Anchoring is 
done by a special deforming process to give 
plenty of leverage and prevent any twisting 
or loosening. The wrench handles all types 
of socket set or cap screws in the six most 
popular sizes. Wrench sizes are clearly 
marked on each side of the cast holder. 
Manufacturer is Eklind Tool & Mfg. Co., 2627 
N. Western Ave., Chicago @. 





NEW INSULATOR—A new development in 
spark plug insulators is now being used in 
the complete line of Defiance spark plugs, 
according to O. C. Parsons, vice-president 
and general manager of Defiance Spark Plug 
Corp., Toledo. A synthetic sapphire sub- | 
stance in bond manufactured from pure 
aluminum oxide of aviation quality, this in- 
sulator gives a number of advantages not 
heretofore available, Parsons said. ‘'The new 
insulator material has a compression strength 
of more than 300,000 pounds per square 
inch, a hardness equal to or greater than 

FLEX-O-POWER UNIT—A 12-ton Flex-O- tungsten carbide, and is not affected by heat 
Power unit to handle various front-end cor- | 4 jead oxide which attack and eventually 
rection operations has been announced by break down porcelain spark plug insulators," | 
Bear Mfg. Co. of Rock Island, Whe The unit, | he said. "The results are improved perform- 
which includes og eo rene — - |ance, longer life and more miles to the 
erent attachments, is especially adapted for oe . 
use on independent quepanaton cere. Working gallon in any type of motor, as reported in 
view above shows the tool pushing a knee | hundreds of tests with different make cars, 
suspension forward late proper position. | he added. 














'S SEVERAL THINGS IN ONE—A service merchandiser which combines storage space, a 
work bench and an attractive selling feature for wheel alignment and frame straightening | 


departments has been announced by Bear Mfg. Co. of Rock Island, Ill. The unit, which is 
six feet high by ten feet wide and 20 inches deep, is of welded steel with bake-on white 
enamel and trimmed with chrome and stainless steel. Th cabinet features indirect lighting | 
with a plastic name plate on top. The work bench is of heavy plywood and masonite con- 
sruction to make it possible to mount a vise and other machines needed in the service 
of front ends, 


NEW FROM VAN NORMAN—Now in pro- | 


now be removed from motor endplates, and | 


accurately finished to accommodate precision | 


in column base. 
\ 


| THE HEILOADER — This hydraulic tailgate 
| lift, produced by Heil Co., Milwaukee, lifts 
2,000 pounds from ground to 50 inches, or any 
intermediate height, in 10. seconds, the com- 
pany states. The gate descends by gravity 


and stops automatically upon touching a plat- 
form, curb, or ground. There are no chains 
or protruding mechanisms on the simplified 
unit and full ground clearance is maintained 
because the entire installation is above the 


clearance point of the truck axle, it adds. 
* * * 





DEGREASER—The Chief twin-tank degreas- 
ing machine is an electrically heated, ther- 
mostat-controlied machine, providing a stain- 


degreasing, measuring 18 by 
inches, and a galvanized steel dip tank of 
same dimensions for flushing, dipping and 
soaking parts to be cleaned. It is made by 
Circo Products Co., Cleveland 
vapor tank takes five gallons of non-explosive 





vaporized by heat applied externally through 
220-volt electric heating elements. This hot 
vapor surrounds the work suspended in the 


to the bare metal of parts being cleaned, 


to the bottom of the tank. 
* * * 





HOT WEATHER ITEM—Associated Equip- | 
ment Corp., St. Louis 15, manufacturer of | 
Hartman battery chargers, has announced | 
the addition of a complete line of pedestal | 
and window type ‘'Fast-Cooler'' fans for 
dealer showrooms, service departments, job- | 
ber shops, offices and homes. Window fans | 
have protective grill on either side for com- | 
plete safety to pets and children's curious 
fingers. They have direct drive, three-speed | 
motor, |6-inch polished aluminum blades and 
are finished in green Hamerloid enamel. 
Both floor and counter type pedestal fans | 
have direct drive, three-speed motor, 18-inch | 
polished aluminum blades, welded cadmium 
plated wire guard and rigid double support 
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less steel hot vapor tank for automatic vapor | ing 
18 by 32, 


and non-flammable Per-Solv solvent which is | division. A complete 


| degreaser tank, penetrating grease and oil | 
i 


where it condenses and washes the soil down | 


| drawer 
Model 









CLARK FORK TRUCK —Smartly flowing 
lines and a number of chassis improvements 
| feature the redesigned Clark Trucloader, 
| fork-lift truck of 1,000 pounds capacity, ac- 
cording to J. H. W. Conklin, sales manager, 
industrial truck division of Clark Equipment 
Co., Battle Creek, Mich. The truck's gas tank 
is now attached to the rear of the frame 
and is partially enclosed by the counter- 
weight. The counterweight has been rede- 
signed to more rounded contour and addi- 
tional weight provides added stability. For 
easier, more comfortable operation § the 


leg and 


| provide more room; 
tions as on other Clark models. Floor plates 


can be easily removed and replaced, and 


hinged louvers on either side of the engine 
improved 


compartment make for accessi- 


bility. 








IN THE BUSINESS OFFICE—A portable 
| posting and figuring machine, designed to 
give smaller business organizations mechani- 
| cal bookkeeping advantages previously avail- 
| able only in much more expensive account- 
has announced by 


equipment, been 


Underwood Corp., New York |. In addition 
to posting of accounts receivable, accounts 
payable, general ledger, payroll and other 





records, this Underwood Sundstrand portable 


Il. The hot | posting machine can be used for problems 


| of addition, subtraction, multiplication and 
record and proof of 
all work is automatically printed to permit 


accurate checking of all figures. 
ak * 





‘CABINET OF 1,000 USES'—An all-stee!l 10- 
cabinet has been announced by 
Box & Cabinet Co., 205 W. Wacker 
Drive, Chicago. Drawers have adjustable di- 
viders which make from | to 12 compart- 


| ments. Drawer pulls are equipped with iden- 


tification card holders. Cabinets are em- 
bossed to permit stocking of several units. 
Construction is of heavy gauge steel, elec- | 


trically welded and finished in brown ham.- | 


merloid. Size is 16/4 inches wide, 8 inches 
tall, 10 inches deep, with a drawer depth 
of 1% inches. 


* * } 


| steering column has been moved forward to | 
lift and tilt | 
levers have been relocated in the same posi- | 
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PICNIC KIT—Aladdin outing kit for fisher- 
men, hunters, tourists and campers is being 
offered for resale by Contempo Luggage 
Co., 170 Fifth Ave., New York 10. These at- 
tractive and completely outfitted kits are 
being nationally advertised in May issues of 
* Saturday Evening Post and Holiday. Aladdin 
Kits are available in three sizes: two-party, 
four-party and six-party outfits. Each kit in 


| @ sanitary, rustproof and weatherproof alum- 
inum case, is equipped with plastic plates, 
stainless steel knives, forks, spoons and salt 
and pepper shakers. Each contains two vac- 
uum bottles. 





HERCULES LOAD-N-GATE—An entirely new 
type of power-operated tail gate is now being 
offered to truck owners by Hercules Steel 
Products Corp., Galion, O. It features twin 
hydraulic rams which are housed by the two 
lifting arms, equalizing hydraulic pressure, 
safety type controls, full accessibility of 
mechanism, relatively light weight and low 
price, according to the company. A survey 
among truck operators revealed the need for 
@ power-operated cargo-loading device which 
would handle single or accumulated loads up 
to 1,500 pounds. It was obvious from the re- 
port that individual packages or boxes weigh- 
ing 100 pounds or more should be loaded and 
unloaded by engine power instead of manual 
handling, Hercules adds. With these factors 
in view, Hercules’ engineers produced a 
power-operated tail gate which weighs but 
850 pounds, yet will handle 1,500 pounds. 

* * * 





AUSCO BUMPER JACK—Made by 
Specialties Mfg. Co., St. Joseph, Mich., the 
Saf-Lift provides a safe lift for all passenger 
cars because of its practical bipod construc- 


Auto 


tion. This double support assures a steady, 
firm, safe foundation by completely stabiliz- 
ing the car throughout the entire lifting 


range, the company states. 
* * - 






NEW KIND OF WAX APPLICATION—Wax-Plate is applied with a spray-gun under pres- 


sure of 40 to 60 pounds. It dries almost instantly, leavin 
merely flicked or dusted off the car. No rubbing or buffin 


pleted in as short a time as eight minutes. 


| Racine, Wis. 


a white surface powder which is 
‘ is necessary, the job is com- 
it is a product of S. Johnson & Co., 
(Continued on Page 42, Col, 1) 
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Universal Parts Offers 
Its New Catalog 


Universal Parts, Inc., 1523 S. 
Michigan Ave., Chicago 15, 
nourices a new catalog containing 
pages of illustrated parts complete- 








HOLDS LOADS—Ty-Down Co., a division 
of United Laboratories, Cleveland, has an- 
nounced the development of a completely 
new load-holding device. Ty-Down is packed 
complete and ready to use. No tools or 
assembly are required to place it in service, 
and it eliminates the hazards and trouble of 
fastening ropes to numerous points on the 
car. No baskets, racks or carrying cases are 
required. Will not mar the finish, the com- 


pany states. Takes less than a minute to put | 


in use and only a second to release. 


pON'T LET 


WITH THEIR TIRES 


an- | 


| ly described, all with current price, 
|car makers’ number, car applica- 
| tion and alphabetical listing. 


| * * * 


Goodrich Hose Catalog 


A catalog on its line of air hose 
| has been published by B. F. Good- 
rich Co., Akron. Copies are avail- 
able upon request. The catalog fea- 
tures the company’s Highflex 
brand, introduced recently, which | 
is said to be 50 percent lighter | 
than conventional air hose of the 
same working pressure. 

cg + e 


Weaver Catalog Contains 


Wheel Balancing Data 


A 12-page catalog containing | 
the latest information on Weaver 
wheel balancing equipment has | 
been announced by Weaver Mfg. 
Co., Springfield, Ill. 
The catalog covers Weaver's | 
line of dynamic wheel counter- | 
balancers, wheel testers, balance | 





weights and weight removing 
pliers. 


YOUR 


et caught with th 


cir tires down in @ 
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| the construction of the company 
|V_ belts. 





* * + 
‘Improved Air Circulator 


Offered by Baldor 


Baldor Electric Co., St. Louis, ar 
nounces development of an im- 
proved air circulator. The unit is 
available in floor column type, coun- 
ter column type or ceiling suspen- 
sion type. 

Each type consists of a 24-inch 
blade powered by a %-horsepower, 
two-speed motor, 1100/800 revolu- 
tions per minute. Further informa- 
tion can be obtained by writing the 
manufacturer for bulletin No. 334A. 


* 
it ih io oe tee ana a i. 7 ae. Ann Arbor, Mich., has added a new | 
oven to its line o ura-Bond an rake-Bond relining equipment. Model 8,000 oven bonds | HH D Sh k 
32 shoes per hour. It accommodates truck brake eavy- uty oc 


passenger-car brake linings to shoes at 


shoes through I6-inch diameter, making an ideal oven for jobber shoe exchange and brake 
| specialty shops, the manufacturer states. Robert Langford, president, points out that since 
many of the 1949 cars are originally equipped wit 
| drilled for rivets, it is generally conceded that bonded shoes and bonding equipment are 


See ee eee 
New Spray Compound 
Offered by DuBois 


DuBois Co., Cincinnati 3, has de- 
veloped Differentiated Klarifiant, 
described as a non-foaming water 
wash spray booth compound. 


Because of its non-foaming char- 


| acteristics, the company says high- 
‘er concentrations can be used 


CUSTOMERS GET CAUGHT 


DOW, 














Rough-Ride Absorber 


Offered by Monroe 
Monroe Auto Equipment Co. of 


brake linings bonded to shoes not 


ywhich in turn keep the ‘hydraulic Monroe, Mich., offers a new heavy- 


system of the spray booth abso-| duty 1%-inch shock absorber for 
lutely clean. extra heavy work. 


: * * The pressure chamber of 1% 
Goodrich Belt Catalog jinches provides approximately 
| A catalog section on its light- 


|double the cushioning capacity of 


: |the standard one-inch shock ab- 
oy e. “7 Rent Vg — | sorber unit recommended for heavy 
and is available upon request. The passenger cars, small trucks and 


catalog section describes in detail “pean traveling over rough 


This shock absorber was designed 
and engineered to provide firmer 


ride control, with constant effec- 
tiveness over longer periods of 
operation. 

+ * + 
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h der Quality— many years. y has been made of two completely redesigned 
— ike these over many, and re-engineered Arvin Duo-Fio car heaters 
d rtisements like by Phil C. Baker, sales manager of the Arvin 
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planned advancements in the location of 
doors and defroster outlets. Both models are 
finished in metallic gray lacquer with red 
door knobs, dash mounting, switch and name 
plate. Both of the new Arvin car heaters are 
easier to install and service, Baker pointed 
out, because of on compact design and 
ver 1 

pestnes batt : universal engine Sitings. 

Put them up front 
ond sell Spark Plug 
Tire Pumps for $5.00 


x 





SIMPLIFIED CHAIN GRAB—Designed to fit 
all types of conveyor chains, especially those 
for auto washes, this chain grab is said to 
provide automatic release without delicate 
springs to wear out. Priced at $30, it car 
ries an unconditional uarantee, according 
to the distributor, Earl Greiner, 1620 Madison 
Ave., Toledo. 

* * * 


Tire Changer Announced 
By Cincinnati Equipment 

Cincinnati Equipment Sales Co 
has announced its model “49” Hen 
derson modern tire changer, de 
signed to handle automobile tires 
of present cross-sectional diame- 
ters and any future tires with 
cross-sectional diameters as large 
|as 14% inches. 

Company spokesmen report that 
the “49” will handle tires for wheel 
| (Continued on Page 43, Col, 1) 
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manager of diversified products | 


New Products 


(Continued from Page 42) 


diameters from 12 to 17 inches 


and that its mounting table is de- 
signed to be self-cleaning. Hender- 
son tire changers in the field may | 
be modified to incorporate the fea- | 
tures of the new model by the ad- 


dition of a few parts, they said. 
* * a 





POWER TOOL KITS—A portable tool kit, 
line designed to end the cost of buying sepa- | 
rate tools to do different jobs has been an- | 


nounced by Porter-Cable Machine Co. of 
Syracuse, N.Y. The new line includes a home 
kit, a shop kit and a painter's kit. Each kit 
is built around Porter-Cable's Model D-6 
Guild Combo-Tool. The design of this tool 


makes it possible by means of attachments to | 
have many types of power tools from the | 


same basic unit. Specially developed acces- 


sories equip the Guild Combo-Tool to fill the | 


specialized needs of its particular kit. 
* * * 





DUAL WHEELS OFF AT ONCE—The twin- 
dolly drum safety jack removes dual wheels 
in one operation. It eliminates the use of 
greased plates and cumbersome dollies. The 
operator does not have to crawl under the 
bus or truck because the jack is spotted 
exactly under the spring pad when the dual 
wheels are driven onto the dollies. The jack 
is equipped with extensions for over-axle and 
under-axle spring suspensions. The twin-dolly 
model is recommended by the company for 
faster brake relining and wheel packing of 
dual wheels. The single dolly 1!2-ton model 
is recommended for tire changing. The 12- 
ton twin-dolly and single dolly models are 
now in production and are distributed by 
Cleveland Pneumatic Tool Co., Cleveland. 
Lighter models are planned for smalier 
trucks and passenger cars. 





WEATHER WING—It is designed to pro- 
tect driver and passengers from direct or 
reflected rays of the sun, discomfort of rain 
and window-fogging. Manufacturer is Calne- 


var Co., W. Washington Bivd., Los 
Angeles. The unit, according to Harold Plot- 
kin, vice-president, fits all makes of cars or 
trucks. It is quickly installed by hooking 
upper edge of Weather Wing plate over 
bead on top of car or truck door, which 
Provides a smooth, perfect fit. Although pro- 
viding protection from glare, field tests have 
Proved Weather King makes it possible to 
drive with windows down in pouring rain 
thus eliminating the danger of blind o1 
foggy windows in cold, wet weather, the 


company states. 
* * * 


Pouring Spout 


Abbott Industries Co., 170 Broad- 
way, New York 7, announces the 
addition of a new product to its 
line—a snap-on pouring spout with 
a feature said to permit it to be 
used on almost any size metal 
liquid pouring container, drum or 
glass jug. 

a ak ok 


Dry Chemical Extinguisher 
Added to Alfco Line 


American - LaFrance - Foamite 
Corp, Elmira, N. Y., has an- 
nounced the addition to its line 
of a new dry chemical fire extin- 





| guisher for use on B and C class| 
| fires. 


The extinguisher, using a non- 
toxic, non-conducting, non-corro- 
sive dry chemical which will not 
freeze, is recommended by Under- 
writers Laboratories for fighting 
flammable liquid and 
fires. 

* * * 


Edison Selector Chart 
Aids Battery Choice 


A new battery selector chart has 
been prepared and sent out to 
dealers by the automotive division 
of Thomas A. Edison, Inc., West 
Orange, N. J. 

The chart, painted in red, white, 
blue and black, fits Edison battery 
racks in dealer outlets, where it 
will be an easy reference in deter- 
mining the right battery for a spe- 
cific automotive power load. 

* + * 


Seiberling Rubber Issues 
Dual Purpose Catalog 


A new “dual purpose” merchan- 


electrical | 





| sales. 
£4 | ¥ * + 

Tractor Gear Lube 

| Pennsylvania Refining Co. has 
|announced the packaging of Penn 
|Drake tractor gear lubricant in 
|one- and two-gallon litho cans to 
| facilitate its use by consumers and 
| its sale by dealers. Results of mar- 
CENTER CUT BOLT CUTTER—The cutting | ket research indicate that tractor 


of case hardened bolts, skid chain cross links | owners prefer using small packages 


and sheet metal screws in automotive main- ; ‘ 

| tenance work has long played "hob" with the lof gear lubricant. Contamination 
| jaws of conventional bolt cutters, according 
to Manco Mfg. Co., Bradley, Ill. To lick this 
problem, Manco has designed the new spe- 
cial center cut bolt cutter with chisel type 
jaws. The jaws are of forged tool steel, spe- 
cially heat treated for this type of work. 
| Through compound leverage, the tool affords 
| two tons’ cutting power at the jaws with 50 
| Someee pressure at the handles, the company 
states. 





tainers has been eliminated by the 
new packages, it is said. Write 
Pennsylvania Refining Co., 2686 
Lisbon Rd. Cleveland 4, for full 
information. 

* * * 


Curb-Signal Co. Offers 


dise catalog, showing all lines of | Vibrating Warning Device 
j automobile and truck accessories,| Curb-Signal Co. 3648 Euclid Ave., 
lawn and garden supplies, and | Cleveland, reports it is releasing to 
wheel goods sold by Seiberling|the automotive field a newly - im- 
| Rubber Co., through its diversified | proved curb signal that expedites 
| products department, has been is-| C4 Parking. The company says the 
‘sued by the company. signal accurately gauges the dis- 
tance between a curb and the park- 
The book serves as a wholesale | ing car, 
listing for dealer purchasing, and) when a driver parks his car, the 
as a retail selling catalog which/| signal upon contact with curb, it is 
will be revised periodically, accord-| claimed, sets up vibrating, resonat- 











ing to J. A. Fouche, the company’s ' ing sounds that are audible within 


that usually occurs in open-top con- | 
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HAS SLIDING SHELF—A new type parts 
bin with sliding shelves has recently been 
developed by Hope Metal Products, Inc., 
Cleveland. Purpose of the sliding shelf is to 
rovide greater bin flexibility and faster 
andiing and storing of automotive parts, 
tool room peenes and similar stored items. 
With the sli ing shelf, it's not necessary to 
remove and re-insert nuts and bolts used to 
hold conventional shelving in place. 





i the car, and warns the driver of 


the distance between curb and car. 
* + + 


Richmont Offers Analyzer 


For Powered Torque Tools 


Richmont, Inc., 2810 E. 11th St., 
Los Angeles 23, announces the 
Livermont Analyzer, a testing de- 
vice for checking the tightening 
capacity, range and adjustment of 
powered torque tools. 


Previous attempts to develop 
(Continued on Page 44, Col. 1) 


Manzel Tools and Shop Equipment are “born” in service 


@ Every special Manzel tool is designed from actual shop experience... and 


tested in daily service station work. 


You get not only special alloy, fine quality tools when you buy Manzel, 


but you likewise benefit from the complete service station planning exper- 


ience which Manzel offers. Write for our complete catalog, 


Cranes; Battery Chargers; Engine Ana- 
lyzers; Wheel Balancers; Tire Changers; 
Paint and Spray Equipment; Body 
Tools; Fender Bumping Tools; factory 
designed and tested Front and Rear 
Axle Tools, Transmission and Clutch 
Tools, Engine Tools... EVERYTHING. 
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KNU-BONDER—Is manufactured by Lapeer 


|such an instrument have been un- 
successful, the company says, due 
| primarily to the impact and vio- 
|lence involved. Richmont officials 
claim the Livermont analyzer for 


_ AUTOMOTIVE 


| powered torque tools is the solu-| 


| tion to this problem. 
| * * * 


Industrial Products Offers 


‘New Twist’ Pliers 


Industrial Products Co., 2820 N. 
4th St., Philadelphia, announces its 
New Twist pliers, describing it as 
a tool “with new angles of service.” 

According to the company, the 
pliers are practical for holding as- 


Mig. Co. of Lapeer, Mich. Weighs pounds | sembly parts, positioning and hold- 
an y I, 


occupies a space only !'/, inches 
on @ table, yet will bond four shoes simul- 
taneously. It can be supplied for 9, 10, II 
or 12-inch shoes, all of the same size, or in 
any combination of sizes which will best 
meet the user's needs. With the machine, 45 
sizes of brake linings will serve over 90 
percent of all passenger cars, the company 
states. Thermostat-controlled electric heaters 
supply the uniform 400 to 500 degrees F. 
heat necessary for perfect — Spring 
straps, with follow-up springs and special 
Knu-Vise clamps apply extremely high pres- 
= to the entire brake shoe surface, it 
adds. 


SM 


10 


Your lube department will sparkle with “come in appeal”... when 
you equip with ARO DeLuxe Lubricators! ARO’s beauty styling 
impresses Customers ... brings them in again and again for lubrica- 
tion and other profitable services. ARO p 

right...top speed... oe efficiency. Whatever your requirements 
—for smallest to largest lu 


thing you need from specialized guns and overhead reels to cabinet 
units and complete accesso 
able, See your Aro Jobber. 
Corporation, Bryan, Ohio. 






ing nails, screws, bolts and nuts, | 


pulling and placing cotter pins, or 
for jobs in inaccessible places. 
* * * 


New Display Merchandiser 


For Arrow Generators 


Arrow Armatures Co., 15 Ford- 
ham Rd., Boston 34, has introduced 
a handy new display merchandiser 


ART NEW 


DELUXE 


be service department—ARO 
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erformance does the work 
has every- 


equipment. Precision-built ...depend- 
rite for literature. The Aro Equipment 


LUBRICATING EQUIPMENT 


ALSO...AIR TOOLS...HYDRAULIC EQUIPMENT 
AIRCRAFT PRODUCTS ... GREASE FITTINGS 
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i 
LATEST FROM BINKS—For the auto repair | 
shop, garage, and refinisher, the new Binks | 
DP portable paint spray unit offers one-horse- 
power performance from a one-third horse- 
power compressor. The DP (direct-drive 
piston) is compact and powerful, the com- | 
pany states. It fits in ideally on small re- 
finishing or maintenance jobs where the use 
of larger equipment may be impractical. 
Also, showroom decorating and upholstery 
mothproofing are easily accomplished by the 
new DP unit, according to Binks Mfg. Co 
Chicago 12. 


“| 


sales-booster is an olive green steel | 
cabinet 36 by 42 by 12 inches and 
is designed to aid service station 
operators and garage owners by 
promoting the sale of Arrow gen- 
erators. 


Cabinet contains 30 generators 





for Arrow generators. This new! for Ford, Chevrolet and Plymouth 


LUBRICATORS 


Convenient 
| cation of 
ice Assembly 
back 


---for easy 
Operation of 
gearlubricator. 


on 
cabinet . 


stantly ready 


of use. 





Two-Way. Flushing Action 
with ARO VISI-FLUSHER 
—ideal for servicing gears 
..- helps you sell more gear 
lube! Uses single hose. 
Pressure-Vacuum Control 
Valve creates a vacuum for 
drawing fluids into, or 
pressure for expelling fluids 
from the spherical con- 
tainer. Nozzle reaches re- 
mote points in gear case. 


¥ 





and fits in a minimum of space, 
yet affords a maximum of selling 
value, the company claims. 

* + * 


Supersite Announces 


Rear-View Mirror 


Supersite Corp., 384 Canal Place, 
New York 51, has announced a 
rear-view mirror which can be in- 
stalled on practically any part of 
a car—on both left and right side. 

The Perma-Vue is a screw-on 
type mirror which has been de- 
signed so that it can be placed 
wherever the motorist desires—on 
door, cowl, hood or fender. Made of 
brass and stainless steel throughout 
and heavily chrome-plated, it is 
furnished with non-glare mirror 
glass, unless clear glass is request- 
ed. The manufacturer guarantees 
the mirror unconditionally. 

* * * 


Cylinder Carriers Offered 


For Welding Service 

Syracuse Alloy Metals Corp., 116 
S. Salina St., Syracuse 2, announces 
its new line of Samco cylinder car- 
riers for welding service. 


The entire line is of welded con- | 


struction throughout, and balanced 
scientifically for safe rolling when 
loaded. Tanks are arranged in tan- 
dem allowing the truck to store in 
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GET SET FOR SPRINGTIME 
DRAIN-FLUSH PROFITS! 
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|}small space. Platform plates ar 
electrically welded to the lip of 
truck and allow for carrying ca 
|pacity beyond requirements. Th 
|truck frame is of heavy wall ste« 


|tubing, contoured for nonslip grip 
a * * 








| ELIMINATES PASSING DANGERS — That's 
the claim for this two-mirror device recently 
introduced to the automotive field. The 
Passing Eye enables drivers to ‘‘see around” 
the vehicle directly ahead, the maker states 
Notice that although the driver's view of the 
oncoming lane of traffic is completely ob- 
structed by the truck in front of him, the 
outside mirror of the ‘eye’ has picked up 
| the picture of an approaching car and trans- 
| ferred it to the second mirror where it can 
| easily be seen by the driver. According to 
| the manufacturer, the device, which fits ali 
| makes of cars, can be clamped to the top 
of the driver's door in 60 seconds. Manufac- 
Kenosha, Wis 


| turer is Passing Eye, Inc., 





ANOTHER KRAZY DIP—The equipment divi- 
sion of Magnus Chemical Co., Garwood, 
N.J., has announced an addition to its line 
of cold parts cleaning machines—the Magnus 
Krazy Dip Senior. It is especially designed 
for automotive, airmotive, railroad and ma- 
rine overhaul and rebuilding shops where the 
volume of parts to be cleaned does not war- 
rant the installation of expensive, fully auto- 
matic cleaning equipment. It is air powered, 
not air agitated. echanical agitation, the 
| fastest and most thorough batch cleaning 
technique yet developed, moves the parts in 
the cleaning solution 160 times per minute, 
the —— states. This vigorous agitation 
forces the flowing solution into all deeply 
recessed and hidden areas, thus all dirty de- 
posits are ‘sheared’ from all surfaces, it 
adds. There are no heating devices, electric 
motors, speed reducers, belts or eccentrics. 


. * . 





| ALL-PURPOSE SERVICE BODY—It fs manu- 
| factured by McCabe-Powers Auto Body Co., 
| St. Louis. The Service-Master provides facili- 
ties to literally ca a complete workshop to 
the job site. Weathertight compartments on 
either side of the body are fitted with 
shelves, trays, and parts bins and may be 
individually locked, the company states. To 

rmit versatile arrangement, the shelves and 
in partitions may be adjusted or removed. 
The body loading space has a one-piece 
ribbed steel floor and is greater in area 
than the standard pickup body, It adds 
Service-Master is 48!/, inches wide inside and 
is available for mounting on '/2-ton, %4-ton 
and I-ton chassis. 





TRAVELIER—Is designed to eliminate a!! 
wind resistance and annoying wind whistlo 
By simple, fast adjustment it can be made 
longer or shorter, wider or narrower; thus it 
| will fit any make, any model. There are no 
rubber suction cups or other holding devices 
| to mar the finish of the car; the Travelier 
simply mounts onto the strongest part of the 
| top—the rain channel, the company says. 
| Nothing touches the top of the car. It is 
clamped at only four ints with a special 
clamping device. Manufacturer is Cedar Ray 
Corp., 529 S. Seventh St., _ Minneapolis. 


Improved Tractor Battery 


Announced by Willard 


A new battery, designed for farm 
and general purpose tractors, has 
been developed by Willard Storag< 
Battery Co., G. A. Borchik, man 

(Continued on Page 45, Col. 1) 
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) OF |lighter socket. 
oq e WwW p ro uU cts When the light’s case is wid) 
The |it serves as a supporting base while 
tec the lamp itself acts as a floodlight. | 
srip Cs ee: Oar we When closed, the light can be used | 
ager of replacement sales, an-| ministrative and clerical work, Poe . es * * | 
nounced in Cleveland. Black said. ° ° 
To withstand vibration from ee Klip-O-Matic Introduces 
; rough terrain, Borchik said the |New Trim Repair Kit | 
; battery incorporates a new plate| le : 
anchor, new rubber insulator, an oe Sa teaecinentl co aor Med 
gee | O-Matic Klip-Kit with 2,000 pieces 
: | for making Molding Klips and 
T-Bolts which, it is claimed, fit | 
; cose | almost any make, model or year 
- | car. BATTERY TERMINAL CLAMP—ZAM cable 
| iti ippi action, bu 
. | Klip-Kit sells for $29.50 ($29.25| Spens instantly and easily when the lever i 
i d to th tical iti ing to 
x | weak of the Rockies) and has been Shilma Sales “end Enalosoring Go., Delvelt 24. 
; THE "SIDEWAY'—A new type of foot-oper- | designed, according to the ee er ee nae oa 
x ated chassis jack that works from the side of | pany, to reduce time required look-| power are described in a new 16- 
: | pany, P 
nen “Woiks "Go 91 °C. sist St. beookiyn, | ing through parts files for special | page bulletin released by the com- 
i . |N. Y. The manufacturers claim the 'Sideway" | molding fasteners. Replacements | pany. In addition to a complete 
FOR REAR VIEW—Measuring 2% by 10 ADAPTER PLATE—Tested "ot fi; . : : 7 cs 
fhat's inches, the Nu Look mirror covers the entire | engines, _the new universal adapter plate for = pe ng Bl lon peel at on ae |are available in packages from job-|line of standard, open-type syn- 
oan rear view of 1949 cars, according to Markay| "All Point’ engine stands will handle all | +, 4 high point of 19 inches bers, or the Klip-O-Matic Co., 47|chronous motors, Allis-Chalmers is 
The Sales Co., 10 E. Canfield Ave., Detroit |.) popular car, truck and tractor engines up _ << = | Whalley A N H ’ o rs, 
und” Equipped with a universal bolting attach-| to 1,000 pounds, according to the manufac- alley Ave,, Ne aven. equipped to build motors with spe- 
fates ment, the mirror is claimed to fit 95 percent | turer, the Montague Equipment Co., Troy, O. Ready Ray Trouble Lamp ¢ ¢ e cial features to satisfy many serv- 
f the of cars now in use. Constructed from heavy gauge steel, it is | - | ice requirements Copies of “Allis. 
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e | ing points. ‘our radial arms can be a 4 ee 
a moved as well as the spacers. spaeee in the| BMC Mfg. Corp., 5-9 Griswold St.,| Operating advantages and con-|Bracket-Bearing Type AB,” Bulle- 
can | snately Soon laahen ont "ween “opened to Binghamton, N. Y., announces its | struction features of Allis-Chaimers|tin 05B6112A, are available upon 
g to the mania the circle is approximately) new trouble light, the Ready Ray. | bracket-bearing synchronous mo-|request from Allis-Chalmers Mfg. 
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divi- FOR A SHINY JOB—Moto-Glaze with | 
food, Spray-Foamatic, the auto cleaning unit, now | 
line being offered automotive servicemen free on 
gnus lend-lease by Moto Sway Corp., South Pasa- | 
gned dena, Calif. Unit combines simplicity, versa- 
ma- tility, economy, performs wash and glaze 
» the jobs in less than one hour, cleans engines, 
war- chassis, radiators, heaters and upholstery as 
puto- well, the company states. It can also be pur- 
ered, chased outright. | 
the * * * | 
ning 
ts in 
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THE SAV-UR-LIFE LIGHT—Manufactured by 
Alden Products, Brockton 64, Mass., it is a 
tire changing light which provides a red 
flashing signal on one side of the top and 
white work light from the other. Plugs into 
the cigar lighter and can also be used as 





Eve, a car ventilator window drain that 
| makes rainy weather driving safer and more 
| comfortable, has been placed on the market 
by Manufacturers’ Products Co., 6432 Cass 
Ave., Detroit 2. It affords greater protection 
for car interior trim, for upholstery, and 
clothing by keeping rain from dripping and 
| splashing inside the car. Yet the car ventila- 
tor windows can be swung open to permit 
| entry of fresh air. Rain-Eves thus help keep 
| windshields clear of fog and add a safety 
| factor to rainy weather driving, the com- | 
pany states. 
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MODERN SERVICE SETUP 





The trim exterior of the new Mark Leach 
premises in Detroit is matched inside by 
Grover System Central Control 





Co., reading light in th . 4 ipped with | e e d Se e 
et a 17-foot ‘Gerd that toes into t Sh. | You Eliminate rrors eee pee rvice 
3 on +. * *# | . 
with Black Arrow Producin M $ t $ 0 de K 3 bs M 

"e ES 6 | aintain Order...Keep Jobs Moving 
+ In New Maryland Plant | ‘ . 
ved. The Black Arrow lines of paint § t C t \ p fits 
— Spray equipment and “Millburn”! FOR SMALL PARTS—équipto division of ad 1s US omers... ncrease ro I 
dds ; Oxy-Acetylene welding and cutting aoe ae ©. Asrere,, Mt. ennounees 

and apparatus are now being produced te Ge ee a CenEee ; - 

4-ton at the Black Mfg. Co.’s newly-con-| ete. they cen St tea ata In the average service operation Your problems, too, can be success- 





we 


structed plant here, according to 
S. Duncan Black jr., president. 
Utilizing modern construction and 
layout, the new factory’s greater 
space and expanded facilities meet 
growing production needs, while the 
Spacious office section allows effi- 
cient handling of increased ad- 


back-to-back, or stacked on top of each | 
other. Equipto model I! has 18 drawers, 
each with three cross dividers, giving 72 
adjustable compartments. Overall size is 34| 
by 133%4 by 12 inches. Drawer size is 11% by 
5% by 3% inches. Equipto model 8 has eight | 
drawers, each with two cross dividers, giving | 
24 adjustable compartments. Overall size is | 
25, by 10 by 12 inches. Drawer size is the | 
same. 
* * 


Oo 
Armor Products Offers 


| Battery Cable Tool | 


A tool for removing cables from 
automobile batteries has been put 
on the market by Armor Products | 
Co., 9253 Nicollet Ave., Minneapolis. | 

The Kab-L-Lifter is claimed to| 
speed battery servicing at filling | 








there are usually about a dozen 
specialized operating units such as: 
parts storage, parts sales, paint shop, 
body shop, wash rack, cashier, etc. 
To correlate the work of all depart- 
ments, to keep jobs moving, to 
prevent duplication of effort, to 
provide instant, dependable, error- 
less communication between de- 
partments, GROVER has developed 
many applications of its Pneumatic 
Dispatch Equipment. 










fully solved by GROVER. We will 
gladly and promptly furnish data, 
a survey of your premises, an esti- 
mate—and with no obligation to 
you. Literature concerning auto- 
motive service department installa- 
tions will be sent free on request. 
We believe this type of Centralized 
Control will save you time and 
money. Write Grover Company, 
25515 W. 8 Mile Road, Detroit 19, 
Michigan. 
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ees Plasti-Kote Announces 
os New Spray Product 
Mle Sprazit, a line of six self-spray 
Ray SOLDERING PLIERS—Electric soldering| Products, has been introduced by | 
hy Craploving the current-resistonce prin- | Plasti-Kote, Inc., Cleveland, manu- 
e have been placed on the market by i . ; 
Durst Mfg. Co., 11110 Cumpston St., North re ed of paint and specialty 
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PISS 20% 


braze small metal parts, the company said. 


furniture wax. 
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neapolis-St. Paul branch, according | ~~ 


Auto Personnel 


been named treasurer and elected 





Three Executives Promoted 
At Monmouth Products 


Advancement of three executives 
at Monmouth Products Co., 
Carnegie Ave., Cleveland, is an- 


nounced by Ernest L. Davis, presi- | 


dent. 
G. M. Salzman moves from manu- 
facturing vice-president to execu- 


tive vice-president. He has been at | 
Monmouth since 1923. Raymond Z. | 


Oswald advances from sales man- 
ager to sales vice-president. G. P. 
Rouge, comptroller, becomes treas- 
urer and retains the position of 
comptroller. 

* * + 


Stewart Elected President 


At Leece-Neville Co. 

S. Floyd Stewart, formerly exec- 
utive vice-president of Leece-Ne- 
ville Co. since August, 1946, has 


been elected president of the or- 
ganization. He succeeds the 
B. M. Leece. 

Charles S. Cook, for eight years| 
assistant to the president, 
elected a vice-president. 


late 


He had 
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pistons, cylinder 
valves, 


chassis parts! 
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SEALED POWER DELIVERS: 


The best dealer franchise - 
The strongest national ad- 


help + Profit-saving inven- 
tory control + All backed by 


the best line of piston rings, 


water pumps, 


|to the board Dec. 1948. 
+ 


A: 


10, 
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| Brown at Dearborn Motors 
As Business Manager 


| staff of Dearborn Motors Corp., 
| Detroit, as business manager. He 
| replaces E. J. McMahon, who has 
been appointed controller of Wood 
Bros., Inc., Dearborn Motors sub- 
sidiary at Des Moines. 

Brown has had a varied experi- 
ence in business management, es- 
pecially with ‘the financial and 


|overall business operations of dis- 
|tributor and dealer organizations. 


Prior to joining Dearborn Motors, 
was associated with Motor 
Products Corp., Detroit, for six 


years, and before that, with B. F. GC 


Goodrich Co. for 10 years. 


* * * 
General Names Carragher 


To Truck Tire Sales Post 
Harry A. Carragher has been ap- 


was | pointed truck tire sales manager of | 
General Tire & Rubber Co.'s Min- | 





technical 





sleeves, 


and 


to L. A. McQueen, sales vice-presi- 


| dent. 


Carragher will cover Minnesota, 
North Dakota, South Dakota, west- 
ern Wisconsin, northern Iowa and 
northeastern Nebraska in his new 
assignment. During World War II, 
Carragher served as administrative 
assistant of the rubber conserva- 


Robert J. Brown has joined the tion division of Rubber Develop- 


ment Corp. 
* + + 


Studebaker Promotes Knoll 


To Texas District Post 


J. C. Knoll has been promoted 
from car distributor 
manager in the Dallas region of 
Studebaker Corp. 

Knoll will make his headquarters 
in Abilene. His territory includes 
central and north Texas and the 


|northeast part of the Panhandle. 

















* * * 
E’s Lamp Division Opens 
Detroit Sales District 
Creation of a new sales district 
for General Electric’s Lamp de- 
partment is announced by Fred 
F. Harroff, general manager of 


the department. The district, to 
be known as the Motor City sales 


quart of oil!”’ . 


the country. 


Michigan. 


Collier's 

Popular Mechanics 
Country Gentleman 
Successful Farming 
Progressive Farmer 


to district | 


ZA SINGLE-SLOT SPRING 


NATIONALLY ADVERTISED IN: 
Saturday Evening Post 
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DAYTON TRACES COLD RUBBER 


tire treads was the subject of a sales meeting in Trenton, N. 
Teaten area was held under the auspices of Fineburgs', 


300 tire dealers in the 


Dayton tire distributor for that area. E. H. 


the two-hour meeting, which was illustrated b 


Sweeney, Fineburgs' tire sales manager; Sam 
H. D. Arrup, territory manager for Dayton. 


sales manager, Dayton Rubber; 
district, will have its headquar- 
ters in Detroit. 

It will be headed by John W. 
Fleischer, now assistant manager 


Read what NEW YORK says about 


MD-50 STEEL OIL RING 
The only ring with the FULL-FLOW SPRING 


"We put in a set of Sealed Power Rings with the 
new Full-Flow Spring. We were skeptical because 
the engine was so free and easy to start. Owner 
reports he is using one quart of oil every 2000 
miles. We are convinced the MD-50 Ring with the 
Full-Flow Spring does a much better job of oil 
control because of its greater flexibility."’ 


Rudy's Auto Service 
Buffalo, New York 


SEALED POWER DOES BEST JOB 


In a year and a half the amazing MD-50 Steel Oil 
Ring has hung up performance records never 
equalled by any other ring! 
. "Motor never tightened.”. . . 
"15,000 to 25,000 more miles per ring job!"’ 
These are typical reports from mechanics all over 


"2500 miles per 


EXCLUSIVE ADVANTAGES INCLUDE: 
TWICE AS MANY SLOTS 


A a. 


Sesewae 


= 





CURVES ee 
instead of HUMPS nA A. A_A 
for POSITIVE PRESSURE 


GREATER BEARING AREA 
FOR LONGER LIFE 





For easier installation, better results, happier 
owners, sell the Sealed Power MD-50 Steel Oil 
Ring—the ring that SAVES OIL, SAVES GAS, 
SEALS POWER! Talk to your Sealed Power Dis- 
tributor! Sealed Power Corporation, Muskegon, 
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DEVELOPMENT—A complete history and development 
of cold rubber and the part Dayton Rubber Co. played in pioneering its use in passenger 


J. A capacity gathering of 
a long-time 
sales manager of Dayton, conducted 
Left to right: Bernard E 
E. H. Holmen, 


Holmen, 
movies and slides. 
ineburg, president, Fineburgs'; 





of the Michigan sales district, 
and will begin operations June 1. 
The district will be responsible 
for the sale of miniature, auto- 


-| motive, sealed beam and specialty 


types in its area, which includes 

Detroit, Flint, Lansing, Pontiac, 

Bay City, Saginaw and Dearborn. 
* * 


Orr Elected Director 


At Universal Products 


| H. B. Orr has been elected to the 
| board of directors of Universal 
| Products Co. Orr is also sales vice- 
| president of the firm. 

Orr joined Universal in 1939 as 
its sales head. Previously he was 
associated with Chrysler Corp. as 
|general manager of its Airtemp 
| division. 
| 





+ + * 
Gear Engineer Opens 


Lafayette (Ind.) Office 

F. H. Boor announces the open- 
ing of a gear engineering office in 
Lafayette, Ind. Boor was formerly 
chief engineer of Fairfield Mfg. Co. 

Boor is a graduate of Purdue 
university, having completed his 
engineering degree in 1925. He also 
is a member of the SAE and a reg- 
— engineer in Indiana. 





+ * * 


_Auto-Lite Head Presented 
|Army’s Top Civilian Award 


Royce G. Martin, board chair- 
man and president of Electric 
|Auto-Lite Co., 
|was given the 
Army’s highest 


civilian award at 
Army day cere- 
|monies in Toledo. 
| A citation and 
| certificate of ap- 
preciation for his 
services in estab- 
|lishing the  na- 
|tion’s first tank 
|depot was pre- 
| sented Martin by 
Lt. Gen. Manton S. Eddy. 
* + a 


|MEWA Publicity Post 

Is Awarded Dietrich 

| Carl B. Dietrich of Chicago, for- 
|merly advertising manager of the 
|Wagner Electric Corp. and more 
recently sales promotion manager 
of the Accurate Parts Mfg. Co., 
| has been appointed to the Motor 
| and Equipment Wholesalers Assn. 
| staff in charge of publicity, mem- 
|bership, analysis of wholesaler 
| problems, market research and re- 
|lated association activities. 
| Dietrich, who has been in the 
|after-market industry nearly 25 





Martin 


Royce G. 


- |years, got his association experi- 


j}ence while serving as committee 
|chairman, director and officer of 
the Automotive Advertisers Coun- 
cil, the Industrial Marketing Coun- 
cil of St. Louis and chairman of 
an Automotive Service Industries’ 


show committee. 
* * 


Tredinnick Is Bliss V.P. 


J. H. Tredinnick has been named 
| vice-president of E. W. Bliss Co., 
| Toledo. Tredinnick has been man- 
| ager since 1935 of the Bliss Hast- 
| ings, Mich., plant. 


| x 
i 


Oil Firm Seledanion 

| National Motor Bearing Co., Red- 
wood City, Calif.. and Van Wert, 
O., announces appointment of 
James W. Root and Charles D. 
| Shick as direct salesmen for Na- 
‘tional oil seals. 
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Backshop... 


(Continued from Page 32) 


liberally and well supported by 
most Chrysler-product dealers. 
The number who didn’t wave 
their hands in the air made me 
wonder if here, too, wasn’t a place 
where something could be done. 
Maybe these boys who have be- 
come service managers feel that 
they are now above having to take 
mechanic-training programs. Pos- 
sibly the factories are missing a 
bet here in not making up a spe- 
cial “managers” school program. 
It’s a lead pipe cinch that at 
least as many service managers— 
who should be better trained and 
must handle a job with more an- 





gles than any other man in a re- 
tail dealership, excepting possibly 
the dealer himself—haven’t oper- 
ated under competitive conditions, 
at least as the “boss man.” 

Maybe a lot of the ills which 
are responsible for much of our 
current service department bad 
public relations, stem from the 
fact that these boys don’t know 
all phases of their job as well as 
they might and, while they may 
be more than fair mechanics, they | 
don’t understand the basic angles | 
of good selling, aren’t as good 
managers as they might be—in | 
fact, they may not be even con-| 
fident enough in their own ability | 
to handle the job they are in and 
“rough up” the customers as a/| 
defensive mechanism to hide their 
own lack of knowledge. 

The factories have a great re- 
sponsibility for training, and it 
doesn’t all rest with training deal- | 
ers’ men. While there is little sub- 
stitute for experience, much can 
be done to take the “Little Napo- | 
leon” ideas out of the factory road 
men and give them a much better | 
picture of what this market is all | 
about, to the end that they could | 
counsel with the dealers who want 
to “play ball” instead of having 
the dealers get an idea that the 
present heads of the factory sales 
and service departments don’t care 
what happens to them. And they 
can go further, too, in dignifying | 
the jobs of some dealer’s men who | 
need training in their expanded 
jobs badly. 

+ * * 
T\ESPITE the fact that the an- 
nual winter “tear-yourself- | 
apart” circuit closed with the} 


Service Hints 


A page of briefs from the April 
(1949) Chek-Chart Service Bulle- 
tin: 

Chrysler Corp. has recommended 
the use of SAE 30 motor oil for 
the crankcase of all its new cars 


in temperatures above 32 degrees. 
oe 


Check Mechanism 


Plymouth’s_ electric- hydraulic | 
mechanism for its new convert- 
ibles, located on the right side of | 
the luggage compartment, should | 
be checked every 10,000 miles | 
and hydraulic brake fluid added | 
if necessary. 

* * + | 
Block for Willys 


A four-inch block of wood under | 
the front spring to provide extra 
height must be used when lifting 
the Willys on a “free-wheel” type 
hoist. 

The knee-action permits the} 
wheels and tie rod to fall when | 
the car is lifted, and the extra| 
height is necessary to keep the tie 
- from hitting the frame of the 

:. 





5 * s 


Packard’s Joints 


Several thousand of the new 
(Series 22) Packards were equip- 
ped with Spicer universal joints, 
which require lubrication every 
1,000 miles. The change from the 
Mechanics universal joints was 
Only temporary. 

a. & 


Truck Door Rollers 


Truck body manufacturers report | 
& neglect of door roller lubrica- | 
tion. The ball bearing roller should | 
receive a few drops of oil when-| 
ever the truck is lubricated. Other | 
types of rollers can be protected | 
by wiping a little chassis lubricant | 
on the roller shaft. | 


NADA convention last January, I 
seem to be “on the horse” just 
as much as I was during the win- 
ter. A week ago I went to Chicago 
to sit in with approximately 150 
Dodge service managers and their 
assistants in the annual monthly 
meeting of the Chicago Dodge 
Servicemen’s club and had a 
chance to chew the fat with a lot 
of the boys who keep Dodge and 
Plymouth on the street in Cook 
county. 

Just before that I had been drag- 
ged down to Bridgeport, Conn., to 
“see a plant” and look over the 
new line of Metro-Harvester door- 
to-door delivery units. And I want 
to go on record that I have never 
seen workmen hitting the ball on 
the job the way those boys who 
turn out the Metro bodies do. 
George E. Houghton, the general 
manager of this plant, which has 
just finished a half million dollar 
expansion program, put in an in- 
centive system that is working like 
a charm. 

As a result of working with the 
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| Faster Turnout 
New Paint Line Installed 


By Van Etta Shop 


SAN FRANCISCO. — Van Etta 
Motors (Lincoln-Mercury), here, re- 
cently has increased its refinishing 
jobs by 100 a month. This is made 
possible by use of a line of factory- 
packaged lacquer colors, main- 
tained in convenient, accessible 
steel cabinets, Edward E. Lowery, 
president of Van Etta Motors, has 
reported. 

Under the new setup, factory- 
packaged Lincoln and Mercury col- 
ors, covering all models from 1939 
to 1949, are arranged numerically 
in the cabinets, and are within easy 
reach as spot repair jobs enter the 
shop. 

Addition of the new paint line 
into the service setup of the com- 
pany resulted from a survey of 
departments early last year, reveal- 
ing the need for faster, more effi- 
cient and more economical methods. 


Smith Motor Sales 


Smith Motor Sales, Marion, O., 
has been incorporated with $20,000 
capital. Incorporators are Francis 
G. Smith, Emily R. Smith and W. 
D. Moore. 


GRAND OPENING—A street parade, band music, open house and introduction of per- 
sonnel to visitors heralded the opening of the modernized Chief Motor Co., Pawhuska 
(Okla.) Pontiac dealership. 





manage the 
Metro plant. 
Shown at the 40th anniversary 
celebration was a line of passen- 
ger carriers built out of the Metro 
basic body—buses that will carry 
as many as 12 adults or 16 children 


—a type of carrier that is being 
(See BACKSHOP, Page 49, Col. 1) 


men on production increases, recently acquired 
Houghton has been able to mate- 
rially increase output without add- 
ing much to floor space or to ma- 
chine equipment. Incidentally, 
Houghton, I understand, was in the 
sales end of Harvester before he 
was sent down to Bridgeport to 
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YOU CAN SELL 


flier, 


PENNSYLVANIA OIL 


This year 90,000,000 advertising 
messages like this will tell the readers 
of Saturday Evening Post, Life, 
Holiday, Country Gentleman and 
Progressive Farmer why 100% pure 
Pennsylvania oil is the finest motor 
oil they can buy. 


Hundreds of car and truck owners 
who will read these ads will be people 
who live and buy in your own com- 
munity—YOU CAN SELL THEM IF 
YOU TELL THEM. 


Sell them by letting them know you 
handle 100% pure Pennsylvania oil. 


Sell them by telling them Penn- 
sylvania Motor Oil is preferred by 
automotive engineers (for use in their 
own cars) 2% to 1 over any other 
motor oil. 


Sell them by a display of your Penn- 
— sylvania oil. 

Sell them by telling them that there is 
no finer oil in all the world than oil 
from the oil fields of the Pennsylvania 
Grade Region. 


Se 
100” 


ae 
ENNSYLVANIA 





Ne m8 / 


E TS 3 


Corvenga! 1907 05 4 OF Plamsriveme Chast CRORE On AsseCuTOR 
Venmemaas MEGSIERED OS POTEmT epriCE 





For your protection, only oils made 
from 100% Pure Pennsylvania 
Grade Crude which meet our rigid 
quality requirements are entitled to 
carry this emblem, the registered 
badge of source, quality and 
membership in our Association. 





Oil City, Pennsylvania 
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N.Y. Eyes Traffic Relief 


New Union Motor Truck Terminal Slated to Bring 
Manhattan Multitude of Economies 


NEW YORK —A union motor | road tractor-trailers entering Man- 
truck terminal now being con-|hattan by way of the Holland tun- 
structed in Manhattan by the Port | nel. Freight loads will be discharged 
of New York Authority will con- | there and reassembled for transpor- 
tribute to city-wide relief from traf- tation to destinations in fleets of 
fic congestion, it was predicted by | “Mosquito” trucks. 

Nathan Cherniack, economist of the “Instead of meandering around 
authority, in an address at the an-|on city streets all over town for 
nual convention of the Greater New |individual deliveries, these big 
York Safety Council. |vehicles will occupy only a few 

The terminal is scheduled to be |thousand feet of Manhattan thor- 
opened late this year at Spring, oughfares between the Holland tun- 
West Houston, Greenwich and /nel and the terminal,” he said. 






“Many economies are expected to |these units will be removed, thus 
flow from the operations of this liberating precious street capacities 
‘truck postoffice,” he said. “The | for other traffic, or, in effect, adding 
present needless haulage of inter- | new streets to the street system.” 


change freight by large cumber- | bcibaiaiiliiennenen 


Car of the Year" by the Fashion Academy of New York. 


WASHINGTON.—A new subject 


will be a central depot for over-the- 


put more service boosters in your BANK! 


rr —_ 








SUN ENGINE DIAGNOSIS 


r VOTOR Ne 







Use this foolproof system to give your 
customers service they swear by--not at! 


Bank satisfied customers today and every day—sell 
more parts—the way tens of thousands of shops do! 
You make more now—your mechanics earn more now 
—and you've got the best kind of money in the bank 
for the future. 

SUN Motor Diagnosis guarantees customer satisfaction 
... eliminates costly comebacks...and at the same 
time, increases the flow of work through your shop 
for greater all-around profits. 


MECHANIC INSTRUCTION 
America’s leading shops prefer suN Equipment be- 
cause they know they can depend on suN’s 400-Man, 
24-Hour Service Organization to provide business 
building ideas, mechanic instruction and equipment 
service. 


NO OBLIGATION—PROFIT-PROVING PLAN 
What’s more you can try sun Motor Testing Equip- 
ment in your shop before you invest a cent! Ask your 
local suN representative about the sun Profit-Proving 
Plan. Call him tTopay or mail covpon for his name : 
and sun’s new “Dollars from Diagnosis” Booklet. 















[1] Please send me, without cost or obligation, a copy of 
the “Dollars from Diagnosis" Booklet. 


(] Also send me the name of my necrest Sun Man. 


SUN ELECTRIC CORPORATION aN % 


6327 Avondale Avenue, Chicago 31, Illinois 
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Washington Sts. “Thousands -of miles of travel of EASTER IN GEORGIA—The windows of Burke Motor Co. (Ford), Atlanta, featured mani- 
kins clothed in the newest Easter finery and 1949 Ford convertibles, named the ‘Fashion 


some tractor trailers over narrow | Jndoor Used Car Sales ; ; 

streets will be eliminated entirely | |index and abstract collection Of | in. treasurer of the U. 8. 

off these thoroughfares and at the Featured by Par-Ket |more than 1,000 unclassified scien- | 5 cnet 
same time produce savings in labor, | Par-ket Motor Sales Co., Inc. | tific and technical reports dealing | Domingue’s Used Cars 
tires, gasoline and equipment.” (Chevrolet), Jamestown, N. Y., has | With European technology may now | 


SERVICE SECTION 


Dealers Report 


Tire Business 


A Good Sideline 


LODI, Calif.—Auto dealers, esp: 
cially in county seats and smaller 
trading centers, report that the 
addition of tires and tire service 
to their other offerings develops a 
profitable extra department to their 
business. The sale of tires and tire 
recapping also enables extending 
the radius of their operation and 
opens up opportunities to capitalize 
on the sale of other products, they 
| say. 

Super Mold Co. of this city points 
|out that two car dealers in widely 






—|separated areas, doing business 
European Data |of Technical Services, Department under different conditions, have ex- 
of Commerce, Washington 25, with perienced marked success with tire 
check or money order payable to and tire repair department opera- 


tions. 

George W. Wilcox, Inc. (Buick), 
Greenfield, Mass., a pioneer auto- 
mobile dealer whose first franchise 


Explaining how the terminal will | established a new indoor used-car|be obtained from the Office of Domingue’s (Willys), announces| was with Reo, put one tire recapper 
lift pressure of travel from many | department. Customers are invited | Technical Services of the Depart-| the opening of its used-car lot No. | jp, operation in 1942. Today Wilcox 
arteries, Cherniack pointed out it|to shop “in comfort in our warm, | ment of Commerce at $3 per copy. | 2 at the corner of W. Vermilion and | : 
well-ventilated, roomy showroom.” (Orders should be addressed: Office | Buchanan Sts., Lafayette, La. 


has three molds in constant oper- 
ation, including one truck tire full- 
|treading machine and employs 45 
to 50 highly trained operators in 
all departments. Today the firm's 
treading volume averages 60 per- 
cent ‘truck tires and 40 percent 
passenger-car tires, including the 
tires for all used cars which are 
sold from the Wilcox lot. 


Allen Tire Co., a division of the 
Allen Motor Co. (Buick-Oldsmobile- 
Cadillac), Cedar Rapids, Ia., started 
its tire business as a division of 
|the dealership in 1942. With the 
resumption of car production, the 
}concern found it needed the room 
in the main dealership that the 
|expanded tire department took, so 
|it organized the department into a 
|separate subsidiary business and 
|put it in a new building back of 
|the dealership. The new building, 
| built especially for this operation, 
|is streamlined for mass production 
of retreading and tire repair. 


| Synthetic ‘Aids 


Brake Linings 


AKRON.—Latest of the new im- 
| provements in the automotive field 
| is the use of a “super-adhesive” 
|instead of rivets to attach brake 
llinings to brake shoes. The ad- 
hesive is a synthetic material called 
| Plastilock 601 which was developed 
by B. F. Goodrich Co, and a major 
automobile company, which has 
| been using it on its trucks for the 
|past 18 months and on its passen- 
|ger cars since the introduction of 
|1949 models. 


The adhesive has greater shear 
| resistance than rivet fastening—it 
will withstand a “pull” of 11,000 
|pounds per brake shoe compared 
| with 5,000 pounds for rivets—and 
| the brake lining can be worn “right 
| down to the shoe” before need for 
|replacing, instead of only about 
|half way, according to Goodrich. 
|The absence of rivets does away 
with the possibility of scoring the 
| brake drum, according to the man- 
| ufacturer. 


Trial Drive 
Drayton Motors Offers Bid 


To Spur U. C. Sales 


TORONTO, Ont.—Drayton Mo- 
tors, 1745 Danforth Ave., one of 
Canada’s largest used-car dealers, 
|}employed a new angle in used-car 
selling to stimulate spring business. 


The firm made a 30-day offer un- 
der which a customer could buy a 
used car, drive it up to two months 
and if not satisfied for any reason 
return it to the firm for the ful! 
purchase price, less 5 percent. 

In a full-page newspaper ad used 
to launch the event, Drayton Motors 
said: 

“We make this offer to acquaint 
everybody with the fair methods 
Drayton Motors have always em- 
ployed in doing business. We are 
proud of the fact that the cars sold 
by Drayton Motors are in a class 
~, above the average used cars 
sold. 


“Visit us today at either of our 
locations and see these fine cars on 
|display. We have greatly reduced 
| the price of all cars in stock for 
| this special offer.” 
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(Continued from Page 47) 


favored in the Far 


portation is there. 
* x * 


West and/|leave its place—and then to cap 
Southwest where populations are|the performance had one of the 
scattered but the need for trans-/| jobs break through a four-foot ice 


LSO SHOWN was the new re-| 


frigeration body being built in 
the 9% 
temperature delivery. A refrigera- 
tion unit, a product of the Har- 
vester company’s refrigeration di- 
vision, was shown in one of the 
low temperature jobs. At present 
time, it is stated, only a limited 
number of pre-production units are 
being manufactured, and it will 
be severa] months before this unit 
will be announced as ready for 
production. 


The combination of the Harves- 
ter body and Harvester low-temp 
unit is as it should be. Little 
enough attention has been given 
the low-temp freezing units for 
truck transportation—they have all 
been too bulky, too heavy and too 
cumbersome, according to opera- 
tors, for what they did. Maybe 
Harvester, who owns both a unit 
making plant as well as the body 


and truck plant, can apply some | 


new engineering thinking and de- 
sign to give the hauler an efficient 
unit that will be fool-proof and not 
take up eons of valuable space 
and pay load weight. 


ad * * 
A COUPLE of days before the 
++ trek to the “far east,” I skipped 
down to Cleveland to attend White 
Truck’s 50th anniversary celebra- 
tion, where Bob Black, Nev Bau- 
man, Bob Cass, et al, put on a 


and 12 foot sizes for low | 





rodeo show in the evening that is | 


worth mentioning. They had a trio 


of dare-devil drivers put the new | 
series jobs through their | 


“3,000” 
paces—and how they put them 
through! They had them doing the 


running tilt with the wheels on | 


one side going over a_ two-foot 
ramp while the jobs were doing a 


good 50 miles an hour. Built one | 


ramp high enough to tip one job 
all the way over and outside of 


crumbling a fender over a front} 


wheel, the job was able to drive 
away on its own power after the 
wheel had been freed. 


They had a fairly long wheelbase | 
job do the broad jump at 60 miles | 
per hour and, although the cab | 
wasn’t fastened down, it didn’t | 





Space Going Fast 
For Auto Show 
In Philadelphia 


PHILADELPHIA.—Plans for the 


Middle Atlantic Regional Automo- | 
tive Show, May 23-26 in Philadel- | 


phia’s commercial museum, are de- 
veloping rapidly, according 
George B. Shearer jr., show presi- 
dent. 
will be the first 
since 1938. 


to | 


This automotive exposition | 
in Philadelphia | 


Shearer said more than 200 auto- | 
motive manufacturers have already | 
singed up for display space, and | 


over 70 wholesalers from 69 trad- 


ing areas in the Middle Atlantic | 


region are participating. The area 
covered by the show encompasses 
the states of New Jersey, Delaware, 
Maryland, Eastern Pennsylvania 
and the District of Columbia. 


Shearer pointed out that the ex- 


hibits will not be static, but wher- | 


ever possible will be in actual oper- 
ation. Hence, for the first time in 
a dozen years, dealers, truck and 
bus operators, and owners of serv- 
ice stations and independent repair 
shops can examine and compare 
the new products of major automo- 
tive manufacturers under one roof, 
he said. 


All postwar developments in the | 


after-market will be shown in 
working displays, Shearer said, The 
morning hours of the exhibition 
days will be devoted to jobber sales 
conferences, while general trade at- 
tendance will be admitted from 
1 to 10 p.m. 


Official slogan of the show is “See 


What’s New—It’s Profit to You.” 
Gaskins Opens U.C. Lot 
Fred Gaskins Motors (Hudson), 
Fort Wayne, Ind., has opened a 
used-car lot at St. Mary’s and 
Goshen Aves. with Thomas Mad- 
den as manager. 
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wall at high speed. 

When it did, women screamed 
and men started running to see 
what had blown up on the truck. 
The drivers had rigged up a cou- 
ple of bombs that went off with 
a loud report and cloud of smoke, 
and many of the spectators thought | 
the truck had blown up. 








$ NEW a a. — , owner a a of Christy Pesan’ Bens 
, : : Sen ervice, Albuquerque, N. M., has opened his new three-car showroom, part of a / addi- 
It hadn't, but it did effectively tion to his building. Christy was president of the Oklahoma City Automobile Dealers Assn. 


stop the show. While they had a) jn 1947. 
couple of closing acts scheduled | “ 


to draw the curtain, the bomb ex- | —_____—— 
9 
‘Sacramento OK’s 
‘ern California Service Station Op- 


plosions drew the curtains for the 
show heads and finis was written . 
Self-Service Gas 
erators Assn. on the ground that 
the visiting scribes that White has| SACRAMETO, Calif.—Self-service | the self-service stations constitute 
in anyone’s minds were expressed |tions of the city fire department, |aq trained attendant. The associa- 
going to get the jobs that were decided. 


on quite a rodeo performance that 

dramatically and effectively showed 

a rugged baby in this new “3,000” | gasoline stations will be permitted|, hazard since gasoline is dis- | 

series line. The only doubts on Oe operate under stringent regula-|pensed by a motorist rather than | 

el Ge ee ae “wera |the Sacramento city council has|tion noted that such stations have | 
| been banned in several localities 

used in the show. The council refused to outlaw! in California. 


| self-service stations as proposed in 
lan ordinance urged by the North- 





Thermoid Offers 





Lining Designed 
Just for Bonding 


TRENTON, N. J.—Thermoid Co. 
has introduced a new line of brake 
lining segments, the first such 
product, according to the company, 
oe engineered for bond- 
ng.” 

Aimed at the replacement field, 
the brake linings are said to be the 
result of more than two years ex- 
perimental and test work in collab- 
oration with car makers. 

“The successful bonding of brake 
lining for replacement service,” ac- 
cording to A. H. Styron, head of 
Thermoid’s replacement sales, “is 
dependent on more than equipment, 
adhesive material and know-how.” 

Thermoid said it had arranged 
with the Permafuse Corp., Garden 
City, N.Y., to supply bonding equip- 
ment and adhesive materials to 
Thermoid distributors, 


New Roads Motor 


Charter of incorporation has 
been granted New Roads Motor 
Co. (Ford), New Roads, La. Au- 


thorized capital is $75,000. 








Typical Purolator Micronic accordion-pleated 
element . . . unfolded to show extended area 
principle that provides more than 10 feet of 
filtering area in a 3% inch diameter element. 


% more abrasives... 


because it filters micronic particles ... has 


COMPETITIVE TEST RESULTS PROVE PUROLATOR SUPERIORITY! 


element explains why you 


Purolator Micronic Filter. 


Saiaetaieroeenl ae eel in the oil any additives placed 
cation efficiency. Other types 


these important additives. 


a 





engineering staff about your 
eee 


PUROLATOR 


MICRONIC OIL FILTER 
) 


Micronic Oil Filter. 








5 times greater filtering surface 


@ This revolutionary accordion-pleated micronic 


give engines greater 


protection from abrasives when you specify a 


And better protected engines are sure to get 
greater acceptance from your prospects. 

Because Purolator removes all the abrasives from 
the oil stream . . . it saves wear on pistons, bearings, 
y cylinder walls and other vital parts. Yet it leaves 


there for greater lubri- 
of filters often remove 


We invite you to consult our highly experienced 


specific filtering prob- 


and to write for any additional data and 
technical information you may want on the Purolator 


PUROLATOR PRODUCTS INC., 
Newark 2, New Jersey and 
Windsor, Ontario, Canada 
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Doran Chevrolet 
Prepares to Open 


New Servicenter 


DALLAS. —If advance prepara- 
tion is any indication, the opening 
of the new “Servicenter” of Doran 
Chevrolet, Inc., May 26-29, will get 
a wealth of attention. 


Felix Doran jr., president of the 
firm, said that 15,000 registered, 
numbered invitations have been 
mailed in Dallas for the affair. 


Prior to the official opening, the 
company will be host to dealers 
and fleet users at a_ three-day 
“closed house.” Doran said that | 
1,000 dealers are expected to inspect | 
the new establishment on May 23- | 
24, while the same number of fleet 
users have been invited to be pres- 
ent May 25. 

Dealers have been invited from 
Oklahoma, Louisiana, Mississippi 
and New Mexico, as well as Texas, 
Doran said. 

Purpose of the special showing 
for dealers, according to Doran, is 
to display and demonstrate the late 
model equipment with which the 
“Servicenter” is equipped and to 
permit the dealers to inspect any 
installations they might wish to 
make in their own establishments, 








AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


We are increasing our 
parts and service organ- 
izations due to the ever- 
growing demand for the 
amazing new rear-en- 
gined RENAULT, the 
French automobile of 
traditionally smart de- 
sign and advanced en- 
gineering! 


is guaranteed by Aro. 
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DEALER INGALLS’ PLACE IN DALLAS—This is the home of Triangle Motors, Inc. (Oldsmo- 
is president and Miles F. Hall is vice-president. Others directing the 
Burt, secretary-treasurer; Robert Corder, sales manager; Marvin Wal- 
| lertedt, service manager; L. L. Lemmons, parts manager, and Fred McCommas, used-car 


bile). A. L. “—7s 
new firm are: 


manager. a ¥ P 
Aro Ups Output 
Of Soft Tops 
BOSTON.—J. R. Hamlin, execu- 
tive vice-president of Aro Mfg. Co., 
announced here last week that pro- 
duction facilities have been upped 
40 percent on its replacement con- 
vertible top, “Storm King.” 
Hamlin said many new and used- 
car dealers were discovering “Storm 
King” as an inexpensive way to 


dress up reconditioned cars. “Storm 
King” reportedly fits all models and 


MRM UNC celta 


6 GOOD REASONS WHY 
RENAULT IS SO POPULAR 


and so profitable for dealers! 


PRICE: Lowest priced 4-door sedan in America. 


ECONOMY: 45 miles per gallon of gas. 


PRODUCTION: Europe's lorgest factory now pro- 
ducing hundreds of cars per day. 


SERVICE: One unit-motor, transmission and dif- 


Grand Luxe Model 


104 


List price plus federal 
excise tax, 





Slightly higher on 
West Coast. 


ferential—removable from car ina jiffy. 


POWER: Engine in rear gives maximum perform: 


ance at greatest economy. 
DELIVERIES: IMMEDIATE. 


TRULY, AN AMAZING CARI 


Dealer & Distributor 
Franchises available 


COMPLETE FACTORY PARTS STOCK ON HAND 
Economically Priced 


RENAULT SELLIN 


G BRANCH, INC. 


U.S. Distributor 
incorporated 1908 


1920 BROADWAY, 


NEW 


YORK 23, N. Y. 


TRafalgar 7-4500 





WANTED 


SOUTHERN CALIFORNIA DISTRIBUTORSHIP 
OR BRANCH MANAGERSHIP 


Sales executive, 53, has liquidated his successful Eastern auto- 
mobile distributorship due to a change in factory sales policy and 
is returning to Los Angeles to live. Interested in negotiating with 


manufacturers of top rank and 


proven products. Twenty years 


experience on West Coast as Zone Sales Manager for unit of 
General Motors and West Coast Manager for prominent inde- 


pendent motor car manufacturer. 


All replies confidential. Address 


Box AN-41, Automotive News, Detroit 26, Mich. 





iturers are authorized to enter a 


Fair Trade Law 
In Florida Held 


Unconstitutional 


TALLAHASSEE, Fla.—By a 6-to-1 
vote, the Florida supreme court has 
held unconstitutional a 1939 state 
fair trade act which permits manu- 
facturers to establish minimum re- 
sales prices for their products. 

Similar laws in 44 other states 
have been upheld by the courts of 
some of those states and by federal 
courts. 

Under the Florida act, manufac- 


contract with one retailer on a 
minimum price for resale of a 
trade-marked product and enforce 
that price upon all other retailers. 

Written by Chief Justice Alto 
Adams, the majority opinion of the 
Florida court held that the law was 
against the public interest, created 
a monopoly, stifled competition and 
was an excessive use of police 
power. 

Justices Paul Barns and T. Frank 
Hobson wrote special concurring 
opinions and Justice Roy Chapman 
wrote a dissenting opinion. 

Asserting that price-fixing and 
unfair competition laws were needed 
during the depression of the early 
and middle 1930s, Justice Barns 
said “we now have a dearth of 
goods where we had an abundance 
in the 30’s; and we have money 
without purchasing power, where 








-|there is a growing belief that they 


money had a high purchasing power 
during the 30’s. As under those 
conditions the fixing of a minimum 
sales price was considered within 
the police power of the state; the 
fixing of a maximum sales price 
might now be considered within the 
police power.” 


Signal Warning 


Issued in Minn. 


ST. PAUL.—The Minnesota high- 
way department has issued warn- 
ings to Minnesota motorists against 
purchasing mechanical turn signals 
which do not meet specifications. 
The department reported illegal de- 
vices were being sold in some stores 
in the state. 

“Unapproved devices cannot be 
legally sold or used in this state,” 
the department announced, “Some 
have been disapproved because 
bright chrome frames reflect sun- 
light, making the signal ineffective.” 
Lists of approved signals have been 
made available to dealers. 

All new motor vehicles sold in 
Minnesota after July 1 must be 
equipped with signal devices. 





Freight Rate Cuts Loom 


To Newfoundland 

OTTAWA, — Although freight 
rates between Canada and New- 
foundland dropped sharply when 
the latter became a part of Canada, 


may drop even more as a result 
of stiff competition between ship- 
pers. 

Already a new all-water shipping 
service has been organized to carry 
freight between Canada and New- 
foundland in competition with the 
old-established shipping services. 
Observers say keen competition for 
such business is bound to affect 
future shipping costs, with the re- 
sult that prices of many commodi- 
ties in Newfoundland will go down, 
including cars and trucks. 





William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 
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2,415-Mile 


By Douglas Grahame 
Staff Correspondent 

MEXICO CITY.— What is 
claimed will be the world’s longest 
automobile marathon, recently an- 
nounced as in preparation as a 
feature of the official inauguration 

of the Mexican section of the Pan 
American highway from Ciudad 
Juarez, Chihuahua state, opposite 
El Paso, Tex., to El Ococtal, just 
over the Guatemalan border, on 
Oct. 12, has the sponsorship of the 
ministry of communications and 
public works. 

The ministry is organizing the 
race, which will be of 3,800 kilom- 
eters (2,415 miles), not the 1,213 
miles previously announced. The 
distance will top the automobile 
marathon of 1,600 kilometers (1,000) 
run some time ago in Italy, the 
ministry said. 

Guillermo Ostos, chief clerk of 
the ministry, and Attila G. Gub- 
brioli, representative in Mexico of 
the Automobile Club of Italy and 
the Italian Automobile Sport Assn., 
have direct charge of the arrange- 
ments. 

Gubbrioli asserted that this 
will be the longest automobile 
race the world has ever had. He 
explained that there is an auto- 
mobile marathon, an annual 
event, between Buenos Aires, Ar- 
gentina, and Caracas, Venezuela, 
that is a long one. 

But the Mexican marathon will 
be altogether different from that 
because the cars will race all the 
way on a road, whereas the South 
American event demands running 
into jungles, even swamps and 
frequently ferrying rivers and 
brooks, he stated. 

Gubbrioli said he is trying to 
have famous Italian make cars, 
Alfa-Romeo and Cisitalia, practic- 





Mexico Levies 
4-10% Sales Tax 
On Vehicles 


MEXICO CITY. — Special sales 
taxes for cars, buses, trucks and 
chassis produced by assembly plants 
in Mexico are announced by the 
ministry of finance and though 
called stiff by the trade, are wel- 
comed by it because, it says, these 
imposts eliminate much fiscal over- 
lapping that was costly to the auto- 
motive business. 

The levy on all makes and kinds 
of cars is 10 percent ad valorem and 
4 percent for buses, trucks and 
chassis, The tax is payable the 
moment the vehicle or chassis 
leaves the assembly plant for dealer 
or other distributor, for sale or con- 
signment. 

The tax law specifies that when 
the plant sells to its dealers, agents, 
commission men or distributors, the 
taxable price is the list price, 
though the actual sales price to the 
retailer is less than that. When the 
plant sells directly to the user, in 
its salesrooms, exhibition salons or 
by some salesman bringing in the 
customer, the list price is the tax 
basis. 

Costs for insurance, freight and 
the general movement of vehicles 
from plants to delivery points are 
exempt from this taxation. 

The tax has further provoked the 
problem of prices for the trade. In 
view of numerous complaints that 
cars and other automotive vehicle 





|prices are already too high, pro- 


portionately much higher than in 
the U. S., notwithstanding customs 
duties and other expenses that don’t 
prevail north of the border, discus- 
sions have been held between as- 
sembly plant chiefs and distribu- 
tors. 

Information is that it is agreed 
that prices are too high, as there 
is a depression on in Mexico, and 
assembly plant heads are under- 
stood to have advised the ministries 
of finance and national economy 
that they have asked their home 
offices to okay price cuts but no 
word about that has yet been re- 
ceived from headquarters. 

Meanwhile, the plants are work- 
ing at full capacity. The plants’ 
annual output is about 12,300 cars 
and 15,900 buses and trucks. But 
some quarters see the danger of 
stockpiling because of fewer buyers 
due to high prices. 












Auto Race 


Mexican Government to Sponsor Big Contest 
Opening Its Part of Pan-Am Highway 


ally unknown in Mexico, enter the 
race. He is also trying to get the 
Italian cars, Maserati and Ferrari, 
in the race, as well as the French 
Dalbot, Simca and Delahaye and 
the British Era. 


Oct. 12 was chosen for the offi- 
cial inauguration and the race as 
it is a big day in Latin America, 
known as the “Dia de la Raza” 
(Day of this Race”—of course, the 
Latin American human race). 


The racers will have the benefit 
of a paved road most of the route. 
Only two sections will be still un- 
paved on the big day—one of 200 
kilometers, at the southern end of 
the route, between El Ocotal and 
El Escopet, and another of 150 
kilometers, in about the middle of 
the course, between Durango City 
and San Luis Potosi City. How- 
ever, the ministry avers that both 
sections will be in good shape for 
the racers. 

Besides high-powered automo- 
biles, buses and trucks can also 
compete, for it is the official de- 
sire to demonstrate that the road 
is also excellent for heavy ve- 
hicles, the ministry said. 

The tentative schedule for the 
event is for the race to be run 
south to north and take three days: 
First day, El Ocotal to Mexico 
City; second day, Mexico City to 
Durango City, and third day, Du- 
rango City to Ciudad Juarez. 

Trucks will take off first. After 

a time that will later be deter- 
mined, buses will start. Finally, 
after a reasonable lapse, the cars 
will go. 

That order, the ministry ex- 
plained, allows for the various 
speeds the three different types of 
vehicles can make, and their pas- 
sage through the various commu- 
nities en route will be short and 
spectators will be spared long 
waits. 


Every competing vehicle must 
carry conspicuously a clearly let- 
tered sign announcing the exact 
time it started the race, so that 
spectators can calculate by watch 
the time it is making. 

President Miguel Aleman has do- 
nated a handsome cup, the “Presi- 
dente Miguel Aleman,” for the win- 
ner of the car section of the race. 
This is in the form of a replica, 
in gold and embellished with pre- 
cious stones, of the famed Aztec 
calendar stone. The nature and 
kind of prizes for first and second 
places in the trucks and buses di- 
vision is now being considered. 

The ministry reports live interest 
in the race among Mexican auto- 
motive sportsmen. 


a 


Hudson Adds 405 
To 20-Year Club 


DETROIT.— Four hundred and 
five new members have been in- 
ducted into the Twenty-Year club 
of Hudson Motor Car Co., bringing 
to 2,235 the membership of the 
employes’ group. Hudson President 
A. E. Barit, charter member and 
honorary president of the club, 
recently addressed his congratula- 
tions to the membership. 

The induction of new members 
was marked by issuance of a spe- 
cially-prepared, illustrated booklet 
in which the company’s history is 
outlined and club members’ names 
are listed according to the year 
they first joined Hudson. 


How Many Volts? 


12 Preferable to Six, 


Says British Firm 


NEW YORK. — Lucas Electrical 
Services, Inc., a British parts firm 
with offices in New York City, re- 
ports that after long research it has 
discovered that a 12-volt electrical 
system in automobiles is more de- 
sirable than a 6-volt system. 

According to W. G. Owen, Lucas 
vice-president, all British manufac- 
turers have decided to use 12-volt 
sets in the future. This is contrary 
to U.S. practice. 

To back up its stand, Lucas is 
offiering a brochure setting out th: 
advantages of 12-volt systems. Th« 
firm’s New York offices are at 65: 
10th Ave., New York City 19. 
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SERVICE SECTION 





NEW YORK.—Proposals for new 
laws aimed at abuses in the field 
of installment selling and financing 
have been introduced in at least 
eight state legislatures this year, 
but by late April had not been en- 
acted in any, a survey discloses. 

Bills still pending included a 
measure passed by the Michigan 
senate and at this writing awaiting 

house action which would set in- 
terest rates on financing cars up to 
six months old at $6 per $100; six 
months to two years old, $9 per 
$100, and over two years old, $12 
per $100. 

The Michigan bill also sets up 
regulations covering repossession 
and contains other features pat- 
terned after a 1947 Pennsylvania 
law. The measure would put 
regulation of motor vehicle 
finance firms under the state 
banking department. 

An unusual feature of the Michi- 
gan bill would define car finance 
charges as interest and thus permit 
deduction of such charges from 
federal income tax returns. The 
bill’s sponsor, Sen. Harry F. Hittle, 
East Lansing Republican, estimates 
this would save Michigan car buy- 
ers some $20,000,000 a year in fed- 
eral income taxes. 

Pending in the California legis- 
lature was a bill on motor vehicle 


Chamber Urges 
Repeal of War 


Transport Taxes 


WASHINGTON.—An early end to 
wartime-imposed transportation ex- 
cise taxes was urged here last week 
by the U.S. Chamber of Commerce. 

In an analysis of “National Trans- 
portation Policy,” the USCC con- 





tends that continuance of these ex- | 
discrimi- | 


cises creates inequities, 
nates as to users and raises prices 
to consumers. 


No Finance Curb Action 


Proposals Aimed at Abuses Still Pending 
In at Least Eight States 


conditional sales contracts which 
would require a refund of any un- 
earned portion of the time price 
differential charge in the event of 
a prepayment of the contract by 
the purchaser. 

The proposal was given a favor- 
able report by a majority of a joint 
legislative investigating committee 
on lending transactions. One mem- 
ber of the committee said he be- 
lieved the measure ought to be 
broadened to include conditional 
sales contracts on all personal 
property. 

Before the Delaware legislature 
was a bill to regulate retail install- 
ment sales of merchandise costing 
up to $3,000. Companies engaged in 
the sales finance business would be 
licensed by the state bank com- 
missioner. 

Banks and trust companies 
licensed in Delaware would not 
be required to obtain a sales 
finance license but would be sub- 
ject to other regulations laid 
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down in the bill. The measure 
would require full disclosure of 
contract terms, limit charges for 

delinquency in payments and 
otherwise regulate installment 
sales financing. 

A bill patterned after the Penn- 
sylvania statute on automobile sales 
financing was pending in the Ohio 
legislature. It would limit finance 
charges to 6 percent on new cars, 
9 percent on cars two years old 
and 12 percent on older cars. 

An Illinois bill would provide 
state licensing and regulation of 
motor vehicle finance companies 
and installment sellers of motor 
vehicles. 

Three bills providing for regula- 
tion of automobile sales financing 
died in the lower branch of the 
New York state legislature after 
having been passed by the state 
senate. The bills would have re- 
quired finance companies to be 
licensed, fixed the maximum rates 
on interest on their loans, and were 
designed to curb various abuses of 
which an interim committee had 
received complaints. 

As originally introduced, the 
proposed New York state legisla- 
tion would have brought all con- 
ditional sales contracts under 











8,000 SQUARE FEET OF SERVICE AREA—Salem Lincoln-Mercury Sales, Inc., 49 North St., 
Salem, Mass., is owned by J. H. Clancy and Edward Sheehy jr. 


regulation. As approved by the 
state senate and subsequently 
lost in the house, however, it 
would have applied only to the 
financing of automobiles. 

A bill to regulate interest rates 
charged in installment sales financ- 
ing was passed by the Nevada as- 


sembly but died in the state senate. 
It would have outlawed charging 
compound interest or interest on 
accrued interest. 

An Oregon proposal would have 
required installment sellers to pro- 
vide itemized statements of finance, 
carrying and insurance charges. 


Stabilized to resist — 





Declaring that the wartime-im- | 
posed taxes have served their orig- 
inal principal intention—that of dis- | 


couraging civilian users of over- 
burdened transport facilities— 
Evans A, Nash of Oklahoma City, 
chairman of .the Chamber trans- 
portation committee, observes: 


“These taxes contribute to the 
high cost of living since they pyra- 
mid in each movement of a product 
from producer to processor to dis- 
tributor to consumer.” 

Taking as its theme the impor- 
tance of maintaining a _ strong 
transportation system, the commit- 
tee covers 12 subjects affecting the 
national transportation system, 


Committee recommendations also 
are made on just compensation 
principle, rate-making principles, 
carrier agreements, below-cost 
rates, efficiency of regulatory agen- 
cies, single regulatory body, com- 


mon ownership, federal aid, inter- | 


ference with management, taxes 


and state barriers. 


Nash stated that the detailed} 


study which represents the last 
year’s work will be climaxed at the 


Chamber’s annual meeting trans- | 


portation conference May 4. 

At that time Sen. Edwin C, John- 
son of Colorado, chairman of the 
Interstate and Foreign Commerce 
Committee, will speak on the sub- 
ject of “Can Congress Cure Trans- 


portation Ills?” Also, a panel com- | 


Posed of Fairman R. Dick, New 
York investment banker, Andrew H. 
Brown, transportation commission- 
er, Cleveland chamber of commerce, 





and Prof. Sidney L. Miller, head of | 
the transportation department, Uni- | 


versity of Pittsburgh, will discuss | 


“How Serious Is the Threat of | 


Transport Nationalization?” 


B. Elliott Sells Brother 
27-Year Ford Firm 


B. Elliott has announced the sale 
of his Ford firm in Pahokee, Fla., 
to his brother, Thomas Elliott, and 
J. H. Lynn of Belle Glade, Fla. 

The new concern will be known 
as Elliott-Lynn Motors, Inc., it was 
pointed out by Elliott. The stock, 
parts and equipment were included 
in the sale, but the real estate re- 
Mains the property of Elliott, who 
established the business more than 
& quarter of a century ago. 
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Summer means more cars on the road—more miles 
driven—and hence more opportunity for profitable 


lubrication business. 


Remind your customers that a thin film 
of grease between a few gear teeth is the 
only ““‘bumper”’ between a vehicle’s loaded 
weight and the torque of its engine. 
That’s why it’s so important that a gear 
lubricant retain its cushioning “‘body”’ 
despite the heat of summer service. 

When the thermometer’s up, point out 
that Quaker State Quadrolube is stabilized 
against breakdown and thinning. It in- 
hibits rust and corrosion, resists all the 


factors which attack 


lubricating effec- 


tiveness. It’s refined from 100% pure 


QUAKER STATE 


OIL 


REFINING CORPORATION e 







PRESSURE 


Pennsylvania grade crude oil—you know what that 


means in inherent quality. 





FOR AUTOMATIC TRANSMISSIONS — Sell No. 00 Quadrolube, Grade ''75." 


Oil CITY, 


PENNSYLVANIA 

























































DeSOTO—'39 sedan, $215. 
DODGE—’'42 sedan, $525. 
FORD—’48 SD sedan, $1,275. 
dan, $1,120, $1,115. 
sedan, $670. 
sedan, $535, $450. 
FRAZER—’47 sedan, $950. 
LINCOLN—'41 sedan, $670. 


NASH—’'39 sedan, $240. 
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| cuaveen ‘41 Windsor 2-dr., $480. 
DODGE—'46 Custom sedan, $1,135. 











e e 
Used Car Auction Prices FORD—'49 Custom (6) club coupe, $1,545. 
"48 conv., $1,410. ‘47 taxi, $805. ‘40 
conv., $450; 2-dr., $400, $370, 
LINCOLN —'49 sedan, $1,925. ‘40 Zephyr 
(Eprror’s Note: While we try to eliminate wrecks from all of these conv., $700. 
listings, occasionally some get by us. So if the price is abnormally | MERCURY -'49 sedan, $1,550, $1,775. °48 | 
. sedan, $1,250. 46 sedan, $900. 42) 
low, the car is probably damaged. If the price is abnormally high, | Seaan’ $500. 
the car is probably loaded with extras). | NASH—'48 (600) sedan, $1,075. 
PLYMOUTH—'48 SD sedan, $1,325; De- | 
DENVER OLDSMOBILE—'47 sedan, $1,400, ‘46 se- luxe sedan, $1,400. ‘47 SD sedan, $1,- | 
” dan, $140 055, $1,225. ‘41 SD 2-dr., $610, $450; 
(Denver Auto Auction, Inc. Jack Layton | pyy) ! ’ 515. '36 s SD club coupe, $525. 
and Harry Henry, owners. Sale every | Paste SS SEERA, CES, i PONTIAC—'48 (8) sedan coupe, $1,775, 
Tuesday at Englewood, Colo. Prices are |,, NTIAC—'48 ; 1.175 137 ' $1,685. ‘47 (8) conv., $1,500; (6) sedan, 
for sale of Apr. 26.) a STAC 46 sedan, $1,175, "ST sedan, | $1,106. '46 (8) sedan, $1,100. 41 (8) | 
(Market steady, demand good.) 1350. '36 sedan, $200. es... sey tennis “tel 
BUICK—'47 RM conv., $1,635; Super 2-dr., , . - 0 Champion Business 
$1,535; RM 4-dr., $1,295, $1,405. ‘41 ALBANY coupe, $350. 
Special 2-dr., $685. °39 Special 4-dr., (Tim Anspach’s Dealer Auto Auction. + 
$370, two at $405, $450. Sale every Monday. Prices are for sale | PHILADELPHIA 
CADILLAC—'48 (62) 2-dr., $2,845. "41 | of Apr. 25.) (Harry D. Gilbert Auto Auction. Sale 
4-dr., $1,180. (Market slightly higher on choice re- every Tuesday, Prices are for sale of 
CHEVROLET—'48 SM 2-dr., $1,390. ‘'47 tall and new models. Prewars and = Apr. 26.) 
, $1,140. °46 SM 2-dr., $1,035, patched-up cars still hard to sell at | (Prices show a slight demand on all 
$1,090; SM 4-dr., $1,060. ‘41 4-dr., $660; prices of a month ago, Sold 48 out (| models. There seems to be more de- 
$640; MD business coupe, “a of 74 offerings.) | mand om = types of “42-710 “a 
‘40 club coupe, $505. ° nCck—’ 9 ° o | sIcK—' uper sedan, . . '40 Spe- 
business coupe, $245. ah $e.so0. a va gn ae0, "as | cial sedan, $650. '39 sedan, $435. 
FORD—'49 (8) Custom 4-dr., $1,785; (8) | Super 4-dr., $1,400; Super conv., $1,487, | CHEVROLET—"49 FM conv., $2,320; FM | 
club coupe, $1,660; (6) 2-dr., $1,555. | CADILLAC—'48 (62) 4-4 2.500 |} conv., $2,200; FL aerosedan, $1,925. ‘48 | 
: SD 4-dr., $880, $910,' '41 (8) cree () $-G8., OB,008. FL aerosedan, $1,540, $1,500, $1,385. '47 
40 (8) 2-dr., $385. ‘38 | CHEVROLET—'49 SL Special 4-dr., $1,- FM conv., $1,450, $1,325; FM sedan, 
$310 te | 860, $1,835, $1,820; SI. Deluxe club/| $1,180; FL aerosedan, $1,280. ‘40 half- 
; ° ; » | coupe, $2,000, $1,920; half-ton pickup,| ton panel, $355; SD sedan, $500. ‘39 
N—'49 Commodore (8) 4-dr., $2.-| $1,310, ‘48 FL 4-dr., $1,485; FM club sedan, $410. 
040, ‘48 Commodore (8) 4-dr., $1,750. | coupe, $1,520. '47 FM club coupe, $1,- | CHRYSLER—'46 Royal sedan, $1,275. 
41 Super (6) 2-dr., $355. | 160, $1,125; SM 4-dr., $870, $900; FL | DeSOTO—'47 Custom club coupe, $1,500. 
KAISER —'47 4-dr., $895. — aerosedan, $1,380, $1,230, $1,370, ‘40 | DODGE-~'47 Custom sedan, $1,270, $1,145. 
club coupe, $1,415. "46 MD 2-4r., $480, "39 MD 2-dr., $420. roses sedan, $1,030, '41 sedan, $540. 
“Gr. , —_ a og CHRYSLER—'46 indsor club coupe, §$1,- ‘ORD—’'49 Custom (8) club coupe, $1,670; 
OLDSMOBILE—'48 (98) 4-dr., $1,795. "47 | 395. ‘41 Royal 4-dr., $440, Custom (8) sedan, $1,505, $1,500, ‘47 
(66) 4-dr., $1,360. , DeSOTO——'47 Custom 4-dr., $1,230. SD club coupe, $1,125. '46 SD club 
PLYMOUTH—'46 2-dr., $1,000. ‘40 4-dr., | PORD—'48 (8) SD 2-dr., $1,250, $1,160. coupe, $1,060. '41 (6) panel, $150. °38 
+, $475, '36 4-dr., $200. '47 (8) SD 4-dr., $960. '46 (8) SD 2-dr.,| Deluxe 2-dr., $230. 
(8) 2-dr., $1,360. ‘41 (6) | $910, $900. ‘41 (8) Deluxe 2-dr., $560. | HUDSON—'42’ business coupe, $275. 
(fi). club coupe, $610. '40 | +49 (8) 2-dr., $470, $430. MERCURY—'47 4-dr., $950. ‘41 2-dr., 
38 (6) 4-dr., $300. HUDSON—'48 Commodore (8) 4-dr., $1,-| $420. 
670. OLDSMOBILE—’41 (76) 4-dr., $1,050. 
LOUISVILLE KAISER—'48 4-dr., $1,260, | PLYMOUTH — '41 SD 4-dr., $710. '39 
OLDSMOBILE—’49 (98) conv., $2,800 | 2-dr., $380. °'40 2-dr., $295. 
(Auto Auction Sales, Sales every Tues- | PACKARD—'48 Deluxe 4-dr., $1,650. | PONTIAC- "48 SL (8) sedanette, $1,660; 
day and Friday. Prices are for sale of | PLYMOUTH—’48 SD 4-dr., $1, 825, $1,700. SL (6) sedanette, $1,600; Torpedo (6) 
. . '41 SD conv., $435. '37 Deluxe 4- dr., sedanette, $1,510. ‘47 SL (6) sedanette, 
(Sold 70 units out of 133 offerings.) $250. $1,325. °39 (6) 2-dr., $460; 4-dr., $390. 
—'36 sedan, $180. PONTIAC—'48 SL (8) 2-dr., $1,925; SL | STUDEBAKER—'47 Champion 4-dr., $1,- 
CADILLAC—’41 sedan, $1,300. (6) station wagon, $1,600, ‘47 Torpedo| 210, '46 half-ton pickup, $585, 
On Par ten phate an, SAS. (8) conv., $1,435, $1,450, $1,380, | 
"4 an, ° i ® . *46 conv., 
$1,310; FM sedan, $1,155, $1,120, $1,075. DETROIT VALDOSTA, GA. 
"42 sedan, $785, $690. ‘41 SD sedan, “4 (Tom Hewitt Auto Auction. Sale every 
$1,200, $850, $795. ‘40 sedan, $400. (Aptco Auto Auction. Sale every Wednes- | Friday, Prices are for sale of Apr. 22.) 
CHRYSLER—’47 Windsor sedan, $1,210. day. good with plenty of buyers. 


Prices are for sale of Apr. 27.) (Market 
(Plenty of cars but scarcity of buy- Sold 132 out of 234 units offered.) 


'39 sedan, $410. ers. Sold 39 units out of 105 offer- | BUICK—’48 RM sedanette, $1,800, $1,975; 


‘47 SD se- ings.) Super conv., $1,875, $1,800; RM 4-dr., 
‘42 sedan, $650. °41 | BUICK—’'46 Super sedan, $1,220. ‘41 Su- $1,880. ‘46 Super 4-dr., $1,175. 

"40 sedan, $525, $500. ‘37 per club coupe, $530; Special conv., | CADILLAC — '42 (60) Special Fleetwood 
$940. ‘40 Super business coupe, $475; 4-dr., $1,200. 

'40 Super sedan, $250. CHEVROLET—'49 FL Deluxe 4-dr., $1,- | 

CADILLAC—’41 (61) club coupe, $925. 850; SL 2-dr., $1,990; %-ton pickup, 

—'40 sedan, $350. CHEVROLET—'47 SM club coupe, $1,260. $1,400. °'48 FL aerosedan, $1,675, $1,- 

"41 SD 2-dr., $575. 625, two at $1,600, $1,180. °'47 FL aero- 


Tune-In Balancer Takes 
the Mystery Out of Wheel Balancing- 


r 











Perfect Balancing 


with AMAZING SPEED 
Makes it 


YOUR MOST 
PROFITABLE 
SERVICE 


Tee Hunter Tune-In Wheel Balancer is creating a 
sensation in the automotive industry. Shops through- 
out the United States and in foreign countries report 
that they balance wheels in a matter of minutes — 
at a profit up to 10 and even 20 to 30 times greater 
than from other popular services, with the same amount 
of effort. 


You, too, can cash in on this enormous need for wheel 
balancing — and a Hunter is your best buy because— 
f= | 
tr A 22-minute demonstration sells the need for the service. ( 


| 
Simple to operate. Tells you the exact amount of weight and the 
right place to put it. No guesswork —no tedious adjustments. 


Does the job right every time — balances whole wheel assembly 
—on the car — while spinning. 


it’s portable. Use it inside or outside. No need to take up valuable 
floor space with a permanent installation. 


Low cost. You can have a complete wheel balancing department 
for only $297.50. Watch it pay for itself and make a profit right 
from the start. 


Get ALL the facts from your Hunter jobber's salesman. 


HUNTE 


— HUNTER ENGINEERING COMPANY 


8844 Ladue Road St 





See it in operation at the Southeast Auto- 
motive Show, Booths 283 and 284, Bidg. B 






Louis 5, Missouri 


| CHEVROLET 
| a@erosedan, 


| DODGE 
| FORD—’48 club coupe, 


1949 | 











SERVICE SECTIC « 





| Average Used Car Prices 


(Compiled by Automotive News) 





$1,308 

$1,263 
$1,165 1 i 
May (todate) Apr. Mar 





May, 1949 April Marc} 
Model (to date) 1949 1949 
1949. $1,966 $2,075 $2,108 
1948 1,522 1,609 1,661 
1947. 1,298 1,281 1,30% 
1946... 1,100 1,143 1,139 
1942 697 730 767 
1941 595 667 695, 
1940... 485 542 580 
Overall - - 
Average.. $1,165* $1,263* $1,30%" 


*Includes 1949 models. 


(The above figures are averages of used car auction prices, ail 
makes and models, carried regularly in Automotive News.) 





sedan, $1,350; SM 2-dr., two at $1,200. 
| 46 SM 4-dr., $1,020, $1,000. "40 SD) 
4-dr., $760. 
DODGE—’48 Deluxe 4-dr., $1,387. 
FORD "49 Custom (8) 4-dr., $1,750, 
$1,700, two at $1,650, $1,525, $1,375; | 
| Custom (8) conv., $1,800; half-ton (6) 
pickup, $1,400. °48 SD 2-dr., $1,390 
$1,150, $1,100, $1,025. ‘47 SD club 
coupe, $1,200, $950; SD 2-dr., $1,200, 
$1,100. ‘46 tractor and trailer, $1,900; 
SD 2-dr., $1,150, $1,080, $910, $900. ‘41 | 
SD 4-dr., two at $800, $700, $690. ‘40 
| Standard’ 4-dr., $450, $310; 2-dr., $400. 
HUDSON—'48 Commodore (8) 4-dr., $1,- 
437. '46 (6) conv., $800. 
LINCOLN—’'47 club coupe, $1,050. 
OLDSMOBILE—'47 (76) 2-dr., $1,100. ‘41 
(66) 4-dr., $510. 
'49 SD 4-dr., $1,875, $1,800; | 


| PLYMOUTH— 
| S$D club coupe, $1,880. 


$1,360, $1,200. ‘46 Deluxe 2-dr., $800. 
| '41 SD 2-dr., $510. 
| PONTIAC—'49 (8) sedan coupe, $2,400; 
| SL (8) 4-dr., $2,560, '46 SL (8) 4-dr., 
| $1,130, $1,090. 
| STUDEBAKER—'47 Champion 4-dr., $975, 


| $950; half-ton pickup, $750. 
| WEILLYS ‘48 Jeep, $800; station wagon, | 
$1,050, °47 1-ton pickup, $835; station 


| wagon, $1,050. 
MISCELLANEOUS—’'47 
truck, $750. 


CONCORD, 


| 
(Concord Auto Auction, 
| 
| 


MASS. 


Inc, 
Monday and Friday. 
listing of sales of Apr. 22-25.) 
(Sold 198 units out of 313 offerings.) 
BUICK—’48 RM conv., 
danette, $1,930; RM sedan, $1,875. 
RM conv., $1,750. 
| $1,325. ‘41 RM sedan, $625; 





sedan, $625. ‘40 sedan, $575. 
CADILLAC—’48 (62) sedan, $2,800. 
| CHEV ROLET 
$1,900; conv. 
| up, $1,000; 
| $1,525; FM sedan, $1,275. 


$2,250. 


| sedan, $1,285; FM sedan, $1,285, $1,275. 
| °'46 SM sedan, $1,000, $1,025, $1,075; FL 
‘41 MD sedan, 


aerosedan, $1,110, $1,200. 


$575, $600, $810, $700; MD _ business 
coupe, $400. ‘40 sedan, $400, $600. °39)| 
sedan, $660, 


DODGE—’'41 conv., $750. 

FORD—'48 Deluxe sedan, $1,200. 
| sedan, $800, $1,075; Sportsman, $1,450. 
| ‘46 Deluxe sedan, two at $800, $725; (6) 
sedan, $790. ‘°42 station wagon, 


| °41 Deluxe sedan, $550; conv., $835. 





| con¥., $690; Deluxe sedan, $635, $400. 
"39 conv., 745. °38 Standard sedan, 
$315, $320. 
| | KAISER’ 47 4-dr., $925. 
| MERCURY—’46 station wagon, $1,150. ‘41 
| club coupe, $610, $750. °40 conv., $550. 
| '39 conv., $610. 
| OLDSMOBILE— ‘47 (76) sedan, $1,400. °41 
| (78) sedan, $525. '39 (70) sedan, $340; 
| conv., $415. ’38 sedan, $325. 
PACKARD—’46 Clipper sedan, $925. ‘'40 
| conv., $500. °37 sedan, $265. 
| PLYMOUTH— ~49 SD sedan, $1,925. ’'41 
| sedan, $415, $480. °39 club coupe, $355. 


| PONTIAC—’ 40 conv., $700. °37 (6) sedan, 
$245, $210. °'36 (8) sedan, $180. 
| STUDEBAKER—’49 Champion Regal 


| luxe conv., $1,900. '42 club coupe, $550. 
MISCELLANEOUS — ’39 LaSalle conv., 
$850. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction, 
Friday. Prices are for sale of Apr. 22.) 
BUICK—'48 sedanette, $1,780. 

sedanette, $785; RM 4-dr., 

4-dr., $280. 


$520. 


49 4-dr., $1,845. 

$1,500. ‘47 ~conv., 

; FL 2-dr., $1,370. 
$1,210. ‘41 2-dr., $660. ‘40 
coupe, $250; 2-dr., $560; 4-dr., 
$465, $530, $550, $575. 

DesSOTO—’'48 Custom 
4-dr., $180. 

"46 1-ton pickup, $640. 

39 club coupe, 


4-dr., $1,135 °46 4-dr., 


$380, 


4-dr., $1,745. 








$680. 
"46 
$1,030. 4-dr., 
2-dr., $480. ‘°38 business coupe, 
"37 (60) 2-dr., $250. 
FRAZER—’48 4- dr., $1,040. 
| LINCOLN-—’39 4- dr., $340. 
OLDSMOBILE—'48 (98) conv. 
club coupe, $460; (66) 2-dr., 
(76) 4-dr., $455. 
PACKARD—'47 4-dr., 
$590. 
PLYMOUTH 
850, ‘47 4-dr., 
"42 4-dr., $570. 
PONTIAC—'47 sedanette, 
danette, $640. ‘40 2-dr,, 
$250. 
STUDEBAKER—'48 Champion conv., 
510. °47 Champion 4-dr., $1,250; 
pion 2-dr., $1,250, ‘41 Champion 
$180. 


$865; 4-dr., 
$180. 


$2,055. 
$700. 


$1,025. ‘41 


‘49 Deluxe club coupe, 
$1,200. °46 4-dr., 
"39 4-dr., $260. 
$1,385. 
$760. 


$640. 


*41 
37 2 


se- 


$1,- 
Cham- 
4-dr., 


TOLEDO 


(Doc Greiner Auction, 


day. Prices are for sale of Apr. 28.) 
BUICK——’47 Super 4-dr., $1,425. 
CADILLAC — ’'47 (61) sedanette, $1,820. 
| '46 (62) 4-dr., $1,800. 

CHEVROLET—'49 2-dr., $1,870. ‘48 SM 
2-dr., $1,280; FM club coupe, $1,455. 
‘47 FM club coupe, $1,230; SM club/ 

|} coupe, $1,250; FL aerosedan, $1,375. 

| CHRYSLER—’48 New Yorker 4-dr., $1,750. 

| DODGE—’47 conv., $1,500. °46 4-dr., $1,- 
025. 

FORD—’'48 SD (8) 4-dr., $1,210. °47 De- 
luxe 2-dr., $930; club coupe, $1,200. ‘46 | 





48 SD 4-dr., 


Diamond T 1-ton 


Sales every 
Prices are partial | 


$1,975; Super se- 
"47 
’46 Super sedanette, 
Special 


~49 SL Standard club coupe, 
'48 half-ton pick- 
FL aerosedan, $1,450, two at 
'47 FL aero- 


‘47 SD 


$800. 
"40 


De- 


Sale every | KAISER—’'47 Special 4-dr., 





*41 Special | 
37 | 


"48 FL 
$1,380; | 


business 


"39 
41 4-dr., | 


2-dr., | 
$440; | 


41 | 
40 | 


4-dr., | 


$1,- | 


-dr., | 


Sale every Thurs- 


for bintaj quality. 


club coupe, $1,000; (8) 4-dr., $980, $810 
°36 2-dr., $160. 

FRAZER—'47 4-dr., $1,075. 

KAISER —'47 4-dr., $1,050. 

| LINCOLN—'48 Continental, $2,350. 

MERCURY—'47 4-dr.. $1,180; town sedan, 
$1,180. °46 4-dr., $950. 

OLDSMOBILE—'46 (76) 4-dr., $1,125 12 
town sedan, $485. 

PLY MOUTH—"48 Deluxe 4-dr., $1,300 17 
Deluxe 4-dr., $1,060. 

PONTIAC—'48 SL (8) sedanette, $1,725 
"46 (6) 4-dr., $1,110, $1,245. “42 SL ts) 
4-dr., $550. 

| STUDEBAKER—’47 Champion 4-dr., $1,- 
075. 

RICHMOND, VA. 
(Automobile Auction of Virginia, Inc 


Sale every Friday. Prices are for sale of 


Apr. 29.) 
(Greater number of buyers following 
easing of Regulation W.) 


| BUICK—’'49 RM 4-dr., $2,400, $2,325. ‘48 
RM 2-dr., $1,700. "46 RM 2-dr., $1,320; 
Super 4-dr., $1,375. "42 4-dr., $730, ‘41 
conv., $510; Special 4-dr., $600. "39 
conv., $250. 

CADILLAC —'47 (62) 4-dr., $1,850. 41 
club coupe, $830. 

| CHEVROLET—'48 FL aerosedan, $1,560, 
$1,520, $1,500. °47 FL aerosedan, $1,500, 
$1,150, $1,175; FM 2-dr., $1,050; SM 
2-dr., $1,010. °46 SM 4-dr., $950. °42 
2-dr., $750. ‘40 2-dr., $560. ‘35 4-dr., 
$70. °34 2-dr., b 

CHRYSLER—'46 4-dr., $1,225. 

DeSOTO—'46 4-dr., $1,050. 

DODGE—’'48 half-ton pickup, $900. ‘41 
business coupe, $310. 

FORD — '49 club coupe, $1,430, $1,530; 


conv., $1,675, $1,800; station wagon, $1,- 
750; (6) 2-dr., $1,450, $1,435; (8) 2-dr., 
$1,500. ‘48 (8) 4-dr., $1,290, $1,210, 
$1,310, $1,305. ‘47 business coupe, §$1,- 
175. ‘46 (8) 2-dr., $925. ‘41 Deluxe 
2-dr., $400. ‘40 station wagon, $350; 
(8) 2-dr., $605, $460, $425. ‘39 2-dr., 
$410. 36 2-dr., $195. 

KAISER—’49 4-dr., $1,550. 

LINCOLN — "49 4-dr., $2,100. ‘47 4-dr., 
$1,285. 

| OLDSMOBILE "46 2-dr., $1,095; (98) 

| 4-dr., $1,110. 

| PACKARD—'47 Clipper 4-dr., $1,225. 

PLYMOUTH—'47 SD 2-dr., $1,140. ‘42 SD 
2-dr., $375. °41 SD 4-dr., $625; 2-dr., 
$425. 

WILLYS—’'30 4-dr., q 

MISCELLANEOUS—’48 International 2-ton 
flatbed, $650. 

CLEVELAND 

(McDermott-Schuele Motors. Sale every 

Friday. Prices are for sale of Apr. 29.) 
(Greater number of buyers. Sold 26 
units out of 60 offerings.) 

BUICK —'41 Century 4-dr., $800. 

CADILLAC—'41 (61) 2-dr., $800. 

CHEVROLET—'47 SM 2-dr., $1,050; FL 
aerosedan, $1,350. '46 FM 2-dr., $1,040; 
SM club coupe, $1,050. °40 club coupe, 
$450. 

CHRYSLER—’'46 Windsor a= coupe, $1,- 
000. °40 Royal 4-dr., $475. 

DeSOTO—'41 4-dr., $500. 

DODGE —'48 Custom 4-dr., $1,450. ‘42 
club coupe, $495. ‘41 2-dr., $510. 

FORD—’'49 Custom (6) 4-dr., $1,475. ‘48 
SD 4-dr., $1,275, 


$1,195, $1,045 


(Continued on Page 53, Col. 1) 









BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 










“Each year Bemis de- 
termines the grading 
of oer from Indian 
jute mills. Bemis- gee 
ng is accepte y 
producers and users 
alike as the standard 


BEMIS | 


Detroit « Chicago « St. Louis 
Cleveland «+ Indianapolis 
and other principal , cities. 
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SERVICE SECTION 


Used Car Auction Prices 





(Continued from Page 52) 


WILLYS— 47 
ster, $1,280. 


QUINCY, ILL. 


LINCOLN—'49 4-dr., $2,100. station wagon, $995; 
MERCURY—’47 club coupe, $1,375, | 


NASH—'47 (600) 4-dr., $1,050. 


OLDSMOBILE—’48 (78) 4-dr., $1,625; (98) | 
$-dr., $1,925, (Quincy Auto Auction. Sale every Fri- 
LY) ' "46 SD 4-dr., $950 day. Prices are for sale of Apr. 29.) 
Samana ne Z sake ‘conn | (Market appears to be picking up.) 
: > page cet : BUICK—'46 RM conv., $1,400;. ‘42 Spe- 
STUDEBAKER — ‘41 Champion business | cial sedanette, $690; Super sedan, $730, 
coupe, $445. | $610. ‘41 Century sedan, $410; Super 
WILLYS—’47 station wagon, $1,195. sedanette, $665; Super conv., $755; Super 
sedan, $695, $715. ‘40 Special sedan, 
SOUTH BEND $600; Special business coupe, $375. ‘39 
« Special sedan, $370, $315. ‘37 Special 


sedan, $205. 


CHEVROLET—'48 FL aerosedan, $1,465; 
FM sedan, $1,230, $1,275. °'47 SM busi- 
ness coupe, $995; FM sedan, $1,130, $1,- 
160, $1,200, $1,115, $1,275; half-ton pick- 
up, $925, $630; SM business coupe, $800; 
half-ton panel, $950. ‘46 FM sedan, §$1,- 
195, $865, $1,025; SM sedan, $1,080, $1,- 
125. ‘42 coupe, $655, $600; sedan, $600, 
$810, $735, $500. ‘41 sedan, $760, $680, 
$725, $635, $540, $580, $570, $390, $585; 
club coupe, $600, $510, $575. ‘40 half- 
ton pickup, $430; sedan, $555, $635, $380. 


(South Bend Auto Auction Co, Sale every 

Friday. Prices are for sale of Apr. 22.) 
(New models scarce. Older models 
weak. Buyers cautious. Sold 61 out 
of 99 offerings.) 

BUICK—’47 RM conv., $1,765; Super 2-dr., 
$1,360, 46 Super 2-dr., $1,310. 

CHEVROLET—'48 SM 4-dr., $1,450; FM 
club coupe, $1,505. °47 SM 2-dr., $1,220, 
$1,305, $1,160. "46 FM 4-dr., $1,105. 
'41 club coupe, $635, $570. $610, $560. 
"40 2-dr., $405, $610. 


PODGE—'48 half-ton pickup, $985. °46 "39 sedan, $630, $420, $505; half-ton 
half-ton pickup, $700. °36 4-dr., $225. pickup, $405. ‘3S sedan, $395, $210; %- 
e stom (8) 2-dr., $1,670, $1,- ton pickup, $140. ‘37 sedan, $65, $160. 
wee. 48 SD (8) 4-dr., $1,305. °46 3D ’36 sedan, $75, $72.50, $140, $95, $155, 
(8) 2-dr., $1,055, $1,110, $960; SD (8)| $85. '36  half-ton pickup, $50. '31 
4-dr., $1,010. °36 2-dr., $150. coach, $115. ‘28 sedan, $75. 
: é - DODGE—’39 sedan, $365. 
FRAZER—'47 Manhattan 4-dr., $1,325, FORD—’47 sedan, $1,165, $1,355, $1,305. 


HUDSON—'48 Commodore (8) 4-dr., $1,- '46 half-ton pickup, $825; sedan, $1,030, 

710. $965. ‘42 sedan, $205, $625. ‘41 sedan, 
MERCURY —'46 4-dr., $1,135. $675, $470, $475, $460, $365, $495. "40 
PLYMOUTH—’49 SD 4-dr., $1,850. °46 SD 

2-dr., $995, $1,015, $1,105. ‘42 4-dr., | 

$550. °39 2-dr., $245. 


PONTIAC—’'49 Chieftain (6) club coupe, 
$2,275. ‘47 (8) 4-dr., $1,235. ‘41 (6) 
4-dr., $650. °40 (6) 4-dr., $440. | 

STUDEBAKER — '49 Land Cruiser 4-dr., | 
$1,750. 48 Land Cruiser 4-dr., $1,605; | 
Commander Regal 4-dr., $1,640; Com- | 
mander Regal club coupe, $1,605; Cham- | 
pion Regal club coupe, $1,610, $1,510; 
Champion Regal Deluxe 2-dr., $1,555, 
$1,440. °'47 Commander Deluxe 4-dr., 
$1,300, $1,295, $1,110; Champion Regal 
Deluxe 4-dr., $1,190, $1,240, $1,215; 
Champion Deluxe 2-dr., $1,195; 4-dr., | 
$1,170. ‘41 Commander 4-dr., $505. 





Wisconsin Reports | 


* . ™ ste 
Decline in Cost | 1. The antifreeze pro 8 aad 
ildi | * can of Super PYFO™ 4, Super PytO— "a. 

=e | tection oF efrectivethan o;iusive U. S. I. inet 

MADISON, Wis.—State high 33144%mor ! ; r-lasting! 
tax dollars will build more roads that of most other pci ent—is longe a 
than expected this year because of | ro o has a 

dual slackening in material uper Pyro P . Super Pyt 

. S can ae, sede sane | 2.5 ll or two, but ‘ from odor! 


administrators report. 


Competition for state road build- 
ing work among contractors is be- 
coming more lively and for the first 
time since the war bid prices are | 
frequently lower than cost esti- 
mates prepared by state construc- | 
tion engineers, according to Chair- | 
man James R. Law of the highway 
commission. 


In recent years an average of 
four bids was typically received for 
each construction project offered. | 
Today each job attracts about eight | 
bidders. 

The increased competition is at- | 
tributed to a larger number of con- 
tractors available in the state now, | 
and the fact that a long fall season 
last year allowed them to complete | 
all of their 1948 contracts and to be | 
in readiness for a new schedule of | 
work early this year. 

With an early start on the 1948 | 
building program, the commission | 
thus far has let contracts totaling | 
about $6,000,000 in worth. 

Law reports that the depart- 
ment’s objective is a construction 
program this year attaining the size 
of the 1948 schedule, which repre- 
sented a contract expenditure of | 
about $33,000,000. 


Rubber vs. Fuels 


Goodrich Survey Shows 


Tire Costs Less 


AKRON.—In 43 of the 48 states, | 
it costs the average autoist more 
for gasoline taxes each year than 
it does for tires and tubes. While | 
everything else going into the run- 
ning of an automobile has gone up 
60 percent or more, only rubber 
has decreased in cost. 

These figures stand out in a 
study of automobile operating costs | 
completed by B. F. Goodrich Co., | 
which shows the average autoist | 
drives close to 10,000 miles a year | 
as against an average of 8,860 miles 
10 years ago. 

To drive 10,000 miles this year, 
he will wear out 1.6 tires and tubes, | 
D. E. Carson, director of business | 
research for Goodrich, reports in| 
the study. They will cost him $30.16 | 
on an average, and he will consume | 
667 gallons of gasoline to go that | 
distance and pay $36.69 in taxes. | 


Jeep- | 





Compare 


U. S. INDUSTRIAL CHEMICALS, INC. 


“When the speedometer reaches 
an excessive rate in our new model, 





you get a rap on the jaw.” 





sedan, $600, $410, $440. 
$355. ‘38 sedan, $255, $225 


business coupe, $165, $125, $160. 


dan, $90, $360. 
°32 sedan, $75, $55. 


HU DSON—’40 sedan, $360. 
KAISER—’49 sedan, $1,400. 
MERCURY— ‘47 (taxi), $875. 


OLDSMOBILE—'41 coupe, $380, 


dan, $300, $495. 
PLYMOUTH - 
‘47 sedan, 
$1,065, $855. 
*39 sedan, $235, $395. 
$235. ‘36 sedan, $52, $120. 
PONTIAC 
dan, $900. 


-'48 sedan, 
$1,170, $1,130. 


"41 sedan, $345, 


MISCELLANEOUS 
ton truck, $97. 


$1,275, 
’ 


‘41 sedan, $605, $685. 


"39 sedan, $400, 


, $165. °3 
"36 se 


*36 half-ton pickup, $67. 
"31 sedan, $155. 


"39 se 
$380. 


’39 International half- 


$490; se- 


$1,025. 
‘46 sedan, 
"40 sedan, $450, $720, $665. 


‘37 sedan, $200, 


| 
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_ AUTOMOTIVE NEWS, MAY 9, 1949 


Building Begun 
On Vine Street 
In Philadelphia 


PHILADELPHIA. — 
phase of the long-heralded Vine 
St. improvement program in Phila- 
delphia, which calls for the com- 
plete rebuilding and relighting of 
the main vehicular approach to the 
Delaware river bridge from the cen- 
ter of the city, has been substan- 
tially completed. 

Long a problem in traffic con- 
gestion, the approach to the Dela- 
ware river bridge is the first con- 
sideration in a long-range traffic 
-|improvement program designed to 
expedite the flow of traffic to and 
from Philadelphia in almost every 


direction. 


Other projects, now in the plan- 
ning stage, include the construction 
of a crosstown expressway, running 
the length of the city along the 
west bank of the Schuylkill river 
and connecting with the proposed 
- | extension of the Pennsylvania turn- 
pike, and the improvement of ex- 
isting highways approaching Phila- 


53 


delphia from the north, these also 
connecting with the turnpike. 

Vine St. is now being widened 
from its present three-lane width 
to 10 lanes. The new 10-lane high- 
way will provide for a parking lane, 
two slow-speed lanes, and two high- 
speed lanes in each direction, An 
additional deceleration lane _ is 
planned for turns into north and 
southbound streets at each corner 
where needed. 


Virginia Issues 
New Fire Code 


RICHMOND, Va.—A new state- 
wide fire prevention code, imposing 
fire safety regulations on all public 
buildings, has been issued by the 
Virginia state corporation commis- 
sion under authority of a 1948 state 
law. 

As applied to buildings construct- 
ed from now on, the regulations be- 
come effective July 12. Old build- 
ings must be altered to conform to 
the code by April, 1950. Public 
buildings are defined as “any build- 
ing or structure, permanent or tem- 
porary, which is used or occupied or 
to be used or occupied by 10 or 
more persons who are employed, 
lodged, housed, assembled, served, 
entertained or instructed therein.” 
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Virginia Haulers Contest 
State’s Weight Penalty 
ROANOKE, Va.—Validity of a 
statute which imposes a penalty of 
$2 per hundred pounds of excess 
weight on trucks found to weigh 
more than the maximum permitted, 
is challenged in two suits filed in 
Hustings court here by Thomas 


Bros. Wholesale Produce Co., C. C. 
Bova & Co. and F. S. Cooper. 


The suits ask a declaratory judg- 
ment to determine the validity of 
the statute and injunctive relief 
until the issue is decided. As of 
March 1, the state literary fund 
had received $93,768 from the pen- 
alty provision, which became effec- 
tive June 29, 1948. 
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DEALER HUSS WAS A Gi—Warren Huss Motor Co. (Studebaker), Holdrege, Neb., occupies | 





Martin Na J this 50, by _140-foot building on Main St. Across the street is the company's used-car lot. | 
Al Martin has been named gen- | McDermot Appointed | dahy, Wis. of the appointment of 


| 
| 


} 
| 
| 


| 


| 





}tax, Wade Sherrard, secretary of 
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In the Hopper 


Calif. Group Favors Repeal 
Of Truck Income Levy 


A bill to repeal California’s 3 per- 


from the tax, the levy penali: 
small shippers, Sherrard said. 
* * * 


Mo. Proposes Purple Dye 


cent gross receipts tax on for-hire | To Foil Gas Tax Cheats 


trucks has been given a “do pass” | 


recommendation by a state assem- 
bly committee on revenue and tax- 
ation. Enacted two years ago to 
finance highway construction, the 
levy yields about $6,000,000 a year. 

Appearing before the committee 
in support of the bill to repeal the 


the California Motor Transport 
Assn., asserted that “the gross re- 
ceipts tax is a discriminatory tax; 
it is unfair and unjust.” By forcing 


Designed to plug the evasion .f 
state gasoline taxes by persons 
who illegally use tax-free gasoline 
in their automobiles and trucks, a 
bill introduced in the Missouri leg- 
|islation provides that all gasoline 
intended for non-highway purposes 
must be dyed purple for easy de- 
tection if improperly used. Under 
present law, the state refunds 2 
cents a gallon tax on gasoline used 
in farm tractors, construction ma- 
chinery, airplanes and other non- 


R. G. McDermot as sales manager 
for the firm. 





Announcement has been made by big shippers 


Havey Motors, Inc, (DeSoto), Cu- 


eral manager of Bell Isle Motors 
(DeSoto), Decatur, Ga. 
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Only old kids can afford to buy duct of its kind on the market. Install 


convertibles, so you've got to make them on every convertible you have 


the old kids comfortable, or it’s no and see how it makes them sell. 


dice. Young kids don't mind having There's a nice profit, of course, but 


their heads blown off but the older the main thing is, Win-D-Flectors sell 


ones somehow object to it. The solu- convertibles. Tell us how many Win- 
tion, obviously, is to make the old ones D-Flectors you'll need—by mail or 
enjoy driving a convertible (either wire (wire collect) and we'll ship 
new or used) by stopping the back them prepaid immediately, so that 
draft. How? By installing Win-D- you'll have them at the start of the 


Flectors — the original and finest pro- convertible season. Order today 
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FOR SANTA MONICA, CALIFORNIA FOR CRASH 
STANDARD BACK SEATS 
SEATS (CAST BRACKETS) 


to operate private 
‘fleets of trucks which are exempt 


highway vehicles. 

Charges have been made that 
the state loses considerable reve- 
nue by refunding taxes on gasoline 
which finds its way into automo- 
| bile and truck tanks. The new bill, 
sponsored by Reps. Donald L. Car- 
penter and Jennie S. Walsh, would 
require that gasoline jobbers add 
purple dye to gasoline sold for 
non-highway purposes, make it a 
misdemeanor for any person to use 
| purple-dyed gasoline in motor ve- 
hicles operated on the public high- 
ways. 

* + * 
Highway, Bridge Authority 
Created in Pennsylvania 

Gov. James H. Duff has signed 
into law house bill 566, introduced 
by Rep. Charles H. Brunner jr., 
| creating a state highway and 
bridge authority to construct 
highways and bridges and bor- 
row or float bond issues not to 
exceed $40,000,000. 

The measure appropriates the 
| money necessary to carry out 
| provisions of the act from the 
| motor license fund. 


New Curbs Voted 
‘On Pa. Finance 


| The Pennsylvania senate passed 
jand sent to the governor a bill 
'which further prescribes the form 
jand content of contracts used in 
financing and installment sales of 
motor vehicles. 

The measure provides that the 
|/unearned finance charge to be re- 
bated to the buyer shall represent 
at least as great a proportion of 
the total finance charge as the sum 
of the periodical time balances 
after the date of prepayment bears 
to the sum of all the periodical 
time balances under the schedule 
of payments in the original agree- 
ment, 

The measure further provides 
that if the buyer does not redeem 
a repossessed motor vehicle within 
15 days’ notice of redemption pe- 
riod, the seller or holder shall not 
have the right to bring an action 
or proceeding against the buyer for 
a deficiency unless there shall have 
been a public or private sale of 
the repossessed motor vehicle and 
collateral security. 

* a cd 

|lowa Passes Tax to Back 


| Parking Bond Issue 


A bill designed to facilitate the 
sale of bonds for construction of 
| off-street parking facilities by 
| cities and towns with parking me- 
| ters has been signed into Iowa law 
| by Gov. William S. Beardsley. The 
new act permits anticipation of the 
| revenue from a %%-mill tax by the 
| sale of bonds to which both park- 
|ing meter profits and the tax reve- 
|/nue are pledged for payment. 
| Proponents of the measure point- 
|ed out that bond houses won’t buy 
off-street parking facility bonds 
unless they are backed by a gen- 
eral property tax levy. Many Iowa 
cities need off-street parking lots 
and garages, and need bond issues 
|}to get them started. 
| + 


Truck, wae F ees 
U pped in Oregon 


Gov. Douglas McKay has signed 
a bill under which Oregon expects 
[to receive an additional $1,000,000 
| in truck and bus fees. The bill was 
;sought by the state utilities com- 
|missioner, who administers the 
| state motor transportation law. 

| Also signed by Gov. McKay was 
| (Continued on Page 55, Col. 1) 
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| 
| plate at three-fourths the cost of a 


|full year tag. At present the re- 
In th e H O p p e r | duced rate cannot be obtained until 
|the third quarter, and then at one- | 
| half the annual rate. The proposed | 


| change is sponsored by Rep. Bernie | 
C. Papy of Monroe. 
* * 


(Continued from Page 54) 


a bill repealing the law under;for purchase of the toll bridges, | * 


which the city of Portland oper-/|through utilization of the 1933- Pa. Equal Pay Stands 
e ates its automobile testing station,| approved bond issue, and fix the : : - me 
and a bill by the highways com-|maximum interest rate at 4 per-|, Legislation to 7" 5 Pe end 
: : mittee establishing a system of re-|cent. The other three acts would |/@W covering equal pay for equal 
sion of : : : : work by women was defeated in| 
registering motor vehicles on a/prescribe the method of purchase | P sedan’ 
yersons | staggered basis. of the toll bridges, through agree-|the Pennsylvania house last week. | 
asoline my orm ment or condemnation by the state, |Imtroduced by Reps. Robert D.| 
cks, 1 Bond Issue, Gas Tax ‘abolish the old state bridge and | Fleming and Jeanette M. Dye, the 
ri leg- ; ‘tunnel commission and enable the | ™easure would have exempted em- 
asoline Face Vote in N. C. | state department of highways to| ployers from the provisions of the 
ace A bill providing for a referen-| build new bridges. | 1947 law if a differential in wages| Carers To TRUCK TRADE ONLY—Night view of the truck display room of Charles 
Sy de- dum on a $200,000,000 state bond | . * * is based “in good faith on a fac- | Schoniaw Chevrolet Co. in Los Angeles taken at the opening of the new building devoted 
Under issue to finance the rural road| Tag F Split | tor or factors other than Sex. ‘The exclusively to truck sales and service. New structure is directly across the street on Sunset 
nds 2 s Srustion ab ram, together| ig Fee op | present law does not prohibit a/| Bivd. from old building which now will be used for new cars, parts and accessories and 
e used Con? : p a : in the| Under a bill introduced in the/| variation in salary due to differ- | service. 
nm ma- ae ae ms ‘bes bes See | Florida legislature, owners of trucks | ence in seniority, training, experi- | ° 
sobual final approval by the North Caro- | Seduired ao second | ence, ability, or differences in To feel the pulse of the auto industry, consistent reading of AUTOMOTIVE NEWS 
lina legislature. eos ™ obtain a license! duties. a ‘is necessary. Its production and registration figures tell the story of output and sales. 
that The gasoline tax boost, lifting the | ARE 
ae | rate from 6 to 7 cents a gallon, | a 
soline will not become effective unless | 
> tan the bond issue is also approved by | 
all, the voters. 
lo Car- , +. or + 
. ‘aan School Driver Training 
d for Boosted by Pa. House 
it = By unanimous vote, the Pennsyl- 
wy wee vania house has passed and sent 
veo to the senate for approval three 
high- measures advancing driver training 


in the state’s schools. 
The measures would increase the 
ty fee for a learner’s permit from $2 
to $3, set aside the additional $1 | 
to pay the cost of the driver train- | 
gned ing program and require the estab- | 
7 lishment of standardized driver 
Jr., training programs in the schools. 
- + * 


10-Foot Tow Trailers 


Authorized in Pa. 

By a vote of 50 to 0, the Pennsyl- 
vania senate has passed and sent to 
the governor house bill 1223 intro- 
duced by Rep, Wilbur F. Barkdoll, | 
which authorizes the use of a tow} 
trailer not exceeding 10 feet for the | 


purpose of towing another vehicle. 
* + * 


Pa. Bill Proposes Increase 


nieihih ; In Legal Truck Height eatest volume 


bill The Pennsylvania house unani- 
mously passed and sent to the 
d in senate house bill 656, introduced 
3 of by Reps. Stuart W. Helm and W. 


' = 
Mack Guthrie, permitting maxi- 
the mum height of truck and load to lj rica 
; be 162 inches instead of 150. 
. 


form 


e re- se 
sent 

n of Pa. Kills Anti-Strike Bill 

sum | A bill designed to prevent strikes | 

inces in the public transportation field | 

bears died in the Pennsylvania house of | im era ure 
dical representatives when it failed to) 

edule / muster sufficient support to get out | 


pree- of the labor relations committee. | 
Approved earlier by the state sen- | 


ides ate, the bill would have provided | 
coee ! for an 80-day cooling-off period in | eS pressures 
ithin 


labor disputes in the public trans- | 


pe- portation field, and an election su- 
not | pervised by the state labor relations | 
tion board to determine if employes | 


r for i would accept management’s best | 
have offer. : 

e of * * + Wy y 
and Pa. Frees Toll Bridges | N 


i 


U 


Described as “fool-proof,” a series a ih 
of four bills intended to free the} NS oy) 
last of Pennsylvania’s remaining 10 | g 
toll bridges has been signed by Gov. 
James H. Duff. One new act would | 
authorize borrowing of $10,000,000 


\ 
. 
‘\) 


California Sets 
June Dates for 


Roadeo Finals 


LOS ANGELES.—Plans are com- 
plete for the southern California | 
truck roadeo, according to W. M. 
Holley, chairman. 

A roadeo practice field has been 
paved and marked out on the 
grounds of the B. F. Goodrich | 
plant on which many drivers plan 
extensive practice sessions. 

_The southern California elimina- 
tion contest will be held at Santa | 
Anita race track on June 4-5. The | 
winners of this event will compete 


against the northern California 
champions in the state finals at the | 
Pan Pacific auditorium here on| 
June 18 as a feature event of the | 
National Truck, Trailer and Equip- | 
ment Show. 
The contest is open without en- | 
trance fee to any driver whose | 


employer is a member of the truck | 
association and who has an acci-| 
dent-free record for one year. | 
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GUIBERT 
"SUP-R-GUY" 





PICK-UP 





WRECKER 





TOWING 


TWO MODELS 


POWERED and 
MANUAL 


Triple your profits with this new three- 
way convertible Wrecker, Pick-Up, 
and Tow Truck. Modern, sturdy con- 
struction, with an eye to utility and 
practicability. Designed to handle 
approximately 95% of your calls. 
Converts completely to a_ pick-up 
truck. Sold through distributors and 
authorized dealers. Distributor ap- 
pointments available—request infor- 
mation. 





(Write us for further details.) 


GUIBERT STEEL 
COMPANY 


P. O. Box 1837 
PITTSBURGH 30, PA. 


| tisin 
| As the used-car market slumped, the repeat business became a more important factor. 
| January, business was 53 percent repeat. (See Merchandising Memos for a description of 
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Sales Reports From Various Areas... 





Auto Market Page 


Cleveland | 


Sales of new and used cars con- | 
tinue to set the business pace in 
the Greater Cleveland area for 
the week ended Apr. 29, according 
to the Federal Reserve Bank. 

New-car sales totaled 1,296. 
That is 49 percent above the 

April, 1948, weekly average. In 
the last six weeks an average of 

1,253 new cars have been sold, 
and this is'a “level noticeably 
above the 1948 peak week during 
which 1,159 cars were sold.” 

Used-car sales inched upward to 
2,176 for the week ended Apr. 29. 
That is an estimated 2 percent 
above the April average of last 
year. New trucks showed slight 
gains, reaching 106 for last week, 
but that is still far under last 
April’s average of 193. For the 
fourth consecutive week, used 
truck sales declined. Sales last 
week amounted to 122, or 19 per- 
cent below the April, 1948, average. 

* + a 
Raleigh 

New-car sales during March in 
North Carolina numbered 7,182 
units, an increase of 1,671 over the 
same month last year. New-truck 
registrations during the same pe- 
riod dropped 289 units, numbering 
2,007 this year against 2,296 in 
March, 1948. 

For the first quarter of the 
year, new-car registrations to- 
taled 17,284 against 14,242 for the 






Dealers Using 
Joint Service 


. * a 
Ads in Erie 
ERIE, Pa.—Automobile and truck 
dealers of Erie coordinated their 
efforts in a bid for service business 
in a double-page newspaper ad 
stressing the advantages of patron- 
izing an authorized dealer. 

A large headline running across 
the double-page spread read: 
“Where Shall I Take My Car or 
Truck for Good Service?” 

Copy continued: “This is the an- 
swer. The average age of cars on 
the nation’s highways as of Dec. 31 
was 9.3 years and of trucks, eight 
years. The older the car, the more 
expert the job to keep it in service. 
Patronize an authorized dealer. 

“There are real advantages 
that. Read them and you'll agree: 

“1. He knows your car better than 
anyone else. He gets confidential 
service bulletins from manufactur- 
ers—has a wealth of specialized 
tools and service information at his 
fingertips. He knows how, better, 
quicker and more economically, 

“2. He has genuine replacement 
parts, and he knows how important 
genuine parts are in repairing an 
old car. Poorly made parts can 
cause double the trouble. 





“3. Even though he can’t sell you | 


a new model now, he hopes to do so 
later and he wants to keep your 
present car in the best possible con- 
dition for you. You’re not just a 


service customer— you're a sales | 


prospect.” 

Individual ads of cooperating 
dealers are carried in the double- 
page spread, stressing individual 
service features. 
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first quarter of 1948. New-truck 
registrations in the first quarter 
numbered 5,541, compared to 6,114 
in the first three months of last 
year. 


First quarter new-car registra- | 
tions were as follows: Buick, 1,267; | 


Cadillac, 265; Chevrolet, 3,007; 
Chrysler, 361; Crosley, 31; DeSoto, 


311; Dodge, 762; Ford, 4,238; Fraz- | 


er, 116; Hudson, 592; Kaiser, 167; 
Lincoln, 251; Mercury, 828; Nash, 
365; Oldsmobile, 771; Packard, 468; 
Plymouth, 1,622; Pontiac, 972; Stu- 


debaker, 666; Willys, 150, and mis- | 


cellaneous, 74. 
+ a + 


Pennsylvania 


Reports from five Pennsylvania 
counties show that new-car sales 
in the first quarter of this year 
were higher than in the similar 
period of last year for four of the 
counties while the fifth, Montgom- 
ery county, was just four vehicles 
below its 1948 mark. 


New-car registrations for the 
first three months of this year 
in the five counties were (1948 
figures in parentheses): Bucks 
county, 817 (777); Chester coun- 
ty, 981 (880); Delaware county, 
2,877 (2,811); Montgomery county, 
2,581 (2,585); Philadelphia coun- 
ty, 11,175 (10,674). 

Despite higher sales figures for 
the first quarter, all five of the 
counties had fewer sales in March 
of this year than in March, 1948. 


+ * * 
Kokomo 


New automobile sales in Kokomo, 
Ind., have increased since the end of 
the 1948 tax assessing year which 
closed March 1. Since then new-car 
registrations in Howard county 
have nearly doubled. 


New cars were selling at an aver- 
age rate of 48 every two weeks prior 
to March 1, but since that time the 
rate has jumped to 96. A total of 
221 new cars was registered during 
the month of March, but slowed 
somewhat in April. 

Truck sales have not shown the 
same influence of the tax assessor. 
More trucks were sold during the 
first two weeks in February than 
during any similar period since the 
first of the year. 

* 


a * 


Buffalo 


New-car registrations in Buffalo | 
jand Erie county for February to- 


taled 2,022 compared with 1,990 for 
February, 1948, the Buffalo Automo- 
tive Trade Assn, reported. 
February registrations were: 
Chrysler, 57; DeSoto, 36; Dodge, 93; 
Plymouth, 109; Ford, 415; Lincoln, 
18; Mercury, 64; Buick, 218; Cadil- 
lac, 36; Chevrolet, 415; Oldsmobile, 
124; Pontiac, 138; Frazer, 4; Kaiser, 
4; Crosley, 6; Hudson, 96; Nash, 55; 
Packard, 38; Studebaker, 81; Willys, 
7; miscellaneous domestic, 4; Aus- 


tin, 2; miscellaneous foreign, 1. 
* + 4 


Dallas 


Sales of new passenger cars in 
Dallas increased to 1,894 in March 
from 1,425 in February, and sales 
of trucks increased slightly to 380 
from 367 in the same period. Auto- 
motive stores sales, in which are 
included retail car dealers and 
automotive supply concerns, were 
up 35 percent and paced the gain 


FOR A CAR THATS MICE AND THaIETY 





CLEVER PROMOTION PLUS SOUND PRINCIPLES—That is what makes Pappy happy. That's 
no joke, either, for Yale Simons and Louis Grand, who own this Detroit business, keep tabs 
on where their business comes from. A year ago, 45 percent came from newspaper adver- 


, 30 percent ‘passin 


| the operation.) 


by" and 25 percent repeat business or through recommendation. 


In 


|in Dallas which led the state for 


43, DeSoto 46, Dodge 123, Ford 397 
Anglia 3, Frazer 4, Hudson 3( 


| Kaiser 3, Lincoln 18, Mercury 75 


Nash 29, Oldsmobile 135, Packar« 
21, Plymouth 124, Pontiac 111, Stu 
debaker 96, Willys 8. 

The following new trucks wer: 
sold in Dallas during March: Auto 
car 1, Chevrolet 126, Diamond T 1 
Dodge 68, Ford 93, GMC 19, Inter 


the month, according to a research} national 22, Kenworth 1, Mack 1 
| Studebaker 29, White 6, Willys 12 
+ * 


bureau report. 

The new-car sales in March 
represented a 25.4 percent in- 
crease over March, 1948. Dallas 
sales of new cars in February 
| were nearly 25 percent over Feb- 
| ruary of 1948. January sales of 
new cars totaled 1,184, trucks 320. 
| Following is the total of passen- 
| ger cars, by makes, sold in Dallas 
| during March: Austin 8, Buick 197, 
| Cadillac 40, Chevrolet 401, Chrysler 





Merchandising 


Memos 


to 





Dealers 


By Bob Finlay 





How MUCH is repeat business 
worth in the used-car indus- 
try? Not long ago most dealers ig- 
nored it. 

Some still laugh at customer 
goodwill, but more of the substan- 
tial dealers now realize that they 
hold an important place in the in- 
dustry and most give value for 
money received, 

One of these is Pappy’s opera- 
tion in Detroit, owned by Yale 
Simons, who applies the business 
principles, and Louis Grand, who 
throws the book at you in the 
way of promotion. 

Few have worked harder to get 
repeat business than Simons, and 
it pays off, he says, especially in 
a declining or changing market. 

* + * 


Figures Offered 


Qa offers these figures to 
back up his argument: A year 
ago, 45 percent of his business came 
from newspaper advertising, 30 per- 
cent from people passing by and 
|25 percent from old customers or 
from recommendations by old cus- 
tomers. 

As the market slumped, repeat 
business became more important. 
In July, repeat business was 24 per- 
cent; August, 37 percent; Septem- 
ber, 38 percent; October, 38 per- 
cent, November, 43 percent; De- 
cember, 49 percent, and January, 
53 percent. 

A dealer seeking repeat busi- 
ness, Simons says, can’t satisfy 
customers with wornout cars, He 
has to deal in good ones. 

Next, Simons tells the customers 

that they can spend all the time 
they want looking over the cars, 
| bring in a mechanic, make all the 
| tests they like. 
But once a customer decides to 
| buy a car, Simons tell him he buys 
it “as is.” Actually, Simons says, 
if a customer comes back, he either 
gives him his money back, another 
car or fixes whatever is wrong at 
Pappy’s expense. 

Most customers know this, Sim- 
ons says, but only a few take 
advantage of it. 

“Most people,” Simons insists, 
are square shooters if they are 
treated squarely. Occasionally, you 
find a guy who wants free trans- 
portation for the rest of his life 
by exchanging cars with a beef. 
Then you have to tell him gently 
to please take back his money and 


go elsewhere.” 
# % # 





Checks on Salesmen 


IMONS has been in the business | 


for 16 years. He joined Louis 
Grand and his father in the moving 
and storage business when he was 
13. Three years later, they got 
stuck with three used cars in stor- 
age. That put them into the used- 
car business. 

Since that time, Simons has op- 
erated small lots and big ones. His 
business philosophy grew through 
the years, but came to full flower 
while he was in war 
“dreaming of home.” 


To conduct such an operation 
(See MEMOS, Page 69, Col. 1) 








service, | 
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Philadelphia 

The used-car business in Phila 
delphia is “under the weather. 
Many Philadelphia dealers ar 
complaining that at the time that 

spring weather should have boost- 
ed their sales, they have experi- 
enced a slump instead. 

One large dealer is conducting 
a remodeling sale in order to get 
rid of his inventory. Another has 
arranged to lighten his load by 
offering 110 of his automobiles in 
an auction sale without reserve. 
“The honeymoon of the wartime 
lush operator,” says Elmer Wolf 
one of the Quaker town’s larger 
dealers, “is over. He is living on 
a reprieve. No longer is the used- 
car business a racket. It has be- 
come a respectable business for 
businessmen. 

“However, now profits are be- 
ing made on the buying and not 
on the sales of used cars. We are 
now retailing automobiles. The 
days of wholesaling used cars 
are over. Of course, there is still 
a good market if the price is 
right. The public has become 
price and quality conscious. 
There is still some activity, and 
I am optimistic about the future. 
“Dealers who are caught with an 
inventory have to take a loss. How- 
ever, those who are buying and 
selling on today’s market can make 


a profit if they deal in volume.” 
* = o 


Albany, Ga. 


With used cars already reduced 
in price from $250 to $350 this 
year, depending on the age and 
condition of the car, there seems 
to be a general belief on the part 
of dealers that this phase of the 
automotive business is on a fairly 
healthy basis. 

Reduction in prices will mean 
a faster turnover, though not as 
high profits by the unit, one deal- 
er said. It means, he said, that 
the man buying a used car will 
most likely not wait as long be- 
fore he buys another. 

The time has already passed, 
however, when the man with a 
used car can demand more than 
the purchase price of the car when 
it was new. 

This, in the opinion of one 
dealer, will work to the advan- 
tage of the new-car dealer who 

will be able to take in good used 
cars on trades. 


Aggressive selling of used cars 
(Continued on Page 69, Col. 1) 
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at Buffalo’s Best 
Buyers...Use the 
Courier-Express 


The Courier-Express reaches 
those who must be sold to 
sell the Buffalo area. And it 
reaches them more econom- 
ically. That is why its general 
(national) linage has increased 
71% in the last ten years while 
its competition gained only 
51%. 

Remember, your dollar in 
the Courier-Express buys 
greater impact on the families 

with more money to 


(© BUYyour products. 
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SERVICE SECTION 


Hudson in Limelight 
As Shorts Up Total 


| total of 5,589,700. By contrast, the 
| lowest since that date was the 

349,154 on Dec. 31, 1941. 

The shorts in Richfield Oil in- 
creased their stake to 10,005 from 
6,565. Sunray Oil’s total was 12,010 
compared with 9,815. Houston Oil 
was up 200 shares to 7,550. 


* * * 


Continental Motors Profit 
Slips Two Cents a Share 


Continental Motors and consoli- 
dated subsidiaries had net earnings 
of $621,243, or 19 cents per common 
share, in quarter ended Jan. 31, 
compared with $699,108 or 21 cents 
per share, on present capitalization 
in the like period last year for the 
|same companies. 

Sales in the quarter, which are 





By George Deery 
Associate Editor 


] UDSON had the most substan- | 

tial change in short position for 
any stock listed on the New York 
Stock Exchange in the exchange’s 
latest compilation, which showed 
the short interest in all issues to 
be at a two-year high. 

Hudson jumped to 31,528 shares 

on Apr. 14 from 14,722 in the 

March 15 accounting. General 
Motors dropped to 32,789 from 
34,288, while Chrysler remained 
virtually unchanged at 27,852 
against 27,826 in the report for 
the preceding month. 

Nash rose to 12,025 from 11,295; 
Studebaker was listed with 21,209 
shares short, compared with 17,303. 
The 2,900 shares for American 
Bosch on March 15 had disappeared 
entirely in the current report, An- 
other parts firm, Fedders-Quiggan, 
increased to 17,225 from 13,475. 

> * > 


THERE was little change in| 
Goodrich at 7,350 against 7,900. 
U. S. Rubber, however, showed a| 
sharp decrease to 4,962 on Apr. 14 
from 8,735 shares at the middle of 
March. Gar Wood was 16,130 
against 16,330. 
The total short 
stocks increased about 155,000 
shares to 1,498,493 shares. It was | 
the highest total since June 17,| 
1947, when those on the short side 
had 1,539,638 shares. 
The current figure, while at a | 
two-year peak, is small in com- | 
parison with other records. The 
report for May, 1931, showed a 


interest for all | 








Liberal Dividends | 
Expected by U.S. 


Rubber Chief | 


The business outlook for 1949 is | 
favorable, and on the basis of this | 
outlook U.S. Rubber expects to con- | 
tinue a liberal dividend policy, Her- 
bert E. Smith, chairman, told stock- | 
holders at the annual meeting. 

Smith reported that sales in the 
first quarter were off 7 percent from | 
the corresponding period of 1948, | 
but that they had showed improve- | 
ment in February and March after | 
a sharp drop in January. 

“Our sales for the first three | 
months of 1949 were approximately | 
$121,500,000, a decrease of 7 percent | 
from the first quarter of last year,” | 
Smith said. 

“This decline reflects an adjust- 
ment in business from the postwar 
peak to a lower level, and a return 
to seasonal patterns. 

“Historically, our sales show con- | 
siderable improvement in the sec- | 
ond over the first quarter of the) 
year. We expect this to be the pat- 
tern this year. 

“In this connection, you will be 
interested to know that while Jan- 
uary sales were off sharply, Feb- 
ruary sales were off only moder- 
ately, and March sales were within 
a fraction of March, 1948.” 

* * * 


Tide Water Calls Stock 


Directors of Tide Water Asso- 
ciated Oil have approved call 
through preferred stock sinking | 
fund of 5,250 shares of $3.75 cumu- | 
lative preferred stock for redemp- | 
tion on July 1 at $105 per share 
plus an amount equal to all ac- 
crued and unpaid dividends. In ad- | 
dition, the directors voted to retire 
13,095 shares of preferred stock | 








which were previously acquired 
and are now in the company’s 
treasury. 
Auto Stocks 
May 2 Apr. 25 
Chrysler ......... 50% 50% 
Crosley .......... 65% 6% 
General Motors .. 58 57% 
Hudson .......... 12% 12% | 
Kaiser-Frazer 5% 5% 
Nash-Kelvinator 12 12 
Packard ......... 4 3% 
Studebaker 18% 18% 
Tucker .......... % % 
Willys-Overland 4% 5 
Total for — 
10 Stocks ...... 17.33 17.23 





LION OIL COMPANY 


El Dorado, Arkansas 
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working capital this year amounted 
|to $21,293,294, an increase of $2,- 
029,582 for the year. Cash of $10,- 
290,668 was up $2,759,082 from a 
year ago and inventories of $18,- 
492,654 were down $1,622,838. 


* * . 
American Mutual Liability 


Set New Records in °48 


All-time highs in premium in- 
come, assets, reserves and surplus 





|for American Mutual Liability In- | 


|surance Co. during 1948 were re- 
| ported by Charles E. Hodges, presi- 
| dent. 

| As of Dec. 


31, the company’s 


premium income had increased to| 


$62,010,000, an increase of more than 
27 percent over 1947, Assets reached 
$93,824,384, an increase of 14 per- 


cent, while surplus for policyhold- | 
ers, including reserve for contin- | 


| gencies and guaranty fund, amount- 
led to $17,383,286. 


| Gabriel Profit 
‘Soars Over °48 


Net profit of Gabriel Co. for the 


first in the company’s current fiscal | quarter ending March 31, after all| preferred dividends, net earnings | 


year, totaled $22,611,901, compared | 
with $26,475,045 a year ago. Net/taxes, amounted to $112,783, as|to 31 cents per share, compared /than for the like period of 1948. 


charges including federal income 


re 


UNDER-CAR SEALER AND 


57 


| 
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THREE ACRES OF CONCRETE—Plenty of outside parking and service area are available 
around the new building of Henry K. Nasser, Lawrence (Mass.) Ford dealer. The main 
building of the massive structure has an area of over 40,000 square feet with a service 
garage of 18,000 square feet and a storage garage for a large fleet owner of another 18,000 
square feet. Inside the shop are 24 specialized service stalls, each with its own twin-post 
lift. The showroom is of jewel-box design with three salesmen's closing rooms and 1,984 
square feet of space. Office space totals 730 square feet. 


| compared with $51,472 for the first | with 12 cents for the corresponding 
| quarter of 1948. After provision for | period last year. 

Net sales for the quarter were 
per share for the quarter amounted | approximately 40 percent higher 
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SILENCER 


Here’s an undercoating you can apply and sell 
with confidence because its quality is uniformly 
superior ... entirely produced by Lion from raw 
material to finished product, under U.S. Patent 
No. 2393774. 

Nokorode’s controlled quality and uniformity as- 
sure ease of application and customer satisfaction. 


If you’ve tried selling another undercoating, get 
into the real profit field with superior Lion No-ko- 
rode. And if you haven’t yet entered into this 
proven, profitable business, by all means call or 
write Lion Oil Company, El] Dorado, Arkansas, 
for full particulars. 









coy 
An estimated 40 million cars and | 
trucks need underbody coating. 











$1,233,546,000 Earmarked .. . 





Road Builders Expect 
Record Year in 1949 


WASHINGTON. An upward 


trend in postwar highway construc- | 
tion will continue in 1949 with an| 


estimated expenditure of $1,233,546,- 
000 on state and federal aid roads, 
as compared to $1,111,600 in 1948 
and $846,153,000 in 1947, a survey 
by the American Road Builders 
Assn. discloses, 

“Maintenance, also mounting 
steadily, is not included in these 
estimates,” explained Dan R. 
Lamson, ARBA’s research engi- 
neer. “Our figures show $433,603,- 
000 for maintenance in 1949 as 


Ford Dealer’s Bid Wins 


Tallahassee Police Order 


TALLAHASSEE, Fla.—Tallahas- 
see Motors submitted the low bid 
for turnishing four new automo- 
biles for use as patrol cars by the 
local police department. 

The company put a total price of 
$4,612 on four six-cylinder Ford 
sedans with seat covers, after de- 
ducting $1,482 for four old cars to 
be traded in. The firm offered to 
substitute eight-cylinder cars at an 
added cost of $80 each, if the city 
preferred. 


Sele -ememnows EQUIPMENT 


| fornia,” said Lamson, 





against $415,126,000 for 1948 and 
$377,181,000 for 1947.” 

The survey breaks down the mile- 
age involved as 1,526 miles of con- 
crete, 19,716 miles of bituminous 
mixes and treated types and 10,788 
miles of other forms of surfacing. 

“Expenditures and mileage have 
no relationship as, for example, in 
the cases of New York and Cali- 
“New York, 
with estimated costs of $166,000,000, 
leads the nation in spending, but 
stands 24th in the list for mileage. 

“California is fourth in national 
spending and 27th in mileage. The 
special type of highway contem- 
plated — expressways, etc. — ac- 
counts for this disparity. 

“In other instances, costs and 
mileages are more in proportion 
as in the case of Pennsylvania, 
second in spending and fifth in 
mileage.” 

Combined construction and main- 
tenance expenditures for 1949 of 
$1,667,149,000 for the second succes- 
sive year constitutes a new all-time 
high in American road building his- 
tory, it was said. | 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 


in the nation’s capital every week. 


Today! 








KROMVENTS 


(Reg. U. S. Pat. Off.) 


the outstanding 
Auto window Ventilators 
TAILOR-MADE FOR ALL CARS 


Here’s an accessory that combines striking 


beauty and wonderful utility value. 


KROMVENTS appedl to all car owners. They 
dress up a car like nothing else can... 








KROMVENTS 


they permit driving in rain or storm with 
windows lowered. Prevent fogged wind- 
shields. Also serve as practical sunshades. 

KROMVENTS are not just “extras”... they're 
truly extra special! Best of all, they assure 









Streamlined Design 
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you of steady, profitable sales all year round! 


@ KROMWEEL MFG. CO., INC. 
@ 16 Court St., Brooklyn 2, N. Y. 


@ KROMVENTS. 
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ONE OF CHRYSLER'S 12 FOREIGN SERVICE CONFERENCES—The corporation's Master | by 





SERVICE SECTIO 


Buffalo Assn. 
Sets Up Code | 
Of Standards 


BUFFALO.—There’s no room 
the automobile business for hit-an 
run selling practices. Thus spok: 
the Buffalo Automotive Trade Assn 
in disclosing a 16-point set of “Pro- 
posed Standards for the Advertising 
and Selling of Automobiles.” 


The ethical code is the first issued 
the association since prewar 





Technician's Service Conference, less than two years old, is shown in action at a meeting for| years. It was drawn up in coopera- 
the service personnel of McCarthy-Rodway, Ltd., Durban, South Africa. y P Pp 


12 Foreign Countries Get 
Chrysler Service Training 


DETROIT.—Chrysler _ Corp.’s 
Master Technicians’ Service Con- 
ference Program, an educational 
project designed to teach mechan- 
ics in dealerships the latest in 
proper service methods, has as- 
sumed an international flavor. 

The program, less than two years 
old, although originally intended to 


uplift the standards of service in| 


all Chrysler dealerships, has re- 
portedly made such progress that 
its growth has amazed experienced 
automobile men. 

It is said to have been readily 
accepted by dealers and mechan- 
ics throughout the U. S., and at 
last count had expanded to 12 
foreign countries. 

It is, according to W. B. Rice, 
director of service of Chrysler's 
Plymouth division, the largest ex- 
tension school operated by any 
automobile manufacturer and pos- 
sibly by any American industry. 

“We were very pleased when we 
discovered our educational mate- 
rials could be easily adapted to 
the vocational courses taught in 
schools throughout the country,” 
Rice said. “We are increasingly 
gratified, however, to find that our 
program, through the efforts of 
the Chrysler Corp. Export division, 


is receiving international accept- 
ance.” 
There are, Rice pointed out, 


many technical difficulties involved 
in extending MTSC to other lands. 
Primarily, the trouble is transla- 
tion. Chrysler teaches its service 
methods through a _ variety of 
training aids, among which the 
sound slide film occupies an im- 
portant position. 

The language put on the sound 
platter, however, is the language 
of the American automobile me- 
chanic and requires some close 
interpretation for use even in 
other English-speaking countries. 
But when one tries to translate 
into the shop talk of a Turkish 
mechanic or a Belgian service 
manager, he runs into the prob- 
lem of producing absolutely per- 
fect translation, Rice explained. 
The program has already ex-| 
panded to the following countries: 
Australia, Belgium, Brazil, Cuba, 





India, Lebanon, Newfoundland, 
Puerto Rico, Sweden, Switzerland, | 
Turkey and the Union of South| 
Africa, Rice said. 

There have been, however, excel- 
lent examples of surmounting the 
language barrier in order to bring | 
the program to foreign mechanics. | 
When automobile servicemen in| 
Belgium first received the MTSC, | 
those who knew English tried to | 
follow the technical language of | 
the American mechanics. 

Slide film pictures were simple | 
and easy to understand, but the| 
recorded voices of American me- | 
chanics had too much automobile | 
slang. Showing what we like to| 
refer to as “Yankee initiative,” the | 
Belgian automobile people had the 
recorded voices translated in script 


Freight Service from West | 
Expanded by Airline 


SAN FRANCISCO.—Direct air- 
freighter service from San Fran- | 
cisco to other major U.S. cities has | 
been inaugurated by American Air- | 
lines, according to Richard W. | 
Baker, San Francisco district sales 
manager for the company. 

Utilizing DC-4 airfreighters, | 
American will offer daily flights five | 
days a week, Monday through Fri- | 
from the Bay Area to the 
Southwest and the Atlantic sea- | 
board, Baker said, providing ship- | 
“first-day delivery” of 
their products to distant markets. 








form to Flemish. Then the me- 
chanics would show the slide film 
like 


on the screen and dramatize, 
a play, the entire training film. 

Even the adaptation of Ameri- 
can-spoken English to the lan- 
guage of the British presents a 
problem, Rice pointed out. For 
example, the American mechanic 
is the British repairer, gas is 


petrol, a hood is a bonnet and | 


body lacquer is likely to be re- 
ferred to as cellulose. A course 
carefully planned to appeal to 
the American serviceman may 
easily assume the ridiculous 
aspect of slap-stick vaudeville 
because of language misunder- 
standings. 


This applies not only to English, 
but to the Spanish and Portuguese- 
speaking countries as well. Al- 
though the Portuguese of Portugal 
and Brazil is essentially the same, 
there are many Brazilian words 
which are meaningless to a Portu- 
guese, and many Portuguese ex- 
pressions which will leave a Bra- 
zilian utterly confused. 


Chrysler executives say that the} 


universal acceptance of MTSC is 
attributable to the film foundations 
laid for the program. Before any 
courses were prepared, service 
managers and mechanics through- 


| out the U. S. were interviewed and 


asked which subjects they felt 
they needed to know more about. 


Every subject taught has been 
suggested from the field. In addi- 
tion to this, the program utilizes 
the war-proven educational method 
of “tell, show and do.” This prac- 
tical 


cellent demonstrations 
home the lessons of correctly serv- 
icing automobiles. 

“Although there are many prob- 
lems involved in carrying this pro- 
gram to other countries, we are 
intensely interested in doing it 
properly,” Rice said. 
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This is a QUALITY set th 
sturdy and weather-resistant. 
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type of teaching combines | 
| theory with practical work and ex- | 
to drive | 


‘‘AIRPLANE”’ 


Extraordinary value at our low price. 


|tion with the Buffalo Better Busi- 
ness Bureau and unanimously ap- 
| proved by the association’s board of 
directors. 

“It’s a logical time,” explained 
|Ralph A, Young, association presi- 
| dent, “to remind dealers about these 
standards because of the expected 
increase in the number of cars on 
hand and, therefore, the increase in 
advertising volume.” 


Young said copies of the volun- 
tary code had been sent to approxi- 
mately 140 dealers who are mem- 
bers of the association. This covers, 
he said, virtually all the new and 
used-car dealers, plus a smaller 
| group of used-car dealers. 


“Upon adoption of these volun- 
tary recommendations,” the code 
reads, “the automobile dealers of 
Buffalo agree to avoid statements 
and illustrations that tend to mis- 
lead or deceive the customer and 
constitute unfair competition.” 


Here are some of the points cov- 
ered by the code: 


Guarantees “must be qualified as 
to what the guarantee covers and 
for how long. Guarantees must al- 
ways be in writing. 

“It is recommended that when a 
dealer sells a car which, due to me- 
| chanical defects, may cause a viola- 
| tion of the motor vehicle laws, such 
|facts should be pointed out to the 
purchaser. 

“In all contracts and documents, 
|the following should be shown as 
|separate items: Model of the car 
and year, cash price, cash down 
| payment, trade-in allowance, unpaid 
| cash balance, finance and insurance 
|charges and coverage, total time 
| balance, and number and amount of 
|}each monthly payment.” 

Other things touched on by the 
|standards include: down payment 
price, disparaging statements, un- 
| der-selling claims, proof and defini- 
‘tion of such descriptive terms as 
“reconditioned” and “rebuilt.” 








Keely Rejoins Holmes 
Leo C. Keely, who left Holmes 
Motor Co. (Ford) in Chicago sev- 
|eral years ago to enter the refrig- 
| eration industry, is again with 
Holmes as sales manager, Frank 
HL Yarnall, president, announced. 





LUGGAGE 
3 Pc. SET 


26” Pullman Case. 
21” Overnight Case. 
14” Train Case 


14.9 5° 


DEALERS COST 





One of the BEST VALUES we've ever offered! 


roughout. Each piece lightweight, 
Finest type tweed canvas with 


binding and handles of top-grain brown Alligator-grain Cowhide. 
Gleaming brass hardware. Luxury rayon lining. 


Hundreds of dealers 


ntempo Luggage ... and rendered 


an extra service to their customers. Order a sample set today. 


Including Federal Tax: $89.50 Set 


YOUR DEALERS COST: $49.50 Set 


CONTEMPO Luggage Co. 


170 5th Avenue 
New York 10, N. Y. 
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SERVICE SECTION — 


States Cool to Local Reven 


ue Problems... . 





Municipal Tax Invasions Hit Snag 


NEW YORK. — Although con- 
fronted with a flood of such pro-| 
posals, state legislatures thus far | 
this year have been generally cool | 
to bills to grant broader taxing | 
authority to county and municipal 
governments to raise new revenue 
from nonproperty sources, includ- 
ing levies directly and indirectly 
affecting the automotive industry. 

A survey of developments in 
state capitals throughout the 
country reveals that such bills as 
had been enacted by late April 
were of a comparatively minor 
character in the overall picture. 


Barring a wave of late action in 
legislatures still in session, indica- 
tions are that 1949 will mark a 
slowing down in the trend of recent 
years toward enactment of state- 
enabling legislation to permit local 
governments increasingly wide lati- 
tude in broadening their tax bases. 


Reluctance of state lawmakers to | 
give localities broader taxing pow- 
ers apparently stems from growing 
public opposition to new levies and 
not from any diminishing need for 
local revenue. County and muni- 
cipal officers in virtually all states 
continue to assert a need for in-| 
creased state financial aid or broad- 
ening of local taxing authority, or 
both. 

Bills patterned after Pennsyl- 
vania’s 1947 law permitting local 
governments to tax virtually any- 
thing not taxed by the state were 
introduced in many state legisla- 
tures this year, but had not been 
enacted in any at this writing, Such 
bills, however, were still pending 
in several states, including Florida, 
Massachusetts, Michigan and North 
Carolina. 

Meanwhile, many bills to repeal 
or modify the Pennsylvania “tax 
anything act,” under which near- 
ly 1,000 new local nonproperty 
taxes have been adopted, were 
pending in that state’s legisla- 
ture. Other local revenue bills 
before the Pennsylvania legisla- 
ture included measures to raise 
funds for the Pennsylvania board 
of education through a 2-mill 
gross receipts tax and an in- 
creased personal property tax. 

Proposals for local license taxes 


New Off-Road Tire 


Offered by Goodrich 


AKRON.—Off-the-road tires made 
with nylon cord throughout, and in- 
cluding the nylon shock shield, were 
announced last week by B. F. Good- 
rich. The tires are mainly used by 
contractors, open pit, strip mine 
and quarry operators and loggers. 
Advantages cited by the company 
for this construction are: 

In a two-year testing program on 
some of the toughest operations 
there was not a single tire blowout; 
tire body strength is greatly in- 
creased because the same number | 
of plies are being maintained in| 
each tire, and the nylon cord is 
twice as strong as the rayon pre-| 
viously used; the tire made with | 
nylon cord will withstand more} 
than double the impact without | 
rupturing than the tire with rayon 
cord; no flex failures have been re- 
ported in the testing program. 

Tires are made with the com- 
pany’s weftless construction, in 
which there are no cross threads to | 
increase friction. This construction | 
also reduces growth in service, be- 
cause tension of the cord is con-| 
ot and equalized, Goodrich | 
adds. 





| 





Cape Charles Deal Changes 
To Donahue Chevrolet 


Donahue-McLean Co., 614-20) 
Peach St., Cape Charles, Va., has 
terminated its contract with Stude- 
baker Corp. as sales and service 
representative of Studebaker cars 
and trucks. This announcement | 
was made by Robert R. Donahue, | 
Owner, in a report of the changing | 
of the name of the company to| 
Donahue Chevrolet Sales, Inc. 

Donahue, president and general 
Manager, said that the Donahue | 
Chevrolet Sales, Inc., will be re-| 
sponsible for any obligations, debts | 
or contracts made by the Donahue- | 
McLean Co. and still in effect. 


William Ullman, Washington correspon- | 
dent, keeps AUTOMOTIVE NEWS readers 
Up to date on political and economic trends | 
In the nation’s capital every week. 


against private or commercial mo- 
tor vehicles, or both, were rejected 
in Indiana, New Mexico, North 
Dakota, Tennessee and Utah, and 
were pending at this writing in the 
legislatures of Delaware, Oklahoma 
and Pennsylvania. 

Among the numerous local tax 
bills of direct or indirect interest 
to the automotive industry was a 
Missouri proposal to permit coun- 
ties to impose gasoline taxes of 
2 cents a gallon. 

A bill to permit Portland to im- 
pose a gross receipts tax ran into 
heavy opposition in the Maine leg- 
islature. 

An Oklahoma bill would permit 
cities and towns to collect local 
sales taxes of up to 1 percent. 


Introduced in the Ohio legislature 
was a bill to outlaw city income 


taxes, such as have been adopted | 


by Columbus, Dayton, Youngstown, 






RAMCO ] 
NO HARSH CYLINDER 
WALL PRESSURES 


RAMCO + 
USE OF INNER RING 
TO STABILIZE PISTON, 
NOT FOR PRESSURE 


RAMCO 

f . ; All 
INITIAL STEEL CON. 
TACT IS INDEPENDENT 
OF THE INNER RING! 


odd 











These Principles 
IMITATED BUT NEVER DUPLICATED! 
RAMCO A 
AUTOMATIC ADJUST. 
MENT OF RING CON. 
TACT TO DEGREE OF 
CYLINDER WEAR! 


RAMCO 


ALTERNATING PRES. 
SURE ON UP AND 
DOWN STROKES! 


other Ramco principles 


ance that... 


Makes More Lasting Friends” 


Toledo, Portsmouth and Springfield. 

Nevada’s legislature killed a bill 
which would have permitted coun- 
ties of not less than 10,000 popula- 
|tion to levy 2 percent sales taxes. 
Rejected by the North Dakota 
| legislature was a bill which would 
have enabled cities to levy taxes 
|locally on cars and trucks, liquor, 
hotel room rents, amusement de- 
vices, public utilities, amusement 
| admissions, and others. 

Killed by the Indiana legisla- 
ture was a bill to permit cities 
and towns to impose local taxes 
on individual and business in- 
come. 


A bill was withdrawn from the 
Wisconsin legislature which sought 
to repeal a 1947 Wisconsin law 
prohibiting the imposition of in- 
come taxes at the municipal level. 

Unsuccessfully introduced in the 
West Virginia legislature was a bill 
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up to ring perform- 
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|more successful thus far this year | tngiana 





XC cl Re-Ring Jobs that Customers will — 
Stag About 2 Years trom 


Smooth Engine Performance is an 
Important Business Booster! 


tomers coming to you for all their other automotive service! 


FOR Racor muck AD -POWLR WITH 
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DODGE 


Plaemowth 





se 


RANKS' EXCLUSIVE SERVICE SPOT IN MILWAUKEE—Although service is the solo slant 
in this setup, Wallace W. Rank, president, and George C. Rank, secretary and treasurer of 


| Rank & Son (Dodge), used the occasion of the opening of the service quarters to display 


the new Dodge line. 


ito permit municipalities to impose | increased state aid to counties and 
|local consumers’ sales taxes. 


|cities for road and street purposes 
is continuing. An example is a new 
law which reduces the 


Local governments have _ been 


in obtaining increased state finan- a Leal ines? 
cial assistance and sharing in the state highway commission's share 


receipts of state-collected revenues | f Motor vehicle funds from 60 to 
than in persuading state lawmak-|53 percent, with the counties now 
ers to authorize new local taxing| getting 32 percent and cities 15 
powers. The trend toward granting ' percent. 
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What customer can resist bragging about the smooth way 
his car throttles down to the slow speed of a parade! That's 
the kind of apvertisinG that will really build your ring 
business! But that isn’t the only way you'll profit when you 
sell RAMCO RE-POWERING! As advertised in and 
RAMCO RE-POWERING also sells your carburetion, 
ignition, and cooling services too. And Ramco backs you up 
with the Ramco 10,000 Mile Guarantee that keeps ring cus- 


! 
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RAMCOLE 


PISTON RINGS 


Built to EXCEED the 10,000 MILE (ONE YEAR) GUARANTEE BY THOUSANDS OF MILES 


Other products of Ramsey Corporation, 3737 Forest Park Boulevard, Sf. 
Oil-Tyte Piston Rings 


Seal-Tite Piston Rings 


+ + « Famous RAMCOnizer Machine for reshaping collapsed piston skirts 
and Sullivan, Missouri; Fruitport, Michigan; Toronto 8, Ontario, Canada. 





RAMCO Piston Skirt Stabilizers . 
Spirolox Retaining Rings, Spiro-Seal Grease Seals & Dust Seols 
+ Ramco 3-Up Parts Cleaner. Factories: St. Louis 
Copyright 1949 by Ramsey Corporation. R-315] 


lovis 8, Missouri: 













Affecting Factories and Dealers... 


Auto Advertising 


industry, with national advertis- 

ing of Kaiser-Frazer, Chevrolet, 

Studebaker, Cadillac, Plymouth, 
Electric Auto-Lite, B, F. Good- 
rich and others. 

Milline Publishing, headed by 
Burton Browne, says this is the 
first of a contemplated annual 
series of volumes that will repro- 
duce more than 150 outstanding ads 
from national magazines. 

Browne says the purpose is to 
fill what he believes is a need for 
a compilation of proven successful 
material “that can be consulted and 
interpreted into the selling require- 
ments of business and industry.” 

Titled “The Best National Adver- 
tising of the Year,” the volumes 
will present the best ads in cam- 
paign idea, merchandising, layout 





A book which seeks to portray 
the advertising industry’s best ef- 
forts in the past year is being pub- 
lished by Milline Publishing Co., 
Chicago. 

Well represented 


is the auto 








Spath plas ase lok at, bet 


es _ |copy, color, design, illustration, ty- 
@ auro-LiTE = SPARK PLUGS pography and public relations. 
ge ten ces eee Judges for the 1948-49 volume 
‘Sanne are: 


Raymond Loewy, industrial de- 
signer; Norman Rockwell, illustra- 
tor; Glen U. Cleeton, director of the 
division of humanistic and social 
studies and school of printing, Car- 





Quantity 


PRODUCTION 


oy 
IRON CASTINGS 
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GREY 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


A 
>» 
a 


ESTABLISHED 18 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


ele! 


OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


eek 















* DOUBLE DUTY! 
* DOUBLE LIFE! 
* DOUBLE VALUE! 


CHROME 
J - * 


Showroom & Office 


FURNITURE 







“CHROMASTER'S" ‘reversible cushion showroom and office furniture with 
air cushion springs. Made of the highest quality steel tubing, superbly 
chrome plated. Upholstered in flame, stain and fade resistant Duran. 
Available in matching two and three passenger settees. 


Write for Literature and Prices. 


Kay-Davis Company 


886-890 GERARD AVE. NEW YORK 52. N.Y. 
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first rated on the basis of reader- 
ship survey and sales impact. 


perts were further 
Selling results by each advertiser’s 
sales manager. The initial 153 ads 
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SOUS 68 tee RRO OTE ER 6 HFSS Bee, MEE OERES 


finally approved are in the first 
book. 

Some of the automotive ads 
that will appear are illustrated 


negie Institute of Technology; Val- 
entino Sarra, advertising photogra- 
pher; Lou Smith, public relations | 
head of Columbia Pictures; Wil- | on this page 
liam Howard, director of sales pro- | Aside from o mele? Seeowesd end 
motion for R. H. Macy & Co.; Dave|.nort statements by each of the 
Lockwood, art director for Foote, | judges who reviewed the ads, the 
only text the volumes will contain 


is credit to advertisers, agencies, | 


advertising managers, copywriters, 
artists, etc. 
+ = > 


Kaye’s ‘Showroom’ 


Service and sales of parts and 
accessories will be promoted on the 
“Sammy Kaye Showroom,” a new 





, outh dealers throughout the United 
| States. 

The transcribed program will 
be heard three nights a week 
over 260 radio stations, accord- 
ing to John H. Caron, director 
of advertising for Chrysler divi- 
sion. The first program is sched- 
uled for May 16. 


Repeating the slogan, “We aim 
to take care of our own,” the 
“Showroom” is designed primarily 
to sell service and parts for Chrys- 
ler-Plymouth dealers. However, it 
also will promote the sale of Chrys- 
ler’s Silver Anniversary models 
recently introduced. Chrysler deal- 





15-minute radio program to be| 
sponsored by 915 Chrysler-Plym- | 


ers’ factory-trained mechanics and 
(Continued on Page 68, Col. 1) 














A bey a girko ene. wanset by the sea! 
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| VOW! NAME PLATES 


PRECISION CAST... ELIMINATING ALL DIE COSTS 


: ’ Quantities as low as 100 may be ordered with original design for every job! 


Cone & Belding, and Paul Busse, 
copy chief for Sears, Roebuck & 
Co. 

Each judge reportedly made indi- 
vidual selections in his specialized 
field from over 400 ads which were|_ acamath 


eople drive 3 


CHEVROLETS 


: ' 
than any other make: 








Proof of design submitted for approval. Heavily chrome plated. Write for details. 


La FRANCE PRECISION 
CASTING COMPANY Phila. 6, Penna. 


502 Locust Street 
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Ads finally selected by the ex-| 
processed for 












New BE Goodrich tire 
ides your, can ow a Ueduct Pillow! : 


a 
hi 







0 GOs ccsccecce Om 
2 to 10 Copies... *7*° each 
ead a4 seid ed ume i eae a 


back. Send cash...check or money order...or will ship ¢.o 





STEVENS-PECK, Inc., P. 0. Box 


GENTLEMEN: 
Please send me 


NAME 
















copies of Peck’s Title Book. 


RUCKS! TRAILERS! 


Gives Complete 
Title Information 
On 


@ TRANSFER LAWS 

@ LIEN REQUIREMENTS 

@ SPECIMEN 
CERTIFICATES 

@ BILLS OF SALE 


@ ADDRESSES AND 
OFFICERS’ NAMES 


@ ALL CARS, TRUCKS 
AND TRAILERS 
for ALL 49 STATES, 
DIST. OF COLUMBIA 
and CANAL ZONE 
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KANSAS CIT Y.—G. D. Sont- 
heimer, safety department director 
of the American Trucking Assns., 
last week urged adoption of a 
driver-training program by every 
motor carrier in the country as a 
means toward greater highway 
safety and improved customer and 
public relations for the trucking | 
industry. 

Speaking at the 10th central 
states safety congress, sponsored 
here by the Kansas safety council, 
Sontheimer pointed out that the 
public’s point of contact with the 
trucking industry is the truck | 
driver. 

“The way in which your drivers | 
operate your vehicles on the pub- 
lic highways,” he said, “has a di- 
rect effect on every phase of your 
business, including public and 
customer relations, the enactment 
of burdensome regulations and 
state barriers. 

“Final judgment on the success of 
any industry or any individual busi- 
ness must be based on one thing— 
public acceptance. Only by public 
acceptance and the use of the serv- 
ice offered can your company pros- 

er.” 
: No company can show a profit, he | 
added, unless it is operated effi-| 
ciently. He pointed out that the | 
greatest single item of expense in| 
any trucking concern is wages, and 
that efficient drivers can contribute | 
to reduced operating costs through 
a reduction in the accident rate, 
lower shop costs, more revenue per | 
vehicle because each vehicle is in 
service for longer periods instead of | 
being laid up for repairs, and| 
through lower insurance costs. 

In addition, he said, well-trained 
drivers bring in more customers be- 
cause of their reliable service and | 
their general performance before | 
the public. 

Sontheimer stressed four points 
that should go into a driver train- 
ing program. 

1. Job analysis—finding out what 
the job is and how you want it done. | 

2. Individual analysis—finding out | 


| 








Policeman Heads 
Auto Tax Fight | 
In Illinois | 


CHICAGO.—A Chicago police- | 
man, William W. Kipp, last week | 
was elected chairman of the newly | 
formed Illinois Highway Taxpayer | 
committee, whose membership in- | 
cludes. 22 associations and groups) 
representing auto dealers, labor, 
private fleet operators, motorists, 
taxi, bus and truck operators, serv- 
ice station owners and jobbers. 

The organization is launching a 
statewide campaign to defeat any 
increase in the Illinois gasoline tax 
or license fees of passenger cars, | 
trucks or buses on the premise that | 
“We can have good roads without | 
higher taxes.” 

“We face an extremely difficult | 
assignment in trying to make the} 
individual citizen’s protest heard,” | 
Kipp said. 

“While largely unvocal, that pro- | 
test certainly exists. There is no| 
voter enthusiasm for these higher 
taxes.” 

Other committee officers are G. H. | 
Sibley, Barrington, treasurer, and | 
J.H. Higgins, Springfield, secretary. | 

Among groups represented by the 
committee are Chicago Automobile 
Trade Assn., Illinois Motor Club, 
Central Motor Freight Assn., Motor | 
and Equipment Wholesalers Assn.., | 
and Illinois Petroleum Industries | 
Committee. 


SKF to Build 


In Canada 


TORONTO. — The first $1,000,000 
unit of a bearing plant will be 
built in suburban Scarboro town- 
ship this summer by Canadian SKF | 
Co., a branch of the Swedish firm. | 

Gordon Janes, president of the | 
Canadian branch, said the plant | 
will employ 200 Canadians at first. | 
He said the parent company in| 
Sweden considers its Swedish plants | 
too close to Russia and seeks to| 
establish branches in other parts | 
of the world. About 50 percent of 
the Canadian plant’s production will 
be used in Canada, the rest ex- 
Ported. 





| 
| 





Driver Training Urged 


ATA Official Says Nationwide Program Would Aid 
Trucking Industry’s Public Relations 


what the driver knows that is appli- 
cable to the job for which he was 
chosen and what he must be taught, 


3. Instruction—training the driver 
in company rules and policies, driv- 
ing techniques and other factors re- 
lating to safe operation of the ve- 
hicle. The latter includes familiar- 
ization with the routes and terri- 
tory he will cover, and instruction 
in the fundamental mechanics of 
the vehicle he will operate. 
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Future Dealers 
Younger Execs Form 


In Milwaukee 


MILWAUKEE. -- Approximately 
25 younger automotive executives, 
sons and proteges of Milwaukee 
automobile dealers, have formed a 
society to learn about the automo- 
bile business. 

A meeting was held at the end 
of March for the purpose of elect- 
ing officers. Bob Black became 
president, Bob Barrett, vice-presi- 
dent; Barney Browne, treasurer, 
and Wally Rank, secretary. Also 
part of the March business was 
the forming of a special committee 





for suggesting appropriate names 
and another to frame a constitu- 
tion. 

J. B. Van Tassel, automotive bus- 
iness consultant, appeared at the 
April meeting with the first half 

Sontheimer told the congress | ANIMATED SIGN IN GLOWING COLORS—Joseph Burbach Auto Sales (DeSoto), West|°f @ talk on dealership finance. 
his Teronee had a aa ee Allis, Wis., recently moved into these new sales quarters. Joseph Burbach, president, states — 
ous incentive plans an | that the dealership has held the DeSoto franchise sin is : 
adopted one which it has named | : Pr rede Nelsonville Motor 
the “Sights on Safety” campaign. Nelsonville Motor Sales Co., Nel- 

Under this plan, each company | for merchandise gifts at the end of | said, because it interests the driv-| sonville, O., has been incorporated 
awards points to drivers for every | the month, or after several months | er’s entire family in his safety rec- | by James M., Andrew and Thomas 
month of safe driving they com-| of accumulating them. |ord and adds the influence of his| E. Matia with a capital stock of 
plete. The points can be exchanged The plan is particularly good, he | wife to that of company officials. $4,500. 


We front 


---in wheel alining/ 








































4. Refresher training and incen- 
tives—continue some training work 
at all times, even for veteran driv- 
ers, and provide strong incentives 
for courteous, safe and efficient 
operation. 























NEW pS Ie PA R"195-84! 


Another Example of why “BEAR” Leads* 






with Alinement Shops Everywhere! 























The new “Bear” 195-84 which features the 
newly designed and improved Checking 
Heads for use on all cars, including the 
new overhang fender models, is the latest 
example of “Bear’s” Leadership! The 
195-84 offers a complete alinement service 
for all cars and light trucks, plus axle and 
rear housing straightening. By adding a 
few tools to the 195-84 whenever you wish, 
you can get into profitable frame 
straightening service! 


Another perfect example of “Bear” Lead- 
ership is the new “Bear” Double-Duty 
Safety Service Merchandiser and Work 
Bench! Here is a unit that boosts your 
alinement service sales and, at the same 
time, increases work efficiency.When you 
check all the features—you'll find that 
“Bear” is OUT FRONT on all counts! See your 
“Bear” Jobber TODAY... get all the facts! 


Be a Safety Leader 
in Your Community 


-o- IT PAYS! 


CASH-IN on ‘‘Bear's'’ National 
Advertising Campaign in the 
POST! Use the Advertising and 
Educational Materials ‘‘Bear"’ 





































provides to become the rec- 
BEAR MFG. CO., Dept. A-14 Rock Island, Illinois 


ognized Sofety Leader in your 
community—START NOW! 














2 a ‘ —_—— 
*A recent survey by a national dealer organization throughout 


the nation, shows again that “Bear” leads all others by a wide 
margin in the number of operators, who by their purchases, prove 
they prefer ““Bear’’ Wheel Alinement Equipment over all others! 
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Washington 


(Continued from Page 16) 


den objective. In these circum- 
stances, to construe section 8 (b) 
(4) (A) as qualified by section 8 (c) 
would practically vitiate its under- 
lying purpose and amount to im- 
puting to Congress an unrealistic 
approach to the problem.” 
Chairman Paul Herzog wrote he 


was compelled “reluctantly” to the | 


same conclusion. 

Board members Houston and 
Murdock dissented, taking the 
position that the free-speech 
clause should apply to secondary 
boycotts as well as to other 
unfair-labor-practice provisions. 

Their opinion said: “It is clear 
that the effect of the majority's de- 
cision . . . is to insert an exception 
to the express language in section 
8 (c) guaranteeing freedom of ex- 
pression to all concerned under the 
act, regardless of any other provi- 
sion. Such an interpretation would 
forbid all manner of peaceful per- 
suasion for an objective proscribed 
by section 8 (b) (4), including not 
only peaceful picketing and ‘We do 
not patronize’ lists, but advertise- 


eee a 


| ments in the newspapers, speeches 
| over the radio, in public halls, and 
in auditoriums, miles distant from 
any employer’s plant. ... We can- 
not find by inference and analogy 


Traffic Deaths Increase 


On Virginia Highways 

RICHMOND, Va. — Fatalities 
| on Virginia highways totaled 175 
in the first three months of the 
current year, an increase of 47 
over the corresponding period a 
year ago, it is announced by 
Capt, W. L. Groth, head of the 
safety department of the state 
police 

He attributed the sharp rise 
almost entirely to a heavy in- 
crease in the number of non- 
collision fatalities, These are ac- 
cidents in which a_ vehicle 
swerves off the road, smashes 
into a bridge or abutment or 
cracks up in other one-vehicle 
situations. The rise shows a 
failure on the part of the human 
element,” Capt. Groth said. 
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SERVIS-DISPATCHER 


PRODUCTION CONTROL 
SYSTEM 


Whether 


ou write a few hundred or thousands of 


repair orders a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


YOUR fyitthe ORGANIZATION WILL BENEFIT 


DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
dled by full utilization of existing 
facilities ... and efficient handling 
means more satisfied customers. 


SERVICE MANAGER . . . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 


SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 


WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 


CATALOG NO. RR-309 


The REYNOLDS & REYNOLDS 


WESTERN 


DAYTON 


BRANCH 


7, OHIO 
PICO BLVO 


CMIUPICHI vi - 


a w LOS ANGELES 


a clear and manifest intention of 
Congress to forbid peaceful persua- 
sion under section 8 (b) (4) (A).... 
There is abundant and unqualified 
legislative history to support our 
view that Congress meant exactly 
what it said when it made section 
8(c) applicable to every provision 
of the act, without exception. .. .” 


Chairman Herzog characterized 
the case as “the most important 
and difficult problem” to come be- 
fore the board under the act. He 
added: “The opinions of my col- 
leagues disclose how reasonably 
the most reasonable of men can 
differ in seeking to solve the di- 
lemma created by the conflict be- 
tween section 8(c) and 8 (b) (4) 
(A) of the statute that all are 
sworn to enforce as written. The 
writing was not ours; the dilemma 
was not of this board’s making... . 
The board’s duty is not to seek to 
discover, as legislators would, the 
better or the worse answer. It is to 
enounce, as judges must, that an- 
swer which will effectuate the in- 
tention of the Congress which 
wrote the words.” 

* + + 


Wanted: New HQ 


== MANY other poor fish, this 

correspondent at times has suf- 

fered indirectly through the activi- 

ties of John L. Lewis and his 

United Mine Workers, but this time 

ee great John L. scored a direct 
3 


A couple weeks ago it was an- 
nounced the UMW had taken title 
to the Chandler building, long the 
home of Automotive News’ Wash- 
ington office. The next word was to 
get out May 30. Our lease expired 
March 31 and Apr. 1 was really 
April fool-’em day for us since no 
new lease was sent around. 


Where to go is the problem, for 
space is scarce and rents are high— 
especially for one who really needs 
an Office. 

Dropping down a couple floors 
to find out the situation with our 
fellow tenant—the Washington 
Automotive Trade Assn. — Man- 
ager Dick Murphy said they were 
a bit luckier; that their lease does 
not run out until the end of the 
year, which gives them more time 
to look around and make a deal. 

Having been in the hospital al- 


juary, we're a little too weak to 
| stand and give three rousing cheers 
for John L. and wish him well, but 
we have him in mind just the same. 

Meanwhile, suggestions will be 
received at the old address until 
May 30. After that— 
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Double Talk 


[i THE current drives for legisla- 
tion like the Spence bill, the talk 
| is not about moving into govern- 
;}ment-control economy; it is about 
“corrective measures,” say economic 
| research specialists, adding: 
| “Looking into the practical reali- 
| ties, however, we find that the dif- 
ference between government-cor- 
|rected and government-controlled 
economy is a difference in how you 
talk about them, not a difference in 
the way they must actually work, 
“Whichever it is called, the essen- 


and prices 
market’s composite of 
buyer-seller preferences.” 


Oden Chevrolet 
Transfer OK’d 


ALBUQUERQUE, N. M. Ru- 
mors that Oden Motor Co. (Chev- 
|rolet and GMC) would be sold by 
|Bess Oden and Dick Oden, widow 
|and brother of the late Clyde Oden, 
|were confirmed last week by Col. 
R. L. Harrison, owner of the local 
|Caterpillar tractor agency. 
| Among a_ potential 
|group beside himself, 
; said, are U. S. Sen, Clinton P. An- 


individual 








|a partner in Black-Briscoe Motor 
Co. (Kaiser-Frazer), 


Chevrolet zone manager, had al- 
jready approved transfer of the 
| franchise. When the deal is closed, 


new firm after disposing of his K-F 
dealership interest. 

Clyde Oden died last year. Since 
then, his brother, Dick, has been 
operating Oden Motor Co. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week, 


most continuously since early Jan- | 


tial fact is that centralized govern- 
mental discretion about production | 
is substituted for the | 








purchasing | 
Harrison | 


|derson, Gayle C, Armstrong, L. R. | 
| Allison and W. E. Black, the latter | 


Harrison said that Rufus Little, | 


he added, Black will manage the | 
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SEND ME ~ 
OUT TEN 
GALLONS | 
OF GAS: 


“This question has been asked: 
“Why aren’t there roadside phone 
sockets for portable plug-in phones 
to allow motorists to make emer- 
gency calls?” 


Lake Ships Busy 


Carrying Autos 


BUFFALO.—One of the heaviest 
early season movements of new 
automobiles and trucks to Buffalo 
via lake steamer is keeping trailer- 
transports so busy that many of 
them are being operated on a 24- 
hour basis. 


Seldom a day passes without one 
to three auto carriers docking at 
the foot of Michigan Ave. to fill 
the parking lots with new models. 
As quickly as the cars can be 
checked and inspected for possible 
damage, they are loaded into trans- 
ports and taken away to all sec- 
tions of the East. 





Wagner Opens U. C. Lot 

Wagner Motor Co., Salina, Kans., 
has opened a used-car lot at 105-7 
E. Pacific. 

Lee Clark is used-car manager, | 
with Norman Wendlandt assisting. | 
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MUST BE 
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SERVICE SECTIO\ 


Pa.-Md. Feud? 
Threat Seen of Fight 


Over Car Tags 


GETTYSBURG, Pa.—An inte 
itate auto license tag battle may be 
tn the offing between Pennsylvan 
and Maryland. District of Columb 
residents may also become involv« 
in the skirmish. Recently a resident 
of this city, who works in Balti- 
more, was arrested and fined $5 and 
costs. He was charged with violat- 
ing the Maryland motor vehicle 
code which says that an automobile 
which is “garaged” in that state 
more than 90 days in any one year 
must be registered in Maryland. 

The fine was suspended when the 
driver bought Maryland license tags 
and paid the sales tax of 2 percent 
of the value of his car. The Penn- 
sylvanian had contended that he 
was a legal resident of Pennsy!- 
vania and merely,roomed in Mary- 
land a few days each week and 
went home every week-end. 

Pennsylvania’s Acting Secretary 
of Revenue Otto Messner claimed 
that similar arrests had been made 
in the District of Columbia. 

Messner said, “We can return this 
kind of treatment Pennsylvania 
residents are getting in Maryland 
and in the District of Columbia.” 


Chrysler Executives Off 


On Far East Survey 

DETROIT. — Wendell H. Welch, 
staff manager of the Export divi- 
sion of Chrysler Corp., and K. H. 
Kingsley, assistant to the general 
works manager, have left Detroit 
by plane to spend three months in 
India and the Far East. 

They first will visit Bombay and 
study assembly plant operations 
there and distribution problems of 
the area. Later they will visit other 
areas including Pakistan, Ceylon 
and Burma before returning to 
America. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS Want Ads. 


¢ Create More Sales 
¢ Add to Your Dollar Volume 


Bin End Displays * Increase Your Profit 


Here’s a permanent, low-cost merchandising dis- 


play that helps sell more accessories 
extra storage space . . . modernizes 


... provides 
the parts de- 


partment. Bolts on any make parts bin. Size: 7’ 


deep, 84” high, 24” wide. Seven shelves per bin. 
adjustable on 3” centers. 
closed-in base. Available in combination of any 
of the following colors: gray, green, buff, (white 
backs if desired). Special colors on request. 


$26%° mmcouare 


Shelves 


Built-up and 
Crated 
(F.0.B. Cleveland) 


OI Ps 


METAL PRODUCTS, INC. 


1501 ROCKWELL AVE. 
CLEVELAND 14, OHIO 


- f 

ee Write Today 
for Catalog... 
showing complete 
line of steel stor- 
age equipment for 
auto dealers and 
repair shops. 
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On Reorganization .. . 
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Deadline Is Delayed 
For Tucker Plan 


(Continued from Page 2) 


ing, and Tucker Corp. will do 
nothing to impair the financial 
status of Aircooled while any air 
force contract exists. 


Nachman frankly stated in court 
that Aircooled is the chief asset 
of the parent company. He filed 
a list of stockholders and asked 
that it be impounded to prevent 
“self-serving groups” from indulg- 
ing in solicitations. 

Grand jury witnesses as the week 
began were Mr. and Mrs. Dudley 
C. Hay of Romeo, Mich., the latter 
until recently serving as national 





Regional Parleys 


In N. Y. Draw 





| week. 


Republican committee woman from 
that state. They resumed testimony 
after appearing briefly the previous 


Indications were that Mr. and 
Mrs. Hay would be the only sched- 
uled witnesses and that the next 
step by the government would be 
a review of previous testimony. 

Wednesday brought about dis- 
missal of the grand jury, subject 


to probable recall during the com- | 


ing week for purposes of voting 


an indictment or clearing the com-| 


pany and its officers. 

The job of returning the subpoe- 
naed books and records to the 
plant got under way, thus giving 
the trustees an opportunity to re- 
sume their audit. 

The War Assets Administration 
encountered a puzzling situation 
when the trustees skipped payment 


Big Turnouts 


ALBANY.—Widespread response 
to a series of regional meetings 
being held throughout New York 
state has been reported by C. D. 
Henderson, executive vice-presi- 
dent of the New York State Auto- 


of $125,000, the quarterly rent, due 
last Monday. 

Otto G. Klein, Chicago regional 
director of WAA, was queried as 
to whether under these circum- 
stances the Tucker plant will re- 
vert to the government or re- 





mobile Dealers. 

Henderson said the turnout at 
the meetings, which are being held 
to provide all automobile dealers 
with an opportunity to obtain a 
better understanding of the trade 
associations’ services and activi- 
ties, and to obtain suggestions 
from dealers as to how their asso- 
ciation can be of more service, 
has been “highly gratifying.” 

T. H. McElvein jr., president of 
the state association, has acted as 
chairman of the meetings, which 
have been held up to now at Al- 
bany, Newburgh, Binghamton and 
Rochester. He warned that the 
automobile business has become a 
target of both legislators and pri- 
vate individuals, and said the 
dealer association was doing every- 
thing possible to win the confidence 
and respect of the public. 

McElvein also explained the 
work of the association, and de- 
scribed such association services 
as sickness and accident insur- 
ance, workmen’s compensation, em- 
ployer-employe relations, regular 
bulletins and news on legislative 
and other matters affecting deal- 


ers, and the NYSAD Supply Corp. | 


The subject of federal legislation. 
including Regulation W, the wage 


main with the trustees. 

“You are asking me the $64 ques- 
tion,” he answered. “I don’t know 
what we can do but we are having 
our legal department study the 
situation. We will protect the in- 
terests of the government but I 
don’t know whether anything is 
necessary in this line right now.” 

Under the lease, which specifies 
$500,000 rental annually for 10 
years, the WAA has power to can- 








63 








HUDSON RECEIVES SAFETY CITATION—The company's continuing contribution to auto- 


motive safety received recognition with the presentation to A. E. Barit (second from left), 
Hudson president, of a special safety award by Alfred M. Best, publisher of safety Engineer- 
ing magazine, for Hudson's "distinguished contribution as a leader in the cause of public 
safety through the design and construction of its motor cars.'' The company has held the 
magazine's "America's Safest Car'' trophy since 1941. Shown in the picture (left to right): 
G. H. Pratt, Hudson sales vice-president; Barit; Best, and Harry Armand, editor of Safety 
Engineering. 





replacement, a total of almost $1 
billion, DeMuller said, 


The speaker detailed the difficul- 
ties faced by foreign distributors. 


Export Sales Total 
24% of Willys Output 
TOLEDO. — Willys-Overland has | 


sold 84,000 vehicles to foreign mar- 
kets since the end of the war, an 
average of 24 percent of the com- 
pany’s production during 1946 
through 1948, Marcel F. DeMuller, 
vice-president and general manager 
of Willys-Overland Export Corp., 


Their facilities were almost totally 
destroyed in the war, their distance 
from the factory lessens the as- 
sistance they can receive, import 
restrictions are tight, he explained. 
Only five countries are free of im- 
port restrictions—Cuba, Venezuela, 
Haiti, Salvador and Switzerland. 


told the Toledo Automotive Trades 
Assn, last week. 

In spite of the difficulties of mar- 
keting cars abroad, distributors of 
American motor vehicles in 1948 
| purchased from the U. S. more than 
200,000 passenger cars, 200,000 
|trucks and buses and about $300,- 
|000,000 in auto service equipment, 
|parts for assembly and parts for 


ABC Buys Plot 

ABC Super Service, GMC truck 
dealer, has purchased a vacant plot 
at Vernon Blvd. and 33rd Rd., Long 
Island City, Queens, N. Y. Contain- 
ing 32,500 square feet, the plot will 
be the site of a one-story building 
to be used as a store, showroom 
and service station. 








cel the lease upon appointment of | 


trustees or for violation of 
terms, including non-payment of 
rent. 

The immediate attitude of the 
trustees, expressed by attorney 
Nachman, was: 

“The WAA hasn't indicated what 
move, if any, will be made, but I 
hope they will ride along with us. 
If we can effect a reorganization, 
we will certainly make arrange- 
ments for payment of any back 
rental. 


think they will cooperate with us.” 


Special U.S. Aid 
For Rural Roads 
Called Unwise 





and hours law and the Taft-Hart- | 


ley law, was discussed by M. Rob- | 


WASHINGTON.—Special federal 


ert Deo, counsel to the NADA, | aid for local rural roads, as pro- 


and William lL. Mallon, 
NADA president and chairman of 
the Public Affairs committee. 


Henderson described highlights 
of the Albany legislative session, 
including the compulsory inspec- 
tion bills, the title bill and the 
attempt to regulate financing of 
installment sales. 


N.D. May Delay 
Gas Tax Hike 


BISMARCK, N. D.—Referendum 
petitions seeking to block a 2-cent 
state gasoline tax increase enacted 
by the 1949 legislature have been 
filed with North Dakota’s secretary 
of state. The petitions contained 
10,304 signatures, according to Wil- 
liam S. Murray, executive secretary 
of the petitioners committee. 

Only 7,000 valid signatures are 
required to suspend the law’s opera- 
tion until voted on by the people in 
the 1950 primary election. Validity 
of the petitions is now being 


checked by the secretary of state. | 


If found valid, the tax increase, 
scheduled to become effective July 1, 
will be suspended until voted on in 
June, 1950. 


Burnett Names Hubbard 


5. K. (Jack) Hubbard, veteran 
dealership executive, has been 
named used-car manager for Roy 
Burnett Motors, Portland, Ore., as 
the first step in a greatly expanded 
used-car program. 

Hubbard was formerly with W. 
W. Shipley Co. in Portland and 
later organized his own deal in 
Salem, Ore. 


former | Posed in two Senate bills, is im- 


practical, Commissioner Thomas 
MacDonald of the Public Roads 
Administration told the roads sub- 
committee of the Senate Public 
Works committee here last week. 


In his opinion, MacDonald stated, 


needs on the Interstate Highway 


| system outweigh, at least nation- | 
ally, the proposed rural program. | 
|He said that a report on the Inter- | 


state system, showing a $10 billion 
deficiency in work to be done, will 
be presented to Congress in about 
two weeks by the PRA. 

MacDonald said the 


|eality of S.244 and S.1471, which 





|}to the 


would authorize $100 million or 
$150 million, respectively (to be 
matched by the states for local 


roads), springs from these factors: | 


1. The immensity of the job. 

2. The lack of requirements as 
to skilled supervision at the local 
level in spending this money and 
existing revenues. He 
the maintenance provisions of the 
regular federal aid laws that have 
done more to improve the nation’s 
roads than all of the federal funds 
actually expended. 

3. The fact that in the past, in- 
creased allocation of federal and 
state funds for local roads has only 
resulted in withdrawal of local 
funds from the job. 

MacDonald defended federal 
standards for secondary roads as 
the product of experience and not 
of theory. He said his own answer 
local rural road problem 
was “maintenance 365 days of the 
year” of existing roads. At an- 
other point he said “what we need 
most is an accounting of every 


impracti- | 


its | 


We doubt that they will | 
take the plant on a forfeiture. I) 





said it was} 


road dollar,” from all levels of gov- | 


ernment. 






MANLEY 


8-ton Wrecking Crane WC-8 


Booms operated individually or as a unit. 
Automatic drag brake when reeling—spe- 
cial drag brake when hauling. Controls are 
at side or in the rear. Machine cut gears 
—worm drive—ball bearings on gear shafts 














Wrecking Crane offered in the past ten 
years—completely redesigned in accord- 






ance with modern engineering practices. 





York, Pa. « Chicago - New York - Portiend - Sen Francisce + Bridgeport, Cone. 









MANLEY DIVISION 


AMERICAN CHAIN & CABLE 
’ y) The Best Equipped Shop Gets the Profitable Business 








@ quality line of Wrecking $ 
—multiple disc clutches. Out-riggers avail- Cranes and accessories, 
able as an accessory. Many other features. Seer Spans, Seieaate 

Presses, Jacks, Trestiles— Geog. 
Here is the first really new and improved other automotive “S 

service equipment 







Colo. Trade Law 
Waits Signature 


Revenue Officials 
Would Police Act 


DENVER.— The state revenue 
department, set up primarily to 
collect taxes, will become a major 
policing agency for the conduct of 
business if a new unfair practices 
act, prohibiting the sale of com- 
modities below cost, is signed into 
Colorado law by Gov. Knous. 

The controversial measure is an 
amendment and reenactment of an 
unfair practices act passed by the 
1941 session. 

The act is considered one of the 
most drastic and far-reaching 
pieces of legislation passed in the 
closing days of Colorado’s 37th 
general assembly. It is distin- 
guished from Colorado’s 1937 fair 
trades act in that the latter per- 
mits establishment by specific con- 
tract between a manufacturer and 
a distributor or jobber of the fixed 
price at which the manufacturer’s 
article is to be sold. 

The unfair practices act, how- 
ever, prohibits the sale of any com- 
modity at less than cost. The only 
exemptions are motion picture 
films delivered under lease and the 
sale of any service or product by 
a public utility. 

The essential objective of the 
new legislation is to prohibit “un- 
lawful competition” by outlawing 
the sale of a commodity in a trade 
area at a price less than the in- 
voiced purchase price or replace- 
ment cost, plus the cost of doing 
business in that particular trade 
area. It also prevents secret re- 
bates, discounts or refunds. 





























By James D. Woolf 

*ERVICE is a threadbare word, | 
) so old hat to businessmen that) 
I hesitate to use it. They nod with 
approval when its virtues are ex- 
tolled at their weekly pep-talk club 
luncheons. 

They have heard again and again 
stories like this one about Charles 
H. Walgreen, the founder of the 
great chain of retail drug stores. 

Mr. Walgreen began his business 
ff modestly with one small store in 

Chicago. One of 
Quality Service his first orders 
Is Advertising he received by| 

At Its Best telephone from a} 

housewife who 
lived within a few doors of his| 
store. 

Mr. Walgreen relayed her order | 
in a whisper to an assistant, iell- 
ing him to rush delivery to her. 
Meantime, he prolonged the con-| 
versation with her over the tele-| 
phone. 

Within three or four minutes she ' 


plaining that her doorbell 


the phone and told Mr. Walgreen 


drugs had already arrived. 
“That’s just an example, mad- 

am,” Mr. Walgreen told her, “of 

| Walgreen service.” 

+ * * 


Y=. service is a hoary old word 


rafters once rang with its praises. 
Today, now that the consumer is 
back in the buyer’s saddle, we are 
beginning to hear that service will 
again be the watchword. 

But one celébrated author and 
commentator, Samuel Hopkins 
Adams, believes that men like 
Mr. Walgreen are, like the dodo, 
an extinct species. Listen to him 
in the current issue of Good 
Housekeeping: 

“Service is a word that used to 
mean a great deal. It flowered and 
flourished in large-type advertise- 





How to get rid of EXHAUST GAS 
FUMES in Garage Buildings 


SOLVE THIS SERIOUS PROBLEM WITH A NATIONAL 
APPROVED UNDERFLOOR SYSTEM 


For the garage owner planning a new building or extensive 
remodeling, National has designed and engineered three systems 
for effective removal of poisonous carbon monoxide gas and 
smoke. National underfloor systems are completely fabricated at 
factory and shipped in a packaged kit—nothing else to buy. 
Proven, adequate, dependable systems—National has thousands of 
installations in garages in every part of the U.S. Send us a rough 
drawing of your service area showing position of stalls. We will 
gladly supply you with plans to suit your needs, Literature on 
request. 


DIAL-O-VENT UNDERFLOOR SYSTEM 
$319.50 



























| f.o.b. Decatur. Complete 
| packaged kit, including 
1 motor and blower — un- 
derfloor duct work (re- 
quires merely encasing 
in poured concrete). Re- 
movable tubes and Dial- 
O-Vent assembly allows 
dual service at each in- 
let. Additional dual car 
service extensions, $45 
each. Write for litera- 
ture. 





Illustration shows standard unit plus 
two extra dual inlets. 


| PHANTOM (DISAPPEARING TUBE) 
| UNDERFLOOR SYSTEM 


Standard kit, 2 floor in- 
lets serving any 2 of 4 
cars in a row, 


$319.50 


f.o.b. Decatur. Complete 
packaged unit, includ- 
ing motor and blower— 
underfloor duct work 
(requires merely encas- 
ing in poured concrete). 
Additional car service 
extensions, $45 each. 
} Note in illustration that tube disappears without entering main 
i trunk line—allows balanced flow of air through main duct and 
WM] perfect exhaust gas removal. Write for literature. 


UNDERFLOOR “PHANTOM UTILITY UNIT” 
FOR VITREOUS TILE INSTALLATION 


| 
i 
Everything furnished as 
| above, except main 
trunk line. You pur- 
chase locally 10” tile 
| 


ee 
tae 
Se 





with 4” stubs. Complete 
packaged kit, including 
motor and blower, 


$269.50 


f.o.b. Decatur, Two floor 
inlets, serving any 2 of 
4 cars in a row. Addi- 
tional car service exten- 
sions, $32 each. Installation plans furnished. Write for circular. 
National also makes a complete packaged kit 
for overhead installation. 


Complete Information and Literature on Request. 
THE NATIONAL SYSTEM OF GARAGE VENTILATION 
Dept. 93-X, 318-330 N. Church St. DECATUR, ILL. 


World’s largest manufacturer of exclusive garage 
ventilation equipment. 











Salesense in Advertising 


Tested Ideas for Small Business 


| 
interrupted the conversation, cx-, ments of the years ago as a catch- 
was 


ringing. Quickly she returned to 


excitedly that her order for the 


in business, and everywhere the 


| just right. Two hours later, 


word alike of the vast, national 


| around the corner. 


| service obtainable at present 
| nothing to advertise. We live, per- 
|force, in a jerry-built and jerry- 
| kept age. 


home maintenance. You need 


re-repaired because the workman 
has taken less pride in his work- 
manship than in the time clock. 
You crave to paint your house. 
Painters turn in a job so leisurely 
that the bill arrives before the 
odor dies out. The plumber, in 
order to do one man’s work, brings 
along an assistant plumber, who 
presently sends back for a plumb- 
er’s helper to finish a task that 
may be only half-done when the 
trio pack up their tools and leave 
the bill. Even the laundry (extra 
charge for delivery under a week) 
is likely to return with a wrinkle 
where the button used to be.” 
7 * & 

ET ME tell you about Oliver 
4Drachman and his busted laun- 
dry, which he inherited from his 
father in Tucson, Ariz., in 1935. 
There was a $35,000 mortgage due, 
equipment was obsolete, and cus- 
tomer goodwill was down to zero. 
A couple of years ago Drachman 
sold the business for nearly half 
a million dollars. 
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corporation and the butcher shop 


“Little of it is heard nowadays, | 
jand for good reason. The kind of | 
is | 


“Take the simplest elements of | 





SERVICE SECTIO\ 








T. AND M. IN MIAMI, ARIZ.—Because of the year-around climate, the service department 


car lot adjoins the building. 


carpenter for scme small job. After | : 
endless, besecching preliminaries,| before dinner, my doorbell rang, 
you get the promise of one. Weeks | and 

pass before he &rrives to make the man! 
overdue repairs, which, six months | 
later, will very likely have to be! melon 1 


there was my watermelon 


“T've been fretting about that 
sold you,” he _ smiled. 
“Here’s one that I'm sure is better, 
and 
eat.” 
He had driven two miles on that 
| errand of thoughtfulness. That, my 
friends, was SERVICE—the for- 
gotten magic! 


Tire Dealer Agrees 
To FTC Price Edict 


WASHINGTON. — Sidney Katz, 
| trading as Dewco Service Co., Phil- 
|adelphia, has entered into a stipu- 
lation-agreement with the Federal 
| Trade Commission to stop repre- 
senting fictitious prices to be the 
regular or established prices of 
tires, the FTC announced last week. 


Katz also agreed to refrain from 
representing, contrary to fact, the 
FTC said, that the natural rubber 
content of tires is the latest or 
maximum content permitted under 
| government regulations. The stipu- 
| lation points out that Katz’s use of 
| phrases such as “latest compound” 





Service did it. Drachman knew | and “top compound” in his adver- 


he had to be better, be different, 
think up new ways to win and 
hold customers, or he was a 
goner. Advertising played a big 
part, but it was the service ideas 
in his advertising that brought 
in business. And it was service 
performance that made new busi- 
ness stick after he got it. 


He gave Tucson a lot of new 
service it hadn’t had before. He 
was the first to provide the city 
with a dyeing service; the first to 
repair zippers; the first to reweave 
invisibly cigaret and moth holes 
in clothes and fabrics; the first to 
re-cover damaged cloth buttons, 
and also the first to make new 
matching buttons of material pro- 
vided by women who made their 


art of cleaning leather jackets; the 
first to know how to clean and 


to master the trick of making new 
Levis look old and faded, a fash- 
ion “must” in the Southwest. 
Another new thing 
| was his home-cleaning service. He | 
trained experts to 
Really Not Lost take down the 
Magic—Only  housewife’s cur- 
Forgotten tains, take up her 
rugs, take off her 
| pillow covers and slip covers, wash 
| and clean them, and put them bac 
|neat as a pin. Still another first 
| was fur storage, a service new to 
| Tucsonians. And wouldn't it be 
jnice if your shoes, beautifully 
shined, were delivered to your door 
|for 15 cents; well, that was an 
other Drachman idea—a money- 
loser per se, but a real service to 
| his customers. 





i * * ” 

| MANY of these services were 
- established during the war—in 

| seller's market—when the 
wretched ccnsumer changed his 

| Shirts, when he was lucky, about 

;once a week! 

If you’re not a laundryman or 

| cleaner, no matter. The prin- 
ciple’s the same. Drachman’s 

Service magic will build your 

business no matter what you 

have to sell. 

For instance, watermelons. There 
| is a side-street grocery in my town 
that is proud of its watermelons. 
Last summer I drove up to the 
little store and, explaining that we 
| were having company for dinner, 
| asked the young proprietor to pick | 
|}a nice specimen. He loaded one} 
into my car that he thought was 
just | 





own clothing; the first to learn the | 


block ten-gallon Stetsons; the first | 





in Tucson 


|tisements serves as such a repre- 
sentation. 


of this Chrysier dealership opens directly on the street. 


it’s all chilled and ready to} 


A large customer parking and used 


‘Chicago May Get 
Right to License 


‘Auto Dealers 


CHICAGO. — New and used-car 
dealers are included among the 
businesses which would be affected 
by proposed state legislation to give 
the Chicago city government au- 
thority to license any business, oc- 
cupation or profession for revenue. 


Representatives of business and 
industry have indicated that they 
would strongly oppose the proposed 
bill, which was recently submitted 
for consideration of Gov. Stevenson 
by Mayor Kennelly and other Chi- 
cago Officials. 


Chicago now has authority to li- 
cense and tax only businesses des- 
|ignated by the state legislature. 
Licenses are now required in about 
125 categories. 


New and used-car dealers are 
among the long list of businesses, 
industries and professions not now 
subject to city licenses in Chicago. 
but which could be licensed if the 


| proposed legislation is enacted. 


William Ullman, Washington correspon 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week 





Find out about the PENNZOIL PROPOSITION. 


Help your profits two 


thing in the industry! 


ways. It’s the hottest 


Call your Pennzoil distributor... or write to 


us for his name... NOW! 


THE PENNZOIL COMPANY « Executive Offices » OIL CITY, PA. 


*Trade-mark Registered 






Member Penn Grade Crude Oil Ass’n., Permit No. 2 


PENNZOIL MOTOR OIL & LUBRICANTS 
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SERVICE SECTION 
Highways & Safety... 


Washington Begins 
Long-Range Plan 


(Continued from Page 20) | 


surance agents, promised that they 
will provide instructors and text- 
books if the dealers supply the nec- 
essary cars. 

Appointed to the automobile deal- 
ers’ committee were Wilmer Houpt, 
chairman; William Swinton, Edison 
L. Mathis, Ralph Bartlett, P. L. 
Schaeffer and Peter T. Ranerc. 

* * * 


Auto-Lite Show Wins 
Two Safety Awards 


Two national awards for the pro- 
motion of highway safety have 
been given a single Suspense rad‘o 
program, broadcast last Dec. 16 
over the Columbia Broadcasting 
System network and sponsored by 
Electric Auto-Lite Co., Toledo. 


The program, titled “No Escape,” 
and starring motion picture actor 
and director James Cagney, re- 
ceived both the National Safety 
Council's public interest award for 
exceptional service to safety in 1948 
and the Alfred P. Sloan radio 
award for highway safety for the 
best commercial program broadcast 
over a national network. 

* * * 


Adult Driver Training 
Offered in Keene, N. H. 


Automobile driving courses for 
adults, similar to those now offered 
high school students, have been 
authorized by the Keene (N. H.) 
board of education. 

Under the new program, which 
will include class instructions as 
well as operation of a dual-con- 
trolled car, the cost to adult stu- 
dents will be $25 each. 

- * * 


Training Committee 


Reelects Damon 


Norman Damon, vice-president of 
the Automotive Safety Foundation, 
and Stanley Abercrombie of the 
National Commission on Safety 
Education, National Education | 
Assn., have been reelected chairman | 
and secretary, respectively, of the 





Safety Events 

May 9-11—Syracuse. Central New 
York safety conference and ex- 
position (Hotel Syracuse). 

May 9-13—Brookings, S. D. Fleet 
supervisor training course—South 
Dakota State college. 

May 16-20—Boston. Fleet super- 
visor training course—Northeast- | 
ern university. 

May 16-20—New York, Driver edu- 
cation seminar for college pro- 
fessors—Columbia university. 

May 16-20—Kirksville, Mo. Teacher | 
training institute N. E. State 
Teachers college. 

May 16-27—New Orleans. Traffic 
officer training course Tulane 
university. 

May 23-27—Boise, Ida. Teacher 
training institute Boise junior 
college. 

May 28-27 — Austin, Tex. Driver 
education seminar for college 
professors—University of Texas. 

May 23-28—New Orleans. Traffic 
court judges and _ prosecutors 
conference—Tulane university. 

May 23-June 3—Stillwater, Okla. 
(Others pending). Teacher train- 
ing institute—-Oklahoma A, & M. 

May 30-June 3—Austin, Tex, Teach- 
er training institute—University 
f Texas. 

May 30-June 3—Brookings, S. D. 
Teacher training institute—-South 
Dakota State college 

May 30-June 3—Logan, Utah— 
Teacher training course—Utah 
State Agricultural College. 

May 30-June 3—Lincoln, Neb.— 
Teacher training institute—Uni- 
versity of Nebraska 

May 30-June 10— Weatherford, 
Okla._-Teacher training course 
Southwestern Institute of Tech- 
ology. 

June 1-3—Washington. President's 
Highway Safety conference. 

SSS 
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Pa. Bill Would Authorize 


Road Planning Commission 


| Creation of a state highway plan- 
{ning commission in Pennsylvan‘a 
|}to develop a long-range highway 
program is proposed in a bill intro- 
duced in the state legislature. The 
measure, which requires the com- 
|mission to report to the governor 
| by November, 1950, makes an ap- 
propriation of $400,000 for the com- 
mission’s work. 


| 

| 
that its membership list has in- . 
creased to 15 national organizations | | _. Supported by the Pennsylvania 
with the admission of the Inter-| jas extRa AREA FOR EXP Motor Federation and 58 AAA auto. 

. > A AREA R EXPANSION—B Manl Ponti is i i if. i i j 

Industry Highway Safety Commit- | route 66. The building contains 7,8% foot wader ene reel. ee ee ene mowne clubs in the state, the bill 
tee and the National Assn. of Auto- | ——— : would give the governor broad pow- 
motive Mutual Insurance Com-| To feel the pulse of the auto industry, consistent reading of AUTOMOTIVE NEWS os to review the highway situation 
panies. is necessary. Its production and registration figures tell the story of output and sales. | in Pennsylvania. 


National Committee for Traffic | 
Training. 
The committee also announced | 














ROTARY FLUSH MODEL 
MECHANIC’S LIFT 


Complete accessibility 
Clear floor when lift is down 


This new lift (Flush Model) gives mechan- 
ics complete access to all undercar parts. 
When not in use, lift recesses into floor and 
can be driven over from any angle. Six 
brand new improvements on this lift result 
in faster and easier loading of old and new 
model cars. Complete steel housings for 
superstructures save $100 or more on instal- 
Fi mason 


Model 28-ML: 10,000# capacity; 
wheelbase range 52” 


Model 810-ML: 14,000# capacity; 
wheelbase range 64” 


MECHANIC’S LIFTS 
Write for catalog and prices—Rotary Lift Co., 1038 Kansas, Memphis, Tenn. 


Get your mechanics off the floor and you cut costs up to 50% 




































ROTARY SURFACE MODEL 
MECHANIC’S LIFT 


fet Te iti i lel-teds ae eesti 
OT Tey rte ait Medel eet eee te) 


The Surface Model is ideal for wash rack or 
Nits (ureer tute cea eae Comes Mele mee 
lations. Also gives absolutely clear floor 
working area when lift is up. Has all the new 
Rotary features for faster, easier handling of 
old and new model cars. This lift is your 
best buy for low initial cost as it costs less 
and is cheaper to install—no concrete forms 
needed. No pits, no drainage problems. 


Model 28-MLS: 10,000# capacity; 


wheelbase range 52” 


Model 810-MLS: 14,000# capacity; 
wheelbase range 64” 







| 
) 
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Higher Output a Bright Factor... 


Business Up Slightly in April 


NEW YORK. — Business during 
April showed a slight improvement, 
perhaps seasonal, according to a 
monthly report of the business sur- 
vey committee of the National 
Assn, of Purchasing Agents. 

Increased production was re- 
ported by 19 percent of those 
covered by the survey, the larg- 
est uptrend since last October, 
and 48 percent continued to 
maintain previously reported pro- 
duction levels. 

Sixty-three percent of the total 
surveyed said backlog orders were 
up or holding even, and 23 percent 
said backlogs were moving up, Of 
those who reported production cuts 
in January, 65 percent reported 
improvement of back orders in 
April. 

The business trend, the commit- 
tee said, is to level off for the 
present, with a possible pickup 
during the summer or early fall. 
There is much hesitancy in buying, 
with markets being watched care- 
fully for a settling of prices re- 
flecting basic material declines. 

The apparent increase in produc- 
tivity was seen as the bright spot 
in the survey for April. Increased 
“manhour” production was reported 
by 76 percent, ranging all the way 
from very slight to very substan- 
tial improvement. 

Although finding no depression 
pessimism, the survey committee 
noted a cautious attitude, closely 
measuring the effects of declin- 
ing prices. 

As to commodity prices, the com- 
mittee report stressed that the 
long - expected buyers’ market, 
which has been observable since 
November, really arrived in force 
during April. Most industrial com- 
modities were reported down, with 
strong indications of further de- 
clines. 

The condition of supply lines gen- 


erally has caught up with demand 


and, at least temporarily, has 
passed it, the committee said. The 
nonferrous metals group carried 
the most pronounced price declines, 
and purchasing agents expect these 
reductions will bring a downward 
influence into prices of other metal 
products. 


Sixty percent of those surveyed 
reported declines in purchased in- 
dustrial inventories in April. With 
practically all commodities in am- 
ple supply and declining prices, 
purchasing agents are taking a 
shorter position on inventory, work- 


Detroit Dealers 
Alerted Against 
Outstate Sales 


DETROIT.—The Detroit Automo- 
bile Dealers Assn. last week called 
the attention of its members to a 
trade practice almost forgotten 
about since the war—‘“house in- 
fringement selling.” 

“As scarce as automobiles have 
been in every locality,” a DADA 
bulletin said, “there were quite a 
number of cars sold by outstate 
dealers to citizens of Detroit and 
Wayne county during the past 
months of February and March.” 

DADA listed outstate sales to 
Detroit buyers by make during the 
two-month period as follows: 

Buick, 16 cars; Chevrolet, 30 cars 
and eight trucks; Chrysler, eight 
cars; DeSoto, two cars; Dodge, 
three cars and four trucks; Ford, 
62 cars and two trucks, 

Frazer, two cars; Hudson, three 
cars; Kaiser, seven cars; Lincoln, 
four cars; Mercury, 16 cars; Nash, 
five cars; Oldsmobile, nine cars. 

Packard, four cars; Plymouth, 11 
cars;* Pontiac, 48 cars; Studebaker, 
four cars and one truck, and Wil- 
lys, two trucks. 





ing off higher-priced materials and 
adjusting stocks to lower levels. 
Inventory policy was reported to be 
very conservative. 

The predominant policy in in- 
dustrial purchasing during the 
month was reported to vary from 
hand-to-mouth to 60 days. Im- 
mediate availability of many 
materials, shorter commitment 
schedules on others, and the gen- 
eral price softening permit short- 
range procurement programs, the 
report said, adding that there 
was some cancellation or defer- 
ment of longer-term commit- 
ments. 


As to industrial employment, the 


!ecommittee found that the number 
|on payrolls remained about the 


same as in March. Some industries 
were down, others up. Shorter 
hours were generally reported. 
Some companies said that produc- 
tion on a 40-hour week equaled 


previous output on a 45-hour week. 


City License Law 
Backed in Fla. 


MIAMI, Fla.—Richard H. Dono- 
van, president of the Homestead 
(Fla.) Automobile Dealers Assn., 
has presented the city council with 
a letter-form resolution protesting 
the recent attempt on the part of 
a Miami car firm to sell vehicles 
in Homestead without first obtain- 
ing a city license. 

Suspicious of the word “display,” 
Homestead auto dealers made im- 
mediate protest to Mayor Thomas 
E. Kirby who, in turn, dispatched 
police chief Frank Brantley to in- 
vestigate. The investigation elicited 
the promise that money would be 
forthcoming for the license. 

Donovan said the resolution was 
presented to the council to prevent 


'a recurrence of the incident. 


CLEANING POWER PACKAGE 


The NEW Malsbary 110 Cleaner is portable—and 
what cleaning power it packs! Malsbary cleaning 
science gives you all the advantages of a big 


SINCE 1921 


cleaner and more. 


@ Only two controls instantly regulate both pressure 


and solution strength. 


@ Simple design and rugged construction guaran‘2e 


years of trouble-free use. 


® Modern looking unit rolls into any convenient 


work area storage space. 


® Four cleaning actions always ready—steam or 
hot water with or without cleaning compound. 


Write for descriptive bulletin. 


Dept. 248.1 


MALSBARY MANUFACTURING CO. 


845 92nd AVENUE - 


OAKLAND 3, CALIFORNIA 
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“We're loaded to the 
can’t you see?” 


Canada Reports 
Finance Sales 


2 . . 
Still Rising 
| OTTAWA.—The volume of financ- 
| ing of both new and used motor ve- 

hicle sales during March continued 
|well above 1948 figures, the Cana- 
dian government reports. 

There were 16,711 








this year, while last year 12,577 
units were financed for $11,714,730. 
Increases amounted to 33 percent 
in number and 38 percent in dollar 
volume. 


In the first quarter of 1949, a to- 
tal of 36,570 vehicles, new and used, 
having a financed value of $35,861,- 
722 compared with 28,772 vehicles 
financed for $27,102,119 in same pe- 
riod last year. This represented an 
increase of 27 percent in number 
and 32 percent in financing. 


Financing of sales of new cars in 
|March advanced to 3,686 at $5,074,- 
305 compared with 2,810 at $3,509,928 
|} last year, up 31.2 percent in number 
|and 44.6 percent in amount, 

Such financing of new-car sales 
in the January-March period this 
year reached 8,059 worth $11,031,034, 
|}compared with 6,830 at $8,486,480 
last year, up 18 percent in number 
and 30 percent in amount. 
| Financed sales of used cars in 
|March numbered 8,740 valued at 
$5,847,377 compared with 6,257 at 
$3,732,925 a year ago, up 39.7 per- 
cent in number and 56.6 percent in 
amount, 


In the first quarter of 1949, a to- 





113,855 at $8,199,842 in the same pe- 


number and 52.3 percent in amount. 


‘(Nash Promotes 


‘Kouns on Coast 


DETROIT.—L. T. Kouns has been 
|}appointed Western regional man- 
ager for Nash, it is announced by 
H. C. Doss, sales 
vice - president. 
He succeeds 
George E, Wal- 
rath, resigned. 
Kouns will su- 
pervise sales and 
service activities 
of Nash zones in 
all West Coast 
states. In addi- 
tion, he will con- 
A tinue as zone 





L. T. Kouns 
Los Angeles area. Kouns joined 
Nash as a Midwest field represen- 
| tative in 1943. 


3 More Detroit Firms 


Fined for Political Gifts 

DETROIT. — Three more De- 
troit-area dealerships were fined 
last week for violation of the 
Federal Corrupt Practices Act. 
Alleged illegal political dona- 
tions brought $500 assessments 
each to Hickey Motor Sales and 
Merollis Chevrolet Sales & Serv- 
ice, Inc. North Bros, was fined 
$1,000. 

On Apr. 19, the Northwest 
Chevrolet Co. was fined $1,650 
on similar charges, Still await- 
ing sentence last week was a 
fifth firm, Kessler Motors, Inc., 
which is charged with illegally 
contributing $200 to the Repub- 
lican Party. 


vehicles) 
financed for $16,180,664 in March of | 


tal of 18,760 used cars valued at| 
| $12,490,189 were financed as against | 


riod of last year, up 35.4 percent in | 


SERVICE SECTIO® 


Guards Front & Rear. 


all cars including 


NEW LOWERED PRICES 


Because of Lowered 
Material Cost 


CUSTOM STYLED 


| GRILLE GUARDS 


Custom built to fit over bumpers or bumper 
guards with dual uprights. eavy crossrail. 
High tensile steel_ stamping stronger 
than mild steel. Triple plated; chrome on 
nickel on copper. Easily installed with ordi- 
nary tools by average person in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 
1949 REAR GUARDS 
4901—Fits as protection for Trunk 
_ OTHER FRONT GUARDS 
4000—Fits over Bumper Guard '46-'47-'48 Cars 
4500—Fits over Bumper direct '46-'47-'48 Cars 
1001 R—Hinged Single Upsight with individ 
—Hing ingle ight with individual 
adaptors 48-47-48 "Care ee 
4000, 4500, 4900, 4901 & 4902. 
Specify Car Make In Orders 


CELLO 
FENDER GUARDS 


| Protect Front and Rear 


| The Cello Fender Guard has exclusive bracin 

which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
poavity plated. Chrome-on-Nickel-on-Copper. 
Pack 6 pair to shipping carton. Approxi- 
mate weight, 45 Ibs. 


Featuri 





ng: 

RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 
No. 800—Fits front or rear. 


| 
| 
| 


| 


manager of the} 


CELLO 


| TRUCK GUARDS 


| Grilles, fenders and lights of all trucks get 
| maximum protection with massive, sturdy 
| Cello Guards. Of extra heavy, cold-drawn 


| steel. Uprights 20% inches high. Crossrails 
| 


IY snakes eqnere, embossed, cold-drawn deep 
| channel secfions. Rugged, sturdy studs, nuts 
} and lock washers fasten heavily rust-proofed 
back plates. 


PRODUCTS COMPANY 
East Boston... Mass. 








TIO’ 
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Early Birds 


Dawn Breakfast Dramatizes 


Competition’s Return 


AKRON.—It’s the early bird that 
catches the worm and no one 
knows that better than the auto- 
mobile salesman, Akron dealers 
say. 

To encourage their salesmen to 
get an early start, the dealers, 
through the Akron Automobile 
Dealers Assn. held a 7:15 a.m. 
“early bird” breakfast at the May- 
flower hotel. 

The idea was to impress upon 
the salesmen that competition is 
back in their business and they 

HAS BODY AND PAINT SHOP—Poe Motor Co. (Chrysler), North Little Rock, Ark., places | Will have to get up early in the 
emphasis on its sales and service program. Floor space is augmented by a large mezzanine | morning to get their share. More 
ie egg” aa = ea are at : : ; ~|than 150 dealers and their em- 
ployes attended. 


O’Daniel Named 
To NADA Group 


WASHINGTON.—Appointment of 
Joseph E. O’Daniel of Evansville, 
Ind., to NADA’s Dealer-Customer 
Relations committee was announced 


Issue Comes to a Head .. . | 


Speedup Strike Hits 
Ford and Lincoln | 


(Continued from Page 1) 


the workers,” he charged, “the 
Rouge and Lincoln plant manage- 
ments only know how to speed 
greater production out of their 
workers when the schedule falls 
behind. 





moved without the sanction of 
UAW President Reuther and his 
executive board. 

Reuther eventually issued a blast 
accusing Ford of “bad faith and 
double-dealing.” His board finally 
approved a walkout, but ordered 
a delay in the timing until noon 
Thursday to coincide with the Lin- 
coln plant shutdown deadline. 

* * * 

LMOST simultaneously, other 
“% union leaders formally request- 
ed opening of Ford negotiations 
on wage demands not later than 
May 16. The UAW’s demands em- 
phasize pensions and social secur- 
ity, but also call for a cost-of-liv- 
ing pay raise. The Ford contract 
expires July 16. 




















* * * 


“ HAT we want is an under- 

standing with Ford that ac- 
cepted industry practices will be 
maintained in final assembly at the 
Rouge, so that each worker knows 
what is expected of him at all 
times. To us, this is a basic issue 
where Ford is way behind the rest 
of the industry.” 

Reuther said that the “speedup” 
strike was “entirely separate” from 
the union’s wage demands on Ford. 
Negotiations on these demands are 


placing unfair work load on)|by workers could regulate their 
workers. | own idle time and “slow down” off 
“While supporting efforts to | normal rates whenever they liked. 

* 


reduce unit costs on the sound oa 
and legitimate basis of techno- Walkout of Mechanics 


logical advances, we stand un- Z 
compromisingly opposed to, and | Averted in Cleveland 
CLEVELAND.—With both sides 


will resist with all our strength, 
any efforts on the part of man- | showing a willingness to arbitrate, 
agement to reduce costs and ex- «the Auto Mechanics union and rep- 






scheduled to open next week. 

In a _ statement issued late 
Thursday after the strike was 
under way, Ford defended its re- 
fusal to agree “to run our assem- 
bly lines according to a formula 
approved by the union.” 

The union’s demand, the com- 
pany statement declared, would 
amount “to an unwarranted limi- 
tation of the rights granted us un- 
der our contract. More than that, 
it would prove highly inefficient 
and costly to our customers.” 

Insisting that its existing produc- 
tion rate policies conformed with 
those of competitors, the company 
said it had been willing “to the 
very last” to submit the dispute to 
an impartial arbitrator. 

In other developments, hopes 
were brighter Thursday for an 
early settlement of the Bendix 
Products strike, which had af- 
fected six makers at one time 
or another. All Bendix brake cus- 
tomers but Packard were slated 
to be in production this week, 
as the result of having removed 
their brake dies from the South 
Bend plant. 

Plymouth final assembly in De- 
troit was halted for the second 
day Thursday following a “speed- 
up” strike at the Briggs Mack Ave. 
body plant. 

+ +. 

EANWHILE, one threatened 

strike over an alleged speedup 

was staved off with a settlement 
of differences at General Motors’ 
Buick-Oldsmobile-Pontiac plant at 
South Gate, Calif. 

A joint announcement by plant 
and UAW officials said the agree- 
ment was based on the clause in 
the national GM contract provid- 
ing that “production standards be 
established on a basis of fairness 
and equity consistent with the 
quality of workmanship, _profi- 
ciency of operation and reasonable 
working capacities of normal oper- 
ators.” 

A heavy-duty truck maker, 
Mack Mfg. Co., told the UAW 
it could not grant union demands 
for pay increases. The company 
proposed, instead, hourly pay re- 
ductions of 13 cents for non-in- 
centive workers and 7 cents for 
incentive workers. 

Mack reported a net loss of over 
$500,000 in the first quarter. The 
Mack-UAW contract runs. until 
Oct. 14. 

* * ok 
‘THE DISPUTE at Ford flared up 
~ With dramatic suddenness after 
it appeared some headway was be- 
ing made toward a peaceful reso- 
lution of production grievances. 

Ten days ago, the UAW’s Inter- 
national Executive board withheld 
approval of a Rouge strike pend- 
ing investigation of the situation 
by a union committee. The board, 
however, did authorize a May 5 
walkout at the Lincoln plant. 

The union committee, headed 
by Secretary-Treasurer Emil Ma- 
zey, looked into assembly line 
rates at the Rouge and reported 
that the rate was being “slowed 
down,” as a union statement ex- 
Pressed it. 

Then, last Tuesday, Rouge Local 
600 President Thomas Thompson 
Tfeported that thé company had 
again “sped up” the lines. The 
executive board of the huge local 
voted to strike the plant at 10 a.m. 

ednesday. 

As it developed, Thompson had 














its denial that Rouge workers were 
being endangered by production 
rates. 

In a telegram to Reuther, in- 
dustrial relations Vice-President 
John S. Bugas noted that the 
union had refused to accept ar- 
bitration as a means of settling 
the controversy. Bugas pointed 
out that the Ford-UAW contract 
sets up an arbitration plan in 
disputes of such a nature. 

The company executive termed 
Thompson’s charges of a renewed 
speedup as “pure fabrications and 
appear to be a prime example of 
bad faith to drum up a strike 
atmosphere.” 

Ford officials had already warned 
the union that a strike over pro- 
duction rates would be considered 
a violation of contract, raising the 
possibility of a law suit for dam- 
ages against the union. 

of * ” 

UGAS belittled the union’s as- 

sertion that Rouge assembly 
employes were being overworked. 
As of Apr. 24, he said, Rouge pro- 
duction departments were “11 per- 
cent overmanned,” adding that this 
percentage “has risen since then.” 

In an earlier statement, Reuther 
spelled out the union’s policy on 
production standards as follows: 

“The UAW-CIO fully recognizes 
and supports the idea that the 
standard of living of the people 
can be raised only by reducing 
unit costs and making available 
more goods at lower prices. 


tions in the unit cost of produc- 
tion must be made possible by im- 
proved technology and production 
processes and in efficient engineer- 
ing and management and not by 


Resale Settlement 
Given to Hospital 


WELLSVILLE, N. Y. — Jones 
memorial hospital is $150 richer 
today as a result of the action of 
Pat Lester of Lester Chevrolet, Inc. 
Lester acted under a resale agree- 
ment which stated that the cus- 
tomer must offer his 1949 Chevrolet 
to Lester Chevrolet, Inc., first, if 
he decided to sell the car within 
six months after purchasing it. 


When a car was sold without 
being offered to Lester, the case 
was settled for $175, which became 
$123.50 after costs were deducted. 
Lester donated additional funds to 
bring the amount to $150 and asked 
Mayor Thomas C. Martin to desig- 


nate some institution or charity to} 


receive the penalty paid by the car 
purchaser. 


Graham Given 


Pittsburgh Job 


PITTSBURGH.—Hartley R. Gra- 
ham has been appointed secretary- 
manager of the Pittsburgh Automo- 
bile Dealers Assn. He will assume 
office May 16 and will be welcomed 
at a dinner for dealers and mem- 
bers of allied industries May 26. 

Graham has been with General 
Motors Acceptance Corp. for 20 
years. At present, he is dealer re- 
lations manager for the Pittsburgh 
branch. 


Ford greeted the fulminations 
from union ranks by reiterating 


“However, we insist that reduc- § 





pand profits by speeding up the | resentatives of Ford, Lincoln and 
workers. Mercury dealers averted a strike 

“It is our policy to authorize | !ast week. sane 
strike action in any plant, large Members of the union, which is 
or small, big corporation or small affiliated with _ the International 
shop, when the facts show that an Assn. of Machinists, agreed to work 
employer is attempting to drive beyond the deadline of the contract 
his workers to make them pro- while discussions continued. 


: 5 ” Dealers had offered a new work 

duce more than a fair day’s work. ; 
he i - 
se stele Ob Ge Mentia Peek. schedule, which the union contend 


> h > . “ ” 
ucts plant in South Bend was the oc would Save Beant a “upeoeuy 


; : in repair and replacement work. 
first authorized by the union over! ‘The 1,510 auto mechanics also 


the speedup issue since the war. | were seeking a flat 15-cent hourly 
The Bendix management has ac-|increase. A similar increase was 

cused the union of seeking to per- | being sought by car washers, pol- 

petuate, in effect, a system where-' ishers and lubrication men. 


last week by President George 
Ziesmer. 

The appointment of O’Daniel, 
who also is president of the Auto- 
mobile Dealers Assn. of Indiana, 
completes this committee, it was 
said. J. E, Wolfington of Philadel- 
phia is chairman of the committee. 

At the same time it was an- 
nounced that the NADA Guide 
Book committee for 1949 also was 
completed with the addition of 
Russell Lentz, Spartansburg (N.C.) 
dealer and NADA director for 
North Carolina. George B. Wallace 
of Portland, Ore., is chairman of 
the guide book group. 

























































UNIQUE FEATURES 


PREVENT COSTLY REPAIRS 
tHE WVational ne 


Of Quality Automotive Parts 


Enable you to restore your better used cars and trucks to 
their original operating condition at much lower cost. 













PART NO. 
C-48-A 


FAY. PPPLD FOR 








For Quick, 
Low-Cost Repairs 


Parts and Assemblies Illustrated 
Above Indicated by Number are: 


1. DRIVE SHAFT BUSHING AND 
SEAL ASSEMBLIES 
Pat. No. 2,403,520 


Saves Buying New Drive 
Make repair without replacing 
drive shaft or removing old bush- 
ing and seal. 


2. DRIVE SHAFT HOUSING 
REPAIR UNIT K-400 
Pat. No. 2,405,541 


Buying New Drive 


Shaft. 


Shaft 





Saves 


Housing. Prevents damage to drive It's Better If It's 





shaft, "U"' joint and bushings Made by NATIONAL.” 
caused by excessive wear. eee 
i erential. ee The new home of the National Machine Works, housing the Factory, Engineering Department 


and General Offices. This is one of the most modern and best equipped automotive parts 
manufacturing establishments in the U.S.A. 

The National Line of Quality Automotive Parts are the products of sound engineering and 
precision manufacturing. They are rigidly inspected and guaranteed to be of finest quality 
materials and workmanship. 


3. “UNIVERSAL"' TRANSMISSION 
CASE BALL SEAT 

Saves Buying New Transmission 

Case. Keeps ball housing in line 

with drive shaft housing, prevents 

| buckling when car is in motion. 


14. ROCKER ARM SHAFTS AND 
BUSHING KITS 

| Finest Materials, Precision Ground, 

| Rigidly Inspected. Longer life 

| assured by most improved method 

of tempering. 

| 


| 5. CARBURETOR NEEDLES AND 
EATS 


HEXAGON Needle Increases Effi- 
| ciency. A Quality set. For most 
cars and trucks. 


| 6. UNVERSAL JOINT 

BALL HOUSING KITS 
| Keeps correct drive shaft align- 
| ment. Strengthens drive shaft 
| housing because of slip-on con- 
| struction. Protected inner seal. 


| AES, SRR 








Here is the fast-selling line with liberal profits for everyone inthe trade. Unique features 
cars and trucks can be serviced faster because National Parts 
National Parts have been 


prevent costly repairs . . . 
National quality assures long-life repairs. 





are easier to install. 
tested and proven by millions of car and truck owners. 






Sold Nationally by Leading Automotive Wholesalers. 
Write or Wire for Full Information. Dept. AN-5. 


















Lie 


OKLAHOMA CITY 9, OKLA 










OU Le 





ANUFACTURE 






P.O. BOX 4305 































68 





Auto Advertising 


AUTOMOTIVE NEWS, MAY 9, 1949 ee 





(Continued from Page 60) 


MoPar: parts will be featured in| read comics; 2, Comics reading is|Sified marke 


the commercials, which will be) equally popular fare among urban 
handled by the veteran network | men and women; 3. Comics read- 


announcer, Jay Jackson. 

The initial contract is for a 26- 
week period. 

The “Showroom” will highlight 
the music and showmanship of an 
orchestra leader who has been 
among the top entertainment at- 
tractions of the country for the 
past 10 years. 

Kaye’s orchestra will be sup- 
plemented by vocalists Laura 
Leslie, Don Cornell and Tony 
Alamo. For novelty numbers 
there are Ernie (Cecil) Rudisill 
and Chubby Silvers. The Kay- 
dettes, a trio of male vocalists, 
and the Kay Choir also are fea- 
tured. 

The program is being produced 
through the Detroit and New York 
offices of McCann-Erickson, Inc., 
advertising agency. The “Sammy 
Kaye Showroom” will replace “The 
Animal World” and “The American 
Way” as the radio program spon- 
sored by Chrysler-Plymouth deal- 
ers. However, the new program 
will be on the air 15 minutes three 
times a week in contrast with five- 
five-minute programs per week 
previously. 

* * * 


On Comics 


“America Reads the Comics,” the 
second in a series of reports de- 
tailing the findings of a survey of 
adult comics reading habits and 
attitudes, was made public last 
week by Puck-The Comic Weekly. 
The survey, conducted under the 
supervision of New York Univer- 
sity’s department of communica- 
tion in education, involved a year 
of organization, interviewing and 
Statistical analysis by Stewart, 
Dougall and Associates, and 
reached into homes from every 
geographical, social and economic 
area of the United States urban 
population. 


The report statistically elabor- 
ates on the initial report, “Adult 
America’s Interest in Comics,” 
which introduced and discussed 
the more general data of the 
study. 

Among the findings discussed in 
the report are: 

1, 81.1 percent of urban adults 


| 





ing is most extensive in the “pro- 
ductive years” of 
Parents of younger children are 
more avid comics readers; 5. Sin- 
gle and married adults are bct 


| equally devoted comics readers; 6. 


Better educated adults prove to be 
more habitual readers of comics; 
7. Comics reading is popular among 
all occupational classes; 8. Sunday 
newspaper comics and Sunday 
newspapers are popular leisure ac- 
tivity with both men and women; 

9. 92.1 percent of adults in the 
age group 19 to 29 are Sunday 
comics readers; 10. 88.2 percent of 
parents with children 
read Sunday newspaper comics; 11. 
College and high school educated 
adults are more extensive Sunday 
comics readers; 12. Sunday news- 
paper comics are popular reading 
fare in all occupational, economic 
and social groups. 

* * + 

Renault Names Agency 

Renault Selling Branch, Inc., New 
York, has appointed Miller Adver- 
tising Agency, Inc.. New York, to 
handle U. S, advertising for Ren- 
ault automobiles. 

Newspaper advertising in key 
markets and trade papers will be 
used with the advertising program 


expanding with the distribution of | 


the car. Robert Miller is the ac- 
count executive. 


* * * 


Lumite Campaign 


A special series of six advertise- 
ments featuring historic luxury 
personal transportation will be 
used to promote Lumite fabric for 
automobile seat cover use, it was 
announced by James W. Veeder, 
advertising manager of the Lumite 
division of Chicopee Mfg. Corp. 

The monthly series will appear 
in full-color page ads in Holiday 
magazine starting in May and run- 
ning through October. Lumite 
woven fabric will be illustrated in 
historical tie-ins portraying, among 
others, a Maharajah on a luxurious 
howdah, the golden carriage of 
Empress Josephine, etc. Geyer, 


iD 


TURN “FREE AIR” INTO PROFITS 


Sure, you can give free tire in- 
flation service without benefit 


—but it’s good business to find 


Uj 


out how Eco Tireflators and _ 
Eco’s Balanced Inflation program attract 
new Customers—turn “free air™ into impor- 
tant profits! Remember—more low pressure 
tires every day mean more opportunities to 
cash in with Balanced Inflation. Choose 
from a complete Eco line. Each model has 
Eco’s peecision calibration; factory- 
sealed, tamper-proof housings; 5 to 110 
pound service range and many other 
exclusive features that assure fast, 
efficient, Master Gauge accurate 
tire inflation service! 





under six | 
| Wednesday and Friday telecasts, 


| 


is the 


Newell & Ganger, Inc., 


agency. eet 


| ‘Rain-Eve’ Campaign 


adulthood; 4. | 


| 





| 











Shutran-Mahlin Advertising, De- 
troit, will shortly release an inten- 
ting and promotional 
the new driving 


campaign for 
the “Rain-eve” 


safety accessory, 
car window drain. 

Appointment of the agency was 
announced by R. J. and W. P. 
Mauck, principals of the Manufac- 


h | turers Products Co., Detroit auto- 


The 
the 


motive accessories concern. 


“Rain-eve” is patented by 
Mauck brothers. 
* + * 


Olds TV Show 

“Olds Brings the News,” Douglas 
Edwards’ television show over CBS 
outlets in New York and Detroit, 


will be presented three times each | 
| week, 


instead of two, it was an- 
nounced by the sponsor, Oldsmo- 
bile. The new schedule, which 
started Apr. 18, calls for Monday, 


replacing the former Tuesday and 
Thursday appearances. Time, 7:30 
to 7:45 p.m. EST, remains the 


same. 
* * * 


| Motoring 


Power of the press to promote 


| interest in weekend motoring again 


was demonstrated in Southern Cal- 
ifornia when the San Diego Union 
started publishing a _ series of 
“travel tours” in its Sunday edition. 

The first article called the atten- 
tion of motorists to the wild flow- 
ers in Borrego Valley—100 miles 
distant—which have bloomed pro- 


fusely this spring as the result of | 


heavy winter rains. 

After publication of the story, 
which was illustrated with pictures 
and maps, the Automobile Club of 


|Southern California reported that 


16,000 automobiles were counted 
entering the desert valley in one 
day. 


* * * 


Cow Contest 

The Nineteenth Hoard’s Dairy- 
man International Cow Judging 
contest for subscribers has just 
closed and it broke all-time records 
by a wide margin. For instance, 
there were over 65,000 entries. Each 
state and many foreign countries 
are represented. 


The publication also has a simi- 
lar contest for advertising friends. 
Entry cards for advertising men 
are already coming in in large 
quantities and if it goes at the 
present rate, this end of the con- 
test will also break all-time rec- 
ords. 

* * * 


H-T Booklet 


The New York Herald Tribune 
has published a new booklet en- 
titled “How to Get the Most Out 
of Your Newspaper.” The 40-page 
booklet, planned primarily as a 
basic educational textbook for 
schools and adult groups, is avail- 
able from: Readers Service, N. Y. 
Herald Tribune, 230 W. 41st St., 
New York 18. There is a 15-cent 
service charge plus 5 cents postage 
for each copy. 

* * * 


Chase Retires 


Ending 50 years in the business, 
Julian Chase has retired as a vice- 
president and director of Chilton 
Co., directing editor of its Automo- 
tive division and editor of Automo- 
tive Industries, to live at his coun- 
try home in Woodbury, Conn. 


James R. Custer, formerly asso- 
ciate editor, has been named editor 
of Automotive Industries. An edi- 
torial executive committee, com- 
posed of editors of Automotive In- 


| 
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FUTURAMIC FASHIONS FOR OLDSMOBILE—Claire McCardell, New York stylist, took one 
look at Oldsmobile's Futuramic styling and decided that there should be Futuramic motoring 
fashions to go with the design, the company states. The artist is shown here with a 1949 Olds- 
mobile Series 98 convertible coupe, at work on designs which will be reproduced soon in 


national fashion publications. 


|cies for newspaper, Magazine, out- 





door poster and direct mail adver- 


tising. 
* * 4 


Canadian Link 


To meet the needs of Canadian 
advertisers faced with sales train- 


|ing problems, and to better serve 








dustries, Commercial Car Journal | 


and Motor Age, will take over du- | 


ties hitherto performed by Chase. 


* * . 


Ad Art Display 


Detroit advertising agencies during 
the past two years will be on dis- 
play May 18-28 at the first annual 
Exhibition of Advertising Art, spon- 
sored by the Art Directors Club of 
Detroit. 

The exhibition will be held in the 
small auditorium of the J. L. Hud- 
son Co. and will be open free to 
the public, The displays will in- 
clude the original art work and 
photography which was used in 
many of the advertisements pre- 
pared by Detroit advertising agen- 






| 


| 





Canadian branches of its American 
clients, Florez, Inc., promotional 
and training specialists, has an- 
nounced affiliation with Brigdens, 
Ltd., of Toronto. According to Ge- 
naro A, Florez, president, the fa- 
cilities of the Florez organization 


will be made available to Canadian | 
|clients through sales and service 


offices of the Brigden organization 
at Winnipeg, Montreal and Wind- 


sor, as well as Toronto. 
a Bo oa 


| Koltys’ Account 


Henry Koltys Co., Detroit adver- 
tising agency, has been appointed 
to direct the advertising of the 
H & H Tube & Mfg. Co., manufac- 
turer of brass and copper Metalflo, 
Lockseam, coil strip and seamless 
tubing, and tubular parte. 

* * 
Names 

John H. Hall has been appointed 
advertising manager of Reo Motor 
Co. of Canada, Ltd., Toronto. He 
was previously account executive 
with MacLaren Advertising Co., 
Toronto and Montreal, and assist- 
ant sales promotion manager of 
McColl-Frontenac Oil Co., Ltd., 
Montreal. 

S. L. Ives, formerly Canadian ad- 
vertising manager for Electric 
Auto-Lite Co., Ltd., in Toronto, has 
been transferred to the main ad- 
vertising office in Toledo, it is an- 
nounced. He replaces A. A. Ballan- 
tyne, resigned. 


N’West | Jobbers 
Slate Summer 


Parley July 15 


MINNEAPOLIS.—The Nerthwest 
Automotive Wholesalers Assn, will 
hold its annual mid-summer con- 
ference here July 15, it is an- 
nounced by Wallace Schutz, asso- 
ciation president. 

In conjunction with the confer- 
ence, a “wholesaler day” will be 
held at the Minneapolis Golf club. 
This event will be sponsored by 
the Automotive Golf Assn. of Min- 
nesota. 

Other NAWA officers are: Elmer 
Link, vice-president; George Siem- 
ers, secretary, and Stan Tull, treas- 
urer. 


Brown Soon to Occupy 


New Plant in Charlotte 
CHARLOTTE, N. C. — Brown 
Equipment and Mfg. Co., 800 Sum- 
mit Ave., Charlotte, manufacturer 
of Brown trucks, is to take over 


an additional manufacturing build- | a a a 7 
FLOYD CLYMER’S INDEPENDENT TEST 
| floor space in the 900 block of Sum- | REPORT 
The best art work produced by | mit, in which it will produce trucks | 


ing containing 1,960 square feet of 


and trailers, Ben S. Horton, presi- 
dent and treasurer of the Brown 
concern, has announced. 


The present plant produced 200} 
‘REPORT OF POST-WAR 


heavy trucks last year. With the 
new facilities ready by July 15, sev- 
eral hundred trucks and trailers 
may be produced, according to 
Horton. 

The parent company of _ the 
Brown concern is Associated Trans- 
port, which has been using the 
trucks made here in long-distance 
hauling throughout the southeast- 
ern seaboard states. 





|They were down 5.7 percent 





Theme of the outdoors clothes is ‘'convertibility'’—from a sun 
resort suit (left) to spectator-sports wear (right). 


Canada Reports 
Jobber Sales Up 
2.37% in February 


OTTAWA, — Wholesale automo- 
tive equipment sales during Febru- 
ary in Canada were up 2.3 percent 
over the same month last year and 
2.8 percent over January, accord- 
ing to government statistics. 

The inventory position of such 
wholesalers showed a gain of 14.1 
percent in value over a year ago. 


Such wholesalers’ sales increased 


'7.3 percent in Ontario during Feb- 


last year. 
in 
Western Provinces and 15.3 percent 
in the Maritimes and Quebec. 
Compared with January, sales in- 
creased 9.7 percent in the Mari- 
times and Quebec; were up 3.6 per- 
cent in Western Provinces and de- 
clined 4.4 percent in Ontario. 


ruary, compared with 








There are profit-making opportunities in 
AUTOMOTIVE NEWS Want Ads. 


AUTO BOOKS 
That Should Be in 


. o * 
Every Dealer’s Library 
These books should be in the library 
of every franchised dealer—availabie 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the “chips are down’’ and 
real competition arrives. 


AUTOMOTIVE FUNDAMENTALS. By 
Irving Frazee and Earl L. Bedell. Cover- 
ing the entire field of automotive main 
tenance and operation. $4.90 postpaid. 
THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 


KNUDSEN, A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. §3.75 
postpaid. 

AUTOMOTIVE MECHANICS, Wm, €E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.00. Books 
2, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, §3. : 
FLOYD CLYMER’S MOTOR SORAP- 





BOOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each, Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 


cloth-bound, $3 postpaid. 5 
HENRY FORD—HIS LIFE, HIS WORK, 


HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1,000 illustrations 
Deluxe edition, $5 postpaid. Paper-bound, 
$3.50. 





A saga of whirling 
$3.50 post- 


MOTOR MEMORIES, 
gears by Eugene W. Lewis. 
paid, 


OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, §2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
MERCURY 
CARS. Deluxe edition, §2.50 each. Paper- 
bound, $1.50 postpaid. 


FLOYD CLYMER’S INDEPENDENT TEST 


REPORT OF 1919 FORD CARS, $1.50 
postpaid, e sy 
COMPLETE 1918 INDIANAPOLIS  5600- 
MILE RACE SUPPLEMENT. By Floyd 


$1.50 postpaid. 
BOOK DEPARTMENT 
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Clymer. 
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(Continued 


the force. It is noted that used-ca 


increasingly. 
* * * 


Manchester, N. H. 


In one of the biggest 


promotions here in years, loca 


Memos 


(Continued from Page 56) 
as Pappy’s, it is necessary to have 
good salesmen, and to check on 
how they sell. Simons has no 
old-time auto salesmen on_ the 
lot. His men came up from the 
insurance business, or are young 
men just out of school trained 
by Simons himself. 

Simons subscribes to a shopper's 
service, which sends operatives 
around pos:ng as customers, Thus, 


Simons is able to check on what} 


his salesmen tell the customers. 

In addition, Simons holds weekly 
sales meetings, listens to the sales- 
men’s ideas and tells them his. 

“T tell them,” says Simons, “that 
I’m working harder for them than 
they are for me. Who is it that 


stays up at night figuring out ways | 


for them to sell more cars?” 
* * * 

On Promotion 

{ OUIS GRAND, who handles the 


promotion end, has the touch | 


that moves people. 

“When I read some of his ads,” 
S.mons says, “I want to rush out 
and buy the car myself before I 
come to the owner’s name, and find 
I'm selling it.” 

During the meat _ shortage, 
Grand thought up the idea of giv- 
ing rabbits away with every car: 
“A Car in Your Stable, Meat on 
the Table.” 

Grand had faith in this idea as 
a contribution to the war effort, 
just as Simons has faith in the 
principles of customer satisfaction. 

“If you don’t believe in what | 
you’re doing,” Simons says, “you 
probably won’t be much of a suc- 
cess at it.” 

Pappy’s has given away thou- 
sands of rabbits to people who buy 
ears and thosé who just stop in to 
ask about them. 


Giving things away, Simons 
points out, makes people wonder 
what the hooker is. When they 


can’t find one, it makes a good 
topic of conversation. Pappy’s also 
gives away playing cards, and here 
again is an article that will cause 
talk. 


Stiff Comparison 
Ancient Vehicle Is Recalled 


To Stress a Point 


TRENTON, N. J.—A Locomobile 
Steamer built in 1899 got enmeshed 
in 20th century politics recently. 

Arthur P. Morris, president of the 
Newark junior chamber of com- 
merce, drove the old car up to the} 
steps of the state house where a/| 


1 


public debate on the merits of | 


| 
| 


Auto Sales Reports 


used-car | 


automobile dealers joined in spon- 
soring a large part of a three-page| such as tire shops, 


from Page 56) 


by new-car dealers is increasing | advertising section in local news- 
with the addition of salesmen to| papers. 


r What the dealers called “New 


lots are also applying salesmansh‘p | Hampshire’s greatest spring 


cleanup sale” featured late mod- 
els of all kinds of cars, ranging 
from ’41s to only slightly used 
1949s. 

1| One page of the special section 
also featured allied establishments, 
finance com- 
| panies, automotive accessories 
stores, etc., which encouraged the 
used-car selling campaign with 
| special values of their own. 

| * * * 
Springfield, Mass. 

| The anticipated spring surge in 
|automobile sales hasn’t yet gotten 
}around to used-car lots in the 
| western Massachusetts area. 
However, a survey of dealers 
| in this section indicated that 
there is hope the delayed rush 
for used cars will get underway 
as soon as real warm weather 
| arrives. 

| While the demand for used cars 
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ion is spreading that used-car 
prices are going to topple down 
much more than the present de- 
cline of about 10 percent on certain | 
models. While dealers are refusing | 
to commit themselves on the ques- 
tion of further possible price cuts 
for used cars, yet there is definite 
indication here of high-pressure 
sales advertising as a _ last-ditch 
fight to push sales at present lower 
prices. 

* * * 5 


St. Louis 


. : | CUSTOMER-ATTRACTING LOT—Long strings of powerful lights make these used ca 
The adve nt of spring weather, | glisten at the lot of Downs Motor Co., Inc. (DeSoto). Girminghem, Ala. The cars are epeced 
plus relaxation in Regulation W, | so that a prospective purchaser can look them over from every angle. The lot contains a 
has definitely given the automobile | salesmen's office and a well-lighted sign. 


business in St. Louis “a shot in| 
the arm.” New cars are moving at | buyers are able to get quicker the same age before the war. The 
a satisfactory pace, particularly in| delivery and there is little rea- (outlook for spring and summer 
a “we ' seugge - ‘ | son for advance purchases. | is for a high volume of business 
‘say Stent et wt! | "Ue one hey Greets he Mee eh tee 
ket is absorbing the new cars | "4 Prices are lower and dealers’ | finding it most difficult to move 
just about as fast as it did when | 8705S has dwindled almost to the|their heavy trucks and most of 
there were a great many orders | vanishing point. Prices are still) them report unsatisfactory move- 
on file, the difference being that | high in comparison to cars of| ment of their used vehicles. 


JOMA Nu-Look Mirror 


10 in. x 2% in. 











is off definitely, new-car dealers 
|find the demand good. Dealers | 
| handling cars outside the popular 
|\“Big Three” say they are behind 
on deliveries. 

Fluctuating prices in the used- | 
car business have made it diffi- | 
| cult for dealers to determine the 
| value of cars, but this situation 

will be more stable later on when 
the market begins to level off, it | 
is said. 

Some dealers, the survey showed, 
paid high prices for used cars last | 
fall. When the market fell off, they 
were caught and now find them- 
selves unable to get their money 
back. That is one reason for the | 
|eurrent slowness in sales—dealers | 
| still holding out for high prices. 

* * * 


Toronto 


Canada’s new-car market is just 
about as big and bouncy as ever, 
but there are signs that the long- 
heralded return to normalcy may 
not be too far in the offing, accord- 
ing to a survey by the Toronto 
Star. 

Back in January, when new-car 
sales slumped over 33 _ percent, 
some industry authorities began to 
get a little panicky. But February, | 
and a return to the sales par of | 
the same month last year, soon 


| soothed their troubled brows. 


Since then, while there are no} 
statistics available as yet, a spot 
check of a number of local car 
dealers reveals that sales have 
boomed. 
Since its export trade was cut 
off some months ago, Ford has 
had about twice as many cars to 
market in Canada. Dealers say 
they’re having no trouble in dis- 
posing of them, though. 
Nevertheless, Ford looked like it | 
was getting the first taste of what 
happens when supply and demand 
begin to meet. One used-car dealer 
last week made first public an- 
nouncement that new “used” ‘49 


| Ford lines would sell at 10 percent 
off list prices. 


ab * a 
Ottawa 
Used-car dealers in this area are 





legislation allowing changes in New 
Jersey municipal government was | 
being held. 

Morris went inside the building 
and told the assembly judiciary | 
committee that the state’s munici- | 
pal governments are like the car. 

“They’re museum pieces,” he de- 
clared. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS Want Ads 





using far more advertising space 
in the newspapers as well as more 
time on the radio to help sales, 
combining 
| prices. 


this with lower car 

It is evident now that used-car 
customers are not coming forth 
in as large numbers as had been 
anticipated earlier, with some 
dealers beginning to become con- 
cerned, 


Apparently, say dealers, the opin- 








BUSINESS MEETING—Pontiac dealership accountants and business managers from the 


Philadelphia zone are shown at a meeting hel 


din the ‘city of brotherly love."' Similar 


meetings, conducted by R. V. Wiley, business management manager for Pontiac, were held 


at Kansas City and San Francisco. 


Gives All-Around 
Vision . . . Greater 
Safety 


Straight $4.00 List 
Curved $6.00 List 


Joma Nu-Look Mirrors sell f ponve > acrgmaameg® 
on sight. Every motorist Modern driving requires better " 
who sees them wants one. rear vision. Sell Joma. Ready 
The big ten inch curved market. Attractive discounts. 
surface of select optical 
glass utilizes all the visi- 
bility provided in the gen- 
erous window design of 
modern cars. 










Joma Nu-Look 
Mirror. Available in 
clear and non glare. 
Straight or auvel 





Fits 95% of modern cars. Di- 
rections are simple. No tools 
needed. One Size fits most 
cars. 


JOMA MANUFACTURING CO., INC. 
901 Zerega Avenue New York 61, N.Y. 


Midtown Motors, Inc., Pittsburgh, reports: 


orl 


el el ae hg 
with 1 set of stones .. . operator doing a set of 
8 rods in less than 4% minutes . . . recommend 
machine highly for economy and speed... “ 

















WRITE US TODAY FOR PROMPT 
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The Small Dealer’s Plight 


Crying for Cars, He Sees Business 
Lost to Big-City Colleagues 


(Continued from Page 1) 


year class—shows that in far too 
many cases promises regarding car 
allotment, made at the time new 
buildings were demanded, have 
been conveniently forgotten. Deal- 
ers who now have firm orders on 
their books two and three years old 
are still being held to two or three 
cars a month. And what they get 
are almost al] deluxes and loaded 
with accessories. 
+ * +. 

EALERS in the farm belt are 

still very short of light model 
trucks, while dealers not over 100 
miles away are selling trucks at in- 
voice billing or at but a few dollars 
over. 


Dealers in many of these farm 
trading center towns have been 
eking out their meager allotments 
of both cars and trucks by going to 
the mass-selling dealers in the 
cities and buying vehicles at from 
$25 to $100 over invoice so that they 
could have merchandise to take 
care of their home-town customers. 


Small-town dealer customers 
are getting a selection of colors— 
and with only the accessories 
they want—from the overstocked 
city dealers while the small-town 
dealers get—and can offer—only 
what the car distributors wish to 
sell them, 


In more than one small town in 
the farm belt, independent used-car 
dealers today can get just the car 
in color .and equipment that the 
franchised dealer’s customer wants, 
and make money selling if at the 
franchised dealer’s delivery price. 
This means that the used-car dealer 
must buy at near the invoice price 
and be permitted to make a selec- 
tion as to color and extras, it is 
charged. 

These small-town dealers claim 
that, if their allotments were 
doubled or tripled, they could sell 
all of the cars they could get at a 
profit for at least three to four 
months before they would be in the 
same shape as the big-city dealers. 


* * * 


MALL-TOWN dealers represent- 
ing the independent car manu- 
facturers are faring much better on 
car allotment in the towns checked 
than the dealers representing the 


Obituaries 
Timmens Dies 


In California 


WATSONVILLE, Calif. — Frank 
J. Timmens, 54, former general 
sales manager of Dodge, died here 
May 2. Mr. Timmens joined Dodge 
in 1922 as a district representative. 

Subsequently, Mr. Timmens held 
several executive sales positions at 
the factory and in the field. In 
May, 1938, he was appointed Dodge 
general sales manager, A _ heart 
ailment forced his retirement in 
June, 1943. He had since been liv- 
ing in California. 

+ * 


+ 
Frank R. Weibel 
OKLAHOMA CITY.—Frank R. Weibel, 
sales manager of the Jack Hall Pontiac 
Co,, died Apr. 27 in Mercy hospital after 
being injured the night before in an auto- 
mobile accident. Mr, Weibel was formerly 
employed by Downtown Chevrolet Co. 
* * * 
Arthur T. Murray 
SPRINGFIELD, Mass.—Arthur T, Mur- 
ray, 59, president of American Bosch Corp., 
and more recently vice-president and a di- 
rector of the Moore Drop Forging Co., died 
of a heart attack Apr, 24. For more than a 
quarter of a century Mr, Murray was promi- 
nently identified with the growth and devel- 
opment of the automotive industry, 
* * * 
John Gill Sr. 
McARTHUR, O.—John Gill ar., 72, owner 
of Gill Chevrolet Co., McArthur, died re- 
cently after a long illness. 


F enerty Manages 


DeSoto in Boston 


DETROIT. — Appointment of H. 
F. Fenerty as DeSoto city manager 
in Boston is announced by J. B. 
Wagstaff, DeSoto sales vice-presi- 
dent. 

Fenerty joined DeSoto in Novem- 


ber, 1945, after three years’ service. 


as a lieutenant in the Navy, sta- 
tioned at the Pearl Harbor navy 
yard. He was district manager in 
the Boston region at Providence 
until transferred to the factory, 


big-corporation lines. They are, 
however, finding more customers 
who cannot buy even on 24 months, 
due to present high prices. 

Small-town dealers in all three 
mass-selling lines are being shipped 
trucks they cannot move in both 
sizes and types, but are being 
starved in the sizes and types they 
are having constant call for, they 
declare. Even if this allotment was 
changed today, most of these deal- 
ers feel the good market for them 
will be over in 30 days. 

Farmers.-in this “corn-hog” belt 
are not buying as freely as six 
months ago and are getting 
harder to deal with every day. 
They can’t understand why their 
dealer must get full price for a 
truck and must insist on the cus- 
tomer taking accessories they 
don’t want when their neighbors 
who go to the cities to buy can 
get what they want with long 
trades. 

Dealers in St. Louis and Kansas 
City are the ones hurting the farm- 
belt dealers the most right now, 
they say, but dealers in Springfield 
and other medium-sized cities have 
started to get some of the small- 
town dealers’ business within the 
past 30 days. 

Small-town dealers are also cry- 
ing to high heaven over the high 
cost of finance company charges on 
1940 and 1941 cars. They have to 
put these cars in good condition be- 
fore selling and must stand behind 
them with their customers. They 
don’t blame customers for putting 
their paper through the local banks, 
although they would rather handle 
the paper through the finance house 
with which they are used to doing 
business. 

4 * +. * 

MALL-TOWN dealers, while 

given only to mild complaining 

to the field men who call on them, 
are still very resentful, and many 
times bitter, at the treatment they 
have received from their factories. 
They feel that factory, zone and 
regional managers either aren’t 
paying any attention to the reports 
the field men bring in or don’t care 
how the small dealer feels about 
his franchise. 

Practically every dealer called 
on in the farm belt was doing 
better than 100 percent absorp- 
tion—service and parts profits to 
fixed defense — but had expe- 
rienced a dropoff in service busi- 
ness recently. This was blamed 
upon farmers being busy planting 
and not having time to bring 
their vehicles to the shop. Some 
of these dealers are running as 
high as 200 percent absorption 
for year to date. 

Practically all had no demonstra- 
tors or new cars on the floor in the 
low-priced lines, had very low or no 
used car stocks but had fairly high 
parts inventories. Dealers for inde- 
pendent makers all had one or 
more cars on showroom floor, 


||Lynch in Detroit 


SALES MANAGER-ESS — The Kaiser-Frazer 
Sales Institute became co-educational last 
week when Blanche Askwith enrolled for the 
special auto merchandising course offered 
K-F dealer and distributor sales personnel at 
Willow Run. The daughter of a Sault Ste. 
Marie (Mich.) auto mechanic and the wife 
of Roy Askwith, K-F dealer there, she en- 
tered the auto business as her husband's 
bookkeeper and quickly advanced to sales 
manager. Mrs. Askwith believes that selling 
cars makes an excellent career for women 
and is convinced that more women should 
enter the field. ''Since women have so much 
to do with the buying of a car," she says, 
ae shouldn't they be in on the selling, 
too?" 


SERVICE SECTION 


Four Promoted 


In Ford Sales 
And Advertising 


DETROIT.— Walker A. Williams 
sales manager, Ford division, For« 
Motor Co., last week announced th 
promotion of four department man 
agers in sales and advertising. 

They are Gordon C. Eldredge, ad 


© |vertising manager, Ford division 


DODGE WAYFARER TWO-DOOR SEDAN—This is the second of the lower-priced Dodges | 
to be announced, the first being the roadster. The Wayfarer sedan, roadster and business 


coupe all are on a 115-inch wheelbase, but 


have the same engine as larger Dodge cars. 


Fluid drive and cushion tires are standard equipment on the two-door sedan, which has an 
advertised-delivered price of $1,757.50, including federal taxes and dealer delivery charges. 


Truckers Study 
Plan to Boycott 
Pa. Turnpike 


HARRISBURG, Pa. (UTPS)— 
Discontinuance of use of the Penn- 
sylvania Turnpike by the trucking 
industry was suggested here last 
week at a meeting of the new 
Pennsylvania Motor Truck Educa- 
tional League. 

Such action would be in protest 
of the failure of the 1949 session 
of the general assembly to approve 
legislation increasing truck weights 
in Pennsylvania. 

Meanwhile, the Pennsylvania 
Motor Truck Assn. in another 
move scored railroad domination 
of the Pennsylvania legislature as 
another glaring example to stifle 
all competitive transportation 
service. 

James P. Clark, Philadelphia, 
co-chairman of the league, stated: 

“At least one major trucking 
company located outside the state 


Spring Session 
Set by Maniacs 
For May 21 


DETROIT. — The spring confer- 
ence of the Auto Maniacs of 
America will be held here May 21 
at the Barlum 
hotel At that 
time the society 
plans to provide 
a get-together for 
motorist fans and 
motor makers. 
Some leading 
men from the 
auto industry are 
due to attend. 

William H. Mc- 
Gaughey, public 
relations manager 
of the Automobile Manufacturers 
Assn., will keynote the session with 
the after-dinner talk. 

Gilbert Burrell, 
for Oldsmobile, and his assistant, 
E. M. Estes, will conduct a slide 


W. H. McGaughey 


film explanation of the Rocket en- | 


gine. 


From Nela Park, Cleveland, lab- | 


oratories of General Electric, Val 


Roper, electrical engineer, will give | 


a report on recent progress and de- 
velopments in automotive lighting. 

The program will also feature 
special moving pictures, and a dis- 
cussion by members on such topics 
as water injection carburetors, 


steam cars and the next Indian- | 


apolis Speedway races. 

Harold Mayer, secretary of Auto 
Maniacs, points out that this event 
would be of interest to all Detroit 


and Michigan auto fanatics, and | 


that arrangements for non-mem- 
bers to attend this session may be 
made by contacting either his of- 
fice or that of the Auto Maniacs’ 
president, Oliver E. Barthel, 2323 
Dime Bldg., Detroit. Non-members 
are welcome to attend this meeting 
without charge. 


Packard Picks 


DETROIT.—Jerry Lynch, 
car dealer for the past 20 years 
and a Willys distributor in 1947-48, 
has been appointed a Packard deal- 
er, he announced last week. 

A director of Michigan Used Car 
Dealers Assn., Lynch has three 
used-car lots, two showrooms and 
service facilities at 3366 Gratiot 
Ave. Before coming to Detroit, he 
and his late father were 


motor engineer | 





already has discontinued use of the 
turnpike, with a resultant loss of 
revenue to the turnpike of $7,000 
a year. 

“Truckers find that the antiquat- 


ed weight restrictions in Pennsyl- | 


vania do not permit them to carry | 


a full load. Consequently, the turn- 
pike toll further reduces the earn- 
ing capacity of trucks. The sug- 
gested change will involve no de- 
lay in deliveries to consignees, or 
any inconvenience to shippers and 
consumers.” 


W. W. Ward of Altoona, co- 
chairman with Clark, said that 
“currently trucks produce 58 per- 
cent of turnpike revenues, but con- 
stitute only 20 percent of the traf- 
fic,” pointing out that “trucks now 
produce tolls that range from $2,- 
500,000 to $3,000,000 a year.” 


In its attack on railroad domi- 
nation of the legislature, PMTA 
cited amendments “jammed” 
through the senate to tine Phila- 
delphia Port Authority Bill. 

“Not satisfied with throttling the 
bill to modernize truck transpor- 
tation in Pennsylvania,” said Ed- 
ward S. Gogolin, general manager 
of PMTA, “the railroads in the 
closing hours of the 1949 legisla- 
tive session have again shown that 
they will tolerate no interference 
with their tight-fisted control of all 


lic the benefit of efficient trans- 
portation.” 


Top Trucks 


New truck registrations for 
two months, plus 35 states for 
March: 
1949 Pos. 
1— 67,605 
2— 32,372 
38— 23,291 
4— 19,771 
5— 14,062 
6— 11,604 
7— 9,705 
8— 1,759 
9— 1,388 
10— 1,246 
ll— 988 
12— 682 
13— 473 
14— 3538 
15— 308 
16— 271 
1j7— 105 
18— 94 Kenworth 
19— 46 Sterling 

Total All Makes 
186,957 202,456 

For further details see page 

22, today’s issue. 


Make 
Chev. 
Ford 
Dodge 
Inter’1 
GMC 
Stude. 
Willys 
White 
Diam. T 
Mack 
Reo 
Divco 
Autocar 
Brockway 
Federal 
Crosley 
FWD 


1948 Pos. 
61,378— 1 
34,759— 2 
24,050— 4 
28,058— 3 
13,925— 5 
10,887— 7 
13,670— 6 

2,650— 9 
2,219—11 
2,400—10 
2,746— 8 
1,339—12 

720—15 

832—14 
1,083—13 

481—16 

243—17 

95—18 

90—19 


measures intended to give the pub- | 


Gordon Eldredge W. E. Kimbrough 


|W. E. Kimbrough, assistant man- 
jager, truck and fleet sales depart- 
ment; Thomas H. Holden, sales 
manager, truck sales section, and 
C. E. Bowie, manager of the busi- 
ness management department. 

All were promoted to fill vacan- 
cies which resulted from the recent 
formation of a staff by J. R. Davis, 
sales vice-president. 

Eldredge succeeds Ben R. Don- 
aldson, who was promoted to direc- 
tor of advertising and sales promo- 
tion. Eldredge joined Ford in 1947 
as assistant advertising manager in 
charge of Ford passenger cars, 


C. E. Bowle T. H. Holden 


Kimbrough succeeds David W. 
Lee, now director of sales planning. 
A native of Hardin, Mo., Kimbrough 
attended Central college at Fayette, 
|Mo., and joined Ford in 1928 at 
Kansas City. He held various posi- 
tions in the management of both 
car and truck sales in Omaha and 
Denver. 

Holden, a native of Rutland, Vt., 
succeeds Kimbrough. He started 
with the company in 1935 and be- 
fore the war served in various 
truck and fleet sales positions at 
Des Moines and Dearborn. During 
the war he was general foreman of 
the B-24 bomber final assembly line 
at Willow Run. 

Bowie replaces George J. Crim- 
mins, who was promoted to director 
of business management and dis- 
tribution on Davis’ staff. A native 
of Cincinnati, Ia., Bowie attended 
Drake university in Des Moines. He 
joined the company in 1929 and has 
held several important sales and 
business management positions in 
the Des Moines district. He has 
been serving as assistant regional 
sales manager for the Midwest re- 
gion, Chicago, since July, 1946. 














used- | 


| 


SURFACE-TYPE LIFT—Rotary Lift Co., Memphis, Tenn., has announced production of a nev 
surface-type, two-post mechanic's lift which has been designed specifically for the small shop 
7 | or as an auxiliary lift in large shops for washing, undercoating and similar operations. 
in the | surface type lift is particularly suitable for installations where price, installation and main 


Th 


used-car business in Los Angeles. | tenance costs are more important than the maximum use of floor space that can be achieve: 


His father entered the business 40 
years ago. 


| with Rotary's recessed types of lifts. 
recessing types. 


struction is necessary, other than provision for 


First cost of the new lift is approximately $150 less tha 
In addition, installation costs are sharply reduced because no sub-floor con 


the two post wells, the company states. 
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Most Factories Set 


To Provide 


Counsel 


(Continued from Page 1) 


ment departments of varying de- 
grees, and the great majority of 
dealers report on a_ regular 
schedule to these departments. 
Most of the departments get 
monthly statements, while a few 
are on a quarterly basis. 

General Motors divisions receive 
reports on a monthly basis, and 
the reports prepared by GM deal- 
ers are probably the most detailed 
in the industry. 

+ * * 

N THE other hand, Crosley 

dealers have only to forward 

the usual 10-day sales reports com- 
mon to all companies. Crosley 
does not have a business manage- 
ment department as such. 

The company watches sales re- 
ports to detect dealers in difficulty 
and handles each case individually 
through the regional manager. 

Willys- Overland installed a 
business management department 
only recently and is in the pro- 
cess of setting up an expanded 
system. 

All the rest of the “indepen- 
dents,” plus Ford and Lincoln- 
Mercury, also receive monthly 
statements from dealers’ while 
Dodge likewise receives a monthly 
statement. 

DeSoto and Chrysler get quar- 
terly statements from dealers, al- 
though an increasing number of 
their dealers are beginning to re- 
port each month. This practice is 
encouraged although not required 
by the two divisions. 

7 * . 

HERE is an almost unanimous 

opinion throughout the industry 
that business-management depart- 
ments will be playing an increas- 
ingly important part in the future. 

In many cases, factories are ex- 
panding or augmenting these de- 

partments, although most of the 

firms insisted that these setups had 
been fully maintained throughout 
the “seller’s market.” 

The most common attribute of 
the directors of the various busi- 
ness-management departments 
seemed to be their enthusiasm 
for the job and a sincere desire 
to be of help to dealers. 

All were anxious to stress the 
fact that their position was that 
of an advisor and not a dictator. 
They could only counsel, since deal- 
ers are independent business men. 

om + * 
{ 


A BRIEF description of business- 
*% management procedures’ by 
each manufacturer follows: 
BUICK—Dealers report monthly 
to zone office which compiles re- 
ports, prepares zone averages, and 
forwards information to central 
office. Central office analyzes zone 
compilations and returns reports 
with pertinent recommendations. 
The zone office prepares from 
dealers’ reports an operating con- 
trol record for each dealer. Any 
out-of-line condition is brought to 
the attention of district managers, 
and they get in touch with the 
dealer to assist him in correcting 
the condition. 
CADILLAC—Reporting system 
similar to Buick, although re- 
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Excellent opportunities for top earnings await 
the mechanic who can repair automatic transmis- 
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ports are also received from dis- 
tributors. Business - management 
managers from central office 
travel the country to handle any 
difficult cases, although district 
managers are trained in business 
management problems. 

CHEVROLET —- Business man- 
agement managers in each zone 
analyze monthly reports and for- 
ward zone-average compilations to 
central office. Field organization is 
trained in business - management 
policies by frequent courses con- 
ducted by central office. Business- 
management councils, comprised 
of dealer accountants, are con- 
ducted quarterly in all sections of 
the country for exchange of ideas 
and viewpoints. 

CHRYSLER DIVISION — Quar- 
terly reports from dealers. Cor- 
poration policy is to give dealers 
aid upon request from the dealers. 
Business - management specialists 
are available from central office 
to assist. Objective is to develop 
dealers who are more independent. 
Study is made of reports, with par- 
ticular attention paid to the meth- 
ods of highly successful dealers so 
that their method of operation may 
be passed on to other dealers. 

o + + 
(CCROSLET—No business-manage- 

4 ment department. Regional 
managers assist dealers on busi- 
ness-management problems as re- 
flected. in 10-day sales reports. 
Trend is toward more business- 
management service to dealers and 
indications are that a more com- 
plete reporting system may come 
into effect soon. 

DeSOTO — Quarterly statements 
from dealers, although monthly 
statements are encouraged. Re- 
gional office and the dealer opera- 
tions division of central office 
check the statements. A complete 
analysis is sent to the regional 


office by the central office, and re- | 


gional men then contact dealers. 


Dealer operations division field 
men are available on request 
from dealers or regional man- 
agers. Dealers are being encour- 
aged to use a daily operating 
control. DeSoto dealer associa- 
tions in metropolitan areas also 
make frequent requests for meet- 
ings to discuss business-manage- 
ment practices. 


DODGE—Monthly reports to re- 
gions, which forward them to cen- 
tral office for analysis. Reports are 
not checked against a zone aver- 
age, and each report is given a 
highly individualized study. Con- 
stant training program conducted 
for field men to acquaint them 
with business-management proce- 
dures and enable them to aid deal- 
ers on problems. 


FORD—Monthly reports from 
dealers to district offices, where 
analysis is made by business-man- 
agement men. Reports are for- 
warded through regional offices to 
central office, where they are re- 
checked. 

* * ~ 

ELD men are trained in busi- 

ness management to assist Ford 
dealers. Meetings of district busi- 
ness-management managers are 
held regularly to discuss problems. 
District business - management 
managers available to dealers to 
assist in correcting unsound con- 
ditions. 

HUDSON — Monthly statements 
from dealers, are sent to zone of- 
fices, where business-management 
managers analyze them and send 
them back to the dealer. Copies of 
the analysis are sent to the central 
office for review. 

Dealers are furnished with oper- 
ating statements, while compari- 
sons are made on a zone and dis- 
trict basis. Divisions conduct reg- 
ular meetings for zone business- 
management personnel. Zone busi- 
ness-management managers work 
with dealers on any problems they 
may have. 

KAISER-FRAZER — Monthly 
reports by dealers to central of- 
fice, which advises regional busi- 
ness-management managers of 
any unhealthy dealer situations. 








FUEL PUMP—New diaphragm-type fuel 
pump for automobiles, trucks and industrial 
uses added to line of automotive parts made 
by F. L. Jacobs Co., Detroit. Pump is be- 
lieved to be the first one using a single soft 
type valve of synthetic rubber instead of two 
or more hard type valves. It is now being 
produced in limited quantities for use in 
taxicabs made by Chrysler Corp. 


Campaign being conducted to 
make district managers business- 
management conscious. 

Booklet being prepared explain- 
ing how to use operating state- 
ments effectively. As part of in- 
structional course, it is planned to 
conduct examinations of district 
managers on business-management 
procedures. 

Company recently curtailed busi- 
ness-management department, but 
assistance is still available to deal- 
ers on any operating problems 
they may have. 

* + * 
INCOLN-MERCURY — Monthly 
statements from dealers to dis- 

trict office, which prepares trend 
sheets for each dealer’s operation, 
sending copies to the dealer and 
central office. 


Business -management manager 
in each district to handle any prob- 


ALL YOURS WHEN YOU'RE 


lems of dealers. Central office 
makes analyses of recapitulations 
from district offices, comparing 
dealers by type of operation. 

NASH—Monthly statements from 
dealers. Central office prepares re- 
gional composite reports and zone 
control records. Dealer reports 
analyzed, and any out-of-line con- 
ditions are pointed out to dealer 
and zone_ business-management 
manager. 

Company supplies dealers with 
trend sheet and has complete 
business management service 
available for dealers. Also con- 
ducts accountant’s clubs in all 
zones, which meet once a month 
to discuss methods. 

OLDSMOBILE—No comment re- 
garding business-management pro- 
cedures. 

PACKARD—Zone business-man- 
agement managers contact dealers 
whose monthly statement indicates 
any unsound practices. Central of- 
fice also has available business- 
management “trouble-shocters” on 
request from zones. 

Company claims it has the sim- 
plest financial statement in the 
industry, and that every reporting 
dealer receives a complete analysis 
of his operation within seven days 
after receipt of his report. Entire 
system instituted when the war 
ended and is regarded as very sat- 
isfactory. 

+ * * 
j PONTIAC — Monthly statements 
from dealers sent to zone offices 
and central office. Comparisons are 
drawn in central office and operat- 
ing guide averages are sent back 
to the dealer and to field repre- 
sentatives. Operating control rec- 

ord is also furnished. 

District managers consult with 


CLIMBING PROFITS 
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dealer on any problems. Zones are 
being encouraged to conduct 
monthly meetings on _ business 
management. Districts hold lunch- 
eon meetings for dealers and their 
accountants. Company magazine 
contains regular articles on busi- 
ness management. 

STUDEBAKER — Company 
switched from distributors to di- 
rect dealer setup immediately 
after war and installed a new 
and flexible business-manage- 
ment department at the same 
time. 

Dealers report monthly to re- 
gional office and central office. 
Business management personnel in 
all regions make analyses of deal- 
ers’ operaticns in cooperation with 
district managers. Company util- 
izes daily operating control and 
prepares trend sheets. 

WILLYS—Business-management 
department established only recent- 
ly and is now in use on a limited 
scale. Department is being expand- 
ed as rapidly as possible and will 
be making business-management 
counsel available to dealers in near 
future. 


Battery Price Cut 
16% by Auto-Lite 


TOLEDO.—Retail price cuts av- 
eraging 16 percent were made last 
week on the Auto-Lite and Prest- 
O-Lite lines of Electric Auto-Lite 
Co. President Royce G. Martin said 
the move reflected lower lead prices. 

Other battery makers to reduce 
prices this year have been Willard 
and Electric Storage. The Auto- 
Lite cut wiped out a 10 percent 
price increase made last Nov. 1. 
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Offset by Other Factors .. . 





Reg. W Change Seen 
Helping Market Little 


(Continued from Page 1) 


pect prices to continue down, pre- 


Earl Taylor, sales manager, 8S. 


dicting that even complete elim-|L. Savidge (Dodge): No particular 


ination of Regulation W wouldn't 
help now. 

* * + 
= are more optimistic. 

They expect used-car prices to 
hold firm for a few months. 

The finance company view is 
that many dealers are over- 
stocked, and that unless induced 
to unload the dealers may be 
hurt more later on. As a result, 
they are watching wholesale 
lines closely. 

Automotive News’ check with 
dealers in several cities also in- 
dicated a general feeling that the 
public believes that additional 
price cuts are to come. 

* + + 


ANY customers feel, at least, 
4+"% it was said, that it does no 
harm to wait since it is unlikely 
that prices will go up, while it is 
likely that more new cars will be- 
come easier to get. 

Thus, some of these who could 
buy a higher priced car by 
stretching, feel safe in waiting 
until they can get delivery on 
a popular-priced car. 

However, the survey indicates 
that in some cases the easier terms 
are helping to convince buyers that 
they can afford a more expensive 
car. 

Here are individual replies from 


various cities: 
> + * 


Dallas 


AR SALES have been stimulat- 
ed in Dallas by modification of 
Regulation W but the full effect 
of the increase cannot be gauged 
until purchases deferred pending 
Texas reduction in insurance rates 
ihat went into effect May 1 are 
checked up. Some of the rate re- 
ductions were as high as 25 per- 
cent. New car and later model 
used-car sales were helped most. 

Sales of older cars were hard- 
ly affected. Quite a few sales 
were being consummated under 
the new insurance rates and 
sales picked up previously with 
insurance “binder” policies facili- 
tating activity. 

Despite increased activity, it is 
the concensus that there is con- 
siderable element of consumer 
waiting for additional price cuts. 
Even apparent seascnal stabilizing 
of prices on older models of used 
ears has not developed the volume 
anticipated. 


Seattle 


Byres response to eased credit 
terms has been generally favor- 
able, with more expected. Sales are 
still retarded due to public antici- 
pation of further price cuts, while 
another buying segment is not 
rushing to buy, feeling scarcity is 
past and waiting will at least not 
mean higher prices, possibly lower. 
Representative dealer reports fol- 
low: 

T. A. Weston, manager, Ander- 
son Buick: Both new and used 
ear departments show some as- 
sistance to close sales. Some buy- 
ers expect further price reduc- 
tions. 


difference. Most prospects look for 
price cuts, especially by Chrysler 
line. Better terms will mean more 
sales. 

Lee Moran (Lincoln-Mercury): 
Improved business the past few 
days with seasonal factor as well 
as modification of Regulation W 
responsible. Timing is major buy- 
ing factor. Easier terms, however, 
will aid. No delayed buying appar- 
ent because of additional price ex- 
pectations. 

Gene Fiedler: Chevrolet dealers 
and those handling other high-de- 
mand cars feel no effects at this 


early stage. 

E. McFarland, used-car 
manager, Smith-Gandy (Ford): 
Helped considerably pending 
deals. Used-car buyers especially 
expect further price drops. 

W. J. Wilkins, manager, Western 
Motors (Kaiser-Frazer): No effect. 
Recent deals would have been 
made anyhow. Tendency to sstill 
wait is bad and unwarranted. Our 
April business excellent, offsetting 
three prior months. 

* * * 
Buffalo 
yee reports were made by 
Buffalo area new and used-car 
dealers on early effects of easier 
credit terms permitting customers 
to take 24 months to pay for an 
automobile. 

One large dealer said he had 
noticed a slight pickup in sales, 
more on new cars than on used 
cars. But he added that improved 
weather might have been a factor. 
He expects more liberal credit will 
help the sale of late model used 
cars. 

Another dealer reported that 
customers are showing real in- 
terest in the 24-month provision 
whereas the previous credit ex- 
tension to 21 months had no ef- 
fect whatsoever on the consumer. 

This dealer said he had numerous 
inquiries from new-car prospects 
regarding the expanded credit set- 
up and expected increased sales 
would result. 

Another dealer reported his sales 
have not been affected to date and 
that some customers want the 
down payment requirement chang- 
ed from one-third to one-fourth. 
This dealer said it is the down 
payment rather than the 24-month 
provision that some customers are 
still unable to meet today. This is 
especially true where the customer 
has no tradein. 

It will take two or three weeks 
before effects of easier credit rules 
will be felt, said another dealer, 
adding that he expected an upturn 
in new car sales as a result. 

This dealer said used-car busi- 
ness has been improving slightly 
but is still very slow for this 
time of year. 

A leading used-car dealer said 
sales have picked up some in the 
last 10 days. But prices are still 
going lower. He said easier credit 
terms will help used-car sales and 
that it is too early to tell what 
they will do to the market. 

On the subject of prices, all deal- 
ers agreed that customers expect 





INDIANA DEALERS CONFER WITH SAFETY CHIEF—Indiana auto dealers held a con- 
ference last week with James H. Mohr, new director of the Indiana safety council and 
chairman of the governor's safety commission. Mohr (left) is showing the state's safety 
figures to G. L. Schaus, South Bend, chairman of the Auto Dealers Assn. of Indiana safety 
committee and the inter-industry committee, Herman Schaefer, executive secretary of the 
association, and Joseph E. O'Daniel, Evansville, president of the association. 








FIELD OF GOLD—Hundreds of acres are covered by new Golden Anniversary Packards, 
poised for the automobile industry's first mass drive-away in nearly 10 years. This aerial 
hoto shows a portion of the more than 1,500 gold-colored cars massed at Packard's prov- 
ing grounds near Utica, Mich., prior to being driven away last week by dealers to every 
state in the country. Detroit observers hailed the drive-away as "a full-blown symbol of 
the nation's long-awaited return to the buyer's market in new cars," the company said. The 
drive-away climaxed a two-day-long presentation of the Golden Anniversary cars to Packard 


dealers. 


prices to go lower, especially on 
cars priced from $2,500 up. This 
waiting attitude is hurting new-car 
sales. One dealer said that “thou- 
sands of Buffalo buyers are wait- 
ing for a $1,200 or 31,500 automo- 
bile to appear on the market.” An- 
other dealer said customers are 
expecting more than a token cut 
in prices. 
o > * 


Atlanta 


ee of Regulation W 
was viewed here as a healthful 
tonic for the ailing used-car busi- 
ness when sales started increasing 
last week. Dealers expect little ef- 
fect on new-car sales until the pres- 
ent demand is filled, but with the 
return of a normal market, they 
believe that the stiff payments un- 
der the original regulation definite. 
ly would have slowed down new-car 
sales. 

John Aldridge, used-car dealer, 
cited “lack of publicity” as the 
main reason sales haven’t in- 
creased as much as dealers ex- 
pected. 

He predicted that a lot of pros- 
pective buyers will come in when 
they find out that they now have 
longer to pay. 

Others reported a noticeable in- 
crease in sales, especially in late- 
model used cars, which dealers here 
declare were hardest hit by Regu- 
lation W. 

“Under the old regulation, we had 
to work five customers to find one 
who could meet the requirements,” 
said W. C. Smith, of West Brook 
Smith Motors (Dodge-Plymouth). 
“Now at least two out of five are 
able to buy.” 

L, Van Stavoren, sales manager 
of Atlanta Packard Motors, said 

the longer people have to pay, the 
more they'll buy. 

Dealers said that many people 
are still holding out for lower prices 
and even a small decrease will 
bring in a lot of these reluctant 
customers. 

” * * 
Denver 


ENVER new-car dealers say 

they are well pleased with the 
Regulation W change. They say 
that it will extend the market for 
new cars. Many who were unable 
to buy at old terms are now in the 
market. Renewed interest is being 
displayed in new automobiles. 

Many dealers still are behind 
in orders, however, and so it 
will be some little time before 
the full force of the regulation 

is felt in new-car lines. 

There is every indication that 
buyers in the Denver area do not 
consider the market fixed. They 
are holding off buying new cars for 
that reason. The biggest aid in the 
new Regulation W change is in 
the used-car market. Dealers re- 
port increasing stocks of used cars 
and the new regulation will be of 
aid in selling the late model cars. 

* +. + 


Boston 


PRINCIPAL dealers in this area 
~ express widely divergent opin- 
ions concerning the effect of the 
new credit extension. 
Some say “no effect at all,” 
others say “very helpful.” 
Generally, however, the consen- 





sus is that smaller monthly pay- 
ments will prove beneficial, al- 
though more in the case of used 
than new cars. 

An amazing unanimity among 
the dealers was disclosed by the 
survey concerning the public re- 
action to the present price pat- 
tern. All agree that potential 
buyers are extremely price con- 
scious and most are inclined to 
wait a while in the expectation 
that there will be further and 
more substantial reductions. 


A critical factor that colors the 
thinking of dealers in this area is 
the arrival after a chilly spring of 
warm weather. 


They do not know whether to 
credit the current good business 
to the Federal Reserve Board or 
the weather bureau. Prewar used 
cars are moving well at good 
prices. But several dealers report 
a slow market in late model post- 


war jobs. 
+ + * 


Minneapolis 


[pBALens in the Twin Cities say 
the credit extension has had lit- 
tle effect on market to date. Few 
new-car sales are directly attrib- 
uted to the credit ease. 

Most dealers call for elimina- 
tion all credit controls, reduction 
of down payment plus lowering 
prices as only business stimulant. 
The market is steady on new and 
new used cars, with older used 
cars moving well. Many used-car 
lots are folding. 

Dealers in high-priced cars say 
Regulation W extension has failed 
to stimulate sales appreciably. 

Some dealers say many custom- 
ers are sore at token reductions 
announced by manufacturers. They 
were anticipating a big price break. 

One dealer predicted it would be 
at least five years before any price 
drops worth shouting about. Selmer 
Stein, NUCDA official here, pre- 


| dicted complete elimination of con- 


trols in the next few months. That, 
he believed, would be the answer to 
business stimulation generally. 
Stein said '37-’38 models are mov- 
ing best. Customers can handle the 


_ SERVICE SECTION 





monthly payments, he said, but 
often are short on the down pay- 
ment. 

He added that many dealers 
bought high, haven’t unloade: 
stocks fast enough so will keer 
market artificially inflated unti! 
satisfactory return on _ invest 
ments or take big losses in face 
of a declining market as some 
are now doing or go out of busi- 
ness entirely. 

Ed Taylor (Studebaker), vice- 
president of the Minneapolis Deal- 
ers Assn., said credit modifications 
would help “over the long pull, and 
anything will help used-car market 
at this time.” 

April did not come up to expecta- 
tions, but was well above the past 
few months. Still another dealer 
reported credit extension has helped 
in a few cases. 

Many used-car dealers facing city 
imposed $5,000 bond due May 15 
cannot pay, so are closing. Slow- 

moving °46-’'48 models have many 
dealers worried. 
+ + * 
Philadelphia 

FFECTS of the relaxation of the 

time period payments of Regu- 
lation W are already being felt by 
most dealers in Philadelphia. The 
credit control relicf has helped 
dealers in all lines. 

One dealer said that sometimes 
its just the little extra inducement 
that means the difference between 
an inquiry and a sale. 

Another pointed out that easier 
terms help to make a buyer out 
of the family that is on a budget. 

* * + 
Springfield, Mass. 

ELAXATION of credit terms 

will prove a boon on the sales 

of new and late model cars, a sur- 
vey of automobile dealers has dis- 
closed. 

Dealers here were almost unan- 
imously agreed that the extension 
to 24 months will cause a boom in 
sales on the more expensive cars. 

For the present, at least, deal- 
ers will insist on 12 to 15 months 
as the tops for older used cars, 
with one-third cash down and 
short term credit. 

They explain that a person buy- 
ing an older used car and asking 
for 24 months doesn’t have good 
intentions of paying off the install- 
ments. And, they add, the financ- 
ing charges would be excessive 
against the value of the machine. 

But in the new-car and late- 
model used-car fields, dealers ex- 
pect a sharp increase in sales with 
the relaxation of the restrictions. 


Minn. Trade Act 
Eased by Ruling 


ST. PAUL.—An opinion handed 
down here by Judge Levi M. Hall 
limits the effectiveness of Minne- 
sota’s fair trade act, which is in- 
tended to permit manufacturers to 
fix minimum resale prices of their 
products. 

Judge Hall dismissed efforts of 
Seagram Distilling Corp. to force 
the Tower Liquor Store, 818 Mar- 
quette Ave., Minneapolis, to sell 
Seagram products at a fixed mini- 
mum, Judge Hall ruled that Tower 
had only to comply with provisions 
of another state law calling for 
markup of at least 8 percent over 
wholesale. 





K-F DEALERS FROM NORTH, EAST, SOUTH, WEST—Surrounding Edgar F. Kaiser, Kaiser- 
Frazer president, four dealers from widely separated states point out their home towns on 
@ map. Among the members of the K-F Dealer Advisory Council who met at the Willow 
Run plant Apr. 25-26, they are, left to right, Larry French, French-Baker Motors, Inglewood 


Calif.; E. U. 
The Bates Co., Inc., Quincy, Mass., and F. 
Beach, Fila. 


Teague, Teague Motor & Implement Co., Salem, Ore.; Kaiser; J. 
E. Wallace, Wallace Motors, Inc., West Palm 


. Bates, 
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Nash, Hudson Reopen Today . . . 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
30 = May x May 1 
Meise’ «= Yoss,«“Esigw” «ious ase 19" 
CHRYSLER .......... 22,158 11,258 22,448 91,046 308,433 
REE” sccteccocete 2,924 2,401 2,308 12,010 42,052 41,283 
SE Cad sb dere 6 UN bee 2,213 1,849 2,165 9,188 32,287 31,338 
SE. “Celica vede deve 5,810 4,496 5,596 20,521 84,822 71,160 
Plymouth ........... 11,211 2,512 11,884 49,3877 127,524 164,652 
SE O2s:04 be aueoad sen 20,715 4,658 22,069 90,231 178,624 370,603 
eee: 16,371 1,592 17,026 70,055 138,877 292,149 
eae et 441 866 638 2,578 6,414 13,099 
eee 3,908 2,200 4,405 17,598 33,338 65,355 
GENERAL MOTORS . 49,152 17,875 48,735 197,162 558,331 663,428 
EY cemnyew ceeenes 8,286 5,576 8,900 35,518 99,3384 135,128 
ee 1,846 1,569 1,854 7,614 18,688 30,192 
oo ae 26,094 2,003 23,802 98,455 276,148 308,694 
Oldsmobile ......... 5,920 3,916 6,437 24,986 70,506 92,425 
Ds AG ho iiss 0000's 7,006 4,811 7,742 30,589 98,710 96,989 
KAISER-FRAZER 2,022 4488 nesses 5,356 63,798 18,904 
EY sesbesvivesetss 28 BFR icsstine 230 486. 24,291 5,140 
PE ib es4b0s 0d ace 1,994 3 5,126 39,507 13,764 
DEMME, 6 oS c sce cccce scala 733 55 470 §=©10,080 4,195 
CPIG,. 6.005 epeuees 1,468 3,090 $3,623 14,480 47,919 63,410 
AGS. 6 6:0. devs o's e's¥'s 326 2,798 331 8,671 47,777 49,485 
EME sso os ck esc secceens 2,379 1,960 4,126 28,492 34,215 
STUDEBAKER ........ 5,064 3,279 4,911 19,561 57,260 173,357 
Nr 458 564 386 1,768 12,717 9,298 
Total Cars, U. S.....101,363 51,117 104,518 432,871 1,291,683 1,595,328 
+Station wagons and Jeepsters. * Revised. 
COMMERCIAL CARS 
*(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan, 1 
SS &F ee Le eek ae 
Maio’ ‘Yous ‘Isise’ igas* 1948" 1949* 
CHEVROLET ......... 8,226 7,404 8,531 36,571 139,381 159,406 
RUNEEIIDEE  0-0:0 6:9.0:6%.0's 60! - wsediue 33 12 33 1,325 147 
DIAMOND T......... 110 216 109 461 5,102 2,307 
ae eA a A eon 74 148 81 317 2,599 1,230 
EE sx ed 6-tiée 9 Seer 2,907 3,731 2,964 12,557 62,522 61,463 
FEDERAL ............ 35 124 35 134 2,241 564 
SE Sais ia nik nd 65.608 4,873 7,501 5,208 21,270 118,915 83,157 
SEE 0Cuk sd OW Mahe ve ke 1,609 1,489 1,972 8,923 29,129 35,174 
INTERNATIONAL 1,457 3,633 1,942 10,849 65,001 51,412 
NEY - 5.3.40, 04 Gis 00 63 6 150 217 151 548 5,257 2,353 
ie MWA ore ae die’ 70 285 47 826 5,880 1,432 
STUDEBAKER ........ 1,490 544 1,504 6,215 21,525 28,010 
ee ee 275 158 746 5,212 3,334 
GED 50555 o0've oder 802 2,537 1,423 5,440 41,911 23,146 
MISCELLANEOUS 253 273 253 862 5,113 5,261 
Total Trucks, U. S. . 22,056 28,405 24,390 105,252 511,113 458,396 
Total Cars, Trucks 
SE cates si cihibieoe talipaie st 128,419 79,522 128,908 538,123 1,802,796 2,053,724 
Total Cars, Trucks 
CO Sere 6,429 5,418 5,908 22,747 89,141 83,307 
Grand Total, 


U. S. and Canada. ..129,848 84,940 134,816 560,870 1,885,937 2,137,031 


* Revised. 
Drive, Sterling, Nash, etc. 








Third More Dealers 


scellancous includes Autocar, Corbitt, Marmon H., Broc y, Four-Wheel 
Packard Plans to Add 
(Continued from Page 2) 
one from Boston, St. Louis and 


cluded as standard equipment on 
the 160-horsepower Customs at 
these new prices: 

Custom Touring Sedan, $3,975, 
and the Custom Convertible Vic- 
toria, $4,520. 

Of the six remaining body 
types, two are new additions to 
the line. They are the Super De- 
luxe Club Sedan, $2,894, and the 
Super Deluxe Touring Sedan, 
$2,919. 

New prices of the others, all spe- 
cialty cars: Eight Station Sedan, 
$3,449 (includes equipment pre- 
viously available at extra cost); 
Super Deluxe Convertible Victoria, 
$3,350; Super Deluxe Seven-Passen- 
ger Sedan, $3,950; and Super Deluxe 
Limousine, $4,100. 

+ + + 


(THE MASS driveaway climaxed 

- the company’s two-day presenta- 
tion of new Golden Anniversary 
Packards. 

Starting around 9:30 a.m. (EST), 
the dealers drove away the new 
cars at a rate of three a minute. 
Thus, nine to ten hours were re- 
quired to clear the 271-acre infield 
of the 2%-mile concrete test track. 


The jubilee Packards, each 
equipped with gold ignition keys, 
paraded with military precision 
from the infield through an ave- 
nue of gold banners, representing 
destinations in all 48 states. 

The proving grounds, where a 
Speed record of 145 miles per hour 
was set in 1948, had a carnival at- 
mosphere. Tons of hot dogs and 
beans and tankloads of coffee were 
Served throughout the day. 

The dealers arrived in Detroit by 
Yiane and special trains, including 





Chicago. 

The two-day introduction of the 
new cars started Monday afternoon 
with a $200,000 show in Detroit’s 
Masonic Temple. Greiner welcomed 
the dealers. A cast of 50 persons 
presented a pageant, “Milestones 
For Tomorrow.” The dealers saw 
Model A, first Packard built in 1899, 
and still able to run under its own 
power. 

om * * 

HRISTOPHER spoke on “Pack- 

ard’s Past, Present and Future.” 
He emphasized that 1949 can be 
just as good an auto year for Pack- 
ard as 1948—“especially with the 
new Ultramatic drive.” 

C. E. Briggs, assistant general 
sales manager, and C. D. Thomas, 
sales promotion manager, aided 
Greiner in the presentation of the 
Golden Anniversary cars in 14 dif- 
ferent body types. 

Stars of stage and screen enter- 
tained the dealers Monday night, 
prior to the mass driveaway. 

The program starred Frances 
Langford, with Jack Herbert as 
master of ceremonies. Other enter- 
tainers included Ray Gorrell and 
his orchestra, featuring Marion Gil- 
lette and Don Abele; Borah Minne- 
vitch and his “Harmonica Rascals”; 
the Dorothy Dorben “Adorables”; 
the Malone sisters; the Parker 
brothers; Bob Barkey, and Arren 
and Broderick. 

McDonough Named 

Paul McDonough has 
named service manager for Steel 
City Lincoln-Mercury, Inc., 401 E. 
Fifth Ave., Gary, Ind. 


Production Slips to 123,419 Vehicles 


(Continued from Page 1) 


day has seen the average output 
of 3,350 Fords, more than 1,000 
trucks, 820 Mercurys and 122 Lin- 
colns. 

If the strike were to continue 
throughout May, for example, 
Ford’s overall production loss 
during the month would be ap- 
proximately 81,000 vehicles, in- 
cluding 57,000 Ford cars. 

A Ford spokesman estimated last 
Thursday that no more than 15,000 
Ford cars were in transit to deal- 
ers. On the basis of those figures, 
Ford dealers would probably be 
without cars to sell within at least 
two weeks. 

* * * 

EANWHILE, all was far from 

being well on other parts of 


Tenn. Steps Up 


Crackdown on 
Truck Overloads 


NASHVILLE, Tenn.—State fi- 
nance commissioner Clarence 
Evans has announced that Tennes- 
see’s crackdown on_ overloaded 
trucks will be stepped up about 
June 1, with insistence that excess 
weight be unloaded on the spot. 

“Our present efforts haven't re- 
flected results, and we are going 
to have to use other methods,” 
Evans said. The department had 
been permitting overweight ve- 
hicles to proceed after buying 
proper license tags. 

Pointing out that the state has 
ample authority to require excess 
weight to be unloaded on the spot, 
Evans announced, “The law says 
overweight trucks shall not pro- 
ceed until the weight has been re- 
duced. We can’t unload them, but 
we can keep them from moving 
until they do unload.” 


Indiana 
(Continued from Page 1) 


run from: 5 percent, immediately; 
15 percent, 30 days; 25 percent, 
60 days; 30 percent, six months 
and over. 

Forty percent of the dealers 
said they had about the same 
number of prospects walking into 
their showrooms as last year. 
Two-thirds of the orders were 
reportedly for deluxe models. 
However, customers did com- 
plain about the high prices, deal- 
ers said. 

The use of the installment plan 
has increased with 75 percent of 
the dealers and the main problem 
of the buyer is getting the down 
payment together, it was stated. 

Nearly all of the dealers thought 
the relaxing of Regulation W 
helped their business and they 
listed the best demand for used 
cars in the price range between 
$500 and $1,200. 

The majority of dealers report- 
ed that real competition was here 
now and that business in their 
respective communities was 
about the same as last year. 

There were 25 dealers who re- 
ported they expected to sell 500 or 
more cars next year. 


oy 


| TWIN 
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the automotive production front.|cluded 432,871 


Among other things, there was the 
Bendix strike that kept Packard 
idle again last week, 

Packard, deeming the plan “im- 
practical,” is the only Bendix- 
strike victim not to have taken 
its dies and parts from the struck 
South Bend plant. 

Alleged speedups were also the 
cause of more lost output in Chrys- 
ler Corp. plants. A strike at Briggs 
Mfg. cost the production of more 
than 1,000 cars at the Plymouth 
division last week. 

Sporadic labor flareups over the 
same issue were numerous in other 
plants, but at press time Thursday 
had not resulted in any serious pro- 
duction losses. 

* * * 

UTOMOTIVE producers last 

week in general took a dim 

view on their chances of increas- 
ing May production over the peak 
level achieved in April. 

The industry as a whole had not 
abandoned a plan for record sec- 
ond-quarter output, but held the 
labor situation an extremely doubt- 
ful factor. 

April production in U. S. plants, 
according to final tabulations, in- 


Davis Honored 
Pennsylvanians Fete 


Ford Sales Chief 


PHILADELPHIA.—Several hun- 
dred fellow Pennsylvanians hon- 
ored John R. Davis, vice-president, 
sales and adver- 
tising, Ford Mo- 
tor Co., who is a 
native of Oil City, 
Pa., at a dinner 
here last week. 


testimonial to 
Davis upon the 
occasion of a vis- 
it to his home 
state, the dinner 
was sponsored by 

6. BBs his friends here 
and associates in the automotive 
industry. The guests included a 
number of automobile dealers 
from Pennsylvania and neighboring 
states. 

Messages of congratulations from 
Governor James H. Duff and May- 
or Bernard Samuel of Philadelphia 
were read by Joseph J. Conroy, 
co-chairman of the _ testimonial 
dinner given by Ford dealers of 
the Chester (Pa.) district. 


Other congratulatory messages 
were read by A. A. Martin, presi- 
dent of the Philadelphia Automo- 
tive Trade Assn., and Leigh W. 
Schadt, president of the Pennsyl- 
vania Automotive Assn., who paid 
tribute to Davis in behalf of the 
state organization. 

John H. Fassitt jr., president of 
Foss-Hughes Co. (Ford), Philadel- 
phia, who was chairman of the 
dinner committee, served as toast- 
master. At the speakers’ table were 
C. R. Beacham, sales manager of 
the Ford Motor Co., Southeastern 
region; J. Eustace Wolfington, vice- 
president of the National Automo- 
bile Dealers Assn., and representa- 
tives of various cities, states and 
‘national trade groups. 





BEDS 


Orga Cry 


NASH LOOKS TOWARD VACATIONISTS—As part of a campaign emphasizing the advan- 


| tages built into 1949 Nash cars for sportsmen and vacationists, this ''600 Airflyte'' with twin 


building in Detroit, the company reports. 


| the door opening, permitted removal of a door and protected the interior from dust and 
Lawler, advertising and sales promotion director; 


Shown (left to right): N. F. 


weather. 


been | convertible beds made up, drew thousands at the street entrance of the Nash administration 
A huge sheet of plastic, cut and moulded to fit; SERVICE MANAGER with Nash experi- 


| 


H. C. Doss, sales vice-president, and J. W. Watson, assistant general sales manager. 


cars and 105,352 
trucks—a total of 538,123 vehicles. 
This compared with March output 
of 404,351 cars and 115,927 trucks 
for a total of 520,278. 


Stewart Testing 


Racers Again 


INDIANAPOLIS.—Stewart - War- 
ner electronic wheel-balancing serv- 
ice, Officially approved by the 
Speedway management, has been 
set up for service at the track to 
all entrants in the 500-mile Mem- 
orial day race for the third succes- 
sive year. 

In announcing the opening of the 
Stewart-Warner balancing service 
in the garage area where cars are 
now being readied for the race, 
Art Singer, in charge of balancer 
sales for the manufacturer. said 
that three factory specialists are 
to be on duty through race day. 
They are Art Herpolsheimer, Ray 
Miller and Chuck Wiley. 


Ford to Increase 
Mexican Output 


MEXICO CIT Y.—Plans for a 
$2,000,000 (U.S. dollars) building 
and expansion program at Ford Mo- 
tor Co., S.A., to modernize working 
conditions and permit a 50 percent 
increase in the output of Ford cars 
and trucks in Mexico, were dis- 
closed last week by Fraine B. Rhu- 
berry, general manager of the local 
subsidiary of Ford Motor Co. 

Rhuberry said preliminary work 
will begin at once on the two-year 
project, which will contribute to the 
ultimate solution of Mexico’s short- 
age of highway transportation. A 


Planned as 2a presidential decree recently lifted 
bans on exporting cars out of 
Mexico. 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 

SALES MANAGER WANTED—Wonderful 
opportunity for young man in Ford deal- 
ership which has operated twenty-five 
years in town of forty thousand. Re- 
quire someone capable of handling entire 
truck and car sales operation, hiring and 
training of salesmen, appraisals, etc. 
Will pay salary and percentage of profits. 
Must be trained and experienced in sales 
work and a proven producer. Box 3065, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER by large Ford dealer 
located in Central New Jersey. Must have 
good education and mechanical back- 
ground, be aggressive and thoroughly 
understand all duties of good service 
management; be 35 to 45 years of age. 
To one who can qualify a good, steady 
position is offered with good salary and 
bonus. Box 3057, c/o Automotive News, 
Detroit 26. 


TRUCK BODY 
SALESMEN 


Men to represent us In various territories that 
are now open throughout the United States. 
We operate same as Motor Truck Manufac- 
turers, selling direct to dealers only. District 
men appointed will have opportunity of be- 
coming Regional Managers. Our Packette 
bodies for flat face cowls, van bodies and 
Stor-Tudor body for the new Ford Parcel De- 
livery have unprecedented dealer and user 
acceptance. 

Excellent future as well as possibility of 
living at home. 

Write, phone or wire 


Oltman-O'Neill Company 


23500 SHERWOOD AVENUE 
CENTERLINE (Suburban Detroit), MICHIGAN 





WANTED — GENERAL MANAGER for 


large Ford dealership. Must be expe- 
rienced in all phases of automotive retail- 
ing and have best of references. Un- 
usual opportunity. Replies confidential. 
Box 3064, c/o Automotive News, De- 
troit 26. 





AUTO PARTS AND ACCESSORY MAN- 
AGER. Complete knowledge wholesale 
and retail operation necessary. G.M. 

dealership, located in Cleveland, Ohio, 

Rare opportunity for a good man. Box 

3056, c/o Automotive News, Detroit 26. 


ence preferred. 100-car franchise in Cen- 
tral New York state. Box 3055, c/o 
Automotive News, Detroit 26, 
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HELP WANTED ‘ USED CARS FOR SALE aa - 
= —————————— = ee aR 
tor 
i T sin 
R72 | CLASSIFIED WANT AD DEPARTMENT. AUTO E 
IN ALL TERRITORIES . . . DEALER - AUCTION 4 
Salesmen with established car and/or | 1100 AM—Every Thursday—11:00 Am, Ar 
truck dealer following .. . | On Route 7 6 
gi vezo + ufactu of ch Po 
isch gre guarat "2" nothing ‘ike on | Mil MIDDLEPORT, OHIO Bt 

m range 
of conventional truck ‘rile guards # ws a Owned and Operated by ae 
Foe off Lite see ‘unosalf ecrartvd.| Howard - The - Trader | 4° 
Smartly merchandised. Send replies to— Who Is Your Licensed and 

Bonded Auctioneer DOD: 
FURMAN-HANSER, INC. ‘a ca ‘ ie 
ADVERTISING enty o ars at the Lowest woile 






New York 16, N. Y. Prices in the Nation 


41 East 28th Street 


USED CARS FOR SALE 


AUTO AUCTION 


NEW CARS WANTED 


OLDSMOBILES from franchised dealers at 
up to two hundred and no/100 ($200.00) 
above invoice cost. No infringement. an 


DEALERSHIP FOR SALE 
a 


















DEALERSHIP, now handling Hudson, 250- BUSES FOR SALE 


NEW 1948 GMC, 


EXCELLENT OPPORTUNITY for top- 
flight representative experienced in auto- 


48-passenger Carpenter 

























motive service operation. Acquaintance | 300 car deal, located within 100 miles of | transport. O'Malley Oldsmobile, Inc., ' 
and following among major factories and San Francisco in the richest, most prosper- Diversey Parkway, Chicago 14, itncis. aoe. Your choice koroseal, leather or 20 

authorized car dealers beneficial. Post- a ee ; DEALERS LY mohair seats. Several used buses priced 
tion involves management control, cus- | ous agricultural and manufacturing section USED CARS FOR SALE ON right. Collins Auto Sales, Adrian, Mich 
al m . 2 2 —_ aa ane inka» Min oh —- 

ao wil as aa we Some | me eee of city ve PACKARD STATION SEDAN. Late '48, BRAND NEW, 1949 Dodge RS-229 school | — 

News, Detroit 26. trading area about 175,000—low rent;| practically new, less than 6,000 miles, Sale Starts at 12 Noon (C.S.T.) bus chassis, code 183, net cost. Sheraw \ 

* long, reasonable lease. Iliness forces sale.| fully equipped, see ie ee | Motor Company, 720-39 Green Avenue, d 

POSITION WANTED Will sell partial interest or entire deal| Chilla Ranch, New Market, Virg EVERY THURSDAY Altoona, Pa. c 

— F 








To encourage this classification for the 
benefit of our qureteres | readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12, cents per word. Cash in 
advance. 








SERVICE MANAGER, capable, long ex- 
perience with complete knowledge of all 
makes of cars, especially Ford, Lincoln, 
Mercury, would like to locate in Northern 


Florida. Presently employed by Hudler 
Motor Company of Trenton, New Jersey, 
a large Ford dealership to whom you 
may refer. Mr. Lee M. Gervais, 3216 
Gwynns Falis Parkway, Baltimore 16, 
Maryland. 


PARTS MANAGER—26 years’ experience 
with Dodge, Plymouth parts in large 
dealerships and wholesalers. Can also 
handle Chrysler and DeSoto. Thoroughly 
trained in all phases of parts depart- 
ment management. Aggressive. Best of 
references. Details upon request. Look- 
ing for permanent location. Can go any- 
where. Box 3058, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER OR GENERAL 
MANAGER. Would like to relocate out 
of Chicago, Ill., preferably Northern IIli- 
nois, Wisconsin or Minnesota. Ten years’ 
experience as service manager, Dodge 
and Plymouth. Ten years’ operating my 
own garage. Now employed as whole- 
sale manager for large truck manufac- 
turer. Can furnish excellent character 
and business references. Box 3070, c/o 
Automotive News, Detroit 26. 


A ANT, OFFICE MANAGER — 10 
years’ experience. Familiar with G.M. 
Corporate dealer accounting procedure, 
daily operating and financial 
statements, Very reliable. Go anywhere. 
Box 3046, c/o Automotive News, De- 
troit 26. 

SALESMAN — Unusually successful. Age 
25; senior mechanical engineering stu- 
dent. Available June ist, Your consid- 
eration appreciated. Henry Koskodan, 
5039 Talbot, Detroit, Mich. 


LADY, single. accredited business college 
graduate, four years’ experience in auto- 
bookkeeping and stenographic 
. Free to travel. Box 3059, c/o 
Automotive News, Detroit 26. 


CE MANAGER. Reliable, steady, 
22 years’ experience, wants permanent 
connection with medium sized GM deal- 
ership in midwest. Box 3060, c/o Auto- 
motive News, Detroit 26. 


TWO YOUNG MEN INTERESTED in the 
future, who have produced $144,000 parts 
sales and $60,000 service sales. Nation- 
wide parts sales connection. Thirty 
years of age, employed at the present in 
a west coast Ford distributorship. Would 
like to buy part interest and take over 
m ment of Ford deal anywhere in 
the United States. Reference upon re- 
quest. Open for the severest investiga- 
tion. All replies treated with the strict- 
est confidence. Box 3048, c/o Automo- 
tive News, Detroit 26. 


WANTED—CHEVROLET FRANCHISE in 
Florida. I am now a Chevrolet dealer 
and would like to secure Chevrolet fran- 
chise in Florida, contract from 50 to 200. 
Reasonably sure of factory approval. All 
information will be held confidential. Box 
3020, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


MOST POPULAR light and heavy-duty 
truck agency, now handling Katiser- 
Frazer cars, Fruehauf trailers, Firestone 
home and auto supplies distributor. Must 
have factory acceptance. Primarily a 
truck setup. No trifiers. Between N. Y. 
and Philadelphia; 6,500 square foot bufld- 
ing, 9,000 square foot lot. Building and 
lot can be purchased at $35,000 or leased 
with guarantee 10-20-30 years $175 per 
month. Can be purchased without bulld- 
ing at actual value of parts and equip- 
ment as operating now $30,000 based on 
cost less 10%. Net profit trucks only 
1948, $22,000. Rush — owner fll now. 
Box 3071, c/o Automotive News, De- 
troit 26, 


FOR SALE—New truck dealership, Central 
Wisconsin. Outstanding opportunity for 
an experienced truck man. Large terri- 
tory both farming and manufacturing. 
We are primarily interested in leasing 
our excellent truck building (long term 
lease). Good used-car opportunity as 
well as super service station—$7,500, in- 
cluding parts. Buyer must have factory 
approval. Box 3072, c/o Automotive 
News, Detroit 26. 


"BIG THREE’ DEALERSHIP, 100 units. 
Southern city, 3,000 population. Price 
not padded. Cash required. Must be 
able to qualify with manufacturer. Box 
3066, c/o Automotive News, Detroit a 


GARAGE—Now selling Fords. Will sell a 
actual cost of new building and cost of 
inventory. Ed. Thienfeldt, 3314 Lisbon, 
Milwaukee 8, Wis., Greenfield 6-0300. 


GARAGE—Now selling Chevrolets; sold 250 
in 1941. Garage, now selling Kaiser- 
Frazer autos, clean, and fully equipped. 
-_ Ihlenfeldt, 3314'Lisbon, Milwaukee 8, 

Wis., Greenfield 6-0300. 


motive 
work 







































with nominal down-payment and liberal 
terms to right 


equipment, no used cars to buy unless 


can be started over again for 


ull or partial interest. 
This is the opportunity of a 


young. aggress ~. ex 


ile man. 
a 


lifetime for a 


you qualify. When 
reply grab a plane. Airmail reply to R. J. 
Vandevanter, 617 Mill Street, Santa Rosa, 
California (not location of deal). 


LOS ANGELES SUBURB has long estab- 
lished dealership, now handling Willys, 
for immediate sale. Will sacrifice stock 
and equipment for $5,500. Spot has 
made good money. Other franchises 
available. Managers have left and own- 
~ are too distant to operate it. Write, 

call Cooney Motors, 416 East Val- 
y “Biva.., El Monte, Calif. 


ONE OF “BIG THRLE,"’ also popular line 
of farm machinery and trucks, Northern 
Wisconsin city of 12,000 population. 
Large agricultural area, also heavy tour- 
ist business. \% million dollar volume in 
"48, a real money maker; $35,000 will 
handle. Long lease, reasonable rent; 
buyer must qualify with factories. Re- 
plies confidential. Box 3061, c/o Auto- 
motive News, Detroit 26. 


NEW CAR DEALERSHIP for well-estab- 
lished car, selling approxiamtely $70,000 
per month in Southern coast city with 
air force field in city at inven’ of 
parts and equipment, approximately $15,- 
000, and purchase of buildings at $15,000 
with long lease on land at $200 month. 
Profit $4,000.to $6,000 month and could 
be increased with proper supervision. 
Owner has other interest and must sell. 
Box 3062, c/o Automotive News, De- 
troit 26. 

LEADING INDEPENDENT AUTOMO- 
BILE LINE in San Francisco, old estab- 
lished location; sales volume last year 
over four million dollars with new profit 
of $341,000. Real opportunity to take 
over large, going business at actual in- 
ventory for parts, furniture and equip- 
ment. Box 3041, c/o Automotive News, 
Detroit 26. 

ONE OF ‘‘BIG THREE’’ DEALERSHIPS 
in Indiana town, 6,000 population. Larg- 
est dealership in town. Big used car lot 
on U. 8. Highway. Will sell half interest 


or all. Other interests reason for selling. 
Box 3067, c/o Automotive News, De- 
troit 26. 


MONEY-MAKER IN SOUTHERN CALI- 
FORNIA. [Iliness forces me to sell new 
car agency (now handling Nash) at once. 
Established 18 years in best location in 
Southern California, Excellent lease sit- 
uation, $85,000 will handle. Should make 
$50,000 this year. Box 3043, c/o Auto- 
motive News, Detroit 26, 


FOR SALE—New car dealership, now han- 
dling Oldsmobile. Location central IIli- 
nois. Rich farming and manufacturing 
area. Low inventory. Good contract, 
must meet factory approval. Box 3068, 
c/o Automotive News, Detroit 26. 


WILL SELL ONE of my big three agen- 
cies. New building, new equipment, 
signs, no obsolete parts and five-room 
house for $45,000 cash. Located less 
than seventy miles south of Atlanta, Ga, 
Box 3053, c/o Automotive News, De- 
troit 26. 


ONE OF “BIG THREE” dealerships in 
Southern Idaho. Near atomic plant. 
Cars, trucks, tractors, Netting $20,000 
yearly. New building on 145 x 380 lot. 
Write Box 3063, c/o Automotive News, 
Detroit 26. 


BUSINESS FOR SALE 
WILL SELL OR TRADE car sales lot, 


apartment building or five-room house in 
Fort Lauderdale for automobiles or busi- 
ness frontage in Detroit, Owner, I. Al- 
pert, 2424 8S. Federal Highway, Fort 
Lauderdale, Florida. 


NEW CARS FOR SALE 


DEALERS 
YOUR REAL CHANCE 
Phone, Wire or Write 
For yy Baty my Opportunity 


in New 1949 Renaults 
French Built En ine-in-Rear—4-Door Sedans 

GREATLY SACRIFICED 

Below Distributor Cost 


— Only 25 Left — 


WALTER L. DAVIS 


Phone: 37-7681 Address: 32! S. Main 
MEMPHIS, TENNESSEE 








NEW CARS WANTED 
PONTIACS from franchised dealers at $250 
above invoice cost. No infringement. We 
transport. Mohrman Pontiac Company, 
Del Rapids, So. Dak. 


No good a a exhorbitant prices for 
ou 
want ‘them. Basis of sale will be less than 
cost. We have $150,000 in this deal but it 
$25,000 to 
30,000 which will be the basis for sale of 


Henend, qualified au- 
eal will very conserva- 
pay for iteelt in one year. Answer this 
u receive my 








AUTO AUCTION 


(Dealers Only) 


TWO BIG SALES 
EACH WEEK 
TUESDAY AND THURSDAY 
Sales Start at 12:30 
2 
NEW CAR DEALERS 
Consign Their Cars to Us for the 
Thereday Sale 


USED CAR DEALERS 
Consign Their Cars to Us for the 


Tuesday Sale 
All Buyers Welcome 


CHICAGO AUTOMOTIVE AUCTION, 
7843 EXCHANGE oe CHICAGO 


46100 
Seorgs Cant hades 


INC. 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Yq Mile East of lilinois State Line 
On Route 30 


EVERY FRIDAY ... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


Phone 4111-4051 DYER, IND 
Res.: Lansing, Ili. 730 and 
Lansing, Ili. 107R 








Philadeiphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 AM. 


Harry D. Gilbert 


Avtomobile Auetioneers 
6600 N. Broad - Phila., Pa. 


PLENTY OF cans Ano BUYERS 
WEEKLY PRICES ae ED ON REQUEST 


Tel. eatin 8-3000 











LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 








CLEVELAND, OHIO 


DEALERS' AUTO AUCTION 
AUTO PALACE—3167 W. 117th St. 
2 Blocks North of Lorain Ave. 


Auction Every Friday . . . Rain or Shine 
Bring your cars any time. Stored in 
heated garage. Wholesale every 
day. Auction starts at 12 Noon. 

Heated and Lighted Salesroom 
Doc Miller, Ray Austin Charlie McCarty 
Auctioneers Promoter 
McDERMOTT-SCHUELE MOTORS 
Phone Winton 3105-3106 
Downtown Office: 
1515 Chester—SUperior 1269 





, HLL. 














TRUCKS WANTED 


WANTED TO BUY—An automobile trans- 
port with or without tractor. Must be 
in excellent shape and a bargain. We 
want this to haul new Packard auto- 
mobfles, Contact Earnhardt Motors, 
Harlingen, Texas. 


Weekly Prices Mailed on Request 


MANEY MOTOR CO. 


MURFREESBORO, TENN. TRUCKS FOR SALE 

CLOSING OUR SURPLUS LOT. Your price 
is good enough. We have (1) '42 GMc 
6x6 with 10-yard dump body; (1) GMc 








KEN SCHAEFER'S 


‘42 6x4 with 10-yard dump body. Both 

The Only Indiana have all new tires. Perfect mechanically 
AUTO AUCTION $1,350 each or ‘best offer. Cattle and 
semi-trailers (new tires, tarps, etc.) 


In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Rooads of America 
WIDIAMATOUS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Ilinols st Phone Lincoln 5383 


$300 each. Two-wheel, 1-ton trailers at 
your price. Come in or call Limegrover, 
Turtle Creek, Pennsylvania, Valley 6264. 


USED CONVOY, hauls any late model car, 
only couple years old. Has 825.20 tires 
1940 Chevrolet 2-speed axle with Hi-Tork 
motor. Both units in excellent condition 
A steal at $1,995. Schreibers Garage 
Salunga, Pennsylvania. Phone Landis- 
ville 2711, 


WRECKER, LIKE NEW, $3,000 value for 
$1,600. Complete information given to 
inquiries, Willcoxon Auto Company, Junc- 
tion City, Kansas. 






AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














1—1948 Ford Model F-6 8-cylinder with 
2-speed Thornton 4-wheel drive—8:25x 
20 tires, with Anthony F-22 dump body, 
14 cubic yards WL, 12'x90" 8-ga. floor, 
full cab shield, outside braces. Model 
7751 7" twin cylinder hoist. 


BUSES WANTED 


WANTED — Ten new Reo 55 passenger 
school buses. Quote lowest price. Box 
3074, c/o Automotive News, Detroit 26. 


BUSES FOR SALE 


New Ford 


Transit Bus 
Model 69B 29 Passenger 


Single door, 
brakes, air actuated two-speed 
axle, power ventilation, large Hi- 
Temp heaters and _ defrosters, 
825x20 tires all around, front and 
side destination sign boxes and 
curtains. This coach is new, has 
never been registered and is be- 
ing offered below dealer's cost 
subject to prior sale. 


AUTOMOTIVE TWINS, Inc 


2475 Fairfield Ave. 
BRIDGEPORT, CONN. 


1—1948 Ford F-6 8-cylinder with single- 
speed Thornton 4-wheel drive—8:25x 
20 tires, chassis and Thornton only. 





1—1949 Ford Model F-3 6-cylinder with 
model CB 504 DeKalb Urban delivery 
body, painted white. Exceptionally low 


mileage. 
12-volt system air| Used as Demonstrators Only—Substantial 
Discount. 

—ALSO— 


1—1948 Ford Model F-6 8-cylinder, 2- 
speed axle, radio-heater, 16,000 miles 
—8:25x20 tires in rear, with 8Y," An- 
thony limespreader, good as new. 


For Information Call or Write: 


SOUTH SIDE EQUIPMENT 
CO., INC. 


| 109 W. MORRIS ST. FRANKLIN 2368 
Indianapolis 25, Ind 


New Reo Trucks For Sale 


We have in our possession the following units, as described, 
for immediate sale. These trucks are all new and have been on 
dealer's showroom floor continuously since being shipped from 
factory. 

2—1948 New Reos, Model C22T 

2—1948 New Reos, Model C19T 

1—1947 New Reo, Model 25B 

1—1949 New Reo, Model D19B 


We wish to place these six trucks all together immediately and 


they can be purchased considerably below the distributors cost 
at time of manufacture. Terms cash, F.O.B. Evansville. 


Phone, Wire or Write Immediately 


CITIZENS FINANCE DEPARTMENT 


CITIZENS NATIONAL BANK 


EVANSVILLE, INDIANA 
Phone 3-1127 


on 9 





er 
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== TRUCKS FOR SALE TRUCKS FOR SALE | PARTS FOR SALE 
BAR‘ AINS—4 Reos on hand at. distribu. | (oe a 
Scie speed, 1—19B single speed, 1—191. | 50 New Two-Ton Trucks BUICK p ARTS 
aS wae, on ne hay den a 1948 Models Conventional Cabs ATTENTION 
ON at cost. Houston Truck Company, 5719 | Chevrolet, Ford, Dodge, G.M.C. “WORLD'S LARGEST DEALER ; 
11:00 AM Armour Drive, Houston, Texas. j 
°" eae ae ee en er | WHOLESALE BUYERS 
RT—Li . $2,500. 1630 E, 
Bu en St., Pheenla, Asta.; Phone 53-9963. | All Have 2-Speed Axles, 8.25 Duals Wholesalers: We Are Quantity 
by qe | Located in Midwest | Shippers...Same Day Service rt 
ader MACK—Models NJU. 4x4, Front winch. | Owned by Fleet Operator On Mail Orders and Inquiries. We Have Complete Line 
FORD—Bomb Services. New! Priced Right All Shipment C.0.D. Basi 
d pments on C.O.D. Basis 
re DODGE—Weapon Carriers. | ° LATE MODELS 
west Over 200 government surplus vehicles and Box 3069, ROBERTSON BUICK co. 
trailers. Special prices to quantity buyers. c/o Automotive News, 1000 $ ukee OF ying 1030 PLYMOUTHS FORDS 
sienna Get Our Price First | Detroit 26. CHICAGO §, ILL. CHEVROLETS 
—— BECKER MOTORS, INC. meee ee | 
see EG N. CAPTTOL «= NDIANAPOUS, 00. | Ee GENUINE (No Taxicabs) 





ises priced Tel.: Lincoln 9455 | 

— — M a ee IS FORD PARTS Tudor, Fordor, Club Coupes 

r en ' So Shipped anywhere at attractive dis- e e 

> fe pg 4 a ak tai a ° counts on quantity purchases. Call, Priced for Quick Sale 


write or wire us for many hard-to- 












































rt t body. Has the big 145 - 
——_____ HP. Ford engine, '900x0 tires on was CHRYSLER - PLYMOUTH get items. 
in compan rvice. ft: | 
— 8, 21 cad bedy $1,800. We ‘oar one ’ Prompt, courteous and efficient service. All Cars Cleaned, Ready to Run 
“oo. et zo vere a ol rwice. nacnetect One of the Largest Chrysler Parts 
r. Lee Daniels, Truck Sales Manager, PALMA MOTOR SALES AND SERVICE 
gain. We Hal Lynch Mot H + U Dealers in the Midwest ‘ 
ard” auto . Tiichoavnie: aoe at Union > | CORPORATION Also Many Other Makes and Models Taken in Trade by 
re WE CARRY A LARGE STOCK OF teee Saveaten Avenve wy 
oo NEW LINES WANTED FENDERS, GRILLES, DOORS, PANELS | Staten Island 10, New York City Z" FRANK ' INC. 
Your price NEWLY FORMING DISTRIBUTORSHIP Genuine Mopar Ca Sore CHICAGO'S LARGEST NEW-CAR DEALER 
"42 GMC with extensive following with automobile _ . . 
(1) GMc on ceabedes tame — a | e ——— Write or Wire 
dy. Both — a ke ae ae Send Us Your Order 
' ; arts, @ jes, tools, etc. B 3073, | 
Ranicaity. | Pe kutemetive Nowe beret sen | We Ship Anywhere OLDSMOBILE Z FRANK, INC. 
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